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~ Dealers’ Total New-Car Stocks 


(In Field and in Tresit to Field) 


WOM "f, 650,193 Cars 
W368 MILO om 


peared 


Wir: 


903,789 Cars—March 1, 1956 


ar Output Off Slightly; 
hree-Millionth °59 Near 


By Martin L, Whitmyer 
Staff Writer 
SIZABLE declines in output at 
Buick, Chevrolet and Mercury 
six-day overtime operations 
Studebaker, Rambler, Lincoln- 
Thunderbird and five Ford division 
; ts and dropped U. S. car pro- 
Muction to an estimated 132,003 
last week. 

eet week’s car output was 1.2 
pent below the previous week’s 
assemblies, but 52.7 per- 
“gent above the week ended March 
8a year ago, when the manufac- 
4 P rolled 86,447 cars off the 


| Chief factors in last week's de- 
, were: a four-day work week 
assembly unit; three-day 
duling at Chevrolet’s Terry- 
on (N. Y.) plant, and a five-day 
itdown of operations at Mer- 
@ury’s Wayne (Mich.) plant. 
‘ > ” = 
WESPITE the decline last week, 
car assembly operations are 
g at a pace well ahead of a 
ear ago, both on a model year and 
endar-year basis. 
As of last Saturday, 1959 model 


a 
be 


Top Cars 


New-car registrations for 
states for January. 


® 
m 


1958 
Pos. 


48,917— 1 


Make 
Chevrolet 
Ford 36,188— 2 
Plymouth 16,505— 3 
Oldsmobile 14,165— 4 
Pontiac 10,444— 6 
Buick 13,183— 5 
Rambler 4,434—10 
Cadillac 5,054— 9 
Mercury 5,186— 8 
Dodge 5,687— 7 
Studebaker 1,796—14 
3,241—11 
2,173—13 
2,518—12 
1,355—15 


“12— 
923—16 
7,503 


as. 
Mh 
= 

Total All Makes 


207,088 179,272 
Further details on Page 42. 


_ 2— 47,373 
 38— 14077 


| 5— 12,799 
 6— 10,889 
n= 
- 1o~ 


DeSoto 
Lincoln 


WSIS 


Wanseuure RECORDS 


| the assembly of the comparable 


Buick’s plant in Flint; four-day | units, as compared with 1,055,483 


tions at Chevrolet's Los An-| 


| getting a little tighter. 








, 865,566 Cars 


833,201 Cars 


LOW 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


output stood at 2,306,963 units, as 
compared with 2,594,520 assem- 
blies at the same point of the 
1958 model year. That’s an 8.2 per- 
cent boost over the same period 
@ year ago and puts the manufac- 
turers in a position to turn out 
the three-millionth '59 model on 
March 25, or 23 days prior to 


unit of the 1958 model run, 
Calendar-year output, as of last 
Saturday, was running 22.2 percent 
or an estimated 234,329 units ahead 
of the same period of last year, Car 
assemblies through March 7 of this | 
year totalled an estimated 1,289,812 





cars during the Jan. 1-March 8 
period of 1958. 

Also, based on the current daily | 
output rate of 25,630 units, exclud- | 
ing Saturdays, the industry should | 

(Continued on Page 67, Col. 3) 


ad 


ni 


DETROIT, MARCH 16, 1959 


aN 


de 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich, 


* 


* 


re 
Z| 


SERVICE SECTION 
Starts on Page 28 


$9 Per Year, 35c Per Copy 


Slower Inventory Rise, 
in Dealer Profits 


Gain 
bet . Ibter Spring Outlook 


By Maynard M, Gordon 
News Editor 

EALER inventories of new cars 

continued to build up at a 
modest pace last month, but profits 
generally were exceeding compa- 
rable 1958 levels despite a seasonal 
dip in sales. 

An estimated 703,897 U. S.-built 
"59 models were stockpiled as of 
March 1, according to AUTOMOTIVE 
News compilations. This was nearly 
19 percent below the year-ago total 
and only 8.3 percent above the 
650,193 units at dealerships or in 


| transit on Feb. 1 of this year. 


Chrysler Corp.’s return to full 
production late last month con- 
tributed to the inventory rise 
without influencing new-car sales. 
Effects of the Chrysler resump- 
tions will be felt more directly 
on the marketplace this month 
and next. 

The February addition of fewer 
than 55,000 new units to stocks, 


| together with firmer profits and 


economy-model shortages, added up 
to a selling atmosphere vastly su- 


| Perior to that of = year ago. 


Tet March 1 stockpite last year 
totalled 865,566 new cars—re- 
| flecting not only the 1958 peak but 





NADA Raps Bills 
‘To Bar Makers 


From Financing 


By William Uliman 
Washington Bureau Chief 
aaron —P olitely, but| 

nevertheless firmly, NADA last | 


| week took a position alongside the | 
| Big Three auto manufacturers in | 


opposition to the Kefauver and/| 
|O’Mahoney auto financing and in- | 
surance bills. 
NADA’s position was expressed | 
in a statement filed with the 
(Continued on Page 65 68, Col. 3) 





also the fifth highest inventory in 
history. The only higher count 
occurred during the record-smash- 
ing inventory of February through 
April, 1956. 

Moreover, dealer profits were 
non-existent against the inventory 
load of a year ago, compared to 
showings this past month on lighter 
stocks. And dealers achieved better 
margins in February in spite of 
fierce winter weather in the Mid- 
west and East. 

An Ohio Chevrolet dealer. for 
example, reported profits ahead 
of a year ago by 15 percent. A 
Ford dealer in the Rockies said 
profits were “still very poor, but 
better than last year.” 

“Much better” was a California 
Rambler dealer’s appraisal. A 
DeSoto-Plymouth dealer in the 
East said he was grossing $50 a 
car more, and a Studebaker retailer 
in Georgia summarized the profits 
situation this way: 

“They are great; a year ago there 
were none.” 

> > . 

UPPORTING the improved pre- 

spring outlook was the fact that 
shortages of “cheap‘e” models and 
hot higher-priced units are preva- 
lent so long after '59 introductions. 

Chevrolet, Ford and Plymouth 
dealers all chant one chorus of, 
“Send me more stripped sixes.” 

Dealers were in agreement that 
the small-car swing has created 
a demand for the “cheapies” in 
the lowest-priced Big Three field. 
Dealers unable to fill this demand 
have enjoyed sudden success 
since the first of the year in 
switching economy prospects to 
captive imports—English F ord, 
Opel, Simca and Vauxhall. 

A Ford dealer in the Detroit area 
|}commented that he even was get- 
| ting calls for a six-cylinder power- 
| plant on the hard-to-get V-8 Thun- 
derbird. 

“Folks without a __ worry in the 


Big 3 Small Cars a Step Closer 


OOSE TALK about smaller 
American cars has inspired 
many a newspaper headline. Last 
week the smaller cars were still 
making headlines, but the talk was 


Chairman E, R. Breech and | 
President Henry Ford II con- 
firmed last week in a message 
to the stockholders that Ford 
would offer a smaller car in the 
1960 model year unless “market 
changes or other circumstances” 
altered present plans. 

Meantime, L. L. Colbert, Chrys- 
ler president, hedged on the timing 
but gave some of the details on a 
smaller car which he said Chrysler 
could have ready for market by 
next Jan. 1. 





* * x 


OLBERT made it clear, how- 

ever, that Chrysler executives 
still have reservations about 
whether American buyers really 
want such a car, and he said he 
would be happy to let the other 
makers be first on this one. 

While Ford and Chrysler were 
talking, General Motors, who 
the tipsters say will be first out 





| with smaller cars, was standing 


pat on earlier statements that its 
small-car entry program had not 
been finalized. 

Observers speculated that Ford 
may have concluded that confir- 
mation of the small-car plans might 


Sell Today's Product a 


Plymouth’s Harry Chesebrough 
tells salesmen: “Do not fan the 
fires of desire for a product that 
does not exist.” See Dealer Forum 
on Page 3. 


give the ’59 market a lift by dis- 
pelling the doubts which newspaper 
stories had raised among consumers. 
Colbert warned car buyers that 
the smaller Chrysler Corp. car 
would save only $100 to $150 in 
production cost over the smallest 
Plymouth, He said the new Chrys- 
ler offering would be a six-passen- 
ger car with performance of 25 
miles per gallon on a wheelbase of 
“105 to 110 inches” with a six- 
cylinder engine in front “where an 
engine belongs.” 
+ * 7 

ORD’S statement was terse and 
did not reveal specifications 
nor give an idea of exactly ‘when 


the car might be marketed. The 


| statement follows: 


“Several years ago, the company 
started to study the growth and 
nature of the demand for economy 
cars in the U. S. In addition, the 
company has had under develop- 


ment for some time a car that} 


would be competitive in this seg- 
ment of the American market. 
“Barring changes in the market 
or other circumstances, the com- 
pany plans to introduce such a 
ear during the 1960 model year. 
If introduced, the car will be in 


(Continued on Page 8, Col. 1) 





world are on the economy band- 
wagon,” he said. 

Other models reported in limited 
supply included Chevrolet Impala 
two-door hardtops, Dodge and 
Plymouth four-door sedans, Buick 
convertibles, Rambler American, 
Rambler four-door sedans, Buick 
LeSabre four-door hardtops and 
Lincolns, 

> o > 
OMESTIC-CAR inventories on 
March 1 averaged out to a 49- 
day supply, up from the 44-day 
stockpile of Feb. 1, 
To the 49-day supply must be 
(Continued on Page 4, Col. 4) 


Used-Car Supply 
Shows Upturn 


22 Pct. Gain Reflects 
Tradeins and Spring 


By Robert M. Lienert 
Associate Editor 

TOCKS of unsold used cars held 

by franchised dealers were good 

for 36.8 days of selling as of March 
1, according to Automotive News 
estimates. 

While this represented a gain 
of 22.3 percent over the previous 
month’s count, it was 64 percent 
below the Jan. 1 inventory. 

The increase noted March 1 came 
about despite growing sales in the 
early part of February and a 
marked speedup in the retailing 
pace during the closing 10-day 
period. 

+ . > 

NDUSTRY observers last week 

cited three factors contributing 


|to the recorded increase: 


1. New-car sales outstripped the 
used-car retailing rate, with trade- 
ins thus providing part of the net 
used-car gain. 

2. Dealers were busy in Febru- 
ary buying used cars to fatten 
inventories for the spring season. 
The upsurge in used-car interest 
has not gone unnoticed by alert 
retailers. 

3. February saw many of the 
nation’s largest fleets unload ‘58s. 

The large volume was more than 
the used-car market could absorb 
without showing an overall increase 
in stocks, as adjusted to the aver- 


| age dealer’s count. 


* * + 


N DISCUSSING the current used- 

car market, a dealer in the 

Southwest complained, “It’s hard 
(Continued on Page 4, Col. 1) 
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How’s business? Page 2. 
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Plenty of Room for Sales 





Effort ... 





Buying Plans Are Up a Little 


WASHINGTON.—Two studies re- 
leased last week indicate that there 
may be considerable consumer 
apathy toward car buying in the 
months ahead. 

A survey of consumers by the 
Federal Reserve Board and Sur- 
vey Research Center of the Uni- 
versity of Michigan found the 
proportion of consumers who said 
they are planning to buy new cars 
had increased from the relatively 
low level of early 1958, but re- 
mained below the level found in 
surveys in 1955, 1956 and 1957, 
The Federal Reserve Bank of 

Philadelphia asked 400 families in 
the Philadelphia area: “If you re- 
ceived $2,000 that you had not ex- 
pected, how would you use it?” 

Just 15 families, or 3.8 percent of 
the group, said they would use all 
or part of the money for the pur- 
chase of a new or used car. 

The Federal Reserve-University 
of Michigan survey revealed that 
consumers expected to pay a me- 


dian price of $3,030 for their new | 
cars, a higher median than reported 


in past surveys. 

The number of persons who 
told the interviewers that they 
were planning to buy a used car 
was higher than in most recent 
years, but below the record high 
reached last year. The median 
price that consumers expect to 


Chrysler to Double Output 
For Next Five Months 


DETROIT.—Chrysler Corp. plans 
to produce approximately half a 
million cars and trucks in the next 


five months, the company’s dealers | show your true sales strength and 


and field sales force were told last 
week during a 62-city, closed-cir- 
cuit television sales meeting. This is 
twice as many vehicles as the 
company has built in the last five 
months. 

The closed circuit meeting 
marked the first time in history 


B. J. Nichols L. L. Colbert 


that all Chrysler Corp. dealers 
from coast to coast met at the 
same time in the same meeting. 

L. L, Colbert, Chrysler president, 
said “there 
this spring and the conditions are 
right for doing a lot of business.” 

Byron J. Nichols, automotive 
sales group vice-president, said the 
corporation’s scheduled production 
in the period March 1 to Aug. 1 
will average about 100,000 vehicles 
a month. 

Nichols told the dealers and sales 





Economy Route— 


Show me the way to go home, brays a 
Missouri mule to Robert L. Minckler, presi- 
dent, General Petroleum Corp., sponsor of 
the 1959 Mobilgas Economy Run, as he 
puzzles over the possible routes from Los 
Angeles to Kansas City. The actual route 
of the run won't be announced uantil 
shortly before the start on Apr. 5, to 
prevent practice runs by competitors. The 
run will end Apr. 9. 





is opportunity ahead | 





pay for their used cars also 
slipped from the 1958 figure, 

Both surveys turned up greater 
than norma] interest in buying 
new homes and making home im- 
provements. 

The FRB-Michigan study found 
the proportion planning to buy a 
new home much larger than last 
year and about as high as the pre- 
vious high levels of 1955 and 1956. 

Nearly one-fourth of consumers 
surveyed said they were planning 
home improvements, This was a 
larger proportion than in any re- 
cent year, but the median amount 
earmarked for such expenditures 


Ford Will Relocate 


Sales Office for Imports 


DEARBORN. — The imported- 
ear sales section of Ford’s M-E-L 
division will soon be moved from 
Harborside, N, J., to the division’s 
headquarters here, The move is 
aimed at more efficient operation. 

The section was once a part of 
Ford International but became 
part of M-E-L when that division 
took over marketing the English 
Ford and German Taunus, Ford 
International units now in Har- 
borside will remain there, 


| cial 





representatives that with - produc- 
tion of Chrysler Corp, cars and | 
trucks now in high gear “you can 


true sales ability because you are| 
going to have the new cars in the! 
right numbers and the right body 
styles.” 


Colbert pointed to the following 
signs of strength in the economy: 

1. Inventories in all kinds of 
business are being built up 
steadily and “this should help 
increase production and employ- 
ment.” | 

2. Industrial production has in-| 
creased eight months in a row and 
it is now only 3 percent below the 
alltime high of 1957. 

3. Personal income in January 
was 4 percent higher than in Jan- 
uary, 1958, and personal spending 
is at an alltime peak. 

4. Industrial building awards are 
rising, machine-tool orders are in- 
creasing and housing starts are 


just below record levels. 


Colbert also noted favorable 
trends in the automobile business. 
He said approximately 405,000 cars 
were sold at retail in the U. S. in 
February—about 85,000 more than 
were sold in February, 1958. 


“This means that in spite of 
some of the worst weather in 
many years, the automobile busi- 
ness has really been moving,” he 
declared. “It means that if the 
industry can hold this pace it will 
sell about one million more cars 
at retail this year than last.” 

William C. Newberg, executive 
vice-president, told the sales group 
that the quality of Chrysler-built 
automobiles “right now is the high- 
est it has ever been—and the best | 
in the automobile industry today.” 
He added: 

“This is no accident, We have 
spent millions of dollars on new 
precision gauging and testing 
equipment in all of our plants. We 
have nearly tripled the number of 
people spending full time on quality 
control, and have expanded our 
testing of cars rolling off the as- 
sembly lines. 

“We are dead serious about 
earning the reputation for being 
the undisputed quality leaders of 
the automobile industry.” 

Other Chrysler officials who par- 
ticipated in the coast-to-coast sales 
meeting were E. C. Row, first vice- 
president; E, C. Quinn, general 
sales manager; Charles L. Jacob- 
son, dealer relations; C. E. Briggs, 
general manager of Chrysler-Im- 
perial division; Harry E. Chese- 
brough, Plymouth general manager; 
M. C,. Patterson, Dodge general 
manager, and J. B. Wagstaff, De- 
Soto general manager. 





| Philadelphia area indicated they 


was somewhat lower. 

Early this year, consumers 
viewed their financial situations 
and prospects more favorably 
than a year ago, and the propor- 
tion who planned to make major 
expenditures during 1959 was 
moderately larger than in early 
1958, according to the FRB-Mich- 
igan study. 

The recovery in economic activity 
that had occurred by early 1959 
was reflected in an increase from 
early 1958 in the proportion of con- 
sumer spending units who said that 
they were earning more than a year 
earlier and a corresponding de- 
crease in the proportion who said 
their earnings had declined. 


This improvement in rate of in- 


come was reported by all of the 
major occupational groups and was 
reflected in a more favorable evalu- 
ation of individual financial posi- 
tions. Nearly four in 10 consumers 
reported that they were better off 
financially than a year ago, com- 
pared with one in three consumers 


lin early 1958. 


Consumers’ views on their finan- 
situation in early 1959 were 
about the same as in early 1955, 
but were slightly less favorable 
than those reported at the begin- 


| ning of 1956 and 1957. 


The Philadelphia survey found 
25 families which would use their 
“windfall” for the purchase of a 
new home and another 57 families 
which mentioned home repairs, 

Even more significant, a full 55) 
percent of those interviewed in the 
would do no buying whatsoever | 
with any available money. 

Twenty-four percent said they 
would save all of the $2,000, another 
23 percent said they would use the 
money to clear up old bills and 8 
percent said they would save part| 

and pay bills with the remainder. 

Of the remaining 45 percent, only 
16 percent said they would spend 
all of the $2,000. 

While admitting that its survey 
has its limitations when it comes to 
predicting consumer behavior, the 
Philadelphia FRB noted a number 


| of significant factors: 


The emphasis on saving and 
paying old bills indicates that 
there are some scars of the reces- 
sion that will have to heal before 
consumers are again in a buying 
mood, 

Some of the interest in saving 
may be traced to the fact that no 
“big-ticket” items have caught the 
fancy of consumers. Despite exten- 
Sive restyling of 1959-model cars, 
no one make was mentioned by 
more than one of the 15 families 
which said its $2,000 would go for 
a@ car. 

However, those who said they 
would use their money for educa- 
tion, furniture, vacations and travel 
was surprisingly high. The bank 
concluded, “Perhaps this is some 
sort of evidence to sustain the idea | 
of a new sophisticated consumer.” 


| ASIA Elects Officers— ~ 


New officers of Automotive Service Industry Assn. are, from left, Victor L. Toft, 
Sidles Co., Omaha, president; Les A. Thayer, Belden Mfg. Co., Chicago, first vice 


| president; J. A. Bryant, Motor & Electric Supply Co., Inc., Bowling Green, Ky., second 
| vice-president, and Gene P. Robers, Carter carburetor division, ACF Industries, Inc, 


| St. Lovis, third vice-president. 





Auto Credit Total Increases 


——. 


For Second Straight Month 


WASHINGTON.—The amount of 
auto credit outstanding increased in 
January, according to the Federal 
Reserve Board, It was the second 
straight increase after 13 successive 
monthly declines. 

The credit total on Jan. 31 was 
put at $14,155 million, up $24 mil- 
lion during the month but $1,080 
million below the total one year 
earlier. 

Other consumer goods credit 
plus home repair loans declined 
during January while personal loans 
joined auto credit in increasing. 

A total of $1,248 million in auto 
loans was extended during January, 
compared with $1,360 million in 
December and $1,176 million in 
January, 1958. 

Auto credit repaid in January 
totalled $1,224 million, off from the 
$1,295 million for December and 
$1,350 million for January of last 
year. 

Of the auto credit outstanding 
on Jan, 31, a total of $6,391 mil- 
lion had been extended by finance 
companies. The finance-company 


Ford Stock Sale 


Is Rumored 
NEW YORK.—The Ford Foun- 


| dation has refused to comment on 
|a rumor that the foundation plan- 


ned to sell some of its 36 million 

shares of Ford Motor Co. stock. 
Wall Street reported that be- 

tween 2 and 2% million shares 


of Ford stock might be offered to} 


the public. “We have no comment,” 
the foundation said. 

It was the foundation which pro- 
vided the 10.2 million shares of 
the Ford stock which were sold 
in the first public offering in 1956. 


Business Barometer 


Automotive News Economic | 
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total fell by $13 million during 
January and stood $972 million 
below the figure for Jan. 31, 1958, 

Another $6,178 million of the cur- 
rent credit total was extended by 
banks, an increase of $49 million 
during January. The bank total re- 
mains $131 million below the year 
ago figure. 

Of the current bank credit, $3,982 
million represents auto paper pur 
chased from dealers and $2,216 mil- 
lion represents loans made directly 


|} to consumers. 


Financial institutions other 
than banks and finance compan- 
ies extended another $1,161 mil- 
lion of the auto credit that was 
outstanding on Jan. 31. This 
total declined by $12 million in 
January but remains $69 million 
above the year-ago total. 

Auto dealers had extended the re- 
maining $425 million in auto credit 
outstanding on Jan. 31. The total 
did not change during Jarflary but 
has fallen off $46 million in the 


last year. 
> 


Auto Loan Delinquencies 


Decline, Bankers Report 


NEW YORK.—aAuto loan delin- 
quencies at the nation’s banks de- 
clined in January, according to 4 
survey by the American Bankers 
Assn. 

Of all loans granted directly to 
consumers, .81 percent were delin- 
quent on Jan. 31, compared to #% 
percent a month earlier and 80 
percent a year ago. 

Of all loans obtained through 


|auto dealers, 1.46 percent were be 


hind on Jan. 31, down from the 
1.57 percent a month earlier and 
1.58 percent a year ago. 

Delinquencies on banks’ personal, 
home appliance and one class of 
home repair loans declined in Jan- 
uary while the delinquency rate on 
a second class of home repair loans 
increased. The rates for all four 
classes of nonautomotive loans re 
main above those for the two 
classes of auto loans. 


Bill Would Force 
Safety Equipment 
On All Autos 


WASHINGTON.—A bill requiring 
certain safety equipment on all cars 
sold in interstate commerce in the 
U. S. has been introduced by Rep. 
Kenneth Roberts, Alabama Demo- 
crat who is chairman of the House 
health and safety subcommittee. 

Required would be “crash-proof 
door locks which do spring under 
impact, seat belts, padded instru- 
ment panels, a means of protecting 
drivers from steering-wheel injur- 
ies and brakes and tires which 
meet minimum specifications, _ 

A companion piece of legislation 
would require the Government to 
purchase vehicles with safety 
equipment as an example to the 
public. Hearings on the measures 
are expected within a month. 

It was reported that auto makers, 
while not enthusiastic about the re- 
quirements, have indicated that 
they will lodge no strong protests. 
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E’VE been sounding off so 
much about attracting quality 
galesmen and elevating retail sell- 
ing, that Plymouth invited us down 
to New Orleans the other day to 
meet some real live quality sales- 
men who are doing business today. 

In the course of living with them 
and with Plymouth executives for 
three days, we’ve picked up some 
jdeas you may find of value, But 
first of all, here’s a wives’-eye view 
of top salesmen from Mrs. Fran 
Heppler, Wellesley, Mass.: 

“Tve been talking to them and 
their wives,” she said, “and you 
find all kinds of salesmen here. 
Some are loud and some quiet. 
Some use the hard sell and some 
the soft. 

“But one thing they have in 
common, They all keep at it for 
a large portion of each day.” 


We also have a bit about small | 


cars, the willingness to stand out 


from the crowd and communication | 
of ideas, but let’s hear from some} 


of the salesmen. 
= * 2 


Selling Is People 


ESE are the top salesmen 

from Plymouth’s 18 regions in 
seven classifications—dealerships 
handling 25 to more than 400 cars 
a year. These 126 men and their 
wives earned a trip to New Orleans 
to organize the Diamond Chapter 
of the Plymouth All-Star Sales- 
man’s Club. They come from all 
types of geographical areas—from 
rural to big city. 

Selling is as varied as people, 
and you get some interesting view- 
points talking with these men, Take 
Harrel Morgan, a handsome lad 
with a big smile from Anniston, 
Ala. 

“One mistake many salesmen 
make,” Morgan said, “is that 
they underestimate the interest 
most people have in cars, They 
are afraid to talk to people about 
cars unless they are in the show- 
room. 

“But the fact is that people are 
tremendously interested in cars and 
if the salesman informs himself 
sufficiently about cars so he can 
discuss them in an interesting way. 
people will welcome him anywhere.” 

Morgan has a happy outlook on 
life, although his petite and charm- 
ing wife said she shoves his coffee 
into the bedroom to him with a 
pole. Once he’s up, though, he has 
the time of his life with the four 
children, who range from 1% to 16 
years. 

Incidentally, the salesmen are 


often either way up or way down.| 


When Heartsill Wilson, assistant 
to the Plymouth vice-president in 
charge of sales, mentioned that 
sometimes salesmen get so low that 
suicide would be an improvement, 
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Mrs, Jim Maloney, Chicago, flashed 
a smile back at her husband and 
whispered: “Brother, you can say 
that again.” 

(Salesmen are just like all hu- 
|}mans in that respect, Mrs, M.) 
* ~ = 


|A Personal Thing 


NNISTON has a population of 
35,000, is a pipe center, has a 
| General Electric plant and an Army 
| Ordnance installation. 
“Selling in a small city,” Morgan 
| Said, “is pretty much of a personal 
thing. Your customers are likely 
to call you up when they have a 
| flat tire and you rush to the rescue. 
“The other day a customer called 
| to say his sister was in town for 
a week and did we have a spare 
car around. 
“This made him a big man 
with his family, and we were 
happy to do it, for we knew that 
when he came around to trade 
again, he wouldn’t be so hard to 
deal with.” 
| Morgan insists, in spite of those | 
who scoff, that bread cast upon the 
| waters does return in fuller mea- 
| sure. He began selling Plymouths 
|12 years ago after a four-year 
| hitch in the Navy and a year at 
the University of Miami. 
= * = 








|Don’t Overlook Emotions 
MOTION plays a big part in 
selling, Morgan says, and when 
| he senses that a prospect is ready, 
| he builds him up to such an emo- 
| tional level that he has no other 
choice than to buy. 


Another thing about these top 
| sales folks, They treasure sales 
| contacts and they follow them up. 

For example, Mrs. Florence 

| Casto, the only woman in the club 
|—she brought her husband while 
the others brought their wives—has 
| three shoe boxes filled with the 
| dossiers of more than 3,000 persons 
| in and around Kent, O. 

“I never talk with a prospect 
| about cars but what that same 
| day I send him a card thanking 
| him for his interest. And I keep 
following him up. Every new 
thing I learn about him I put on 
| his card in my file.” 

| Not all the salesmen agree on 
| everything. 

| Bob Redmon, Fort Worth, says 
he asks every prospect: 

“If I make you the right offer, 
will you buy a car today?” 

WL Lee, of Bernice, La., broke 
in with a soft drawl: 

“But I’ve sold a lot of cars to 
people who didn’t know they were 
going to buy that day.” 

By the way, WL is Lee’s name, 
|not his initials and he has a tip 
for you if you have a screwy name 
like that and work for the Gov- 
ernment. Don’t get fussy about the 
name. Let the Government do what 
it wants to with the name or you 
may never get a pay check, Lee 
worked for the Interior Depart- 
ment. Harold Ickes finally said 
enough of this WL stuff and named 
him Bob. 

Incidentally, Bob Redmon gets up 
at 5 a. m, and eats one meal a day 
—usually at 11:30 a. m. This leaves 
him more time for selling. 

Redmon says he qualifies with 
every breath. 

“I look at the prospect’s car and 
ask him how much he owes on it. 
If I figure he has no equity, I say: 
‘Can you put up $500, plus your 
car?’ Even if he says no, Im still 
with him, because maybe I can 
take $200.” 














* * * 


Good Days Are Now 


OU think this isn’t such a hot 

business to be in? Talk with 
Fran Heppler. 

Heppler was in appliance sell- 
ing. 

“When I got into automobile 
selling two years ago,” he said, 
“the wise boys told me that I 
had missed the good years .. . 
that auto selling was for the 
birds now, But I’ve had two of 

(Continued on Page 66, Col. 3) 
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Plymouth's All-Star Salesmen 


with Plymouth leaders at organizational meeting in New Orleans. 
| left, are L. G. Steiner, Pittsburgh; Elmer E. Lawyer, Columbus, O.; Harold C. Howen- 


Meet— 


Directors of the Diamond Chapter of the Plymouth All-Star Salesman's Club pose 


Front row, from 





stein, Corinth, N. Y.; H. Paul Keller, Carlisle, Pa.; Newman Wadlow, Tulsa, Okla.; 
Charles K. Mercer, Warner Robins, Ga.; James Gwatkin, Bon Air, Va.; Robert G. 
Redmon, Fort Worth; Leonard F. Carlson, Medford, Ore.; Robert Tohlen, San Bruno, 
Calif., and Kenneth R. Porter, Plymouth dealer relations director. Back row: Jack W. 
Minor, Plymouth assistant general manager; Ralph N. Schafer, Cedar Loke, Ind.; 
William lL. Shirey, Dearborn; Seymour Tepperman, Linden, N. J.; Max Goldman, 
Natick, Mass.; Harold J. Matson, Granite City, Ill.; Robert E. Hedican, Virginia, Minn.; 
Virgil Ward, N. Little Rock, Ark.; W. W. Frost, Sylmar, Calif., and Harry E. Chese- 
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Tradein Tax Plan 
Stirs Dealers 


In Pennsylvania 


Dealers Fight Hard 
To Keep Exemption 


By George E. Shelley 
Staff Correspondent 

HARRISBURG, Pa. — (UTPS) — 
Pennsylvania’s new-car and inde- 
pendent dealers are going allout to 
block removal of the tradein ex- 
emption from a new sales tax pro- 
posal which would boost the levy 
from 3 to 3% percent. 

The drive calls for vigorous 
dealer opposition and enlists the 
support of buyers of new or used 
cars and trucks through a news- 
paper advertising and publicity 
campaign. 

The tax increase and removal of 
the tradein exemption were recom- 
mended by Gov. David M. Law- 
rence in his budget message to the 
General Assembly. 











brough, Plymouth general manager. 


Picketing Ban Lifted .. . 





Western New York 
Faces Union Drive | 


By Frank Gawronski 
Staff Writer 

A BURST of labor activity in 

dealerships around the country 
was highlighted last week by a 
report of an allout campaign to 
organize shop employes in Western 
New York. 

The organizing campaign, cen- 
tered in the Buffalo-Niagara Falls 
area, was announced by Orr W. 
Mellott, organizer for District 76, 

International Assn. 
of Machinists, 
Mellott said sup- 
port for the cam- 
paign was voted by 
delegates to the 
semi-annual convention of the New 
York State Council of Machinists 
in Elmira, N. Y. Mellott was elected 
secretary of the automotive panel, 
established to coordinate the cam- 
paign. 

Mellott estimated there are 
more than 3,000 eligible mechan- 
ics in New York’s Erie and Niag- 
ara counties. New members will 
as assigned to Machinists Lodge 
1053, which now represents ap- 
proximately 800 mechanics in 60 
shops in the Buffalo area. 
Dealers were warned about the 
union’s new campaign in a recent 
bulletin put out by the Buffalo 
Automobile Dealers Assn. 

“It would be well for you to 
double-check your employe rela- 
tions to be sure they are in good 
order,” the BADA advised its mem- 
bers. 

+ 

HE BADA also advised dealers 

to call the association “should 
anything develop in the line of em- 
ploye relations about which you 
would like to consult with our labor 
counsel.” 

Employe relations were in “good 
order” at Brost Motors, Inc. (Dodge- 
Plymouth), Buffalo, where shop 
workers voted against union rep- 
resentation in an election conducted 
by the National Labor Relations 
Board. 

The employes voted 16-10 against 
the Joint Organizing Committee for 


Ben Ford to Talk 
At N.C. Conclave 


RALEIGH, N. C.—Benson Ford, 
vice-president of Ford Motor Co. 
and chairman of its Dealer Policy 
Board, will address the 24th annual 
convention of the North Carolina 
Automobile Dealers Assn, in Pine- 
hurst Apr. 26-29. 

Ford will be one of several auto 
industry spokesmen who will ap- 
pear at the convention, said 
NCADA President Joe A, Watkins. 
= will speak the morning of Apr. 


* * 


Watkins estimated that 700 per- 
sons will attend the meeting. 


A bill was introduced the same 
|day carrying out the governor's 
recommendation. The increased 
levy would become effective Apr. 1. 

Claude S. Klugh general manager 
lof the Pennsylvania Automotive 
| Assn., urged dealer members in a 
| bulletin to voice vigorous opposi- 
|tion to removal of tradein exemp- 








| would not cross the picket line. 





the Machinists and Teamsters 


Unions. 
* = > 


Court Upholds Picketing 
N OTHER dealer labor news, the | 
Illinois Third District Appellate | 
Court has lifted an injunction which 
prevented the Teamsters Union 
from picketing Jersey County Mo- 
tor Co. (Ford) in Jerseyville, Ill. 


The picketing began in October, 
1957, after company employes re- | 
fused to join the union, Union 
officials said the purpose was to 
induce the workers by lawful 
means to join up. 

But the Jersey County Circuit 
Court, which issued a permanent 
injunction, said the picketing rep- 
resented an attempt by the union 
to coerce and intimidate the em- 
ployer through economic pressure. 

The lower court found that the 
dealership’s business had suffered 
because employes of other firms 


The Appellate Court upheld the 
union’s contention that the NLRB 
was the exclusive means of pre- 
vention and correction of such 
practices in cases involving inter- 
state commerce, The union said 
the dealership is involved in inter- 
state commerce since it receives 
cars shipped from points outside 
the state. 

In reversing the trial court, 
the Appellate Court said, “The 
rule is now firmly established that 
the effect of Federal labor rela- 
tions statutes has been to bar 
the state from enjoining peaceful 
picketing which affects interstate 
commerce.” 

In Decatur, Ill, the NLRB has 

(Continued on Page 69, Col. 1) 








year except for 


wire protests to 





serve to be retired in the rank of 


On the House... 


A net profit of $60 per new vehicle was shown by 
Chicago-area Ford dealers during January, the 
highest net profit for any month during the past 


was $87... Tom Abbott, chairman of NADA’s na- 
tional affairs committee, is asking GM dealers to 


rected at GM and GMAC... 

New York dealers are protesting measure to 
repeal state’s vehicle inspection law, seek 
strengthening of act .. . Franklin and Gasconade 
county dealer associations are merging in Mis- 
sourt ... Several Utah dealers are running afoul 
of the laws governing titles and “bootlegging” . . 
Chicago dealers are backing a model finance bill. . . 

Jim Hunt, former Detroit Chevrolet dealer and founder of Cars 
Rental System, has a new honor: He’s first officer of the regular re- 


U. S, Coast Guard ... Oklghoma dealers will stage annual convention 
Oct. 25-26 in Tulsa . . . Brooklyn and Long Island dealers will hold 
annual dinner Apr. 7 at Garden City Hotel. 


tion. 

“Unless you can convince your 
legislator and state senator 
otherwise,” Klugh declared, “your 
customers may soon be paying 
3% percent sales tax on the full 
purchase price of every new and 
used car and truck they buy.” 

Both Klugh and E. W. Parkinson, 
PAA’s assistant general manager, 
recognized that a need may exist 
for a tax increase, but stressed the 
unfairness of removing the tradein 
exemption, 

A. H. Schwartz, acting chairman 
of the Pennsylvania Independent 
Automobile Dealers Assn., warned 
that the “added expense would cost 
the hard-hit industry thousands of 
car transactions. 

“Increasing the sales tax is one 
thing; the indiscriminate and ill- 
conceived method of computing the 

(Continued on Page 68, Col. 5) 


Mass. Sales Tax 
Would Hit Cars; 
Excises to Stand 


BOSTON.—Despite rumors to the 
contrary, the proposed 3 percent 
sales tax will cover new and used- 
car purchases, according to W. A. 
Plunkett, manager of the Massa- 
chusetts State Automobile Dealers 
Assn. 

He said the one bright note in the 
bill before the Legislature is that 
the tax will be levied only on the 
eash difference in deals involving 
tradeins. This was requested by the 
MSADA, he added. 

Plunkett also said that excises 
levied by local communities on 
motor vehicles would continue. 

Some newspapers in the state 
had voiced the opinion that the ex- 
cise taxes would be lowered or that 
products subject to the excises 
would be exempt from the sales 
tax. ‘ 






November, 1958, when the figure 








Senator Kefauver on two bills di- 










. Illinois and 








rear admiral in the history of the 








—Perte WemMuorr, Editor, 
Automotive News 
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22 Pct. Gain Due to Tradeins, Spring Buildup .. . 





Used-Car Supply Shows Upturn 


(Continued from Page 1) 


to trade for a saleable used car.” 
He added that his used-car oper- 
ation is losing money at the mo- 
ment, although it was profitable a 
year ago. 
Winter weather just about 


in 1958 and about the same as 
1955. 


* * * 


N THE Rockies, a dealer with 
depressed new-car sales said, 
“Used cars have moved well for 
us all last year and this year. They 
have also started to move for other 


|a dealer in the Northwest. With his 
local market “quite draggy,” he 
said, profits have held steady. 
+ * * 

NEW ENGLAND dealer, noting 

“better” movement in the clos- 
ing period of the month, said both 
action and profit also could be 


knocked out his used-car busi- 
ness in February, a Corn Belt 
dealer said, adding that profits 
were about on a par with a year 
ago. 

A Midwest volume dealer called | 
his overall used-car market! 
“strong,” although a “little bit 






“better.” 


A Western dealer with a hot 
line of used cars said his units 
“move OK at all times at good 
profit.” 

In the East, a dealer hampered 
by new-car shortages said suc- 
cinctly, “Used cars are keeping us 
alive.” 
| A steady market with decent 
profits was reported by dealers in 
the Upper Midwest and the Middle 
Atlantic states. 
| = = = 
¥ o— 36.8-day supply of used cars 

on March 1 compared with a| 
|30.1-day supply a month earlier! 

and a 49.4-day supply on March 1 
Federal Reserve actions in the|a year ago. Last year, March 1 





dealers, who have been slow up to 
now.” 

On the Coast, several dealers 
reported no appreciable gains in 
used-car business. Said one, 
“Fringe dealers are cutting in. | 
While volume is up 10 percent 
over 1958, profits are down 50 
percent.” 

Terms seem to tell the story, said | 















tight” on '56s, 55s and '54s., | 
Profit, he said, was better than) 















As Steel Output Booms... 


Interest Rates Edge Up 


NCREASED interest rates and a 













































































































































Lead Master Salesmen— 


Newly elected officers of the Pontiac Master Salesmen's Guild in the Cleveland zone 


O., and George Lardis, vice-president, Warren, oO. 








money market appeared to be| marked the peak for used-car in- 
aimed at tightening credit a bit, ventories, with the count trending | 
The upswing in interest rates in- | steadily downward until September. 
|cluded a one-fourth percentage This year’s inventory was about 
point increase in the amount major| on par with the 1957 date, when 
finance companies will pay for| stocks were good for 36 days of 
short-term money borrowed on| selling. 
commercial paper. Over the past four years, sharp 
rowings from the Federal Re- While commercial-paper rates are | reductions have been brought about 


steel-production record topped 
the news of business last week. 

Key interest move was the 
action of a number of Federal 
Reserve banks in boosting their 
discount rates from 2% to 3 per- 
cent, The discount rate is the 
interest charged banks on bor- 





































responding 1958 date. 

Running over 30 days were 53 
percent on March 1, compared with 
only 36.7 percent a month ago and 
58.8 percent a year ago. 

Range of stocks was eight to 75 
| days, compared with 10 to 60 days 
last month and eight to 120 days 
last year. 


serve System. |loosely related to the interest | during March. There is no apparent 
The increase in the discount rate| charged for floor-plan financing, 
was billed being in line with a|there were no immediate reports | that pattern. 
general advance in interest rates|of increases in floor-plan charges. | 
over recent months and as an anti-| General Motors Acceptance | 
inflation move. Meanwhile, the| Corp, raised its floor-plan rate by 
—_— one-half percentage point in |15 days or less of selling, com- 
T ll | February. Other major finance |pared with 21.4 percent a month 
More akers e | companies did not match the | earlier and 11.8 percent a year ago. 
boost at the time and have not = 
- | yet announced plans for an in- HE 16-to-30-day category 
Of Sales Gains crease. claimed 29.4 percent of report- 
Se the steel industry was|ing dealers, compared with 41.9 
| posting a new high in weekly pro-| percent a month earlier and a 
3rd Best February duction with an output of 2,556,000| matching 29.4 percent a year ago. 
Reported by Chevy | tons, The former high was 2,525,000| Thus, a flat 47 percent were 
| tons turned out in the week begin-| inside the 30-day limit March 1, 
DETROIT.—Car and truck sales| ning Dec. 17, 1956. compared with 63.3 percent Feb. 
are continuing to exceed last year’s; The industry is now operating at 
figures by wide margins, manufac-| better than 90 percent of capacity 
turers said last week. Their reports|and the rate is expected to go 
follow: ao oe rising tide of orders 
| floods in. Much of the steel boom 
Chevrolet | can be traced to inventory stock- 
More than 28,000 new Chevrolet! piling in anticipation of a strike 
trucks were sold in February, an|in midsummer. 
increase of 52 percent over the —_! The Commerce Department re- 
responding 1958 month, according! ported that inventories of manu- 


to Edward N. Cole, division gen-| facturers went up in January for 
eral manager. the first time since July, 1957. 
Cole said it was the third best) The inventory total was put at 
February in Chevrolet truck his-| $49.8 billion in January, compared 

tory, being exceeded only in 1951; with $49.5 billion in December. 
and 1953. The department put sales of | Soto-Plymouth dealer here, left an 
Passenger-car sales topped 115,-| manufacturers at $27.3 billion in|estate of $231,984, according to a 
000 last month, Cole said, also the| January, compared to $28 billion in| court appraisal. It includes a 64 
third highest total for the month.| December and $25.9 billion in Jan-| percent interest in the agency 
More Chevrolets were sold in Feb-| uary, 1958. Manufacturers’ news/|valued at $20,566. The firm, still 
ruary of 1955 and 1956. He said/| orders in January totalled $28.1 bil- | operated by the family, is the sec- 
last month’s sales wete 23 percent|lion, up from the $28 billion in| ond oldest DeSoto-Plymouth deal- 
ahead of those in February, 1958. December and $24.3 billion in Jan-/| ership in the state. It was founded 
af a! |uary, 1958. in 1929. | 


English Ford | 
Sales of the English Ford line| is 
cars in February climbed 79.3 per-| é | 
cent above February, 1958, and 
reached the highest total for any 
month since the cars entered the 
U. S. market 10 years ago, Ford an- 
nounced 

English Ford line sales totaled 
3,900 units in February, more than 
the number sold in January despite 
two fewer selling days. A total of 
2,175 cars were sold in February, 
1958. 

February sales of the German 
Taunus also increased. On sale in 
the U. S. since June, 1958, the 
Taunus reached a high point in 
February with the sale of 536 units, 
Ford reported January sales totaled 
447 units. crete 


Ford Division 


Ford sales during the last third 
of February averaged 5,000 cars 
per day, the highest of the year, 
according to Walter J. Cooper, 
Ford division general sales man- 
ager. 

Cooper said daily sales for the 
full month were 9 percent ahead 
of January sales and 53 percent 
above those of February, 1958. More 
than 500,000 of the 59 models have 
been sold since they were intro- 
duced last Oct. 17, Cooper said. 

- 


Estate Put at $231,000 


RICHMOND, Calif—Amy Weis- 
gerber, widow of a longtime De- 








AMC's Bolt Honored on Retirement— 


Roy Bolt, second from right, American Motors Los Angeles zone manager since 1955, 
was honored by Rambler dealers in the zone and by factory officials at a retirement 
dinner. From left are Roy D. Chapin jr., AMC automotive executive vice-president; 
George R. Browder, Western division manager; Bolt, and Roy Abernethy, AMC auto- 
motive distribution and marketing vice-president. Dealers from throughout Southern 

> 9 California and Arizona attended. C. R. Walker, Los Angeles Rambler dealer, was 
Metropolitan chairman of the dinner committee. Other dealers serving on the committee were John 

Retail sales of American Motors’ | Phillips, Phoenix, Ariz.; Mike Ricker, Whittier, Calif.; Spencer T. Honig, Glendale, 
(Continued on Page 68, Col. 4) | Calif.; H. Floyd Brown, San Bernardino, Calif., and C. G. Henderson, Arcadia, Calif. 





Dealer Profits Top 1958 


As Stocks Rise Slowly 


(Continued 


from Page 1) 


| are, from left, Delbert Oaks, secretary, Niles, O.; George M. Jones, president, Canfield, 


added a steadily mounting stock; has been visible on import saleg in 


of imported cars, All the top- 


| 1957 and 1958. The fourth quarter 


volume imports have poured boat-|of last year saw imports register 


reason why this year should alter|joads of merchandise into U. S.|new sales highs in this country— 


ports-of-entry in the last 10 weeks,| and that occurred in the midst of 


Of dealers reporting their March| anq Renault has sharpened the| debuts of '59 
1 stocks this year, 17.6 percent) competition by launching its Volks- 
claimed inventories good for only wagen challenge for No. 1 position 


in sales. 
Import-car dealers entered 1959 
with an inventory approximately 


equivalent to six weeks’ sales at 


the December rate, Individual 
stockpiles varied widely by 
makes, however, ranging from 
zero on Volkswagen two-door 


sedans in non-coastal areas to the 


hundreds on slow-moving British 
and German makes. 
January-February sales of Simca 


1 and 41.2 percent on the cor- |and Opel were boosted in inverse 


ratio to the slowdowns of Chrysler 
Corp. and Buick cars, respectively. 
Plymouth dealers pushed Simca 
during the glass strike that floored 
Chrysler Corp. assemblies, while 
Buick dealers seized on the econ- 
omical Opel as an antidote to the 
lag in Buick deliveries. 
> > o 


T= approach of warm weather 
is triggering the first of an ex- 
pected deluge of contests and spe- 
cial promotions to buoy up sales. A 
spring “first” this year will be the 


new price stickers, whose impact} 


on shoppers has been salutary so 
far, but which must yet stand the 
test of mass exposure in the tradi- 
tional “season” for new-car pros- 


pecting. 


Talk of a spring upswing brings) 
shudders to dealers and industry) 
statisticians still struggling to for-| 
get three April-June flops that have 


followed 1955’s gold rush. 


Chevrolet General Manager E. N. li 


Cole observed the other day that 
the historical springtime peak in 
new-car sales has levelled out, de- 
pending on geographical area. 

Important markets, such as Los 
Angeles and Miami, have experi- 
enced buying rushes at two times 
of the year other than spring 
months—immediately upon intro- 
duction of new models or during 
the autumn cleanup. The cleanup, 
too, has made significant ad- 
vances in selling power in the 
Midwest, though it has not dis- 
placed spring as the top volume 
season. 

No seasonal curve of consequence 


Government Rests 


In GM Stock Case 


CHICAGO.—The Government has 
rested its case for a plan under 
which Du Pont would divest itself 
of its 63 million shares of General 
Motors. 

GM and DuPont were sched- 
uled to begin answering the Govern- 
ment’s points in Federal Court here 
today (March 16). 

The Supreme Court has ruled the 
Du Pont holding of GM stock was 
illegal, The Government is seeking 
an order that the stock be sold. 
Du Pont has suggested that it 
retain the stock but pass on vot- 
ing rights to its own stockholders. 


domestic models, 
+ * + 


vu February rise in stocks was 
the fourth since last Nov, 1 
| when the inventory reached a two- 


year low of 286,482 
= 
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New-Car Stocks 


In Field, In Transit 


| (Compiled by Automotive News) 


j 





Cars Cars In 
In Transit 

Period Field to 
| Ending Stockst Dealers 
Jan. 1, °50 251,754 188,500 
Apr. 1, °50.... 276,136 158.000 
July 1, '50.... 311,084 167,500 
Oct. 1, °50.... 208,367 157,800 
dan, 1, °51.... 306,888 89,900 
Apr. 1, "51.... 406,541 138,500 
|} duly 1, 51... 357,606 90,700 
| Oct, 1, 61... 250,762 79,500 
Jan, 1, "52.... 224,968 31,000 
Apr. 1, °52.... 213,391 83,000 
July 1, ’52.... 193,462 84,500 
| Oct. 1, '52.... 233,556 89,000 
Jan. 1, °53.... 201,671 83,300 
Apr. 1, ’53.... 445,882 89,300 
|} duly 1, °53.... 479,698 82,3800 
|} Oct. 1, °63.... 519,037 60,900 
Jan. 1, '54.... 428,125 36,600 
Mar. 1, '54.... 511,122 62,000 
| Apr. 1, "64.... 541,911 64,000 
| May 1, ’54.... 538,775 68,500 
|} June 1, "54... 503,219 62,500 
July 1, '54.... 445,665 62,500 
Aug. 1, '54.... 390,854 57,000 
Sept. 1, "54 355,654 50,400 
Oct. 1, °54.... 267,469 29,000 
Nov, 1, "54.... 120,107 37,500 
Dee. 1, 54 203,453 61,700 
Jan. 1, '55.... 293,881 68,500 
Feb. 1, °55.... 373,573 89,100 
Mar. 1, °55.... 467,655 95,000 
Apr. 1, ’55.... 544,038 99,500 
May 1, '55.... 660,341 102,700 
June 1, '55.... 755,498 93,000 
July 1, '55.... 736,591 77,000 
Aug. 1, '55... 735,447 71,500 
Sept. 1, "55... 675,964 37,300 
Oct. 1, '55.... 489,475 48,900 
Nov. 1, '55.... 481,735 87,600 
Dee, 1, °55.... 645,707 77,400 
Jan, 1, °56.... 755,177 53,300 
Feb. 1, ’56.... 801,499 68,900 
Mar, 1, ’56.... 840,089 63,700 
Apr. 1, '56.... 827,977 68,100 
May 1, ’56.... 846,285 56,300 
June 1, '56.... 746,012 52,890 
duly 1, '56.... 613,451 50,568 
Aug. 1, °56.... 551,081 53,026 
Sept. 1, °56.... 456,013 48,382 
Oct, 1, '56.... 288,103 25,900 
Nov, 1, °56.... 212,967 65,008 
Dec, 1, °56.... 318,587 79,656 
Jan, 1, '57.... 461,850 50,168 
Feb, 1, ’57.... 561,934 68,100 
Mar, 1, ’57.... 664,608 68,400 
Apr. 1, '57.... 682,790 63,125 
May 1, ’57.... 677,705 59,500 
June 1, ’57.... 724,329 63,420 
duly 1, °57.... 682,121 63,090 
Aug, 1, ’57.... 645,445 59,300 
Sept. 1, °57.... 684,484 45,052 
Oct. 1, ’57.... 547,549 25,085 
Nov, 1, ’57.... 380,740 68,300 
Dec, 1, ’57.... 460,149 71,300 
Jan, 1, ’58.... 597,208 55,000 
Feb. 1, ’58.... 725,003 54,100 
Mar, 1, ’58.... 821,566 :000 
Apr. 1, ’58.... 783,201 45,900 
May 1, ’58.... 738,464 38,500 
June 1, ’58.... 704,751 36,500 
duly 1, °58.... 630,598 45,000 
Aug. 1, ’58.... 600,656 30,000 
| Sept. 1, 58... 455,984 7,700 
Oct, 1, °58.... 291,397 21,500 
Nov. 1, ’58.... 241,382 45,100 
Dee, 1, *58.... 387,131 73,200 
Jan. 1, ’59.... 477,099 67,000 
Feb. 1, ’59.... 591,993 58,200 
Mar. 1, ’59.... 640,297 63,600 


Dealers 
Total 
Potential 
Inventory 
Stocks 
440,254 
434.138 
478,584 
366,167 
404,788 
545,041 
448.306 
330,262 
255,968 
296,391 
277,962 
322,556 
374,971 
535,182 
562,498 
579,937 
464,725 
573,122 
605,911 
607,275 
565,719 
508,165 
447,854 
406 054 
296 469 
157,607 
265,153 
362,381 
462,673 
562,655 
643,538 
763,041 
848,498 
813,591 
806,947 
713,264 
538,375 
569.335 
723,107 
808,477 
870,399 
903,789 
898,669 
2,585 
798,902 
679,596 
588,172 
504,395 
314,003 
277,975 
398,243 
512,018 
630,034 
733,008 
745,915 
737,205 
787,749 
745,211 
704,745 
729,536 
572,634 
449,040 
531,949 
652,208 
179,103 
865,566 
83:5,201 
776,964 
741,261 
675,598 
630,656 
463,684 
31,897 
286 482 
460,331 
*544 009 
*650 193 
703 897 


+ Field stocks include cars actually at 


dealerships, 


* Revised. 


those warehoused by de: lers 
and factories, and demonstrators. 
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Greatest Buy 
Ever Offered 


In Top-Notch, 


Result-Getting 
USED CAR ADS! 


Ads worth $25 apiece— 
now only 13c each! 
Price slashed to 
introduce our service! 


* 
RESULTS GUARANTEED! 
* 


These classified ads—especially prepared for Used 
Car merchandising—actually answer the questions 
in the prospect's mind when he wonders where to 
look for a good used car! 


They are completely DIFFERENT. They will establish 
your name as the outstanding used-car source: as 
reliable . . . helpful . . . friendly .. . sincere... 
intelligent .. . courteous . . . dependable . . . honest. 
There are 156 ads .. . enough so that you can 
CHANGE COPY EVERY WEEK for the next 3 years! 
People will look forward to reading them, wonder- 
ing what you will say next! 





They were custom-written by some of the finest 
professional copywriters in the United States. And 
... they are guaranteed to produce RESULTS! 


Examine the samples at the right. Imagine YOUR 
name in the signature. 


+ * * * 


Did you notice how these ads will attract attention 
—stimulate curiosity—arouse interest—intrigue the 
reader—and above all: make you KNOWN and 
REMEMBERED .. . for cars of quality .. . and for 
dealings of integrity. 


You can use these ads in many different ways: 


They are excellent as “classifieds” —at minimum 
cost—by themselves. 


They are ideal as an introduction to your regu- 
lar ad, above the listing of “today's specials.” 
They may be set up as DISPLAY ads in other 
sections of the paper—to catch people who 
“didn't even realize” they were in the market 


for a used car! 


They can be used as copy in any mailings you 
send out... on any radio spots you run... as 
“refresher” for your salesmen to read. 


And the cost is almost unbelievable! 


Have you any idea what it would cost to go out 
and get some topflight copywriters to do such a 
series? The price would total about $4,000—fully 
200 times as much! Because you “split” with others, 
you pay only 13c per ad. Imagine—only $6.65 per 
year! You SAVE 99% of the cost! 


Yes, sir: these little ads—so tiny in cost—will prove 
potent in results! 


You run very little risk if you accept this oppor- 
tunity—because WE GUARANTEE that any dealer 
using our ads six months or more who does NOT 
hear favorable comment about these ads—who 
does NOT find more people attracted to his place 
—who does NOT think his sales staff has been stim- 
ulated—who does NOT see direct results at lowest 
cost, can simply say so, and we'll REFUND 100% 
of every penny paid us. 


We think this offer is unique. We dare to make 
it only because we KNOW these ads will prove 
profitable to you. Why not write or wire us at 
once? 


H. K. SIMON ADVERTISING 
Pelham, N. Y. 


References: First National Bank, Pelham, N. Y. 
Rated by Dun & Bradstreet. 


for quite a while... 
word to spread... 
a ream of REPEAT CUSTOMERS. That's 


a long time... 





The MOST IMPORTANT item 


in our cars is FREE! 


One vital element is FREE with any car 
you buy here. It doesn't show on the Bill 


of Sale; it isn't visible on the car; you 


won't find it under the hood. But it has 
built our business from scratch; it's not 
just what a car LOOKS like, but what it 
really IS. 


We've been doing business at this stand 
long enough for 
long enough to have 


just as important to YOU as it is to USI 
Unless you're a skilled mechanic, you have 


to rely on the person who sells you. So 


an honored reputation—even though you 
don't pay Ic extra for it—is the MOST 
IMPORTANT ITEM in any car you buy. 
We're proud of ours! 


Stop Looking for lifts .. . 
Start OFFERING them! 


Tired of waiting for the bus? Wondering 
if it's late again? Hoping a friend will 
drive past and pick you up? 
Treat yourself to the comfort and conveni- 
ence of having your own car. Some — 
fine buys—many of them “just broken in" 
—aoare available here, right NOW! 
Stop looking for lifts . . . start OFFERING 
them to your friends! Let them thank YOU 
for coming along at the right moment... 
We'll fix you up with a car that will give 
you so much pleasure, you'll say ‘'! should 
have done this long ago!” 
Let us be the LAST to pick you up: 
and we'll send a car 
to bring you here right NOW! 





How to Know: 
THIS IS IT! 


When you buy a used car, there's only 
one sure way to know “This is IT." Look 
at things like paint, rubber, mileage .. . 
take it out for a road test... and then 


apply the FINAL test! 
How about the SELLER? How long has he 


been in business? Can he give references 
from satisfied customers? Does his sales 
force try to help—or push to sell? We're 
proud of the way our cars pass every 
mechanical and optical test . . . and 
proudest of the way WE pass the other 


tests! 





These Ads are Copyrighted. They MAY NOT BE USED except by Authorized Dealers. 


Do you want it BIGGER 
or do you want it BETTER? 


“Boy, what a splashy car. Lots of gadgets, 
gizmos and chrome. This is for mel Where 
do | sign?” cries the man who wants 
flash for his cash. 

“Hold on,” 
“Don't buy a cor just for jazz. Drive it. 
TWICE 


cautions the smarter shopper. 


check it. Give it the once-over .. . 


over! Make sure it isn't a mass of misery 


benecth the beauty.” 

We agree. Don't let dazzle dim your judg- 
ment. Be sure you get a good buy, INSIDE 
and out. Visit a dealer who's been around 
who's noted for square 
shooting . . . who offers solid value. Like, 
for example, 


ANY QUESTIONS? 


How far has thot cor gone? Does it 


eat Oil? Has it ever been in an accident? 


Will it... ? Won't it... ? Has it... ? 


Gm Bees B 


If you're having qualms and asking 
questions—it's not the car for you. 
Is it? 


Better let us ask YOU a few: how much 


driving will you be doing? Pleasure, busi- 

ness, or both? For family use or fun? 

Now, we're getting somewhere . . . 
We'll help you pick the RIGHT car in 
your price range. And we'll GUARAN- 
TEE there'll be exclamations of joy... 
rather than questions of doubt .. . 
ofter you drive away! 


HEADLINES 
of other Ads 


There are Special tie-in ads to go with 
every Season, every Holiday—ads that 
appeal to every sort of special interest, 
including Valentine's Day, Washington's 
Birthday, Baseball, Swimming, Elections, 
Investing, Boating, Cooking, Ladies’ Day, 
Labor Day, Football, College, Harvest time, 
Races, Columbus Day, Hallowe'en, Hunt- 
ing, Thanksgiving, Christmas, New Year's. 
And plenty of “straight sell’'"—with punchy 
headlines like these: 


How to Be a 2-Car Family on a 
1-Car Budget. 
These Will Put the WHEE in WHEELS! 


How to Have a CHAMPAGNE Car 
on a BEER Income. 


Plain Talk About “Fancy” Bargains. 


I'll Be Down to Get You in a Taxi, 
Honey... 


One Thing You Can't SEE When Look- 
ing at a Car. 


Pay a Little More—Get a LOT More! 
Your Car and Your CHARACTER. 


Your Second Car Should Not Be 
Second Rate! 


Through These Portals Pass the BEST 
Used Cars in Town! 


-.. and 146 others—equally good! 






BARNUM is for the CIRCUS... 


You may be interested to know that no 
one here is MAD... LAUGHING ... 
FABULOUS . . . LONESOME . . . or any 
other form of insanity. We are not having 
any emergencies, we aren't calling the Fire 
Department, and we don't have 300 cars 
that “must go before noon." 


We don't believe in insulting your intelli- 
gence with sideshow capers. Here you'll 
find no free lunches, chorus girls, mara- 
thons, or any other whacky nonsense. 


We don't need to distract your attention 
from our cars! 


It you want showmanship, you'll find it 
(for less than the cost of a carl) at your 
favorite theatre. 


If you want CAR VALUE... 
it at 


you'll find 


You first, Mr. Gallagher! 
No! YOU first, Mr. Shean! 


Is your family playing “Gallagher & 
Shean" with that one car in your garage? 
Then it's no comedy act . . . and the con- 
versations won't stay politel Mr. WANTS 
the car. Mrs. NEEDS it. Son turns the play 
into a 3-act thriller . . . he TAKES itl 
We'll raise the curtain on a cast of cars 
that'll have you cheering in the aisle. 
Cars with stage-presence . . . that have 
proved themselves “‘on the road” and 
here! Not a “villain among them. Cars 
you con trust . . . with your wife and 
children, too. 

Stop by—take home one of our Star 
Performers! What an ovation YOU'LL get! 
Gallagher and Shean would have been 
envious. 


The ONLY thing 
We Care About... 


We don't care how many times you putter 
around our place, pop in and ovt of 
our cors, ask questions from here to 
Sunday breakfast, and bring your friends 
and relatives for THEIR opinions. 

Buying a cor is IMPORTANT. You want 
to find out everything there is to know... 
about the car you have in mind . . . about 
the dealer who sells it to you. Will the car 
STAND UP? Will the dealer STAND BY IT? 
Happily, we have nothing to hide, no 
reason to high-pressure you into a quick 
sale before you discover dirt under the 
rug. That's why you're free to wander 
around as much as you please. 

There's only ONE thing we REALLY care 
about. . . your COMPLETE SATISFACTIONI 


NOW! TODAY! THIS MINUTE! 


Maybe you've been reading ovr ads 
lately and saying, “One of these days 
I'll drop in there.” But... “one of these 


days” could be yeors away. 


Don't come in “one of these days."’ Come 
in TODAY! 


We've got the very car you want and 
need—at the lowest price you're likely 
to find. 


Why wait? The cars won't wait. Prices are 
going up. Stocks may soon be scarce. 


Timing is important. And this is the RIGHT 
time for youl It's time for action .. . 
NOW! Put down this paper, and hop over 
here—this MINUTE! 





NOTE THIS FREE EXTRA! 


If you enclose your check, saving us billing expense, we'll include—as a free bonus 
—66 “Merchandising Ideas" from our collection of the most successful use-car sales 


plans on record, 


You will see how an Alabama dealer put up a sign that brought 300 customers inside 


in 5 days... 
ming lot... 
in a month... 
sonality,” 


how a simple post card resulted in the sale of 700 cars for a Wyo- 
how a dealer in lowa used phone operators to increase his business 40% 
how the owner of an auto repair shop in California became a “‘per- 
with more business than he could handlel 


These are just a few samples. Altogether, you'll get a treasure of merchandising meth- 
ods, publicity plans, showmanship ideas, etc. Here are dramatic and ingenious methods 


to win customers’ gratitude . . . sell 
for your cars . 


higher-priced units . 
. and “hit the jackpot.” 


. create excitement 


Hundreds of new ideas are tried every year. Few succeed. Only a handful “go over” 
in a big way. Here are plans that DO go over! The cream of the crop—the business- 
stimulating, action-inspiring, sales-producing plans that consistently win customers! 


This “extra” is yours FREE . . 
in right away! 


To: H. K. SIMON ADVERTISING 
48 Fifth Ave., Dept. 87, Pelham, N. Y. 


casts, etc. 


We are to have a 10-DAY FREE INSPECTION privilege. Then, if we decide to keep it, 


we will remit only $19.95 as payment in full. 


It is understood that, after using this for six months, if we are not completely satisfied, 


every cent will be fully refunded. 


- as our gift bonus. Offer is limited... 


Please send us your USED CAR ADS. We are to receive 156 pieces of copy (enough for 
| the next three years!) to use in our local newspaper, and in any mailings, radio broad- 


better send 


es ED | ae ibienpen tes inasteanapshapetndsnacbseanlntatnd Bisscrsccsnenseedensneshnmnsadhoniibenhanslecaatetpatnatiioamnniiaii ; 
) 1 payment is enclosed, saving billing, expense, a free BONUS of 66 basic Used | 


( 
Car MERCHANDISING IDEAS will be included. 


6-month Refund Guarantee applies.) 
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He Creates Deal, Galles Says... 





Bankers Told Dealer 
Is Entitled to Reserve 


CHICAGO.—Dealer participation 
in retail financing by banks is a 
just reward for his creation of a 
sale, NADA President H, L. Galles 
jr. told the National Installment 
Credit Conference of the American 
Bankers Assn. here. 

“The dealer’s contribution in 
creating the business and mini- 
mizing any potential loss would 
seem to be well worth the partici- 
pation cost paid to a dealer by a 
bank,” he said. 

Even banks which do provide 
dealer participation don’t always 
enjoy the retailer's trust, Galles 
continued. 

“Many dealers feel that many 
such banks may discontinue such 
practices altogether, or at least 
after the first contract is handled, 
designating the customer as an es- 
tablished bank customer—not the 
dealer’s customer. 


“To avoid this accusation, those | 
banks who establish such a pro-| 


gram should definitely state that 
it is a lasting agreement, not en- 
dangering in any way the dealer's 


continuous contact with his cus-| 


tomer,” Galles said. 

Admitting he probably was 
speaking selfishly, Galles said 
dealers hope banks do not “enter 
too aggressively” into the auto- 
financing business. 


He said there are many other! 


highly profitable financing deals 
which banks can make with auto 
retailers. 

“Dealer expansion of facilities | 
and equipment in line with the) 
growth of our industry provides a 


great opportunity for bankers’ in-| 


vestment,” Galles said. 

“The relatively new and unde- 
veloped field of automobile rental 
and leasing now being entered into 
by automobile dealers offers a 
great opportunity of investment by 
banks. 


Society Promotes 
Auto Testing 
As Service Aid 


CHICAGO.—The Society of Auto- 
motive Testers is an organization 
interested in improving automotive 
service by furthering the use and 
application of test instruments in 
the trouble shooting and diagnosis 
of automobile engine troubles, im- 
proving the education and training 
of its members, and raising the 
standards of automotive service. 

It is an educational, nonprofit 
organization, with chapters in 15 
cities, 

Its membership includes service 
managers, tuneup men, the better 
class of mechanics, salesmen of 
automotive equipment, automotive 


teachers, shop operators, parts job- | 


bers and their employes, carburetor | 
and automotive electrical special- 
ists. Young mechanics who are am- 
bitious to improve themselves are 
welcome. 

Each chapter meets once a 
month, at which time, a program 
is given, including a talk on a 
subject pertaing to some phase of 
service or automotive equipment, 
followed by a question and answer 
session. 


Rambler Offers 
om * a * 
Air Conditioning 

DETROIT .—Air conditioning now 
is available for ‘58 and 59 Rambler 
Americans as a dealer-installed op- 
tion. The unit is priced at $271.55 
(including Federal tax) plus six 
hours’ installation time. 

The evaporator assembly is 
mounted below the glove-box 
drawer on the right side of the 
instrument panel. The unit is 15% 
inches wide, 11% inches deep and 
seven high and does not interfere 
with leg room, American Motors 
said. 

The system has three air-deflec- 
tor louvers which can be adjusted 
individually, a temperature control 
and a three-speed fan. It weighs 
about 65 pounds, including evapo- 
rator, compressor, condenser and 
receiver tank. 


sale financing for dealers should 
be especially lucrative to banks 
as the trend continues for deal- 
ers to take on more lines through 
additional dualling and adding of 
imported car lines,” he continued. 

The contemplated introduction of 
compact cars by the Big Three will 
provide another good investment 
opportunity, he said. 

Banks which decide to expand 
their retail financing “must step up 
to all the problems involved,” Galles 
said. 

“They must be willing to provide 
dealers with proper wholesale fi- 
nancing, proper dealer participation 
in retail financing and be willing 
to accept a fair share of poor and 
fair risks along with the good! 
paper. 

He said “no dealer will or 
should stand by and let the banks 
take just the cream of the finance 
business, requiring the dealer to 
take that finance business which 
would be unprofitable to him or 
| his finance company. 
| “For banks to assume all the 
| proposed progress, they must as- 


sume all the proposed risks,” Galles 
| said. 





| Seattle Combines 
2 Shows, Draws 


40,000 Visitors 


DETROIT. - 


World Car Show, a combination of 


the annual Seattle Auto Show and | 
the Imported Car Show which was | 


held for the first time in 1958, 


Cecil Scott, co-chairman of the 
show committee, said many cars on 
the floor, particularly higher-priced 
models, carried “sold” signs before 
the exhibit closed. 

The four-day show in the Bing- 
hamton (N. Y.) Armory was “very 
successful,” according to a spokes- 
man for the Binghamton Automo- 
bile Dealers Assn. 


“One thing I noticed,” said one 
dealer, “was a great many people 
going around with notebooks, copy- 
ing down prices of not only the cars 
but also the optional equipment.” 

In connection with the annual | 
“open house” day sponsored by the | 
Hartford (Conn.) Automobile Deal- 
ers Assn., more than 550 new-car | 
buyers were awarded expense-paid 
trips to New York City, with tickets 
for a top show and a stay at the 
Waldorf-Astoria Hotel. 

An attendance of 90,796 was re-| 
ported by Manuel Sherman, man- 
aging director, for the first Inter- 
national Foreign and Sports Car 
Show in Miami. A foreign car was 
|given away on each of the eight 
| nights. 
| He said the city’s Dinner Key) 
Auditorium has been reserved for 
|}next year’s show Jan, 24-28. 

Ed Wehe, genera] chairman of 
the Milwaukee show, reported that 
four days of the winter's worst 
weather held attendance to 98,022, 
compared with 125,000 for the pre- 
vious year. 

In St. Johnsbury, Vt., Wesley 
Peters, president of the Caledonia 
County Auto Dealers Assn., said 
more than 3,000 persons attended | 
the auto show at the State Armory. | 





Late Report... 





newest models bearing the brunt 


-Almost 40,000 per-| 
sons attended the 10-day Seattle | 


vy. 


A New , Way to Back Up— 





A new miniature car built in Northern Ireland—the Nobel 200—features a trons- 
mission with four forward speeds only. To back up, the ignition is switched to 


“reverse” 
then moves backward. 


R. I. Considers 
Curb on Statiors 


For Inspection 


PROVIDENCE.—A warnin:; tha 
too many inspection stations coulj 
spoil Rhode Island’s new compul. 
sory motor vehicle inspection lay 
was sounded by Romeo D. Asselin, 
State motor vehicle registra: 

If inspection centers are licensed 
in wholesale fashion, he sai, the 
registry will not be able to prop. 
erly inspect them. 

In reply to protests by operators 
of smaller gasoline stations that 
the registry’s standards for official 
inspection centers require so much 
room that they are automatically 


position and the engine runs in reverse. By engaging low gear, the cor! ineligible, Asselin said it never was 
The Nobel 200 is powered by a 200-c.c., single-cylinder 


the intention of the registry or of 


engine of German manufacture and is produced in Belfast by York Nobel Industries | the law that every gasoline station 


in conjunction with Short Brothers & Harland. With its fiber glass body, it weighs | 


600 pounds and is 10 feet long and approximately four feet wide. 


Thompson Loses FTC Plea 
‘On Parts Price Advantages 


WASHINGTON.—The Federal 
Trade Commission has ordered 
Thompson Ramo Wooldridge 
(Thompson Products) to stop giv- 
ing auto manufacturers and other 
original-equipment buyers illegal 
| price advantages over its own 
wholesalers of automotive replace- 
| ment parts. 

The FTC denied a Thompson 
appeal and adopted the original 
decision of an examiner after 
changing some of the language 
of the year-old decision. 


Motors, 
not justified by lower costs. The 
commission ruled that the effect of 
these price discriminations “may be 
substantially to lessen competition.” 


The examiner had found, 


the automotive Big Three and cer- 


Buick Salesmen 
Chase Prizes in 


Conquest Contest 


DETROIT. — Buick salesmen are | 
attempting to “Switch ‘Em All to 





contest. 
A salesman must sell six cars to 


must involve a tradein of a com- 
peting make. When those qualifica- 
tions are met, points are retroactive 
to the first sale. 

A salesman gets 1,000 points for a 
LeSabre, 1,400 for an Invicta and 
2,000 for an Electra or Electra 225. 
The points are doubled on conquest 
sales. 

There also are awards for dealers 
and sales managers. Dealerships 
have been divided into groups and 
each has been assigned a point 
quota. If the deal meets its quota, 
the dealer receives a trophy desig- 
nating him a “Distinguished Mem- 
ber of the Honorable Ancient Soci- 
ety of Switchmen.” 

The dealer in each group who 
who compiles the greatest percent- 
age of his point quota wins a one- 
week vacation trip to Hawaii for 
two, 

If the dealership achieves 100 
percent of its point quota, the sales 
manager receives a wrist watch. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $21 to $1,101, according to Automotive News index. 
It was the most extensive decline in five weeks, with oldest and 


of the loss. Only models running 


counter to the trend were ’53s, which edged upward $1. 

Losses amounted to $73 on ’59s, $50 on 52s, $14 on ’55s, $10 on 
56s, $8 on ’54s, $5 on 58s and $3 on ’57s. New lows were established 
by ’57s, ’55s and ’54s, and the previous low was matched by ’56s. 

At a group of representative auctions last week, the average con- 
signment was 224.7 units, compared with 231.5 a week earlier. The 
sales ratio rose to the year’s high of 72.8 percent, compared with 


69.9 percent the previous week. 


Auction reports begin on Page 46. 
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| 


| 


|company was “gratified” 
| FTC had upheld 
The examiner had found that! 
| Thompson's lower prices to General | 
Ford and Chrysler were | 


tain other customers enabled these 
firms to resell replacement parts to 
their franchised dealers at prices 
which Thompson wholesalers could 
not profitably meet. 

The FTC also found that the 
prices enabled redistribution al- 
lowances to the au to-company 
dealers on parts resold at whole- 
sale to the repair trade in compe- 
tition with Thompson wholesalers. 

A Thompson spokesman said the 
that the 
“some 98 percent 
of our pricing policies for automo- 
bile replacement parts.” 

The company said that the case 
covered 227 replacement parts out 
of the more than 20,000 listed in 
the company’s catalog. 

The FTC said that in 1955 Chry- 


in | sler received a price advantage of 


| effect, that the lower prices offered | 


45.06 percent over Thompson whole- 
salers. The Ford margin was put 
at 42.77 percent and the GM figure 
was 41.22 percent. 

Thompson claimed that the 


| company had to meet extra ex- 


penses in selling to its own whole- 
salers that it did not have to 
meet on sales to original equip- 
ment buyers. 

The FTC examiner found that 
the extra costs on sales to whole- 
salers amounted to 38.15 percent. 


Buick” during a three-month incen- |The commission ruled this price 
tive program which closes May 20.| difference was important in an in- 
Merchandise prizes will be awarded | dustry where competition is “un- 
for points earned during the | | usually keen.” 


F ive U.S. Makers 


be eligible, and three of the sales) 


To Display Cars 
At Russian Exhibit 


DETROIT.—Cars and trucks pro- 
duced by five American manufac- 
| turers will be among U. S. products 


|} in a giant American National Exhi- 





bition in Sokolniki Park in subur- 
ban Moscow this summer. 

GM, Ford Motor Co., Chrysler 
Corp., American Motors Corp. and 
Studebaker-Packard Corp. will join 
more than 100 American firms, col- 
leges and cultural associations in 
the project, which will open in July 
and run for six weeks. | 

GM will send one model of each | 
of its 59 cars plus a Corvette. Ford | 
Motor will display a Continental, 
Edsel, Thunderbird, Ford Galaxie, 
Mercury and Ford station wagons | 
and a Ford F600 stake truck. 

Chrysler will be represented by 
tw6é Plymouths, a Dodge, Chrysler, 
Imperial and a Dodge D400 stake 
truck. AMC will send a Rambler 
and Studebaker-Packard will ex- 
hibit the Lark. 

Specially trained Russian-speak- 
ing lecturers will be sent from the 
U. S. to explain and demonstrate 
features of the cars to more than 
3% million Russians who are ex- 
pected to view the exhibits. 


Sales Managers Elect 


BUFFALO, N. Y.—Jerome R. 
Thirion has been elected president 
of the Automobile Sales Managers 
Assn., succeeding Norman Brisk. 
Other officers are: Paul V. Hughes, 
vice-president; Richard J. Izzo, sec- 
retary, and George A. Farley sr., 
treasurer, A, L. Nordick, George 
Sullivan, Earl Palmer and John B. 
Setter were elected directors. 





in the state would become an in- 
| spection station. 

The registry expects to license 
from 400 to 600 inspections stations, 
only a small part of some 1,500 gas- 
oline stations and 400 or 500 ga- 
rages in business in Rhode Island, 
according to Asselin. 


He said the agency has four in- 
spectors to visit the inspection sta- 
tions to see that they are properly 
equipped and do the job right. It 
would be impossible, he added, for 
four inspectors to carry out that 
mission if all the gasoline stations 
in the state became inspection sta- 
tions. 


Geneva Sees Cars 


Of 18 Countries 


GENEVA, Switzerland.—Twenty- 
five makes of cars from Great 
Britain take national honors at the 
18-country Geneva International 
Motor Show, which opened Thurs- 
day for an 11-day run, New English 
makes on display are the Austin 
A 55. MG Magnette and A.C 
Bristol coupe. 

The Italian Fiat 1800 and Polish 
Warszawa station wagon also are 
making their world premieres here. 
Chrysler Corp. has entered for the 
first time as a corporation, while 
General Motors is exhibiting all its 
U. S. and European makes, New 
countries in the Swiss show are 
Japan, Ireland and Finland. 


Floyd Rice Ford Deal 
Hit by $300,000 Fire 
DETROIT.—A fire caused dam- 
age estimated at $300,000 at Floyd 
Rice Motor Sales (Ford), 1430 
Livernois. The loss included $180,- 
000 worth of parts, according to 
Howard E. Rigg, general manager. 


Four new cars in the showroom 
and seven vehicles in the service 
department received minor smoke 
and water damage. Fireman said 
the blaze apparently was started 
by a gas heater suspended from 
the ceiling in the parts department. 


Travelling in Pairs— 


Peugeot automobiles coming to this 
country from France are loaded, shipped 
and unloaded in unique double-decker 
fashion. Cars are lashed into specially 
designed tubular steel frames for easy 
handling and maximum utilization of 
cargo space. The two-at-a-time handling 
technique was used when chartered 
freighter M. S. Suorva arrived in New 
York harbor from le Havre carrying first 
full shipload of Peugeots ever to arrive 
in the U. S. Shipment of 246 cars was 
part of the company's accelerated sales 
program. 
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= A BMW masterpiece of German engineering! The trouble-free air-cooled, 
ile rear engine “600” delivers big car 4-passenger comfort, safety, 
= power. Protected up to the top of the car by strong tubular steel frame, 
7 it’s no wonder BMW “600” sales are soaring. It’s a showpiece... 
that will pack your showroom with rich traffic daily. 
Let us tell you all the great sales features now! 
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See all this selling power for yourself at the International Automobile Show, April 4th to 12th at the New York Coliseum. 
FADEX COMMERCIAL CORPORATION: U.S. Importers of BMW “600”, BMW Isetta ‘300”:,NSU Prinz, NSU Sport Prinz 


Executive Offices: 487 Park Avenue, New York 22, PLaza 1-7200. New York Spare Parts Center: 421 East 91st Street, New York 28, 
TRafalgar 6-7010. Western District Office and Parts Center: 319 Van Norman Road, P.O. Box 442, Montebello, California, RAymond 3-1348. 
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sler ‘Ready’ for ’60 Debuts... 





Big 3 Small Cars a Step Closer 


(Continued from Page 1) 


competition with other economy 
cars, including cars expected to 
be produced in this country by 
other American manufacturers.” 

GM is known to be working on a 
small-car project under the de- 
signation of the “Corvair” program. 
August or September have been 
mentioned as possible introduction 
months for what the concensus of 
informed observers expects to be a 
rear-mounted aluminum engine ve- 
hicle. 


* * * 


NTRODUCTION of smaller cars| 


by the Big Three will aim a 
stiff competitive challenge at Amer- 
ican Motors’ Rambler and Stude- 
baker-Packard’s new Lark. 

AMC President George Romney 
and Studebaker Chief Harold E. 
Churchill, tabulating higher pene- 
tration for their own economy mod- 
els, have predicted they will be 
helped in the long run, rather than 
hurt, by Big Three entries. 

Significantly, perhaps, F or d’s 
announcement of an economy-car 
go-ahead was made on the same 
day that the company announced 
record-breaking U. S. sales of 
English Ford cars. GM’s Opel and 
Vauxhall -and Chrysler’s Simca 
also have soared to new sales 
highs here since the first of the 
year. 

Speaking at a press conference a 
day before the Ford statement was 
released, Colbert said the “point of 
no return” on building a smaller 
car would come late this summer. 

“I want to emphasize that we 
have not made a decision yet,” he 
said, “and I don’t think that the 
other auto companies have either. 

“We don’t want to be the fair- 
haired boys and be first, but we'll 
come right along with them.” 

* > > 


ILLBERT said the smaller car 
had been in the Chrysler works 


Idaho Ford Dealer 
Is Brand Name 


Retailer of 1958 





NEW YORK.—C. Ed Flandro| 


(Ford), Pocatello, Id., was chosen 
as Brand Name Retailer-of-the- 
Year among auto dealers in the 
1958 competition sponsored by 
Brand Names Foundation, Inc. 
Certificates of distinction were) 
awarded to following dealers: 
Taylor Motor Co., Inc. (Dodge- 
Plymouth), King William, Va; 
Williamson-Willey Pontiac Co. 
Birmingham, Ala.; Corwin-Chur- 
chill Motors, Inc., Bismarck, N. D.,| 
and Cooper-Michael Motors (Chev- 
rolet), Ft. Collins, Colo. 
Taylor Motor, which received a} 
similar award last year, is headed | 
by Gloria E. Taylor. She is the only) 
woman who has ever won an award | 
in the dealer category. 
The awards will be presented in| 
New York Apr. 15 at a dinner 











for 10 years at a cost of “tens of 
millions of dollars.” He flatly de- 
nied rumors of DeSoto’s demise, 
declaring there would be ’60 and 
’61 DeSotos. 

The Colbert and Ford statements 
signalled the end of an “official 
line” which the Big Three have 
pursued on small cars for the past 
three years—that the market for 
economy cars was too limited to 
warrant domestic production on a 
profitable basis. 

Growth in Rambler volume, 
plus the unabated import-car 
boom and Lark’s quick upsurge, 
evidently erased the last doubts 
on the extent of an economy 
market. 

That a serious reservation re- 
mains in Big Three thinking, how- 
ever, was made plain by Colbert. 
He wondered whether buyers would 
choose a “kid brother car” over a 
larger, flashier Plymouth. He 
asked: 


“Wouldn’t the average American | 
rather buy that, and impress his| 


neighbors, even if he does have to 
take a few more sticks out of his 
garage?” 


> * « 


~— Colbert’s question was) 


reminiscent somewhat of pre- 
economy-car attitudes on the part 


|of the Big Three, it did serve to) 
| point up that the major producers 
have decided that the only way to! 
| find the answer out for certain is to 


put on the market a smaller pack- 
age which Americans could size up 
against the established Chevrolet, 
Ford and Plymouth. 

Unanswered questions on the 
Big Three smaller cars are many. 
GM dealers reported that corpora- 
tion executives flatly refused to 
discuss distribution policies for the 
economy car at the recent National 
Dealer Council sessions in Detroit. 

Among the questions which deal- 
ers would like answered are the fol- 
lowing: 

lL. Will the Big Three reduce 
the dealer discount from the 24 
percent level to the 19-20 percent 
prevailing on the economy im- 
ports? 

2. Who will handle the smaller 
car, and how will they be chosen? 

3. What wiil the price differential 
be at retail? 


4. Will the lowest-priced series of | 


Chevrolet-Ford-Plymouth be _ dis- 
continued or de-emphasized? 


jin the forefront” 


available on medium-priced makes, 
and if so, when? 
* ad * 

RIOR to the Colbert and Ford 

announcements, other company 
executives followed the “no deci- 
sion yet” tack last week in appear- 
ances at Fort Worth and Mil- 
waukee. 

Byron J. Nichols, Chrysler group 
sales vice-president, acknowledged 
that Simca sales set a record in 
February, but said on domestic-car 
plans: 

“If and when the time is ripe 
for.a compact Chrysler-built car, 
we will have one, and it will be 
a winner.” 

Nichols was addressing the Texas 
Consumer Credit Institute in Fort 
Worth. 

In Milwaukee for a dealer meet- 
ing, Mercury-Edsel-Lincoln General 
Manager Ben D. Mills said nothing 
had been finalized by Ford in the 
small-car field. He conceded, 
though, that market emphasis had 
swung to economy, if it was some- 
times difficult to understand what 
Was meant by economy. 

Are buyers seeking economy in 
size, or mileage, or price, or what? 
| Mills asked. He added that the non- 
economy Ford Galaxie is a fast 
| seller, apparently contradicting the 
trend. 

“Does the public really want 
small cars and their compromises?” 
Mills asked. “Is this temporary or 
permanent; the result of recession; 
the result of criticism of the in- 
dustry in 19587 

He added, “We are most anxious 
to offer what the public wants.” 

> > a 


Roche Expects Big Cars 
To Stay in Forefront 


ATLANTA.—“Big cars will stay 
despite current 
interest in small autos, James M. 
Roche, general manager of Cadillac, 
predicted here last week. 

He said the future looks brighter 
than ever for luxury, prestige cars. 
He forecast that this year Cadillac 
will equal or surpass its sales of 
1955 or '57, record years for Cadil- 
lac. 

Roche said he based his predic- 
tion on the fact that Cadillac sales 
in January were 12% percent above | 
the same month in 1958, and sales) 
during the first 20 days of Febru-| 





5. Will smaller cars be made 


By S. D. Dealers ... 


Inspection Veto Assailed 


By Frank Harrington 
Staff Correspondent 


SIOUX FALLS, S. D.—The Gov- | 


ernor’s veto of a bill calling for 
annual vehicle 
conceivable,” said Irwin Dybdahl, | 


inspection is “in- 


which will be a highlight of the | president of the South Dakota} 


nationwide celebration of Bran q| Automobile Dealers Assn. 


Names Week Apr. 12-19. 


He said Gov. Ralph Herseth, | 








A New Look in Automotive Styling— 


Virgil M. Exner jr., 25-year-old son of Chrysler Corp's styling director, Virgil M. 
Exner sr., stands beside the sports car which he designed and constructed. The car's 
body is of special plastic construction with a plexi-glass bubble canopy over the 
passenger compartment and tail fins that rise vertically and taper inward toward the 
center as they move fo the rear. The car has a 96-inch wheelbase, 10-inch brake 
drums, a 12-volt ignition system with lightweight aircraft battery and a four-cylinder 
Simca-Fiat engine rated at 45 horsepower. Approximately $2,500 has been invested 


in the car. 


ary beat the like period a year ago 
by 21% percent. 





Democrat, ignored the majority 
opinion of the State Senate and 
House and experts representing 
the National Safety Council, 
Assn. of Motor Vehicle Adminis- 
trators and the President’s Coun- 
cil of Highway Safety. 

Dybdahl! pointed out that the veto 
was the only one by the Governor 
in the Legislature’s 60-day session. 

In his veto message, Herseth said 
mechanical trouble accounts for 
only 7 percent of the state’s acci- 
dents and that he felt the inspection 
system would give drivers a false 
sense of security. 

Dybdahl said that if the state’s 
accident rate had been reduced 
7 percent last year, it might have 
saved 16 lives and prevented 630 
accidents. 

He added that the $140,000 ad- 
ministrative cost for the program 
for two years would have been off- 
set by $161,000 in inspection fees. 

The dealer leader said his group 
is hopeful the Governor can insti- 
tute some other program to bring 
about a reduction in traffic acci- 
dents. 

The bill was introduced by two 
auto dealers, Rep. George Fillbach, 
Faulkton Republican, and John 
Verschoor, Mitchell Democrat. 

The measure called for annual 
inspection of all vehicles at a $2 
fee and correction of defects 
before an inspection sticker would 
be issued. 

Garages serving as inspection sta- 
tions would have paid a fee of $25. 
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Independent Dealers Elect Leaders— 


Newly elected dealers of the Indepen 


dent Used Car Dealers Assn. of Spokane 


County (Wash.) are, from left, Floyd L. La Bonte, treasurer; Peter E. Preston, vice. 
president; Chester L. Bothum, president, and Glenn C. Bailey, secretary. 





People Outdis 


tance Cars 


In Teeming Singapore 


Eprror’s Note: This is one 
in a series of reports on auto- 
motive markets around the world 
by Mrs. George M. Slocum, chair- 
man of the board of AUTOMOTIVE 
News, who is on a world tour: 

= = = 
By Mrs, George M. Slocum 
———_ — This is my fifth 
visit to this British crown col- 
ony, this steaming crossroads of 
the world. 

Apparently, the number of auto- 
mobiles, trucks 
and buses on this 
island off the tip 
of the Malay Pen- 
insula in South- 
east Asia has not 
grown appreci- 
ably since my last 
visit here four 
years ago, 

The same can- 
not be said for 
the population. In 
1955, the popula- 
tion of Singapore had jumped to 
1,200,000 from the prewar 600,000. 
Now, I am told, the city holds 1,- 
700,000 Chinese, Maylays and Jap- 





| anese. 


Please do not misunderstand 
me, There are plenty of vehicles 
adding to the confusion in this 
teeming port city, In fact, in 
driving through the city, we got 
in a real traffic jam in the Chi- 
nese quarter and could not move. 
As is the case in most other) 
areas of the Commonwealth, Brit- 
ish vehicles are most in evidence 

here. 
Chua Boon Unn, managing direc- | 


| tor of Cycle & Carriage Co, (1926), | 


Ltd., said the outlook for new-car| 
sales in Singapore is bright. 
* a 2 j 
[HE passenger car is increasingly | 
being considered a necessity, | 
owing to the numerous country | 
housing estates being built, he said. 
Transportation to town, to work 
and sending children to school by 
cars is essential. 

G. W. Withell, managing direc- 
tor of Ford Motor Co. of Malaya, 
Ltd., agreed with Chua, and noted 
that the “inadequacy” of public 





Models and Minks— 
Wives of dealers in Albuquerque, N. M., 


model some of the mink stoles given 
away at the recent Albuquerque auto 
show. Standing, from left, are Mrs. W. E. 
Black (Chevrolet) and Mrs. Jack Jones 
(Ford). Seated: Mrs. Don Jones (Chrysler- 
Plymouth) and Mrs. Knox Converse (Ford). 
(Albuquerque Journal Photo.) 





transportation systems makes 

private cars necessary. 

Nevertheless, by North American 
standards, this area has a low per- 
| capita income and a private car 
| must still be ranked a luxury which 
can be purchased only by a small 
percentage of the total population. 

The Government is encouraging 
the development of a higher stand- 
ard of living, and this may help 
automotive sales in the long run. 

(One of the evidences of this 
higher living standard is the open- 
ing of a new polytechnical institute 
here. The Duke of Edinburgh is 
here for the dedication and has just 
about taken over the city with his 
youth and charm.) 

* = = 
ACTUALLY, the private car can 
be considered a necessity here 
only in business, although many 
clerks and salesmen aspire to buy 
an auto. 

A high degree of price compe- 
tition has developed among deal- 
ers in Singapore, and large dis- 
counts to buyers are common 
practice. 

Most makes of the U. S., United 
Kingdom, France, Germany, Italy, 
Czechoslovakia and Japan are rep- 
resented. 

American autos really are not 
seen in large numbers, One of the 
reasons is that, technically, impor- 
tation of American cars is pro 
hibited. 

Importers get around this, how- 








| ever, by importing U. S. cars from 
|Hong Kong. This boosts the cost 


by about 10 percent, though. 
= ” : 


HE truck market is the best 
automotive market here, and 
the use of truck transport is grow- 
ing rapidly. Since last month. U. S- 
built trucks may be imported “free.” 
Much of the growth in the 
truck market has come about, 
Chua said, as a result of a better 
world demand for rubber and tin, 
the two primary export com- 
modities. 
Trucks are used to transport 
(Continued on Page 70, Col. 1) 


Krafve Quits Ford 
To Join Raytheon 


DEARBORN.—Richard E. Krafve, 
who guided the development and 
birth of the Edsel, has resigned 38 
a vice-president of Ford Motor Co. 

He has been elected to the newly 
created position of commercial 
group vice-presi- 
dent of Raytheon 
Mfg. Co. 

Krafve, 51, 
joined Ford as 
assistant to the 
purchasing vice- 
president in 1947 
and later, on the 
manufacturing 
staff, he helped 
expand and de- 
centralize the 
company’s manu- 
facturing operations. He, in turn, 
became assistant general manager 
of Lincoln-Mercury division and 
general manager of Edsel division. 

Most recently he has represented 
Ford Motor in its relationships with 
Ford of Canada and advising on 
that corporation’s domestic and 
Overseas operations. 








R. E. Krafve 
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OVER A MILLION CARS NOW IN LUCITE® 
Jse Du Pont LUCITE... the original “‘Magic-Mirror’™ 


For several years increasing numbers of 
cars have come off production lines fin- 
ished in Du Pont Lucire Acrylic Lac- 
quer. Now 1959 models are swelling the 
total many times, to give more millions of 
new car buyers beauty, durability, and 


ease of maintenance not possible before 
the introduction of LUCITE. 

The result for refinishers is much more 
repair work in Lucire. And thanks to 
the simplified procedures and complete 
range of colors offered by Du Pont, it’s 


| ; 7 
} . 


finish for all acrylic lacquer repair work 


easy for any refinisher to duplicate all the 
characteristics of the factory finish known 

s “Magic-Mirror.”* So for repair of all 
cars in original acrylic lacquer, use the 
original Du Pont Lucite Acrylic Lac- 


quer. Sec your Du Pont refinish jobber. 
*General Motors’ name for Acrylic Lacquer. 


y, 
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Now all General Motors cars are being finished in exciting acrylic lacquer. Original Du Pont LUCITE is available in matching colors for all years, all models. 


GU PONT 


REG. y. s. Pat. OFF. 


BETTER THINGS FOR BETTER LIVING... 


LUCITE ACRYLIC LACQUER 


the finish with a future 


THROUGH CHEMISTRY 


































































TURNINGS ..: 


Rusting Still Plagues 
Improved Mufflers 


By Joseph M. Callahan 


Engineering Editor 


ao the improved mufflers used on 1959 cars, muffler 
rustout is being accelerated by high horsepower, mod- 
ern gasolines and short-trip driving habits, according to Ted 
Ulmer, vice-president of AP Parts Corp., the world’s largest 
producer of replacement exhaust systems. 


2 2) << I 


of AP Parts’ new 17-acre 
plant in Toledo, Ulmer said, 


“Every time you burn a gallon of | 


gasoline, more than a gallon of 
acid-impregnated water in vapor 
form passes through the exhaust 
system, Corrosion begins when this 
moisture condenses in the muffler. 

“The high horsepower engines of 
today’s cars have cooler exhaust 
gases than older cars. They utilize 


more of the combustion heat for | 


power and they have larger water 
jackets that cool better. As a result 
the exhaust gases 


are not as hot 
and condense in 


easily.” 


He added that 
the chemical com- 
ponents 


needed by today’s 
engines produce 





J. M. Callahan 


acids, such as hy- 
drochloric and sulphuric, which 
take a much sharper bite of the 
metal when condensation occurs. 
7 = > 
Stop-and-Go Damage High 
REGARD to the short-trip 

factor, he noted that the aver- 
age motorist drives under stop-and- 
go conditions 75 percent of the 
time, with half his trips under five 
miles, This prevents some chambers 
in many mufflers from getting hot 
enough to keep the moisture in a 
vaporous state. 


in the muffler where tempera- 
tures are below the boiling point 
of water. AP’s Dri-Flow muffler 
design reportedly eliminates these 
cold chambers. 


“Although dual exhaust systems | 
improve performance, they shorten | 
muffler life even further because | 
they amplify the above factors,” he 
continued. “First of all, duals split 
the exhaust gases 
between the two 
sides so each side 
gets less heat. 

“In addition, 
the dual side (re- 
ferred to as the 
cold side) usually 
has a heat riser 
valve that shuts 
off the gases on 
that side and di- 
verts it back to 
preheat the fuel 
mixture until proper operation tem- 
peratures are reached. 

“On short drives to work, school 
or grocery store, the dual side 
usually has just started receiving 
full exhaust gas flow when the car 
is parked. So the cold side gets 
more condensation and usually 
rusts out quicker.” 

= - 





Ted Ulmer 


* 


3 Steps to Longer Life 
R said muffler makers are 
partially solving the problems 
of short muffler life by using steels 
coated with aluminum and zinc, by 
using heavier steels and with im- 
proved design. He added that AP 
Parts is taking all three measures. 
Commenting on the hot-dipped 


coatings, 

both but that “car-factory en- 
gimeers estimate these coatings 
add 20-30 percent more life al- 
though you may hear wild claims 
about longer life.” 

In response to the often-asked 
question as to why mufflers are 
not made entirely of aluminum or 
stainless steel, he said aluminum 
will not stand the physical beating 
that a muffler is subjected to under 
@ car and that stainless stee] offers 
production problems in stamping 
and welding and would cost six to 


the muffler more 


in the} 
modern fuels| 


much stronger| 


| eight times as much as conventional 
| mufflers. 

Tracing the development of auto 
mufflers, Steve Crick, AP Parts) 


development engineer, said muffler | 
|requirements of the early cars| 


| 
| were much less demanding because 


jthe old cars had no real quieting 
| problem and the exhaust noise was 
| part of the show: The more noise, 
presumably the higher powered the 
|} engine. Exhaust noises that fright- 
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ened horses were taken as a com- 
pliment. 
+ oe * 


Exhaust Noise ‘Tortured’ 
‘_ mufflers were virtually 

of the straight-through type 
with inner bafflers which twisted 
and turned the exhaust gases to 
‘torture’ the exhaust noise out of 
the system,” he explained, “These 
were mufflers assembled with 
through bolts, and they could be 
|taken apart and cleaned as could 
be the earlier spark plugs. 

“These systems had a longer 

calendar life, mainly because the 
cars were not expected to give 
all-weather operation, As cars 
became more utilitarian, the car 
and the attention which they re- 
ceived from their owners les- 
| sened, and such things as the 
exhaust system are now ignored 
until such time as trouble de- 
velops.” 
In a reference to dual-exhaust 
| systems, Crick said they were added 
|}expressly for reducing back pres- 
sure, but actually there was a 
touch of “keeping up with the 
| Joneses” because duals were first 
(Continued on Page 63, Col. 1) 











HOOD-RAISING 


Starting March 15th, the full radio 





| AP Parts Applies ‘Non-Rust’ to Pipes— 
| Tail and exhaust pipes moving through the corrosion control center at AP Parts 


| Corp.'s new plant in Toledo. Each pipe receives a coat of ‘“Non-Rust” which is non- 
| oily and prevents the pipes from rusting for many months. 





alert motorists 
It’s part of the fabulous 


FRAM SILVER ANNIVERSARY 
*60,000.00 TREASURE HUNT! 








Day after day, radio messages 
will boom out over nation- 
wide network stations ... telling 
drivers that their filters may 
be worth $1,000.00 in cash! 


Customers will be in to see 
you for a filter check! 


If you find a Treasure Hunt 
Cartridge, you will get cash up 
to $1,000.00 . . . and so 

will your customer. .. 

your wholesaler salesman! 








Any car that drives into your station 
may be a FRAM Treasure Car! 


10,000 SECRETLY TAGGED 
FRAM Oil and Air Filter Cartridges 
were installed in old and new cars 
during regular servicing. 


FILTERS PAY UP TO 
1,000. 
Numbers on tags do not denote prizes. 
Each tag has a predetermined value— 


based on a drawing supervised by 
bank officials. Values are: $1,000.00, 
$500.00, $100.00, $50.00, $10.00, 
$5.00, $1.00. 


WHEN YOU FIND A WIN- 
NER, do this: (1) Detach Treasure 
Hunt Tag (2) Mail to FRAM with 
your name—your customer’s name— 
and your wholesaler salesman’s name. 


FRAM WILL GIVE YOU the 


OO—if tagged like this! 
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Highways & Safety 














Licenses of more than 20,000 
Michigan motorists were suspended 
or revoked last year by the driver 
jmprovement section of the Depart- 
ment of State. 

Driver license administrators 


conducted hearings for 34,229 mo-| 


torists, who were called in to 
account for their poor driving rec- 
ords. Of this number 20,086 lost 
their licenses, Licenses of another 


17,000 drivers were automatically) 


suspended or revoked under provi- 


sions of the Financial Responsibil- | 


ity Law. 


= * * 
Connecticut Notes Gain 


In One-Car Accidents 


Single car accidents now account 
for nearly 60 percent of all auto 
accidents investigated in Connecti- 
cut. It was 42 percent four years 
ago, according to Capt, William A. 
Gruber of the State Police Traffic 
Division. 

Deputy Motor Vehicles Commis- 
sioner William J. Hilliard said 


|there is one registered motor ve- 
|hicle for every two persons in 
| Connecticut. He said about 37,000 
| drivers licenses are suspended each 
| year, indicating that most drivers 
| are safe drivers. 

+ 7 * 


| New York Cancels Plans 


|For Permanent Plates in’60 | 


| The State of New York has | 
| cancelled plans to issue perman- 
ent license plates for motor ve- 
hicles next year. 

Among the reported factors 
that led to cancellation are the 
| cost of conversion, lack of de- 
cision on whether the new plates 
| will be steel or aluminum and | 
| pending discussions about chang- 
| ing the numbering and lettering 
| system. 


* * 


|Michigan Traffic Deaths 
Fall for Third Year in Row 


Michigan traffic deaths in 1958 | 
dropped for the third straight year, 





from 1,548 in 1957 to 1,362, accord-'Springs (Calif.) Cadillac-Olds-!'men shy away from traffic-safety 


RADIO BL 


networks of CBS and Mutual 


to see you now! 








FRAM Dealers. 


to FRAM. 





salesman. 


cash amount already assigned to the 
cartridge you find—up to $1,000.00! 
The car owner will get the same 
amount—so will your wholesaler 


THIS SALES-STIMULATING ACTION, 


launched in FRAM’s Silver Anniversary Year, is only part of 
one of the most aggressive continuous Advertising and Selling 
Programs in the accessory field! 


NATIONAL MAGAZINES! Dominant FRAM advertise- 
ments point to the importance of changing both oil filters 
and air filters NOW. 


INTENSIVE OUTDOOR! Giant billboards, in high traffic 
areas coast to coast are constantly building filter sales for 


SPECIAL PROMOTION! New and exciting sales-making 
promotions and materials are continuously furnished to 
FRAM Dealers. FRAM’s Silver Anniversary D-8 Promotion, 
for example, offers you luxurious Orlon and Lambs Wool 
Sweaters at no cost—to award as prizes in an Oil and Filter 
Change Drive among your own men! And FRAM furnishes 
FREE SALES RECORD CHART and full instructions for a 
simple, easy-to-run promotion. 


‘For details see your FRAM wholesaler’s salesman, or write 


ing to the Traffic Safety Assn. of 
Detroit. 

The 1959 goal is a 10 percent re- 
duction in fatalities, which would 
mean a saving of 136 additional 
lives, the association said, The toll 
has been cut 32 percent since 1955, 
when there were 2,016 deaths, the 
group added. 

* * + 


Speedometers That Break 
At 80 Are Recommended 


Manufacturers should install 
car speedometers which would 
break at 80 miles an hour, Harry 
A. Sieben, Minnesota highway 
safety director, has said. 

“There is no time 
top half of some speedometers 
can be used legally in Minne- 
sota,’ he charged. “If the speed- 
ometer broke over 80,’ Sieben 
declared, “it would hit the viola- 
tor where it hurts, in his pocket- 
book, because he would face a 
repair bill for the instrument.” 


Dealer Lauded 
McCoubrey Cited for Role 


In Promoting Safety 
Edgar L. McCoubrey, Palm 








when the | 
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Dealer Citation— 


J. O. Bailey, center, Bailey Motors 
(Plymouth-DeSoto), Oxnard, Calif., receives 
the DeSoto “Quality Dealer" award from 
R. H, Fischer, left, Plymouth-DeSoto West- 
sales manager, and Jack 
Sparkes, Los Angeles 
regional manager. 





mobile dealer, has been commended 


|by the California Safety Council 


for his efforts in promotion, of safe 
driving. 
Pointing out that many business- 


























is subject to Federal, state 


local laws and regulations. 


YOU CAN’T LOSE! Whether 
or not you find a winning tag, you’re 


bound to get all the extra sales built 
by this Treasure Hunt: added oil 


FRAM CORPORATION 
Providence 16, R. I. 


changes, lube jobs and new oil and 


air filter sales! 


CHECK EVERY CAR! The 
next one in your drive may be a 
big cash winner. Start now—the 
“Hunt” ends June 30, 1959, and 


and STOCK 










UP ON 


OIL AND AIR FILTERS 









Plymouth-DeSoto | 


11 


problems, the council said in its 
bulletin: 

“For many years Mr. McCoubrey 
has devoted countless hours and 
immeasurable energy to the prob- 
lems of creating safer driving con- 
ditions on streets and highways 
and to driver education.” 

McCoubrey is a vice-president of 
the council and a former president 
of the Riverside County Automobile 
Dealers Assn. He was Riverside 
County chairman, of President 
Eisenhower’s Safe Driving Day 
campaign. 





a * * 


Half of America Hits Road 


Approximately 90 million Amer- 
icans, more than half the popula- 
tion, took travelling vacations 
during 1958, according to Thomas 
M, Smith, Automobile Club of 
Southern California travel-serv- 
ices director, About 80 percent of 
all travel is by private passenger 
car, he said, with the average 
vehicle carrying three passengers 
and covering 1,400 miles in 12 
travel days. 





ca * * 


Insurance Executive Asks 


Tighter Controls on Drivers 


The adoption by state motor ve- 
hicle authorities of 2 provisional 
drivers’ licensing system as a 
means of control over new license 
applicants and those undergoing 
| corrective driver training has been 
|recommended by A. E. Spottke, 
| vice-president in charge of the 
|safety department of Allstate In- 
| surance Co.s. 

He said present licensing pro- 
|}cedures are inadequate in deter- 
|mining applicants’ behavior pat- 
|terns or sense of responsibility 
behind the wheel. He also said 
licensing practices lack adequate 
controls over a driver once he has 
been issued a license. 


Cadillac Names 
4 District Chiefs; 


Seven Promoted 


DETROIT.—In a move to expand 
its factory-dealer relations, Cadillac 
has announced the creation of two 





new sales districts and the promo- 
tion and reassignment of numerous 
sales and service personnel. 

Mel F. Beasley, formerly Jack- 
sonville (Fla.) district parts and 
| service manager, has been named 
| sales manager in the new Indian- 
apolis district, John F. Connelly jr. 
becomes district sales manager of 
the new Albany territory. 

Thomas P. O’Hara has been ap- 
pointed Denver district manager, 
j}and Cedric E. Filkins jr, succeeds 
Connelly as New York district 








T. P. O'Hara 


Cc. F. Filkins Jr. 


manager. John M, Thomas, a field 
representative, replaces O’Hara as 
assistant business management 
manager in Detroit, 

Promotions in Cadillac’s field 
service organization include Robert 
S. Rea, former New York zone 
service representative, to Albany 
district parts and service manager; 
J. F. Koonce to Jacksonville dis- 
trict parts and service manager, 
and John O. Spengler to Oklahoma 
City zone service manager, succeed- 
ing Koonce. 

Other appointments include D, F. 
Young, Buffalo district parts and 
service manager; M, E. Miller, Salt 
Lake City district parts and service 
manager; R. H. Wittmann, Omaha 
district parts and service manager, 
and T. L. Riggs, New York zone 
service representative, 
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AUTOMOTIVE NEWS PLATFORM 


7 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


2. Every dollar of ine and oil taxes, collected by states and federal 
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AUTOMOTIVE 


governments, applied to the building and maintenance of highways; 
precepts of individual freedom, which made the U. S. A. 

its citizens more of the 

NEWS else in 








‘Live Better by Far Appeals 
To One and All 


A golden sales and goodwill opportunity lies ahead for 
dealers who tie in with the “Live Better by Far” campaign 
sponsored by daily newspapers. 

There is ample evidence that the buying atmosphere gen- 
erally has improved from a year ago, when a host of adverse 
factors combined to empty the showrooms of new-car pros- 
pects. 

For one thing, the long siege of labor difficulties appears 
to have come to an end, particularly at Chrysler Corp. The 
auto market has undoubtedly suffered adversely in the past 
year because of strike fears and layoffs among auto work- 
ers in all parts of the country—which in turn had a chain 
effect on friends and neighbors. 


The new price stickers have received nearly unanimous 
acclaim as a restorer of customer confidence. Price dis- 
closure led to an upturn in profits in the fourth quarter of 
1958 which, NADA reported, pulled most dealers out of 
operating red ink. 

Finally, product quality is better than ever and consumers 
have more to choose from than they did a year ago. The 
public nowadays demands the right to select for itself from 
a wide choice of styles and packages. This it has on the 
59 models. 

Last year’s promotional slogan, perhaps, left something 
to be desired. Americans may have resented being told when 
to buy in such forthright fashion. 

A much more positive response is evoked, however, by 
the new theme, “Live Better by Far—in a Brand New Car,” 
or by the variation for used cars, “Live Better by Far—in 
a Newer Used Car.” 

Improving one’s standard of living is a universal dedi- 
cation. 

“Live Better by Far’ is a chance not to be missed by new 
or used-car dealers. 


miley; San Antonio—J. H. Reed: San | 


ion, Eng.—F. C. Livingtone: | 
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better things of life than anywhere | 


Coming 
Events 


Dealer Conventions 
March 1&17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 
March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 
March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 
Apr. 7—Brooklyn and Long Island Auto- 


mobile Dealers Assn.. Garden City 
Hotel, Garden City, Long Island. 

Apr. 9% Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence, 

Apr. 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

May ay Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 17-19—Texas Automotive Dealers 


Assn., Hotel Texas, 

May 21-22—Oregon 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
eye Whiteface Inn, Whiteface, 


Fort Worth. 
Automobile Dealers 


June 21-24—Michigan Automobile Deal- 


ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte. 

Aug. 9-11— Georgia Independent Auto- 
mobile Dealers Assn.. General Ogle- 
thorpe Hotel, Savannah. 

Sept. 13-15—Wyoming Automobile Deal- 


ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2i—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers. The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
ee. pete Dam Village, Gilberts- 
ville, y. 


Oct. 1819—Floride Automobile Dealers 
i. Hotel Robert Meyer, Jackson- 
ville. 


Auto Shows 


Apr. 412—international Auto Show, New 
York Coliseum, N. Y. 
Apr. 6i1—Denver Auto 
Auditorium, Denver. 
Apr. 10-12—Foreign and Sports Car Show, 
Duval County Armory, Jacksonville, Fila. 


Show, Denver 


Apr. 17-19%—Cheyenne Automobile Show, 
Cheyenne. 

a 

General 


March 16-18—SAE National Passenger Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hotel, Detroit, 


March 19-20—SAE National Production 
Meeting, Sheraton-Cadillac Hotel, De- 
troit. 


March 31—Apr. 3— National Aeronautic 
Meeting, Aeronautic Production Forum 
and Aircraft Engineering Display, Hotel 
Commodore, New York, 

Apr. 18-22—American Society of Tool 
Engineers’ Annual Meeting, Hotel 
Schroeder, Milwaukee. 

Apr. 26-30—Annual Spring Meeting Truck 
Operations Council, American Trucking 
Assn,. Leamington Hotel, Minneapolis. 

May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York. Toronto. 

May 25-28— Design Engineering Confer 
ence and Design Engineering Show, 
Convention Hall, Philadelphia. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hell, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Furum and Display, Milwaukee 

Auditorium, Milwaukee. 

Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 26-28—National Transportation Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 27-28—Nationa! Diese! Engine Meet- 
ing, La Salle Hotel. Chicago. 

Oct. 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 


30 Years Ago... 
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Automotive Cartoon 


Of the Week 





“Don't you have something cheaper . . . something 
for a man in a higher income tax bracket?" 


Letterbox 





‘Cannot Go On ..... 7 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Act Now 


Our country is spending 


comes and pensions. 


The rest of the world is looking 
questioningly at the soundness of 
the dollar and our international 


itself 
bankrupt. Inflation is pauperizing 
millions of people with fixed in- 


which costs over seven billion dol- 
lars per year. 

Every employed person in the 
country pays over $120 per year in 
taxes to pay for it, plus higher 
prices for the agricultural products 
bought for food. 

The most vicious part of this 
subsidy is that most of it goes to 





credit. Our national fiscal policies|8Teat corporate type farm enter- 


are unsound and bid fair to get 


worse, 


The French franc is worth one- 
|hundredth of its value 40 years 
ago because of unsound national 
|money policies and that country is 
bankrupt today, and was forced to 
elect a dictator to try to pull it out. 


Read February Readers Digest 
article, “What inflation has done 
to France,” on page 107, Our 
dollar, always the soundest in 
the world, has lost 60 percent of 
its value in only 20 years, We 
cannot go on this way. 


Great segments of our business— 
agricultural and co-operative enter- 
prises—are being supported by sub- 
sidies or tax exemptions, The neces- 
sary taxes to support this program 


are paid by the rest of us. 


The outstanding and most fla- 
grant example of this socialistic 
program is the agricultural subsidy, 


The Big Stories 


Studebaker Corp. for the year ended Dec, 31, 1928, reported a net 
profit of $13,947,181. The surplus after dividends was $4,056,718, against 


$2,040,486 the previous year. 


Jose Mario Barone, an Italian pioneer and adventurer, completed 
the 10,000-mile motor trip from Buenos Aires, Argentina, to New York 
this week in 1929, the first time this has been accomplished, Barone 
left Rio de Janeiro, Brazil, in a Studebaker in January, 1927, and 
motored via Buenos Aires up through South America, over the Andes, 
and through Central America and the U. S. Three mechanics died on 
the trip, one from fever, two from violence, 

Major H. O. D. Seagrave, of England, driving the British racing 
ear Golden Arrow, set a world speed record of 231.3624 m.p.h. over 
a measured mile course in Daytona Beach, The previous record of 207 
m.p.h, was set by Ray Keech, an American. 


—From the Files of Automotive News. 





prises in the wheat-raising group 
and not to the supposedly helpless 
|} small farmer. 

Getting an automatic profit 
through price protection and 4 
guaranteed market is a very big 
and secure business. 

This subsidy, the largest by far 
of all the special favors granted by 
the Government to powerful minor- 
ity groups, is greater than the in- 
terest on our debt or veterans 
benefits. 

Eliminate it and at once our 
budget is balanced and our national 
economy and credit is secure. 

The reverse of this situation 
exists in the motor industry, This 
gigantic business employs one in 
seven people in the United States, 
pays fantastic amounts in income 
and excise taxes and all of the wel- 
fare taxes. Yet this industry is pen- 
alized by a 10 percent excise tax on 
all of its cars and trucks and 8 per- 
cent on all the replacement parts. 

The industry that contributes 
more than the farm economy and 
supports more people than the farm 
economy, is penalized for its ability 
to take care of itself. 

Five hundred dealers went out 
of business every month in 1958. 
That’s bad, but they couldn't 
make a living. Very likely 20,000 
employes were thrown out of 
work each month, A total of 6,- 
000 dealers and 240,000 employes 
are looking for work. 

Dealers do not want subsidies 
and dealers do want to pay their 
share of taxes for every necess2ry 
governmental expense including e- 
fense, no matter how costly, but we 
do not want to pay for subsidizing 
farmers, oil people and tax free 
co-ops and many others, and es- 
pecially do we object to do-gooding 
(Continued on Page 64, Col. 1) 
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Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 





HOW T0 GET SET TWO THOUSAND DEALERS FLOCK TO 
LOCAL SERVICE LEASING CLINICS 


FOR THE SPRING 
SELLING SEASON 


C.1.T. Manual Contains 
Gold Mine of Selling 
Ideas That Pay Off 


Right now, before your best selling 
season is upon you, is the time to take 
out your C.I.T. Manual and review all 
of the tested techniques for prospect- 
ing and closing. 

The Manual, 





entitled “Continuing 


Program for Developing Dealer Prof- | 


its,” is a gold mine of practical, work- 
able ideas gathered from successful 
dealers all over the country. It isdivid- 
ed into four main categories: Locating 
Prospects, Promoting Car Sales, Con- 
trolling Finance Sales, and Following 
Through On the Sale. Most of the ma- 
terial is accompanied by outlines for 
conducting meetings with your staff, 
including key sentences or phrases 
which you can pick up as one step after 
another in getting the material across 





to your men. You will also find short, 
simple ideas—the kind which dealers 
always seek to set fire to a lagging 
sales curve. 

Here are a few of the titles of Manual 
units you will find in your copy of the 
Continuing Program: 
® Ways to Prospect With Telephone 
© Early Morning Prospecting in the 

Shop 
® Qualifying a Prospect 
e A Thrifty Way to Sell Used Cars 
® Sell Them By Making Them Wait 
® How to Introduce Finance Close 
© The Best Way to Sell Used Cars 
® More Sales From the Blue Book 
® U.C.I.T. Helps You Keep Satisfied 

Customers 
® How to Locate Second Car Prospects 
® Get the Wife Into the Sales Picture 

If you do not have a copy of the 
“Continuing Program’’ Manual in your 
dealership, be sure to contact your local 
Universal C.I.T. District Manager. 
He’ll have a copy in your hands within 
24 hours. No charge, of course. 





George Culp, Vice President of Service Leasing Corporation, talks to some 20 dealers 
in Columbus, Ohio, on the trends in leasing and specifics of the Service Leasing Plan. 


SELLS USED CARS FAST 


An ingenious sales drive, which 
matched a specific used car to specific 
prospects, sends the $50 Sales Ticker 
award this month to A. J. Brewer of 
B.&B. Buick, Inc., Waynesboro, Va. 

First step in his plan was to obtain 
the license list published by the Divi- 
sion of Motor Vehicles. 

Mr. Brewer wrote, “We mail cards 
to prospective buyers with cars 2 or 3 





Henry Marsh (left), District Manager, Universal 
C.I.T. Credit Corporation, presents $50 Sales 
Ticker award to A. J. Brewer of Waynesboro. 


or more years old. On the front of each 
card we list the owner’s license number 
which shows this is not just “junk” 
mail. On the other side we describe a 
newer car we have in stock of the same 
make or model he is driving and high- 
light its desirable new features which 
his present car doesn’t have. Finally, 
we give the price and the approximate 
difference we can trade for. 

“We have sold a lot of cars from 
these cards, many of them the day 
after the cards went out.” 





HAPPY FAMILY 


The father of success is 
named Work. The mother of 
success is named Ambition. 
The oldest son is Common 
Sense and some of the boys 
are called Stability, Perse- 
verance, Honesty, Thorough- 
ness, Foresight, Enthusiasm, 
and Cooperation. The oldest 
daughter is Character; some 
of the sisters are Cheerful- 
Loyalty, Courtesy, Economy, 


ness, 
Sincerity and Harmony. The baby is 
Opportunity. 

Get acquainted with the “old man” 
and you will be able to get along with 
the rest of the family, to your ever- 
lasting profit. 


Anyone Need $50? 


You can make yourself a fast 
fifty by sending in a hot sales idea 
that is paying off for you—any 
idea that locates prospects or 
closes sales. If your idea is pub- 
lished in a future C.I.T. Sales 
Ticker, you will receive a $50 
award. Be the first one in your 
dealership to win. Surprise your 
wife with a night out on the town. 
Buy yourself five new hats. Get 
your entry in today to 650 Madi- 
son Ave., New York 22, N. Y. 
We’re looking for ideas.Somebody - 
wins each month. Why not you? 





105 Sessions Held From 
Coast To Coast to Answer 
Frank Questions on Leasing 


“‘What’s going on in leasing today?” 
“Should I get involved in leasing?” 
“What kind of leasing operation is best 
for me?” 

These are the questions automobile 
dealers all over the country are asking. 
To meet the demand for more practi- 
cal, down-to-earth information, a series 
of local clinics, shirt-sleeve sessions, 
were inaugurated in January by Serv- 
ice Leasing Corporation. 

During January and February, more 
than 2,200 dealers attended 105 clinics 
conducted in cities from coast to coast, 
according to George Culp, Vice Presi- 
dent. More clinics are being scheduled 
and conducted every day. 


Dealers Praise Clinics 


At these sessions, usually lasting 
from 9 a.m. through lunch, dealers are 
given the opportunity to ask pointed 
questions about the leasing trend in 
general, and the Service Leasing Plan 
in particular. Dealers have reacted 
with great enthusiasm and have ex- 
pressed their overwhelming approval 
of these sessions. 

Highlight of the clinics is a presenta- 
tion on trends in leasing, a complete 
description of the Service Leasing Plan, 
a comparison with other types of leas- 
ing plans available to dealers, and a 
display of promotion material offered 
to dealers without charge to help them 
capitalize on the growing trend to 
leasing in their area. 

Typical of the frank questions an- 
swered at these clinics are: Why should 
a dealer get involved in a leasing plan? 
What kind of*plan is best for a small, 
medium or large dealer? How does 
leasing affect a suburban or rural deal- 
er, as against a metropolitan dealer? 
How much can a dealer make on a 
leasing operation? What kind of oper- 
ating procedures are involved? How 
can a dealer exploit the leasing poten- 
tial in his area? Leasing experts from 
Service Leasing Headquarters conduct 
these clinics and answer any questions. 


How You Can Attend 


If you have not yet attended a Serv- 
ice Leasing Clinic, or if you would like 
to know when a clinic is scheduled for 
your territory, call your Universal 
C.1.T. District Manager. You will find 
it well worth the few hours you invest. 
These meetings are open to all automo- 
bile dealers, whether or not they finance 
through Universal C.1.T. 
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Traveling Along Automobile Row 


Sales Pay Plans 


“¥ CAN'T understand some of the 
complex systems for paying 
salesmen that you run into in some 
dealerships,” said the sales man- 
ager of a Detroit dealership. 
“Furthermore, I can’t see why 
some dealers cut their own throat 
by figuring out ways to cut back 
on a salesman’s commission when 
he has an exceptionally good 
month. 
“I tell my men to forget about 
fancy figuring on their pay—just 


sell the cars and the money will) 


follow. In our place, it does. 
“Our salesmen are happy and 
they stay with us.” 
* + 


One to Rolls 


E HAVE lost no sales to any 

foreign car,” said the sales 
manager of the Detroit dealership 
proudly. Then he frowned. 


“I take it back,” he said, “A year | 
or so ago one of our customers | 


bought a used Rolls-Royce.” 
He sells Cadillac. 
> > * 
Expanding 

OWNTOWN SALES, INC., bet- 
ter known in Detroit as Down- 
town Ford. has expanded to take 
over the old Ford Motor Co. fac- 
tory-delivery location at 1833 E. 

Jefferson, 

Downtown wil] operate the new 
location—nine blocks from its 
“home” address—to retail used cars 
and trucks. 

Manager is Danny Cunningham, 
who has been with Downtown since 
the dealership was organized five 
years ago. 

The former factory-delivery loca- 
tion has stood empty for 15 months. 

Cunningham is enthusiastic about 


GM Regenerator 
Seen New Source 


Of Auto Power 


CINCINNATI. — If an upcoming 
device works as planned, American 
motorists may have a new source 
of power for their cars. 

The device, a “rotary regenera- 
tor” which permits economical use 
of gas turbine engines in automo- 
biles, was described at the gas 
turbine power conference of the 
American Society of Mechanical 
Engineers. 

Paul T. Vickers, engineering 
supervisor for the GM Technical 
Center, said a regenerator added to 
the turbine cuts the amount of fuel 
that the engine requires for opera- 
tion. 

Since gas turbines can burn just 
about anything for energy and have 
many fewer parts than the standard 
piston engine, their use could be 
a boon to motorists, Vickers said. 

A rotary regenerator is consid- 
ered a good bet, Vickers said, be- 
cause its periodic flow reversal pre- 
vents carbon and other waste 
products from exhaust gas from 
clogging up smal] internal pas- 
sages. 

The regenerator he described is 
being built into GM's experimental 
automotive turbine engine, the 
“Whirlfire.” 


Over 100 to Get 
GM Scholarships 


PRINCETON, N. J.—More than 


100 high school! seniors from) 


throughout the U_ S. and its pos- 
sessions have been selected for GM 
four-year college scholarships under 
GM’s more than $5 million-a-year 
program of aid to higher education. 

Winners were chosen by a panel 
of 16 noted educators who chose 
from more than 20,000 applicants 
from all 49 states, Hawaii, Puerto 
Rico and the District of Columbia. 
Selection is based upon scholastic 
aptitude test scores, secondary 
school records and extra-curricular 
activities. Winners will be an- 
nounce after notification. 

Under another part of GM’s edu- 
cational program, scholarships are 
awarded to an additiona] 302 sen- 
iors by a selected list of 111 private 
and 68 public colleges and univer- 
sities, Applications for these schol- 
arships are made directly to the 
colleges. 


|its possibilities. He noted that 80 
| vehicles can be stored inside, while 
the adjoining lot can hold another 
100 cars. 

Ford Motor operated the location 
for retail “factory” deliveries from 
the spring of 1954 until] Nov. 30, 
| 1957. 


| * * 


Brrrr 


= say it’s been a long winter? 
Consider the plight of a used- 
car dealer one morning. 

He had 75 cars on his lot. Only 
10 would start, The other 65 were 


dead. 
* *¢ * 


Make-Ready Building 


MMERT CHEVROLET CoO. has 
4 added a 6,000-square-foot new- 
car prep building to its facilities in 
Northwest Detroit. The new quar- 
ters are two block from the main 
dealership building. 

L. S. Emmert jr., vice-presi- 
dent, said the addition will free 
the regular service department 





| 
| 


| 


for productive work. It includes 
storage space for dealer-installed 
accessories. 

President of the 25-year-old deal- 
ership is L. S. Emmert sr., a vet- 
eran auto man who was a Nash 
dealer here before opening a Chev- 
rolet deal in Milford, Mich., in 
1933. He moved to Detroit the fol- 
lowing year, and the company has 


been in its present location since} 


1941. 


+ * * 


More Cash Deals 


LTHOUGH rugged weather has 

hampered auto sales, there ap- 
pears to be little doubt that De- 
troiters have the money to buy 
new cars. 

One dealer reported that 50 
percent of his January sales were 
straight cash deals, compared 
with about 15 percent in Janu- 
ary, 1958. A lot of this year’s 
transactions were handled 
through credit unions, he said. 


Like most dealers, the speaker 






@ sELLING 


‘Top Salesman Honored— 


The nation's top Rambler salesman for 
| 1958, Elmer Johnson, right, Nash Great 
| Lakes, River Rouge, Mich., receives the 
| American Motors Corp. Sales Honor Club 
president's pin from V. E. Boyd, AMC 
field sales manager. Johnson sold 644 
|ears in 1958 to top all other Rambler 
salesmen in the country. 


said he prefers finance deals. He 
| explained that all his paper is of 
|the “without-recourse” variety and 
said that this is pretty much the 


| rule in Detroit. 
. 7 * 


| Neighborhood Dealer 


SECOND-GENERATION Chev- 
rolet dealer declares that he 











—_, 


isn’t too concerned about the tery. 
tory security wrangle because “y, 
sell most of our new cars r ght ip 
the neighborhood.” 

| He pulled out the daily -egis. 
tration lists for January which 
are issued by the Detroit Auto 

Dealers Assn. 

They showed that he had mag 
few sales outside his immodiate 
area and, more important, few of 
his neighbors had gone elsewhere 
to buy their new Chevrolets. 

“I was pretty new in the business 
when territory security went out,” 
he said. “I think I'll let the old. 
timers fight this battle.” 


Auto Cooler Company 
Formed in Fort Worth 


FORT WORTH. — Lindustries, a 
new automobile air conditioning 
manufacturing firm, has gone into 
business here. 

The company will produce and 
market a complete line of air con- 
ditioning units for all motor vehi- 
cles. Backers of the company are 
O. P. Leonard, Fort Worth indus- 
trialist, and William E. Lind. The 
latter is general manager. 





More than 150,000 persons read 
MOTIVE NEWS every week! 
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SPECIAL PROMOTION ADVERTISING will announce the 
“Sparky” offer to your customers in Life magazine, along with 
a special AC commercial promoting the vinyl] inflatables offer 
on AC’s popular television program, “‘Zorro’’. 

And, in April and May, AC will support your sales efforts and 
“Performance Out of This World” campaign with . . . full- 
color, full-page ads in Life, The Saturday Evening Post and 
other nationally circulated publications . 
commercials on the ABC-TV adventure series, ‘“Zorro”’ . . . and 
outdoor advertising on billboards in every large community. 
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L Financial 


Consolidated sales of $376,293,016 | 


for 1958, compared with 1957 sales 


of $370,106,838, were reported by 


Minnesota Mining & Mfg. Co, 

Earnings for 1958 were $43,879,- 
033, compared with $39,726,558 in 
1957. Both sales and earnings rep- 
resent new highs for the firm, 

In their annual report to stock- 
holders, 3M President Herbert P. 
Buetow and Board Chairman W, L. 
McKnight declared that the in- 
creased earnings were due primar- 
ily to progress made in controlling 
costs and improving operations, al- 
though increased sales and a 
changing product mix also were 
factors. 

- - * 
American Metal Products 
Reports Big Dip in ’58 Sales 

Net sales of American Metal 
Products Co. during the year ended 
Dec. 31, 1958, amounted to $46,397,- 
963, compared with $72,514,964 in 
1957, according to Andrew M. Mras, 
president. 

The decline reflected the general 
1958 business conditions and decline 


OF THE MONTH 
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Front 


in auto sales and the effects of 
an eight-week strike in the com- 
pany’s automotive plant in Detroit, 
he said. Net earnings, after pro- 
vision for income taxes, amounted 
to $1,647,522, compared with $4,701,- 
436 in 1957. 


* Ad * 
Houdaille Reports Drop 
In 1958 Sales, Earnings 


Consolidated sales of Houdaille 
Industries, Inc., and subsidiaries for 
the year ended Dec. 31, 1958, 
amounted to $60,403,718, compared 
with $78,728,905 in 1957, according 
to Ralph Peo, president. 

Earnings before taxes were $3,- 
857,912, as compared with pre-tax 
earnings of $7,759,197 in 1957. Net 
income, after U. S. and Canadian 
taxes, totaled $1,997,912, compared 
with $3,814,197 in 1957, he added. 


Black & Decker Notes Rise 


In Quarterly Sales, Profits 


Robert D. Black, chairman and 
president of Black & Decker Mfg. 








Co., Towson, Md., told shareholders 
that net earnings for the first 
quarter of fiscal 1959 were $939,313, 
compared with $752,865 for the cor- 
responding quarter of 1958, 

Consolidated net sales amounted 
to $11,671,713 for the ’59 quarter, 
compared with $10,441,331 last year. 
All directors were reelected at the 
meeting. 

* * * 


Carborundum 
Carborundum Co., Niagara Falls, 


|N. Y., annual report, 1958 vs, 1957: 
| Profit, 


$3,801,765 and $6,204,079; 
sales, $95,048,457 and $111,206,440. 
.: ee 


Arvin Industries 


Arvin Industries, Inc., Columbus, 
Ind., fourth quarter report, 1958 
vs. 1957: Profit, $1.02 a share and 
$.67; sales, $18,140,207 and $16,318,- 
243. 


Seiberling Sales 
In’58 Set Record 


Seiberling Rubber Co. had its best 
sales year in 1958 and overcame a 
first-quarter loss to end the year 
with 
percent higher than in 1957, accord- 
ing to President J. P. Seiberling. 


Seiberling also announced that) Mich., 


OUT OF THIS WORLD” 
“SPARKY” INFLATABLES! 












































is all you do: 


Include $8.24 with your order for any 48 AC Spark Plugs 


net income of $1,070,089, 13) 
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| 
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proceeds from a refinancing pro- 
gram just completed will add about 
$3.4 million to working capital. Ap- 
proximately $1.4 million came from 
sale of new common stock, and the 
balance from a 15-year term loan, 
he said. 

Net sales for 1958 were $48,134,- 
084, a boost of 2% percent above 
the previous high of $46,934,437 for 
the previous year. Net earnings of 
$1,070,089 compared with $943,011 in 
1957. 


Rockwell-Standard 


‘Reports Sales Dip 


Rockwell-Standard Corp. reported 
a 1958 profit of $9,120,175 on sales of 
$204,531,048, compared to earnings 
of $15,814,042 on sales of $263,503,911 
in the previous year. 

The company expressed satisfac- 
tion with results for 1958 in view of 
the heavy recession losses in the 
industries served by the company. 

Board Chairman Willard F. 
Rockwell forecast a sales increase 
of 20 to 25 percent in 1959 with an 
even greater increase in profits. 

* > = 


National Standard 


National Standard Co., Niles, 
first-quarter report (three 








STORE SMALL PARTS IN THE AC STORAGE RACK! AC’s 
new, small-parts storage board is the handiest, time-savingest 
parts holder ever. It’s a sturdy, 18” x 24” all-metal board to 
which 18 small glass jars are attached. Just hang the colorful 
rack in a convenient location. Then store nuts, bolts and 
other small items in the handy removable jars. The parts are 
plainly visible and easy to get to. To help speed spark plug 
installation, the bottom of the storage rack includes an up- 
to-date AC Spark Plug Specifications Chart. 


YOU CAN HAVE ALL THREE . . . Unique AC Spark Plug 
Display and “Sparky” inflatable . . . The new AC rack... 
and, a set of 8 AC Spark Plugs worth $8.24 is the AC 
SPM-48 SP promotion package. To obtain the package here 


and you will receive SPM-48 Promotion Package. 


When you have sold the set of AC Spark Plugs you have 
recovered $8.24. The profit from the sale of the spark plugs 


pays for the promotion package! 









ACTION Xe 


A NEW KIND OF TRAFFIC BUILDER will help you spark AC sales this spring, during AC’s 
“Performance Out of This World” spark plug campaign. An outstanding, traffic-building 
display for your station window includes a giant “Sparky” float toy and colorful window 
trim featuring the spring campaign theme . . . and a unique, customer offer. 


During the campaign, you can offer your customers “‘Sparky”’ viny] inflatables, like the one 
in your AC Spark Plug Window Display . . . a traffic builder if you’ve ever seen one! 


You can buy a quantity of the vinyl inflatables at a special, low price and use them with 
“service specials” . . . such as the sale of a new set of AC Hot Tip Spark Plugs. And, you can 
provide AC order forms which will allow your customers to purchase the giant “Sparky” 
float toys at about half the normal retail price. 
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AC SPARK PLUG > THE ELECTRONICS DIVISION OF GENERAL MOTORS 




























CALL YOUR REGULAR 





SUPPLIER TODAY! 
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months ended Dec, 31, 1958 vs. 1957: 
Sales, $12,933,046 and $10,656,289; 
earnings, $788,532 and $509,141, 


Goodrich Sales, 
Profits Decline 


Net sales of B. F. Goodrich Co. in 
1958 amounted to $697,296,556 com- 
pared with $734,650,802 in 1957, a 
decrease of 5.1 percent, 

Direct and indirect sales to the 
Federal Government were 6.1 per- 
cent of total net sales for the year 
1958, compared with 5.9 percent for 
the year 1957. 

Net income in 1958, after pro- 
vision for all costs, including taxes 
and depreciation, amounted to $35,- 
457,421 compared with $39,369,705 in 
1957, a decrease of 9.9 percent, 

= = = 


American Viscose Reports 


Profits, Sales Down in °58 


American Viscose Corp, reported 
that net earnings on its 1958 oper- 
ations (excluding the Chemstrand 
dividend) and its equity in the 
earnings of Chemstraand Corp. and 
Ketchikan Pulp Co. were $6.9 mil- 
lion, compared with $8.4 million in 
1957. 

Sales were about 5 percent lower, 
$217 million in 1958 compared with 
$227.6 million in 1957, according to 
Dr. Frank H. Reichel, chairman. 


Inland Steel 


Inland Steel Co., annual report, 
1958 vs. 1957: Net income, $47,869,042 
and $58,876,875; sales, $655,966,039 
and $763,950,380. 


Armco Steel 


Armco Steel Corp., Middleton, O., 
annual report, 1958 vs, 1957: Sales, 
$867,600,000 and $1,073,705,000; earn- 
ings, $57,233,000 and $68,298,000, 





|General Finance Chief 


Sees Good Auto Year 


Indications are that 1959 should 
be a good year for the auto-financ- 
ing industry, Byron S. Coon, Gen- 
| eral Finance Corp. board chairman, 
, Said in the firm’s annual report. 

He mentioned the potential back- 
log of sales that were not made last 
year and noted that consumer in- 
terest in the '59 models “is a wel- 
come change from the ho-hum atti- 
tude that greeted most of the ‘58s 
and plagued dealers all year long.” 


Coon said his company’s consoli- 
dated net earnings last year were 
a record $3,265,574, up 10 percent 
| from the previous high of $2,972,748 
in 1957. Retail auto financing 
amounted to $102,328,000, down 13 
percent from 1957. 


Antatinn Reports 
Big Sales Slump 


Electric Auto-Lite Co. has re- 
ported consolidated net sales for 
1958 of $168,904,880, compared with 
1957 net sales of $267,326,870. 


The major portion of the decrease 
was in automotive initial-equip- 
ment business, the firm said, and 
reflects to a considerable degree 
conditions in the automotive indus- 
try last year. 


Consolidated net earnings from 
1958 opefations amounted to $2,637,- 
659, compared with $7,556,944 for 
1957, Auto-Lite said, In 1958 there 
also were transactions and adjust- 
ments of a special and nonrecurring 
nature that resulted in a net addi- 
tion to the earnings of $179,252, the 
firm added. 













White Is New Potentate 


Of Al Malaikah Temple 


LOS ANGELES.—Les White, a 
retired automobile dealer, has been 
elected Potentate 
of Al Malaikah 
Temple of the 
Shrine for 1959. 

One of White’s 
major tasks will 
be that of host 
Potentate for a 
conclave of the 
Western Shrine 
Assn. Aug. 6-8, 
when Shriners 
from 11 Western 
states, Alaska, 





Les White 

Mexico, and Hawaii will gather in 
Los Angeles. White also serves as 
WSA president, 


News to Note... 
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Auto News in Brief 


AKRON.—The tire industry will 
sell about 18 percent more tires 
during the first quarter of 1959 than 
it did during the similar 1958 pe- 
riod, according to E, F. Tomlinson, 
president, B, F. Goodrich Tire Co., 
who addressed a series of regional 
sales meetings. 

Passenger-car tire sales are ex- 
pected to reach 23,325,000 units this 
quarter, compared with 19,717,000 
last year, he said, He added that 
total tire shipments for 1959 are 
expected to be about 10 percent 
above last year. This would mean 
sales of about 113 million tires. 

* * a 


Small Cars Out of Place 


In U. S., Designer Says 

NEW YORK.—“Under the false 
impression that economy and good 
engineering must be expressed in 
discomfort, inconvenience and poor 
design, many American people are 
demanding an undersized car that 
cramps their style as wel] as their 
muscles,” says Eric H. A. Teran, | 
executive vice-president of Jim | 
Nash Associates, Inc., industrial | 
design firm. 

“A large American automobile 
might look ridiculous stuck in the | 
cobblestone streets of Europe, But 
it’s just as ridiculous to see a tiny 
beetle-like car eating up the ex- 
haust fumes of one of our giant 
sized trucks—or to see it start out| 
with its jack-knifed passengers on | 
a coast-to-coast trip.” 

+ * +. 


Enka to Purchase Brand 


NEW YORK.— American Enka} 
Corp. has agreed to purchase Wil- | 
liam Brand & Co., Inc., Willimantic, | 
Conn., which produces plastic-| 
covered wire and cable. The acqui- | 
sition will be an all-cash transac- 
on. > . aa 


Balco Named Distributor | 

ST. LOUIS.—Balco Equipment Co. 

has been named distributor of a| 

half-scale replica of a 1910 Model | 

T Ford for Missouri, Illinois and | 

parts of Kansas and Arkansas, 
x * * 


Hertz Is Constructing 


Miami Headquarters 


MIAMI.—Hertz Corp. is building | 
a $175,000 car-rental Seventh St. 
at Biscayne Blvd. and Seventh St. 
here. 

Joseph J. Stedem, Hertz execu-| 
tive vice-president, said the new} 
structure will house the company’s | 
South Florida and Miami-area 


rental operations, It also will in-| 


clude washing and servicing facili- | 
ties. Occupancy is scheduled for 
March 1. 

” * * 
Firestone Plans Texas Plant 


For Diene, Coral Production 

AKRON.—Firestone Tire & Rub- 
ber Co. will build a plant for the 
production of synthetic Diene and 
Coral rubbers. Both Firestone prod- 


ucts, Diene is a partia] replacement | 


for natural rubber, and Coral is a 
complete replacement. 

Harvey S. Firestone jr., chair- 
man, said preliminary engineering 
work for the new plant has been 
done and that it would have an 
annual capacity to produce 30,000 
tons of either product, The plant 
will be an addition to the company’s 
Petrochemical Center in Orange, 


Tex. 
= x * 





State Mechanics’ Board 


Is Proposed in Nevada 


CARSON CITY, Nev. — Creation 
of a State board of auto mechanics 
which would act as a professional 
standards agency is sought in a bill 
introduced in the Nevada Assembly. 

Three members of the board 
would administer tests of the cap- 
abilities of applicants, who would 
be charged $15 fee. Tests would be 
administered twice yearly. 

* * + 


20 Pct. Cain in 1959 Seen 


For Reinforced Plastics 


CHICAGO. — A strong surge in 
January sales of reinforced plastics 
is forcing upward revision of the 
predicted gains for these materials 
in 1959, the Reinforced Plastics di- 
vision of the Society of the Plastics 


Industry, Inc., said at the opening 
of its 14th annual exhibit and con- 
ference, 

After a gain of 10 percent last 
year, the division predicted in De- 
cember a further rise of 15 percent 
in 1959, As a result of January busi- 
ness, some industry leaders now 
expect the gain to run between 20 
and 25 percent, raising volume to 
225 million pounds for the year, the 
division said. 

* * + 


SBA Approves Loans 


For 3 Vermont Dealers 


BURLINGTON, Vt.—Three 
Vermont dealers have had busi- 
ness loans approved by the Small 
Business Administration, accord- 
ing to Administrator Wendell P. 
Barnes. 

The largest loan, $70,000, was 
approved for Blake Chevrolet Co., 
Inc., Bradford. 

Northern Cadillac-Buick Co., 
Inc., St. Johnsbury, will receive 


$55,000, and Liggett-Bosworth 
Motor Sales, Bennington, will 
borrow $45,000, 


* * + 


Dun & Bradstreet Installs 


Nationwide Credit Wire 


NEW YORK.—Dun & Bradstreet, 
Inc., has completed installation of 
a coast-to-coast private-wire com- 
munication system to carry credit 
and business information. The com- 
pany said it is the first such system 
in the U. S. 

The wire network, which is 
leased from Western Union Tele- 
graph Co., extends for 16,000 miles 
and connects 79 of the 142 offices 
of the credit agency. D & B said 
it will save businessmen consider- 
able time in obtaining facts needed 
for credit and sales decisions. 

* * * 


Herron-Zimmer Mouldings 


Is Purchased by H. K. Porter 


PITTSBURGH.—-H. K. Porter 
Co., Ine., has announced the for- 
mation of its 12th manufacturing 
unit—the mouldings division. It 
will produce automotive and other 
metal mouldings formerly made by 
Herron-Zimmers Moulding Co., 
which was purchased by Porter. 

Edward Burghardt, Herron-Zim- | 
mers assistant controller, has been 








H i PA All’ “WP Sones Contest | 


“Don’t feel too sure of your- 
self, Jones ... the contest isn’t 
over yet.” 


appointed controller of the new di- 
vision. 
> > * 


American Trade Exhibit 


Draws 300,000 in India 


CHICAGO.—The first U. S, “solo” 


|trade fair overseas met with tre- 


mendous success, according to J. 
| Theodore Wolfson, president, Mare- 


| panded, particularly 





mont International Corp, The event 
closed recently after having « ttrag. 
ted more than 300,000 persons ip 
New Delhi, India. 

Set up in four pavilions, th U.g 
Small Industries Exhibit displayed 
20 small-scale industries in cpera. 
tion, A Trade Information Center 
was staffed by five American busi. 
ness experts who conducted a trade 
mission throughout Northern Indig 
prior to the official opening of the 
exhibit. 


» * > 


Burkart Buys Oakland Plant 


| Of National Automotive Fibres 


OAKLAND, Calif. — F. Burkart 
Mfg. Co., a subsidiary of Textron, 
Inc., has purchased the Oakland 
plant of National Automotive 


| Fibres, Inc., Detroit. 


Robert B. Morrow, Burkart presi- 


| dent said plant facilities will be ex. 


in the ure 


thane foam rubber field. 
= 7 = 


A Room for Thunderbirds 


HAYWARD, Calif—Joe Duarte 
and Pat Longaker, of Hayward 
Motors (Ford), have held grand 
opening ceremonies in the new 
Thunderbird Room adjoining 
their regular salesroom, 

The special display for Thun. 


(Continued on Page | 17, Col. 3) 


SELLING SLANTS 


BALLOON YOUR AC 
WITH “TRAPPER” 


“TRAPPER” SAYS... 


ee 


Get a clean start! 


SPECIAL PROMOTION ADVERTISING will announce your 
“Trapper” offer in Life magazine, along with a special AC 
commercial featuring the vinyl inflatables offer on AC’s popu- 
lar television show, “‘Zorro’’. 


And, during April and May, AC will support your sales efforts 
and “Get A Clean Start” campaign with .. . full-color, 
full-page ad in The Saturday Evening Post ... AC Oil Filter 
commercials on the ABC-TV adventure series, “Zorro”. . . and 
outdoor advertising on billboards in every large community. 





A: 
Tie 
tising 


A Sales Viewpoint— 
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Auto News in Brief 


(Continued from Page 16) 


derbirds was established when 

adjoining property was Vv: 

by the previous tenant. When the 

supply of Thunderbirds is short, 

the dealers plan to show Ford 

models in the room, 
+ + aod 


Ross Gear to Expand 
LAFAYETTE, Ind.—Ross Gear 
and Tool Co., Inc., is planning an 
addition to its main office here. 
The structure will provide executive 


offices, conference rooms and a re-| 


ception room on the main floor. 


The second floor will afford ex-| 
»| panded quarters for the engineer- | 


ing department. 
* 


New Products Previewed 
By Sherwin-Williams Reps 
CHICAGO.—Several new products 


Tieing-in with the “Big Difference” selling campaign—a comparison type adver-| which the firm will introduce soon 


tising and sales promotion program—Plymouth dealers across the country are using| were previewed by Sherwin-Wil- | 
a voriety of comparison techniques ranging from bringing competitive cars into| liams Co, automotive representa- | 
showrooms to demonstrations of competitive features like the one shown here.| tives at a three-day sales meeting 
Using the specially-built display with a prospect is Manny Lewis, sales manager for | here. 


Rogers Plymouth in Levittown, N. Y. 


These included a motor block 


OF THE MONTH ! 


OIL FILTER SALES 
VINYL INFLATABLES! 


and parts cleaner and a leather and 
plastics cleaner. A new acrylic 
lacquer-finishing system and an ex- 
panded color-mixing process also 


were outlined. 
+ ” 


Ford’s 1958 Injury Rate 


Called Lowest in Its History 


DETROIT.—Ford Motor Co, em- 
| ployes last year recorded the lowest 
injury rate in the company’s his- 
tory, according to R. T. Ross, man- 
ager of employe services, 

Ford employes have recorded a 
| 72 percent improvement in the in- 
| jury-frequency rate since 1949, he 
said, and during the last 10 years, 
| the rate has dropped from 4.72 per 
| million man-hours worked to 1.32. 
Injuries that necessitate at least a 
one-day absence from work are 
used to determine the frequency 
rate, he said. 





a * * 
Virginia Group Elects 
NORFOLK, Va.— Oliver Wynne 
| jr. has been elected president of 


A UNIQUE DISPLAY AND CUSTOMER OFFER will help you increase AC Oil Filter sales 
during AC’s “Get A Clean Start” oil filter campaign this spring. The display includes 
a giant “Trapper” inflatable float toy and attractive window trim featuring the spring 
campaign theme . . . and an unusual customer offer. 


During the campaign, you can offer your customers “Trapper” inflatables like the one in 
your AC Oil Filter Window Display . . . just the thing to build traffic and sales this spring! 


You can buy a quantity of the vinyl inflatables at a special, low price and sell or give them 
away with “service specials” . . . such as a change of oil and AC Oil Filter. Or, you can 
provide AC order forms which allow your customers to purchase the giant “Trapper” 


float toys at about half the normal retail price. 


NEW 16-PIECE “BALLERINA” DINNERWARE SET, 
created by Universal Potteries, will decorate your 
table and please your wife. This fresh, new dinner- 
ware set is designed in the handsome Harvest Wheat 
Pattern, with a 22-carat gold edge and a cluster of 
wheat on each piece in the set. Sturdy, good-looking 
and oven-proof, each piece of this high quality 
dinnerware is guaranteed against glaze cracking due 
to heat or cold. In the service for four, the set includes 
four luncheon plates, four dessert dishes, four cups 
and four saucers. Additional pieces of this serviceable 
dinnerware are available in open stock at leading 
department stores. 


GET THESE THREE in the AC Oil Filter Promotion 
Package for spring . . . The unique AC Oil Filter Dis- 
play and “Trapper” vinyl inflatable . . . 16-piece set 
of high quality dinnerware . . . and, three AC Oil 
Filter Elements worth $7.60! To obtain this package 
here’s all you do... 

Include $7.60 with your order for any 24 AC Oil 
Filters and the OFM-49 Promotional Package! When 
you have sold the three extra AC Oil Filter Elements 
you have recovered $7.60. The profit from the sale 
of the extra elements pays for the promotion package! 


AC SPARK PLUG = THE ELECTRONICS DIVISION OF GENERAL MOTORS 


CALL YOUR REGULAR 
AC SUPPLIER TODAY! 
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the Norfolk-Portsmouth-Virginia 
Beach Automobile Dealers Assn. 
J. R. Alphin is vice-president, and 
F. H. Huttman is secretary-treas- 
urer. Directors are Wyne, Alphin, 
John F.. Marshall and Aubrey Perry 


sr, 
* * + 


Johns-Manville Salesmen 


Now Can Lease Autos 

NEW YORK.—Johns-Manville 
has announced a program for pro- 
viding its national force of 800 
salesmen with the option of leasing 
their cars instead of buying them. 

The program, developed in co- 
operation with Service Leasing 
Corp., a subsidiary of CIT Financial 
Corp., offers J-M salesmen the op- 
portunity to choose a leased vehicle 
or to continue to be reimbursed for 
use of individually owned autos, 
according to J, A, O’Brien, sales 
vice-president, 

+ * * 


Bailey Cited in L. A. 


LOS ANGELES. — Bailey Motors 
(Plymouth-DeSoto), Oxnard, Calif., 
has been named a “quality dealer” 
in the Los Angeles region under 
Chrysler Motors Corp.’s dealer pro- 
gram. 

= * + 


DeSoto Honors Wilson 


PITTSBURGH.—Bud Wilson, 
president of Liberty Dormont Mo- 
tors, Dormont, Pa., has received the 
DeSoto “quality dealer’ award. 
Wilson entered the auto business 
26 years ago and has handled De- 
Soto and Plymouth in the same lo- 
cation for 22 years. 

* * + 


Ragsdale Olds Deal Folds 


SAN ANGELO, Tex. — Ragsdale 
Auto Co. (Oldsmobile) has filed a 
voluntary petition in bankruptcy, 
listing liabilities of $394,742.27 and 
assets of $244,795.15. It was the 
largest voluntary bankruptcy peti- 
tion ever filed here. 

a. = a” 


School-Bus Changes Urged 


SACRAMENTO, Calif.—Proposed 
changes in regulations on con- 
struction and operation of school 
buses will be discussed Thursday 
(March 5) at a meeting of the 
State Technical Committee and Ad- 
visory Committee on Pupil Trans- 
portation. Bus chassis and body 
makers will participate, 


* © * 


Dealer Denies Tax Evasion 


PORTLAND, Me.—Henri Paul 
Lauzon, 26, Biddeford used-car 
dealer, pleaded innocent in Federal 
Court here to charges of evading 
$30,810 in Federal income taxes 
over a four-year period. He was 
released on $2,500 bail and his case 
was continued to the April term 
of court. 

> 7 = 


Cars Burned in N. C. 


ROANOKE RAPIDS, N. C.—A 
fire believed caused by a faulty oil 
stove wrought heavy damage at an 
auto sales company here, The fire 
destroyed the building occupied by 
Wilkes Motor Co., and an undeter- 
mined number of cars in the build- 
ing and on the firm’s adjoining 
parking lot. 


= * * 


‘Sell Option’s Tradein Value’ 

BENTON, Ark.—A good way to 
sell optional equipment is to stress 
the added tradein value extras 
bring, according to Ray Thomas, 
sales manager of Thomas Auto Co. 
(Dodge). “I find it very helpful to 
stock cars with lots of options,” he 
said. 

. a * 


‘Good Crops Help Sales’ 


AMES, Ia.—Norman Dunlap, 
Motor Sales & Service (Dodge) 
Says a good cash crop means more 
and easier auto sales in an agricul- 
tural area. “Farmers are great 
shoppers,” he adds, “and the sale 
is usually made only after we have 
completely gained the confidence 
of the prospect.” 

* > * 


Baumert-Moran Adds Divco 

HARTFORD, Conn.—Baumert- 
Moran Sales Co., Inc., 920 Maple 
Ave., has been appointed a Divco 
dealer, according to Frank Baum- 
ert and William Moran, owners. 
The firm also handles White, Auto- 
car and Sterling. 
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Across the Nation... 





Auto Dealer Changes 


Formation of a leasing company, 
Borchers Auto Rental Co., has been 
announced by Borchers Ford, 366 
S. Main St., Dayton, O, The new 
firm is headed by B, J. Borchers jr. 

“You might say we were forced 
into it,” said Robert E. Borchers, 
vice-president. “A number of our 
regular customers have started 
leasing their cars.” 

+ * * 


Reynolds Buys Deal 


Elsbery Reynolds IV has pur- 
chased a Dodge-Plymouth deal- 
ership in Hemet, Calif., 50 miles 
southeast of Pomona, In 1955, 
Reynolds’ family sold a Dodge- 
Plymouth outlet in Pomona which 
it had operated 33 years, Reynolds 
had been with the firm 19 years 
and was vice-president and gen- 
eral manager. 

+ a2 * 


DeSoto Dual for Love 


Love Motors, Inc, (DeSoto-Plym- 
outh), has opened at 6115 Lemmon, 
Dallas. M. Duffy Jones is vice-pres- 
ident and general manager. 

> + = 


Morley Smith Reopens 


Morley Smith Motors (Hillman- 
Sunbeam) has reopened in rebuilt 
quarters at Thirty-ninth Ave. and 
West Bivd., Vancouver, B. C. Mor- 
ley Smith is president, and Frank 
Mullin is secretary-treasurer, 


15 More Deslere 
Named by Fiat 
In Four States 


Appointment of 15 Fiat dealers 
in four states has been announced 
by Rountree Enterprises, Inc., 
Fiat's Midsouth distributor. The 
new dealerships are: 

Lovuisuna: Rountree Imported 
Cars, 1800 Barksdale Bivd., Bossier 
City; Van Trow Olds-Cadillac, 1204 
Louisville, Monroe, and Le Baron 
Motor Co., 1625 Canal St., New Or- 
leans. 

Mississirr1: Baker Motors, Inc., 
1691 Twenty-fifth Ave. Gulfport; 
European Motors, 2424 Delta Drive, 
Jackson; Greenville Buick Co., 522 
Washington Ave., Greenville, and 
Hobbs Auto Supply Co., 2605 Sixth 
St., Meridian. 

Arkansas: Herbert Jones Motors, 
323 Cross St., Little Rock; Laney- 
Joyner Motor Co., 322 Adams Ave. 
S.W., Camden; Ozark Import, Inc., 
901 N. College, Fayetteville; Ran- 
dall Import Sales, 20 N. Twelfth 
St., Fort Smith; Meredith Motors, 
Inc., 916 Hobson, Hot Springs, and 
Wright-King Olds, Inc., 120 Rowell, 
El Dorado. 

Tennessee: Mountcastle Import 
Motors, 1501 Broadway, Nashville, 
and Italian Motors, Inc., 2673 
Lamar, Memphis. 

> . 


Meisel Adds Lark, Edsel 


Meisel Motors (Lincoln-Mercury)> 
Cleveland, has added Studebaker 
and Edsel. 


* * * 


Lawson in New Home 


Lawson Auto Service (Stude- 
baker) has moved to 504 Caillavet, 
Lynchburg, Va. The firm, owned by 
Charles Lawson, formerly was at 
319 Main. 


* - * 


Corbitt-Hammock Opens 


DeWitt Donald Ford, Millington, 
Tenn., has been purchased by James 
J. Corbitt and Bill Hammock, both 
of Memphis. It will operate as 
Corbitt-Hammock Ford, Inc. Cor- 
bitt heads a Lincoln-Mercury deal 
in Memphis. 

” 


* * 


Wilkinson Motor Opens 


Wilkinson Motor Co. (Ford), 
Lafayette, Colo., has been opened 
by Clyde Wilkinson. 


Patterson Ford Moves 


Patterson Ford has moved to new 
quarters at 3600 S. Kingshighway, 
St. Louis. E. G. Patterson is pres- 
ident. 

* * * 
M-E-L for Montagnet 

George P. Montagnet jr. has 
taken over Alpine Motor Co. 
(Mercury-Edsel-Lincoln), 629 Third, 


Alexandria, La., and will operate it 
as Montagnet Motors, Inc. Montag- 


|net also heads dealerships in| 


Natchez, Miss., and Decatur, Ala. 
> ca + 


Miller Sells Ford Deal 
Sigmund Strochlitz, owner of 
Whaling City Ford, New London, 
Conn., has purchased Miller Ford 
Co., Stonington, Conn, from 
Thomas L, Miller, The firm’s name 
has been changed to Seaport Ford. 


* * * 


Bledsoe Rambler Moves 
Bledsoe Motor Co, (Rambler) has 
| moved to 521 N, Market, Shreve- 
port, Ala. The dealership had been 


}at 1401 Texas Ave, for 19 years. 
> * as 


Adds Alaska Firm | 


| 
Cc hrysler 
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French-made Simca. The new firm| , 


took over the franchises formerly 
held by Alaska Automobile Co. 
* * * 


Barracks Open Colo. Deal 


Southern Motor Co., Inc., 115 Elm 
St., Trinidad, Colo., has been opened 
by Roger G. and Charles M, Bar- 
rack, 

> + * 


Morris Buys Tribe Deal 


Miles D. Morris, president of 
| Tri-State Motor, Inc. (Oldsmo- 
bile-Jeep), Cedar City, Utah, has 
purchased George V. Tribe Motor 
Co. (Oldsmobile-Rambler-Jeep), 
provo. The firm’s name will be 
| changed to Morris Motors. 
= + 





VW for Evergreen 
Evergreen Motor Co. (Volks- 


wagen) has opened at 120 Grand,| Denver, receives a watch honoring him|a license to do business, and would 


| Bellingham, Wash. 
= - 


| Jaguar Signs 
‘4 More Dealers 


Four new Jaguar dealerships 


Imperial Motors, Fifth Ave and| have been appointed. 


| appointed a dealer for the full line | 


| of Chrysler products, including the | 


A St., Anchorage, Alaska, has been 





They are Valley Motors, Route 
63W, Talihina, Okla.; Dutchess 
(Continued on Page 19, Col. 3) 











Licenses Asked 


For Repair Shops 


OLYMPIA, Wash.—Dealers shop 
bosses and auto mechanics are 
in arms over a legislative propogg 
to place mechanics and their boss 
under strict State control efi cctiyg 
July 1. 

A House bill would require State 
licenses for everyone who receives 
pay for installing or adjusting me 
chanical or electrical parts on 
motor vehicle. Also included would 
be paint work, frame and front-end 
repair or adjustment and all radia. 

tor and brake work. 
Salesman Honored— | The operator of any automotive 


Roger Mauro, right, of Mauro Motors,| repair shop would have to obtain 





as the top salesman and as honorary| have to prove he had the proper 
president of the Denver zone chapter of | equipment, financing and know- 
the American Motors Sales Honor Club| how to do the work. 

for his sales efforts in 1958. The award A $50 fee would be required for 
was presented to Mauro by R. D. Gallo-| the certificate with the annual re 
cher, Denver zone manager, at a banquet! newal fee of $25. In addition a $1. 
honoring all zone members of the club.| 999 bond would be required. Me- 
Looking on is Mrs. Mauro. Second-highest| chanics would be required to pass 
salesman and honorary vice-president is| an examination and pay a $5 yearly 
Allen Conley, of Rambler Center, Denver. | fee. 
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Get it for her with this 


AC Fuel Pump Promotion 


Here’s your chance to give your little lady a 


pleasant surprise and build your Spring fuel 


pump sales 


Spring AC Fuel Pump Promotion and bring 


at the same time. Join the big 


home this truly beautiful, truly different 
sheet and pillow caseset, designed by famous 
Cannon Mills. The set includes one double- 


bed (size 81” x 108”) sheet and two large pillow 
cases (42” x 36”), all in multi-colored stripes a 
and gift-wrapped to really open her eyes. The “ 44 
material is Cannon Combspun Percale, highest oes 

quality in the sheeting industry. She’ll love it... ss 
and she’ll love you, too... for your thoughtfulness. 


Pump up your Profits with AC Fuel Pumps! 





Open her eyes... 


with this multi-colored 
Sheet and Pillow Case set! 


woe 


ute 


CANNON 





All you dois... 


Include $8.70 with your 
order for any 6 AC Fuel 
Pumps and you'll receive 
the FPM-50 Package which 
includes: the Cannon 
Combspun percale sheet 
set and the popular #4460 
AC Fuel Pump for Chevro- 
lets. When you sell the 
pump, you recover your 





Ya 


$8.70 investment. The 
profit on the sale of the 
extra pump pays for the 
promotion package. 





ce 
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Auto Dealer Changes 
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a (Continued from Page 18) 

Motors, Inc., Route 44, Pleasant facilities on W. Broadway in Van- 
tate Valley, N. Y.; Ventura Motors, Inc.,| couver, The 30-year-old dealer- 
ives 29 W. Post Rd., White Plains, N. ¥.,| Ship handles Chevrolet, Oldsmo- 
me- and International Motor Plaza, Ltd.,| ile and Cadillac, - 

98 Marshall N. W. Ave., Scottsdale, 

i Ariz. Renault Adds Mo. Outlet 

end * Sore St. Ann Motors, Inc., 10805 St. 

di Bunker Motors Expanded Charles Rock Rd., St. Ann, Mo., has 
’ Art Sanier Motors. Inc. (Volke- been named a Renault dealer, Gene 

tive wagen-Porsche), has added 5,600 P. Gerber and Robert L. Fortner 

: : are co-owners. 

ain square feet of space, chiefly in serv- a; = = 

uld ice facilities, to its building at 7814 Cali ia Deal E d 

Wornall Rd., Kansas City. The new valifornia Deal Expands 
ber building and equipment cost more Standard Motor Co, (Studebaker), 
) We than $100,000, said Art Bunker jr., | Richmond, Calif., has leased a build- 

Gum | president. ing at 500 San Pablo, Albany, Calif., 
for gen going or eae — * * # for the sale of Studebaker, Borg- 
TV briefing brings client and creators of ten-minute news segment together for . ° | ward, Triumph and Mercedes-Benz. 
Fe | review of visual aspects of a concerted sales drive being staged by DeSoto Dealers Dueck Expands in B. C. 2 
$1,- of the Greater St. Lovis—via KMOX-TV. Discussing automotive sales approach for Dueck on Broadway, Ltd., Van- M hy Tak AP 
Me- I the 13-week, twice-a-week campaign are, from left, Les Carmichael, announcer for| couver, B. C., is building a $500,- “Mmurpny £anes artner 
the news show; J. W. Ruland, Plymouth-DeSoto St. Lovis regional manager; Charles| 000 automotive division on Kings- Gerald J, Murphy, owner of Mur- 
tly | McAbee, KMOX-TV general sales manager; Max Roby, station's assistant news director;|; Way in nearby Burnaby, and | phy Buick Co., Oakland, Calif., has 
Dick Pacetti, assistant regional manager, and Stan Nelson, district manager. | plans an expansion of its 7%4-acre announced formation of a new 
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OF THE MONTH ! 





New Model AC Tester Adjusts 
to All Air Cleaner Sizes! 


Now, with new cars coming out 
with many different sizes of air 
cleaners, AC has solved the prob- 
lem of testing all sizes with just 
one tester. 


This new model AC air cleaner 
tester can be quickly and easily 
adjusted to fit any size dry-type 
cleaner—from small to very large 
circumference. 


New Air Control Valve Does It! 


The new air control valve (shown left) permits 
the adjustment. New easy-to-follow instructions 


C25 ~~ are printed right on the tester. 


Once adjusted, the new model works just like 

previous models. It shows you instantly whether 

an air cleaner is functioning properly, whether 

it is partially clogged and needs cleaning or 

See T mr whether it is completely clogged and should 
ae ee wEW yaa be replaced. 


d oe 


Aaik “CLEANER 
TESTER 





It’s an excellent demonstration for customers— 
helps make air cleaner sales on the spot. 


Your Present Model “M’’ Brought Up To Date Without Charge! 


As you may know, the present Model “M” that includes the new air control valve, a new 
AC air cleaner was introduced in 1957, when tube and new instructions for operating. With 
there was a limited number of types and sizes this kit, your present tester can quickly be 
of air cleaners in operation. converted, so you can test any size cleaner. 


If you purchased one of these models, AC In fact, it becomes a new model tester. 


now makes it possible for you to bring this Your AC representative will contact you soon 
tester up to date . . . without charge. . . . and make this conversion. Again .. . 
AC has developed a special conversion kit no charge for the service. 


Get your new tester now from your regular AC supplier and ; 
get more air cleaner business by selling AC DUST-TITE AIR CLEANERS! 


AC SPARK PLUG ¢@ THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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company with Andrew Herrera, his 
general manager, as a partner, The 


firm name will remain the same. 
+ * a 


BMC Signs Faiola 


Faiola Brothers (Jaguar-Tri- 
umph), Farmington Ave., Farming- 
| ton, Conn., has received a British 
|Motor Corp. franchise and will 
|handle Austin, Morris, MG, Mag- 
nette and Riley. 
| * 








> * 


Bob Ford Pontiac Moves 


Bob Ford Pontiac has moved into 
|new quarters at 510 High St., 
| Auburn, Calif. The company also 
| handles Jeep. 


+ ? * 


Franklin Chevrolet Sold 


J. T. Trapnell and T, L, Lumley, 
|owners of T & L Chevrolet Co. 
| Ludowici, Ga, have purchased 
| Franklin Motor Co. (Chevrolet), 
| Metter, Ga. The name of the firm 
has been changed to Trapnell Chev- 
rolet, Inc. 


* * * 


Franklin Motor Sold 


J. T. Trapnell and T. L. Lum- 
ley, owners of T. & L. Chevrolet 
Co., Ludowici, Ga. have pur- 
chased Franklin Motor Co., in 
Metter, Ga., and will operate it 
as Trapnell Chevrolet, Inc. 

am + = 


Bowman Buys Hartke 


Bob Hartke Motors, Oregon City, 
Ore., has been purchased by Victor 
| Bowman. He will operate as Vic 
|Bowman’s Pontiac. Bowman has 
|sold his dealership in Gresham, 
Ore. 
| 


| 


Simms Pontiac Opens 


| Simms Auto Co., 383 N. Indian 
| Ave., is a new Pontiac dealer in 
Palm Springs, Calif. Wayne Hutch- 
| eons is sales manager. , 


Roberts to Open Branch 


Roberts Motor Co., Kenworth 
truck distributor for Oregon, has 
announced it will open a branch at 
W. Seventh and McKinley Sts., 


Eugene, Ore. 
>: > > 


Jennings Adds Buick 
Jennings Pontiac, Charles City, 
Ia., also has taken on Buick and is 
now known as Jennings Pontiac- 
Buick. R. G, Jennings is the dealer. 


White Buys Deal 


James F. White, Toledo, has pur- 
chased Ginsinger Chevrolet Co, in 
Wooster, O. The firm also handles 
Buick and Cadillac. 


Conley Sells Ford Deal 


ley Conley has sold the [ley 
Conley Ford Co. in Wheelersburg, 
O. to Portsmouth Motors Co. 
(Ford), Portsmouth, O. Conley will 
devote fulltime to his Pontiac deal- 
ership in Portsmouth. 


London Calling: 
Does a Texan 


Want a Daimler? 


HOUSTON:—Those reports about 
the wealth and Cadillacs of Texas 
oilmen have apparently spread 
around the world, even though 
verification of the truth has been 
unable to keep up with the reports. 

The owner of one of the limou- 
sines that formerly belonged to the 
Queen of England wrote to the 
Houston Post in the hope of finding 
a buyer who will appreciate and 
enjoy the car—either for transpor- 
tation or for its sentimental value. 

C. S. Terry, of The Car Mart Sales, 
Ltd., Stanhope House, London, Eng- 
land, described the car in the 
Houston Post as a Daimler 36-h.p., 
8-cylinder (equivalent to a big U. S. 
Cadillac, he said) seven-seater 
limousine, Landaulette by Hooper, 
considered Britain’s premier coach- 
builder and designer. 

It has electric division and elec- 
trically controlled windows; and 
electrically controlled sliding roof 
to the rear compartment. The rear 
portion is upholstered in West of 
England cloth. The car is finished 
in royal coloring and Terry pointed 
out that, of course, the whole car 
is in immaculate condition through- 
out, 

He appealed to any Texan who 
might feel a sentimental attach- 
ment toward such a car to get in 
touch with him for a showing of it 
in London—by one of the board of 
directors of The Car Mart Sales. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
A HIGHER court recently laid 
down this law: All employes 
have a duty of loyalty and fidelity 
to their employer and cannot use 


for themselves 


gainfully any 
information ob- 
tained by them 
while in their em- 
ployment. 

See Lind v. 
Carson, 148 N. E. 
(2d) 814. 


an automobile 


salesman who 


L. T. Parker later takes other 
employment cannot secretly appro- 
priate for his own profit the estab- 
lished customers of his past or ex- 
employer. 

Furthermore, the court held that 
a past automobile salesman must 


This 
higher court 
clearly held that 


in all respects conduct himself in 
an honest manner as to his former 
employer. 

Therefore, an ex-automobile 
salesman cannot lawfully use to his 
special advantage any information 





Miami Dealer Convicted 


On Tax-Evasion Charge 

MIAMI. — Federal Judge Robert 
|N,. Wilkin found Sidney Ginsberg 
guilty of evading income taxes 
owed by his firm, Nash Miami 
Motors, fined him $1,000 and placed 
him on probation for a year to pay 
the taxes. 

The Government dismissed other 
counts of an old indictment. The 
Government originally charged 
Ginsberg with evading $38,000 in 
| personal taxes for the years 1946,. 
|1947 and 1948 and $26,000 in taxes 
due from the dealership. 








or names of prospects acquired in 
his past employment. 
* + + 


Employer Responsible 

AN AUTO dealer always is lia- 
ble for damages caused a cus- 

tomer’s automobile, although the 

customer directed the employe how 

to perform certain work. 

For illustration, in American 
Casualty Co. v. Corporon, 317 Pac. 
(2d) 954, it was shown that Pear- 
son, an auto dealer, also operates 
a garage for repairs. Corporon 
bought a car from Pearson, paid 
for it and arranged to return it 
for the purpose of attaching a 
trailer hitch. 

Corporon later drove the car into 
the garage and told one of Pear- 
son’s employes exactly how he 
wanted the trailer hitch attached. 

While the employe was taking 
orders from Corporon, he put the 
torch to the gas tank and caused 
an explosion which damaged the 
automobile. 


In subsequent litigation, Pearson | 


contended that he was not liable 
nor responsible for the cost of re- 
pairing Corporon’s automobile, par- 
ticularly because before and at the 
time the gas tank exploded Cor- 
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Ford Dealers Elect Directors— 


New directors of the Ford Dealer Advertising Fund, Inc., comprising 164 dealer 
in the Ford New Orleans district, include, standing, from left, O. F. Kimmons, Waynes. 
boro, Miss.; W. W. Holmes jr., Baton Rouge, la.; A. J. M. Oustalet, Jennings, la; 


J. B. Estabrook, Pascagoula, Miss.; John 
ville, La., and J. T. Lloyd, Jackson, Miss. 
W. J. Cleveland, vice-chairman, Crowley, 


Wise, Halzehurst, Miss.; Lewis Roy, Marks. 
Seated: George W. Bohn jr., New Orleans, 
La.; H. W. Mead, chairman, Natchez, Miss; 


B. G. DeVan, Mobile, Ala., and lar Osborne, Taliviah, La. 





poron had full control over Pear- 
son’s employe and he was directing 
him exactly how to do the work. 
Notwithstanding this argument 
the higher court held Pearson lia- 


Is “Parts Obsolescence” 
robbing you of profits? 


IN 


make money for you BECAUSE they cut the 
possibility of over-stocking and obsolescence! 
Make us prove this fact...today...why delay? 


You know that parts obsolescence is a great “profit stealer’ 
in any parts department . . . and little-called-for parts should 
be kept at a minimum at all times. If your partsman does not 
know what little-called-for parts he has in stock, these items 


may become obsolete—and he may even order more un- 
wanted parts. Play safe! Know where every part is . . . keep 
inventories right up to the minute . . . make every bin a profit- 
maker! Borroughs Bins will make money for you! 


These Borroughs warehouse distributors are at your service... 


Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 
East Coast Distributing Co. 
327 Hopkins Rd. 
Automotive Bin Service Co., Inc. 
20 East North St. 
Felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 
Automotive Bin Service Co., Inc. 
1220 Richmond 
Automotive Bin Service Co., Inc. 
8905 Loke Ave. 
W. W. Cannon Co. 
9739 Denton Dr. 
Sparkmon-Barker Co. 
421 Santa Fe Dr. 

Co. 


DES MOINES: Siggins Co. 
2315 University 


DETROIT: 
10040 Freeland Ave. 
Adoms, Inc. 

6 North 13th St. 
W. W. Cannon Co, 
P. O. Box 464 


W. W. Cannon Co. 
1901 Winter St. 


FARGO: 


Automotive Bin Service Co., Inc, 


54 West 30th 

Bins & Equipment Co., Inc. 

2610 LaGustrum Rd. 

Siggins Co. 

704 Broadway 

Green-Penny Co. 

4180 E. Noakes St. 
LOUISVILLE: 

204 Builders Bidg. 


Automotive Bin Service Co., Inc. 


Automotive Bin Service Co., Inc. 


MEMPHIS: Metol Products Co. 


359 Madison Ave. 
Edco Metals, Inc. 

73 S. Wren 
Borroughs Mfg. Corp. 
121 Varick St. 
William A. Gore Co. 
1834 Adeline St. 

W. W. Cannon Co. 
P. O. Box 7317 
Siggins Co. 

1236 S. 13th St. 

East Coast Distributing Co. 
780 S. 52nd St. 

The Brower Co. 

1616 N. W. Glisan 


Siggins Equipment Co. 
901 S. Boyle Ave. 


OKLAHOMA CITY: 
OMAHA: 
PHILADELPHIA: 
PORTLAND: 

ST. LOUIS: 


$¥. PAUL: Borroughs Mig. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginio St. 

William A. Gore Co, 

1732 Ist St., S. 

Tacoma Asbestos Co. 

25th and Holgate 

Louis A. Alexander Co. 

264 N. Beacon St. 
Wickware-Stackbin, Ltd. 
P.O. Box 740, Perth, Ontario 
Industrial Products Co. 

611 S. Queen St., Honolulu 


SEATTLE: 
SEATTLE: 


te & Kk re a Yr) G nH Ss MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ali. KALAMAZOO, MICHIGAN 


ble to Corporon for damage 
car and said: 

“Corporon, who was anxious to 
leave on an out-of-state trip, stayed 
at the garage, watched the work 
in progress, told the employe more 
or less in detail how he wanted 
the hitch fastened and even handed 
the employe tools on occasion 
There is no question but that the 
employe was on the Pearson pay- 
roll.” 


to his 


* > > 


Court Implies Liability 


a a higher court im- 
plied liability of an insurance 
company where the insurance pol- 
icy is not specific in all details. 
For example, in Living v. Uni- 
versal Underwriters Insurance Co, 
320 Pac. (2d) 351, it was shown 
that Living, an auto dealer, held 
|} an insurance policy which provided 
that the insurance company would 
| pay all sums which the automobile 
dealer became legally obligated to 
pay because of injury to automo 
biles customarily left in his garage. 
The policy excluded liability for 
injuries to automobiles owned, 
loaned or rented to the dealer. 


In subsequent litigation, the 
higher court held the insurance 
company liable for damage to an 
automobile left in possession of 
the dealer under a trust receipt 
transaction in which title was in 
a finance company. 





Leonard and Lind 
To Manufacture 


Air Conditioners 


FORT WORTH.—Lindustries, the 
newest name in the automotive air 
| conditioning manufacturing busi- 
ness, has been announced by the 
two men who pioneered the inde- 
pendent industry in 1949, O. P. 
Leonard and William E_ Lind. 

Leonard, Fort Worth merchant 
and industrialist, 
conceived the 
idea in 1948 and 
successfully mar- 
keted independ- 
ently installed 
refrigerated air 
conditioning sys- 
tems for cars the 

following year. 
The engineering 
and manufactur- 
ing was then and 

Wm. E. Lind is now under the 
direction of Lind, who is recognized 
as one of America’s outstanding 
automotive air conditioning en- 
gineers. 

In announcing the new company, 
Leonard and Lind stated that 
Lindustries’ automotive air condi- 
tioning division will produce and 
market a line of units for Ameri- 
can and foreign cars, trucks, buses, 
heavy farm and road building 
equipment and special custom ap- 
plications. 

According to Lind, Lindustries is 
presenting a new concept in car 
cooling, The firm’s under-dash unit, 
using two squirrel cage type blow- 
ers, will deliver quiet maximum 
cooling. 


Fox Heads Service Group 


CEDAR RAPIDS, Ia—Art Fox 
has been elected president of the 
Cedar Rapids chapter of the Iowa 
Automotive Independent Service 
Dealers Assn. 
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~ In the New York metropolitan area there 
d, are 460,000 households with two or more cars 
Pe 
the —one family in six! And 62% of all car-owning 
nce 
- households bought cars new! 
0 
ipt 
in The above are some of the significant facts 
which have come out of PROFILE OF THE MILLIONS— 
l 2nd Edition. 
A research authority of national prominence has 
described PRoFiLe as the most comprehensive, most 
he authoritative, and potentially the most valuable study 
> ever made of the New York market. 
he 
¥ The study was based on 10,175 personal interviews, 
conducted by W. R. Simmons & Associates Research, The Daily News has 550,000 
2 Inc., after consultation and in accordance with the adult readers in 
7 recommendations of the Advertising Research Foun- households owning 2 or more cars 
> dation. 
" more than the Times and Herald-Tribune 
it Included are brand new data on car ownership by combined 
model year, price bracket, make—and the newspaper more than all evening papers combined 
‘ readership of car owners which establishes the market 
- share of each New York City newspaper. PROFILE is 330,000 more than the Mirror 
not an automobile survey, but a massive study of 350,000 more than the Times 
g market potentials and consumer characteristics in the 370,000 more than the Journal-American 


whole metropolitan New York market. 410,000 more than the 
World-Telegram & Sun 


420,000 more than the Herald Tribune 
480,000 more than the Post 


and more readers in families owning high- 
priced cars than any other newspaper. 


With 67% of metropolitan families now in the 
over-$5,000 bracket, home and car ownership well up 
over 1954, New York represents the country’s best 


ow Tr lUCOlU CUO 


automobile market, and an outstanding opportunity 
for better business in 1959. The presentation is by 
appointment only. Call any New York News office. Source: Profile of the Millions—2nd Edition 


THE 4 NEWS, New York’s Picture Newspaper 
More than twice the circulation, daily and Sunday, of any other newspaper in America. 


News Building, 220 East 42nd St., New York 17—Tribune Tower, Tribune Square, Chicago 11—155 Montgomery St., San Francisce 4 
—3460 Wilshire Boulevard, Los Angeles 5— Penobscot Building, Detroit 26—27 Cockspur St., London S.W. 1, England 





. 
| 
i 
| 
| 


AUTOMOTIVE NEWS, MARCH 16, 1959 


Roundup from State Capitals... 
Legislation Affecting Auto Industry 


eee proposals for both highway and 
general purposes are continuing to be pushed on a wide 
scale in state legislative sessions throughout the country, 
with indications of a probable resultant sharp acceleration 
of the overall uptrend of recent years in the level of state 


taxes directly and indirectl 
affecting the automobile in- 


dustry and its customers. 

In the highway financing field, a 
state gasoline tax increase of from 
four to six cents a gallon went into 
effect March 1 in New York, with 
a number of other states consider- 
ing similar action. 

States in which gasoline tax 
boosts were proposed included Ari- 
zona, Arkansas, Delaware, Massa- 
chusetts, Missouri, Montana, New 
Hampshire, Ohio, Oregon, Pennsyl- 
vania, Washington and West Vir- 
ginia, Such a 
measure was 
killed in Wyom- 
ing. 

Meanwhile, new 
or broadened 
bonding authority 
for highway con- 
struction was en- 
acted by the 
legislatures of 
Alabama, South 
Carolina and Bethune Jones 
Tennessee, with such action pro- 
posed in Arkansas, Connecticut, 
Delaware, Maine, New Hampshire, 
Oklahoma, Oregon, Vermont and 
West Virginia. 

Alabama and Tennessee law- 
makers authorized new highway 
bond issues of $60,000,000 and 
$30,000,000, respectively. A new 
South Carolina law provides for 
issuance of $6,500,000 in bonds to 
finance continuance of the state’s 
farm-to-market road program. 

Among other more recent devel- 
opments, Gov. Powell sent a special 
message to the New Hampshire leg- 
islature calling for an $86,000,000 
bond issue and an increase in the 
state gasoline tax from 6 to 7 cents. 

> * > 





dite highway and bridge projects 
elsewhere in the state, Introduced 
earlier in the Washington legis- 
lature was a bill to boost the 
gasoline tax from 6% to 7% cents. 
A resolution introduced in the 
Oklahoma legislature would submit 
a $125,000,000 highway bond issue 
to the electorate, Delaware bills 
would authorize a $10,000,000 bond 
issue for improvement of rural 
roads and $2,500,000 in bonds to/| 
match Federal aid. 

Proposed West Virginia legisla- 
tion included a measure to issue 


| withholding systems, are Georgia, 





another $5,000,000 of road bonds | 
under the terms of a present state | 
constitutional amendment, An Ore- 
gon bill would authorize a $60,000,- | 
000 road and bridge bond issue. 
Legislation introduced in Arkan- | 
sas called for increases in the state | 
gasoline tax and license fees, | 
rather than bonds or weight dis-| 
tance taxes on big trucks, as sep-| 
arately proposed, One Arkansas bill | 
would increase the state gasoline 
tax from 6% to 7% cents and the 
tax on special fuels such as diesel 
by two cents a gallon. 
> . « 


Tax Pay Withheld 


| PENNSYLVANIA Highways Sec-| 


retary Park H, Martin urged an 
increase of either 1 or 2 cents a 
gallon in the state gasoline tax to 
provide additional highway funds. 

First major legislative develop- 
ment in the states this year in the | 
field of general taxes was enact- | 
ment in Massachusetts of a new| 
law providing for a withholding 
system for the collection of state| 


3 Agencies Join | 


T= California legislature was 


income taxes. The new Massachu- 
setts law, expected to produce 
windfall revenues of more than 
$50,000,000 this year, brought to 12 
the number of states which now 
have withholding programs, 

Other states using this means 
of collecting state income levies 
are Alabama, Alaska, Arizona, 
Colorado, Delaware, Idaho, Ken- 
tucky, Maryland, Montana, Ore- 
gon and Vermont. 

In addition, state income taxes 
are withheld from non-residents or 
in special circumstances by a num- 
ber of other states, including Ar- 
kansas, California, Iowa, Kansas, 
Louisiana, New York, South Caro- 
lina and Utah. 

States with income taxes, but no 


Minnesota, Mississippi, Missouri, 
New Hampshire, New Mexico, 
North Carolina, North Dakota, 
Oklahoma, Tennessee, Virginia and 
Wisconsin. 

New or full-scale withholding | 
systems were proposed this year in 
several states, including Michigan, 
Minnesota, New York, North Caro- 
lina, South Carolina and Utah, 

The new Massachusetts with- 
holding law was enacted at the | 
request of Gov. Furcolo, who also 
proposed a new 3 percent limited 
sales tax and a %-cent gasoline tax 
boost. 


$256 Million Sought 


urged by Gov. Brown to raise | 
$256,000,000 in additional annual) 
revenue through new or increased 
taxes against personal income, | 
cigarets, beer, horse race betting, | 
petroleum products, banks and cor- | 
porations, inheritances, and insur- 
ance companies. 

A tax program recommended to 
the Michigan legislature by Gov. 
Williams called for a new gradu-| 
ated personal income tax ranging 
from 2 to 6 percent, and a new 5 
percent corporate profits tax, to 
raise a total of about $210,000,000 
annually. Williams also proposed 


DELCOS 
all-transistor 


car radio is 
PORTABLE 


Its a full-size push-button car radio, 


Road Bond Issue 


7_ Connecticut legislature was 
urged by Gov. Ribicoff to au- 


To Press Use 
Of Seat Belts 


| Virtual cancellation of the state’s 
| present corporation franchise and 
jintangibles taxes. which have 
| yielded about $70,000.000 a year, The 


but when you remove this unit, you 
have a powerful pocket-size portable. 


thorize a $346,000,000 highway bond 
issue. Noting that most of this 
money would be returned to the 
state in grants from the Federal 
Government, Ribicoff contended the 
state could not afford the delays 
involved in building highways on a 
pay-as-you-go basis. 

Taking an opposite view in Ohio, 
Gov. DiSalle advocated abandon- 
ment of that state’s policy of fi- 
nancing highways through bond 
issuance and indicated he favored 
@ pay-as-you-go plan and a state 
gasoline tax increase, probably two 
cents a gallon. The Ohio governor 
said he was opposed to bonds be- 
cause “they are too expensive.” A 
study by a committee of his cabinet 
resulted in suggestions for a gaso- 
line tax boost and other highway- 
user tax increases. 

Under a Washington state leg- 
islative proposal, motor fue] taxes 
would be increased % cent a gal- 
lon and gross weight and regis- 
tration fees on trucks and other 
vehicles would be raised slightly 
to underwrite a Puget Sound 
bridge bond program and expe- 


Eye-Catching Skirt— 


CHICAGO.—“It’s Smart to Use | 
Seat Belts.” 

This is the theme of a nationwide | 
campaign launched by the U.S. 
Public Health Service, the National 
Safety Council and the American | 
Medical Assn. 

The campaign is aimed at con- | 
vincing every driver in America | 
that seat belts are the best insur- 
ance for minimizing the chances of 
serious injury in an accident. 

These agencies say the big prob- 
lem is a two-fold one: Getting driv-| 
ers to install good quality seat | 
belts and getting them to use them. | 

The National Safety Council | 
points out that not all seat belts are | 
reliable. Only those which are man- | 
ufactured and installed according 
to the specifications of the Society 
of Automotive Engineers can be 
considered acceptable, says the 
Council. 

Dealers can realize a generous 
profit on sales and render invalu- 
able service to the customers by 
properly installing seat belts to 
SAE standards, the agencies said. 


A Cadillac wheel turns slowly, and a concealed blower makes the young lady's 
skirt appear to be whipped by the wind in this prize-winning painted bulletin for 
Galles Motor Co., Albuquerque, N. M. A similar Galles display is rotated from 
location to location in the Albuquerque market. 


| adoption of a ton-mile tax against 


new tax increase under his program | 
would thus be about $140.000,000 

Alternatives suggested in the 
Michigan legislature by opponents 
of the governor’s plan included a 
proposal for an increase in the 
state sales tax from 3 to 4 per- 
cent, 

In Kansas, Gov. Docking urged 
repeal of a % percent sales tax | 
increase enacted last spring and | 


heavy trucks. He estimated the| 
latter would yield up to $4,500,000 
annually. 

Gov. Rosellini proposed that the | 
Washington state sales tax be| 
raised from 3% to 4 percent as the | 
principal means of obtaining $135,- 
200.000 in additional revenue for the 





next biennium. Hé also recom- 
mended that the sales levy be 
broadened to apply to services; 
that the business tax on medical 
services be raised, and that the ex- 
cise tax on motor vehicles be 
boosted. 
* = * 


Tied to Sales Tax Cut 


RITICIZING the sales tax as a 
major revenue source, the 
Washington governor urged the 
legislature to submit to the voters 
a state constitutional amendment 
for a graduated net income tax, In 
the event of the adoption of such 
a levy, he said he would recom- 
mend an immediate sales tax cut. 
Idaho lawmakers were asked by 
Gov. Smylie to boost state income, 
cigaret and liquor taxes to produce 
$3,600,000 million in additional reve- 
nue during the coming biennium. 

Recommendations to the Minne- 
sota legislature by Gov. Freeman 
included proposals for higher taxes 
on incomes, cigarets and tobacco 
products, iron ore, gifts and inheri- 
tances, and liquor, together with a 
withholding system for collection 
of state income taxes. 

Proposals to the Texas legisla- 
ture by Gov. Daniel called for 
new or increased taxes against 
natural gas, automobile sales, 
liquor and cigars, to raise $99,- 


(Continued on Page 27, Col, 1) 


Now with Pontiac for ’59, you can enjoy the fine full- 
throated power and performance of a big car radio and 
get the convenience and pleasure of a portable, too! 


It’s the new dual-purpose Delco, actually two radios in 
one—a full-size push-button car radio and a good-look- 
ing portable that locks safely away out of sight! 


The portable unit of this radio is lightweight, so small it 
will fit in your purse or coat pocket. It’s powered by 
tiny transistors that require less space and use 90% less 
power than vacuum tube sets. When you slip the portable 
into a special compartment in the dash, it becomes part 
of the car radio, operated by the regular push buttons. 
It uses the car’s battery, audio system, antenna and big 
full-range speaker, and plays without warmup or mechan- 
‘ical noises. 

Delco’s new two-for-one radio provides a true bonus in 
listening. For tonal range, clarity and all-around bright 
new sound, you just can’t beat it. Visit your Pontiac* 
dealer soon to see and hear this wonderful, all-transistor 
Delco exclusive—the car radio that goes where you go, 
plays where you play. 


* Also available and individually styled for the 1959 Buick and Oldsmobile 


DELCO RADIO 


Division of General Motors « Kokomo, Indiana 
WORLD LEADER IN AUTO RADIO 











eI 
Lath 





The Roney 


doesn't appeal to 


just everyone 


because the Roney is different from 
all other Miami Beach hotels — no 
chrome, no neon. Everything is on 
the grand scale . . . acres and acres 
of tropical gardens, a three-block- 
long sun-drenched private beach, 
huge swimming pool and Cabana 
Colony. There are even putting 
greens, tennis courts, and entertain- 
ment nightly, too. Naturally, as in 
all Schine Hotels, every inch is air- 
conditioned, and there’s a free, 
large-screen TV in every room. 


With all of this, Roney rates are 
low . . . 53 of 283 rooms per day 
per person double occupancy $14 
to April 4th. 


Including Breakfast and Dinner. 
European Pian Available. 


THE WORLD-FAMOUS 
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The Man Behind the Wheel .. . 


Sales Testing the ‘59 Ford 


By L. H. Houck 
Travelling Correspondent 

(Eprror’s Nore: This is another 
in a series of articles which will 
report on the selling features of 
new domestic cars.) 

* * + 
URRENT Ford advertising 
stresses the theme: “Built for 
People.” I’d like to add: “Built for 
Places, Too.” 

My old geometry teacher, must 
have known about this Galaxie 
because she was always hammer- 
ing on the shortest distance be- 
tween two points. What she 
meant, of course, was the quick- 
est way to get from here to there 
was by Ford Galaxie equipped 
with the 352 V-8 Thunderbird 
Special, 300 h.p, engine. 

However, the advantage of Ga- 
laxie’s advanced styling can be ob- 

tained with all other Ford engines, 
including the improved and power- 
ful six with its built-in economy. 

I didn’t realize the interest that 
Galaxie styling created in the field, 
especially in the smaller towns, 
until I took this beautiful car on an 
1,800-mile trip through 


of Texas. 
In some smaller towns this was 


released in the new ’59 Ford 
power plants. 

In a police pursuit car it will 
give the law a tremendous advan- 
tage over most vehicles. And in the 
car of the private citizen it is a 
power plant that will win him to 
horsepower through its superb per- 
formance. 

This is another of those things 
that cannot be described, because 
you won't believe it until you get 
behind the wheel and see what a 
little movement of your toe will do 
to the landscape and the speed- 
ometer needle. That’s why I say the 
Galaxie test car is the shortest dis- 
tance between any two points you 


want to name. 
+ a 


All V-8s Have Power 


C= OF the fine things about the 
Ford line is that almost all fea- 
tures of this top engine are incor- 
porated in the other Ford V-8s. 
The principal difference is carbure- 
tion and compression ratio, or more 
plainly a difference in heads. 

For instance, the 332 cubic-inch 





Arkansas, | 
Mississippi, Louisiana and a corner | 


V-8, with a compression ratio of 
8.9-to-1, can use most regular 
gasolines, It has the same quality 
construction characteristics — the 
same big crankshaft, big con- 
necting rods, main bearings, 





power steering reduces the work of 
the engine to operate the pump as 
much as 37% percent. 

This difference is reflected in 
less work for the engine in extra- 
curricular jobs, such as pulling 
the generator, power-steering 
pump and other accessories, and 
more to the rear wheels or miles 
at less cost to the owner. 

The new roadability in the face 
of good road characteristics for 
many years has been achieved 
through a new linked, rubber- 
bushed stabilizer which reduces 
road shock and changes in shock 
absorbers to make the ride 
smoother. 

The overall effect with the re- 
sponsive engine and the new steer- 
ing and other improvements is a 
car that seems to be under perfect 
control at all speeds and under all 
situations. This is the proper 
foundation for the ultimate in 
safety. 

The other important dividend 
that I found from this combination | 
is the noticeable lack of fatigue at} 
the end of long trips. By past 
standards you can do 200 miles or| 
more and be no more tired than if| 
you went to town and back. Here} 





|is a case where the pilot controls | 
|}and the car does ALL the work. | 
* * * | 


Easy to Enter— 

The new Ford Galaxie has wide door 
frames that make it easy for one to enter 
and leave. The car also has a foot-oper. 
ated parking brake which is released by 


pressing down on the catch. 
* > co 


plosion of the gasoline is almost 
all transformed into rotative power 
at the back wheels. To the owner 
it means long, carefree life. 


Nothing has been spared to make 
the bearings and crankshafts big 
enough to do the job right. Even 
the piston pins are almost an inch 
in diameter. 

Throughout the °’59 Fords are 
dozens of instances where design 
has been improved to reduce serv- 
ice time. The distributor is up 
front, the fuel pump is easily re 





Roney Plaza... 


at one of America’s really fine resorts 
+ For Reservations call: 


n.Y.: MU 8-0110 
(Open Sun.) 


Chi.: AN 3-6222 
Miami Beach: JE 1-6011 


or See Your Travel Agent 
7 acres On the Ocean at 23rd St., Miami Beach 


moved, and most of the carburetor 
service can be done without remov- 
ing it. 


valves. 
The new full-flow oil filter which| Care Is a Must 

their cars. But it was evident that/is standard on all 59 Ford engines | I THINK that perhaps some of us 
all had read the advertising and/is so efficient that an oil change forget that an auto is a precisely 
the announcement. |is only recommended at 4,000-mile) built, engineered thing and that the| Other Features Cited 

In one town, we parked about|intervals. By old standards, this| more it is refined the more care| : : 

5:30 p.m. in front of a small res-| saves three oil changes in the same|that must be taken in the manu-| (THER points in favor of the 
taurant. When we came out the car| length of time. This could mean 15 owner are an increase in visi- 
was surrounded by a group ranging| quarts or 18 quarts depending on 


the first Galaxie they’d seen be- 
cause dealers had not yet received 
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facture. 


Take, for instance, the drive- bility from the windshield (29 per- 


| cent more glass), an increase in the 


specially meet 
<3 special needs! 


AMALIE DIVISION 


sylvania Oil Products 


UTOMOBILE 


I 


in age from 19 to 35. 


* ” * 
It’s a Quality Car 
: = GALAXIE is a quality car 
with dignified lines, luxurious 


appointments that sells about $48 
above regular Ford Fairlane prices, 


with much of the distinctive Thun- | 


derbird styling. 

Ford publicity on the wedding 
of the Fairlane and the Thunder- 
bird did not overrate the beauty 
and quality of this new model. 
The dictionary defines galaxy as 
a group of stars, and Ford’s Ga- 
laxie is certainly star-studded 
with desirable features under a 
Thunderbird roof. 

The Galaxie was styled to appeal 
to women, but it must also be sold 
to men. And its avoidance of gaudy 


trim and extreme curves is a tri-| 





whether filter element was changed, 
|or &@ minimum cash saving of at 
lleast $6. 


| A new muffler offers additional | 


|savings. This unit has been de- 
| signed for much extended life with 
| aluminized finish to resist rust and 
corrosion. 


speeds on substandard roads. 
| * * 


> 
Steering Redesigned 
I FOUND last year’s power steer- 
ing especially good and this year 
it was even easier to operate. A re- 
design of the new '59 Master-Guide 


bute to the male side of the house. | Car Tested: 


All cloth seat upholstery material | 
is nylon and all carpets are 100) 
percent looped pile rayon. There is} 
an abundance of new, easy-to-clean 
vinyl finish which has exceptionally 
high durability. 

The Galaxie comes in a two-door 
sedan, a four-door sedan such as 
the test car, two and four-door 
hardtops, a convertible, retractable 
hardtop and in all engines—from 
the six which will give you 400 
miles on a tank of gas to the top 
performance engine, such as the 
one in the test car. 

* = ” 
Surprising Engine 
Tu particular engine, the 352 

Special, is definitely a revelation 
in smooth acceleration. The speed- 
ometer needle jumps from 20 to 70 
so quietly and so quickly that you 
are certain to be taken by sur- 
prise. 

Even with premium gasoline 
it turned in good mileage per- 
formance. Its quiet operation in 
delivering whatever speed re- 
quired reflects the improvements 


Olds to Build 
Parts Warehouse 


LANSING. — Oldsmobile has an- 
nounced it Will build a huge parts 
warehouse just west of the Lansing 
city limits. 

Construction of the 740,000- 


FORD 


Model: Ford Galaxie, 
door sedan. 


Engine: Thunderbird 352 Spe- 

|| cial V-8, 352 cubic inches dis- 

|| placement, torque 380 foot 

|} pounds at 2,300 r.p.m., 300 h.p. 
at 4,600 r.p.m., compression ratio 
9.6-to-1, requires premium fuel. 

|} One-half inch over square, bore 
is 4.00, stroke 4.50, hydraulic 
tappets. Dual exhausts standard, 
four-barrel Ford carburetor 
standard. 


Transmission: Cruise-O-Matic, 
top automatic transmission, with 
two forward drive positions in 
addition to low. Drive 1 starts 
in low and shifts through the 
entire range, and Drive 2 starts 
in second and is commonly used 
for most driving. Flooring ac- 
celerator downshifts Cruise-O- 
Matic from third to second. 


Low on the Cruise-O-Matic 
can be used as a retarder on 
steep downgrades and may be 
shifted to low for this purpose. 
If the car is moving more than 
25 m.p.h., it will shift to second, 
and below 25 miles will shift to 
low. 

Optional equipment: Power 
seat and windows, seat belts, 
Town and Country radio, tinted 
glass, Ford SelectAire condi- 
tioner, power brakes, power 
steering, Magic-Air heater. 


four- 


I was particularly impressed by} 
the new ease of the power steering | 
| on the test car and the balance and| 
roadability of the car at all speeds, | 
|but particularly at relatively high | 
| the driver from noise and vibration. 


|more flexible than the larger belts. 





shaft and the rate at which it | 
turns at high speeds. In the Ford, 
it is so well balanced that a small 
drop of undercoating stuck on 
one side would throw it out of 
balance. For this reason, the 
driveshaft is completely masked 
when Fords are undercoated. 
Without such balancing you 
couldn’t drive at such speeds with- 
out hearing some rumble. And be- 
ing so precisely engineered and bal-| 
anced does a lot more than relieve 


Balanced things last much longer. 

Evidence of quality control and} 
manufacture is found throughout. 
I noticed, for instance, that this) 
engine had two belts to a double- 
grooved generator pulley—good en- 
gineering. 

The smaller, 


lighter belts are 


I'd guess that two such belts would) 


outwear four heavier and stiffer 
belts. Generators on V-8s have per- 
manently lubricated ball bearings 
on both ends. 


> > > 


Bearings Are Husky 
HE CRANKSHAFTS on the 332 
and 352 engines have massive} 

main journal diameters of almost! 

2% inches (2.7484) and connecting 

rod bearings are slightly more than 

2% inches in diameter. 

This is tremendously important 





—whether or not you are me- 
chanically inclined—because with 
high compressions and high rota- 
tive speeds, husky bearings not 
only provide a lot more wearing 
surface which wears down more 
slowly, but they insure less vibra- 
tion and more beef against the 
exploding fuel. 

Or in another way this means 
that the force created by the ex- 

. - +. +. 


use of aluminum and stainless steel, 


j}and paint quality. The new Dia- 


mond Lustre finish is a super- 


} enamel that does not require wax- 


ing. 

On the test drive there were 
no leaks, no rattles, and no serv- 
ice was required. No oil was 
added and gasoline mileage on 
premium gasoline was excellent. 
As a matter of fact this engine 
could have been adjusted for reg- 
ular gas because I tried a tankful 
and found no ping expect in rare 
instances when traffic required 
pushing the pedal to the floor. But 
in all engines when compression 
ratio is more than 9-to-1, it is usu- 
ally more economical to use pre- 
mium gas. 


Top Galaxie Engine— 
This is the Ford Galaxie's top engine, 


the 352 V-8 Thunderbird Special. The 
air-conditioner compressor in the left cor- 
ner is mounted flat and produces little 
vibration while running. The battery is 
mounted up front and the radiator filler 
cap is at one side instead of in the center. 


PHILPENN PUBLISHING COMPANY 


! 

| 1750 N. Broad St., Philadelphia 21, Pa. || square-foot warehouse is scheduled 
| 

| 


to begin Apr. 10, according to Jack 
F. Wolfram, general manager. The 
building is expected to be ready for 
use early next winter. 

“The new warehouse,” said Wol- 
fram, “will enable Oldsmobile to 
consolidate various parts-warehous- 
ing operations currently located in 
rented buildings in adjacent cities.” 


Dimensions: Wheelbase, 118 
inches; tread, front 59 inches, 
rear 56.4 inches; overall length, 
208 inches; overall width, 176.6 
inches; overall height, 56 inches. 
Fuel tank, 20 gallons, crankcase, 
five quarts. 

Tires: 7.50 x 14 Firestone white 
sidewalls. 


Send__copy of the book, 
“The Tahoe Dealer” pa 


1 0 Check enclosed for books at $5.20 ea. 
1 (Send books C.0.0., plus postage 

1 Name 

| street es 
| city eaten Ree Imre fl 
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The Galaxie—'A Group of Stars'— 
The new Ford Galaxie lives up to the dictionary definition of a galaxy—a group 


of stars, according to L. H. Houck, Automotive News travelling correspondent. The 
car is filled with star-studded features under a Thunderbird roof, he reports. 





Highlights of Chevrolet’s participation in this year’s Tournament of Roses Parade. Roy Rogers, Dale 
Evans and recent Derby winners were on hand to see the Chevrolet float awarded the President's Trophy. 


CHEVROLET DEALERS LEAD THE PARADE ! 


Each year, Chevrolet dealers win new praise and 
recognition in their active role as co-sponsors of 
the world-famous Soap Box Derby. 


The Derby builds a special kind of community 
good will for Chevrolet dealers. But even beyond 
this, Chevy dealers are sincerely glad to contribute 
their time and energy to this worthwhile activity. 
For the Soap Box Derby means more than just a 
competition between thousands of boys for 
scholarships and prizes. Through the Derby, each 


boy is given an exceptional opportunity to learn 
actual lessons in sportsmanship and competitive 
spirit, to understand the importance of winning 
graciously or losing gracefully. 


Right now, Chevrolet dealers are getting ready 
for this year’s Derby. The local winners will meet 
at Derby Downs, Akron, Ohio, on August 16, 1959 
for the 22nd Annual All-American and Intér- 
national Soap Box Derby. . . . Chevrolet Division 
of General Motors, Detroit 2, Michigan. 
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AUTOMOTIVE WASHINGTON 
News of Economic Rise 
Is Best in Months 


By William Ullman 
Washington Bureau Chief 
IHE news about our rebounding American economy is 
the best in many months. Industrial production in Jan- 
uary was 143 percent of the 1947-49 average, within two 
percent of the prerecession level. Personal income rose to 
a record volume and it looks as if corporate profits have 
tt sso; Cll 
buying is up— including auto-| million who suffer from involuntary 
mobile buying, and inventor-| P@rttime unemployment.” 
ies have started expanding again | nee 
for the first time in 18 months. | Road Funds Running Out 
The glad tidings have been spread | 
by two top Government officials— 


Raymond J. Saulnier, chairman of be no money available for the 


; ; ; Federal Interstate Highway 
the Council of Economic Advisers, | gram in fiscal year 1961, 


and M. S. Szymczak, member of | S 
the Federal ‘Reperve Board, ¥ |_ That's the bad news that Federal 
: : : Highway Administrator Bertram D. 
Saulnier, in his first address to a Tallamy put to the Senate Roads 


Washington audience since he be- ; ; 
came the President’s chief eco- | Subcommittee. The subcommittee 


nomic adviser more than two years 

. ago, foresaw good 
times for the rest 
of this year and a 
1960 “as good if 
not better” than 
1959. 

His optimistic 
report did not 
gloss over the 
current unem- 
ployment esti- 
"Ng mated at around 

William Uliman 4.7 million work- 
ers in January. He said that the 
view held by some economists that 
unemployment is acceptable to get | 
stability of prices is “shocking.” But | 
Saulnier added that he expects un- 
employment to diminish this year 
and be down to 3 million by year- 
end. 

In another Washington address, 

Federal Reserve member Szymc- 
zak cited a number of rising eco- 
nomic indicators, including the | 
apparent upturn in business | 
spending for fixed assets. 

He said that he expects a “siz-| 
able” increase in the gross national 
product in the period just ahead. | 

But both Saulnier and Szymczak 
warned the nation not to yield to! 
creeping inflation, Saulnier said) 
that if the Government yields to the | 
thesis that we need a little inflation | 
every year for economic prosperity, | 
then “we've had it.” 


And Szymeczak said that the Fed- 
eral Reserve Board would already 
have cracked down harder on infla- 
tion if it weren’t for the high level | 
of unemployment. 


Rediscount Rate Boosted 


A® THE good news about business | 

began to break, the public| 
should have prepared itself for the | 
Federal Reserve move to increase | 
the rediscount rate to 3 percent. 
There had been many signs that 
an increase was on its way. 

Apart from our rapid economic | 
recovery, the Treasury has been 
having trouble borrowing money of 
late. It has been forced to pay high 
interest on its borrowings and to 
issue more short-term notes than 
it would like. 


In recent weeks, commercial 
banks have been able to borrow 
money from Federal Reserve 
banks at 2.5 percent interest and 
invest this money in 91-day 
Treasury bills yielding 2.6 per- 
cent. This development alone 
would seem to offer reason 
enough to raise the rediscount 
rate from an unrealistic 2.5 per- 
cent to 3 percent. 


As might be expected with un- 
employment still high, the redis- 
count hike drew immediate protests 
from “liberal” members of Con- 
gress, Rep. Wright Patman, Texas 
Democrat and unrelenting foe of 
FRB Chairman William McChesney 
Martin jr., termed the increase “a 
terrible and cruel thing on the little 
fellow.” He also called the half-of- 
one-percent increase evidence of “a 
determination to further crush the 
people over unearned interest.” 

Senator Paul Douglas, Illinois 
Democrat, called the move “extra- 
ordinary in view of the 4.7 million 
people who are fully unemployed 
and the equivalent of another one 


S THINGS stand now, there will | 


Pro- | 


could come up with no immediate 
answer. 

Both Democrats and Republicans, 
however, indicated that the Admin- 
istration’s solution—a 1%-cent in- 
crease in the Federal gasoline tax 


—is unacceptable, It hasn’t got a} 


chance. 
Tallamy told the senators that 
only seven states presently are 


using 1958 funds, All the rest are| 


using 1959 or 1960 funds. 

“Thirty states are using their 
1959 funds and I believe all of 
them will have used up these 
funds by the end of fiscal 1959 
(next June 30),” Tallamy testified. 
This draining away of funds in 

|the Highway Trust Fund will 
|leave no money available in fiscal 
| 1961 and far less than the author- 
| ized amount in fiscal 1962. 

The problem is the result of 
faster road spending than expected 
and of a pay-as-you-go amendment 
put into the original 1956 act, That 
amendment was suspended for 
fiscal 1960, but will be restored for 
1961. 

It may be that the answer of 
Congress to the shortage will be to 


| suspend the pay-as-you-go amend- 
| ment for another two years. If that 
| happens, the pay-as-you-go prin- 
ciple, about which so much debate 
centered a few years ago, will prob- 


|ably be out the window for good. 
o  & -@ 
'Seminar Oversubscribed 

N NADA seminar on “manage- 
ment of salesmen” set for 
| March 17 and 18 in Washington has 
been oversubscribed, the association 
reports. A special session at the 
seminar will be devoted to compen- 
| sation plans and incentives. 


NADA reports that it is now 
accepting registrations for a two- 
day “truck leasing and rental” 
seminar, to be held in Chicago, 
March 31 and Apr, 1, It will be 
followed by another Washington 
meeting on Apr, 21 and 22 on 
“eliminating hands in dealers’ 
pockets.” 

The association also has an- 
nounced that it will sponsor tours 
to Europe in late August and Sep- 
tember. The trips will be coordi- 
nated with the annual meeting of 
the International Organization of 


Motor Trades and Repair in © open. 
hagen on Sept. 2-4. 

Information on the tours cin be 
obtained by writing NADA, uro.- 
pean Tours, ’59. 

* 


* * 


New Weather Service 


7 WON'T be long before people 

can start knocking the westher 
inside buildings as well as outdoors 
—and blaming it all on the Weather 
Bureau. 

On an experimental basis, many 
|U. S. weather stations are getting 
|ready to calculate and announce a 
“discomfort index” this summer. 
| The index will enable managers of 
| office buildings, hotels, and movie 
houses to judge when they should 
turn on their air conditioners. 

* * = 

Excise Repeal Asked 
EP, LOUIS C, RABAUT, Michi- 

gan Democrat, has introduced 
a measure to repeal the manufac- 
turers excise tax on cars, parts, and 
accessories, and to reduce the tax 
on trucks and buses to 5 percent. 

His bill includes a clause to pro- 
vide for floor stock refunds, 


Thanks to unbalanced media buys... 


Your competition neglected 


Here is a double market. Farmers buy 
light trucks and pickups for agricultural 
uses...and they buy autos out of their 
personal income. Double buying swells 
this market to 1 billion dollars. 
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Legislative Roundup 





(Continued from Page 22) 


and additiona] profits from 10 pro- 
posed new liquor stores. 

A 50 percent across-the-board in- 
crease in the Arizona sales tax, to 
raise additional funds for schools, 


000,000 in additional revenue in 
the next biennium. 

The Utah legislature was urged 
by Gov. Clyde to adopt tax changes 
to raise an estimated $4,800,000 in 
additional revenue in the coming 


biennium through extension of the Record 368 Join 


state sales tax to hotel and == Old 95. Y Cl b 
s r. u 


bills and to materials-connected 
LANSING. — The Oldsmobile 


services; application of state in- 
me tax withholding to residents | | 
ao . | Quarter Century Club has welcomed 


as well as nonresidents; increase in | 
the oil and gas occupation tax from | 
1 to 2 percent, and a corporation | 
tax to apply to Utah business of | 
firms not now subject to the state 


corporation franchise tax, 1,453 are still employed by the firm. 
Gov. Clauson proposed that/|One retired member had 50 years 


Maine’s additional revenue needs |°f Service and 16, all of whom are 

Se met by removing « state sales | Still working, have between 40 and 
y id | 45 years’ service. 

tax exemption on motor vehicle} The new members were guests at 

trade-in allowances; a state meer the club’s annual dinner meeting | 

store price boost already in effect,|in Lansing Civic Center. 


|rolls to an alltime high of 1,902 
members, 


Of this number, Oldsmobile said, 











was recommended by a state leg- 
islative study committee, 
* = * 


3 Pct. Sales Tax 


HE Minnesota State Chamber of 

Commerce urged enactment of 
a new 3 percent state sales tax to 
aid in meeting the state’s fiscal 
needs for the next biennium and 
furnish enough revenue to replace 
property taxes on household goods 
and farm inventories and equip- 
ment. 

Increases in the Alabama sales 
tax from 3 to 4 percent and in 
state income taxes on both indi- 


viduals and corporations to a flat | 


5 percent were recommended by 


the Alabama Education Commis- | 


|sion to raise between $34,000,000 


| 
j 


A Pennsylvania Tax Study 
Commission recommended new 
and increased taxes to produce 
$425,000,000 in additional revenue 
during the next biennium, The 
proposals would increase the 
state sales tax from 3 to 3% per- 
cent and end exemptions for al- 
coholic beverages, trade-ins, elec- 
tric and telephone service, meals 
under 50 cents, utility mainten- 


| storage, 
|erty and bank shares, as well as 
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“That isn’t a ‘nice, thick floor 
mat, lady. That’s the seat.” 





ance equipment and tolls, and 


|a record group of 368 25-year em-| and $38,000,000 in additional annual| repair and service charges, 
| ployes to membership, bringing the | | Fevenue for schools. 


The Pennsylvania study group 
further recommended new taxes on 
soft drinks, tobacco, gas company 
gross receipts, underground gas 
intangible personal prop- 


an additional i-cent cigaret tax to 
finance a bonus for veterans of the 
Korean conflict. 

Gov. Hatfield recommended that 
the Oregon legislature increase 





lthis 12 BILLION dollar 




















NX 
GEORGIA 
FARMER 
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Your competitor forgot. He neglected to balance 
his advertising media buys over the farm auto and 
truck market potential. That’s the reason State 
and Local Farm Papers can offer you a relatively 
free hand in this 1% billion dollar annual market. 

Your competition is presently trying to persuade 
farmers to buy primarily through slop-over, urban 
advertising. This oversight is your opportunity to 
be heard—and listened to—with unusual attention. 

Here’s why State and Local Farm Papers are best 
to balance coverage. They’re flexible, and can be 


The 


Nebraska 
cael 


(er ae 


auto and truck market 


Farm families are both a personal market 
--- and an industrial market 


distribution-matched. Buy them individually, in 
units, or as a group. They’re personal, because 
they’re written with the color and warmth possible 
only with limited-area circulation. Readership runs 
as high as 94% on editorial matter. . 
on ads. And they are the media farmers prefer over 
other rural publications. 

Help yourself to this 1} billion dollar auto and 
truck market with State and Local Farm Papers. 
They’re the flexible, personal, and preferred sales 
medium influencing your farm customers. 


. almost as high 


For further information, write State and Local Farm Papers, Rm. 1600, 28 E. Jackson Bivd., Chicago 
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state income taxes by $9,857,000 in 
the next biennium. 
Recommendations to the Colorado 
legislature by Gov. McNichols called 
for state income tax revisions and 
major changes in state excise taxa- 
tion which would have a net effect 
of producing $9,980,000 in additional 
revenue in fiscal 1959-60 and $11,- 
245,000 more in the following fiscal 
year. 
+ 


Gas-Tax Row 


Flares in lowa 


DES MOINES.—State legislators 
have reported they expect some 
“corrective amendments” to result 
from the hot controversy over col- 
lection of Iowa gasoline taxes. 


The controversy among State 
officials started when State Treas- 
urer M, L, Abrahamson, Republican, 
under whose direction the taxes are 
collected, fired B, G. Marchi, head 
of the motor-fuel tax division. 
Marchi charged there were laxities 
in the collections and that he had 
not been allowed to take corrective 
action. 

Gov. Herschel Loveless (Demo- 
crat) posted State guards over fuel- 
tax division records and ordered a 
three-man audit of them, Abraham- 
son called Loveless’ actions “slan- 
| derous” and that some of Loveless’ 
| statements to the press “were base 
| and serious accusations against me 





personally and the employes of my 
| division.” 


* > 


W. Va. Bills Would Boost 
Auto Owner’s Tax Burden 


A number of bills increasing the 
tax burden of auto owners have 
been introduced in the West Vir- 
|ginia Legislature, These measures 
would: 

Add a cent to the gasoline tax, 
increase auto and truck registra- 
tion fees, boost operator’s and 
| chauffeur’s licenses about 125 per- 
cent, eliminate the tradein exemp- 
tion for computing the 2 percent 
privilege tax when buying a new or 
used car, and increase the privilege 
tax to 3 percent with tradein ex- 
emption. 


Colo. Bills Limit 
Time-Sales Rates 


Two bills aimed at ending abuses 
and excessive charges in auto fi- 
|nancing have been introduced in 
|the Colorado Legislature. They 
have the support of the Colorado 
Automobile Dealers Assn. and the 
Colorado Consumer Finance Assn. 

The bills would fix these maxi- 
mum charges in the sale of autos 
|} on time-payment plans: 
| A new car of a current year, $8 
| per $100 a year; a new car not of 
|current year or used car not more 
| than two years old, $12 per $100 a 
| year; a used car three or four years 
old, $15 per $100 a year; a used car 
| five years or older, $17 per $100. 
A minimum time-price charge of 
| $25 would be permitted on a retail 
| sale of an auto. 

a > 
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| Automobile Title Bill 
Introduced in Georgia 


A comprehensive automobile 
title registration bill has been 
introduced in the Georgia House. 
It is Based on a South Carolina 
law now in use. 

Under the bill, auto registra- 
tions would be under the jurisdic- 
tion of the State revenue com- 
missioner, Among vehicles 
exémpted from the bill’s provi- 
sions are those held by a manu- 
facturer or a dealer for sale those 
used in interstate commerce and 
those owned by nonresidents of 
the state. 





* . 


Bill Hits Import Prices 


A bill introduced in the New 
Hampshire Legislature would set 
the “list price” of foreign autos as 
the retail price at the port of entry 
- a basis for planning registration 

ees. 


Cochrane Gets New Post 


John M. Cochrane has been ap- 
pointed overseas vice-president of 
Ford Motor Co. of Canada, Ltd. He 
succeeds C. E. Dalton, who re- 
signed. Cochrane will continue as 
chairman of the company’s sched- 
uling and product committees. 
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ervice Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





Average Shop Hikes 
Gross Profit to $330 


Per New Vehicle Sold 


ESPITE the fact that many 

dealers did not increase the 
amount of customer service that 
went through their shops last year, 
their gross profits from all service 
work rose for the average dealer 
from $252 to approximately $330 
per new vehicle sold, according to 
the NADA survey of dealer operat- 
ing averages. 

Of course, the increase shown 
for 1958 was mostly due to the 
fact that dealers sold fewer cars 
last year. Increased labor rates 
might have made some slight 
differences in some areas. 

According to NADA statistics, 
the average reporting dealer had 
$986 in total service sales for every 


Backshop 


IHAT there is still considerable 

interest in the leasing of cars 
has been clearly demonstrated to 
me in two different places recently. 

I do not know how many of 
my readers saw the story we 
earried some time ago about 
Harold Draper, the Saginaw 
(Mich.) Chevrolet dealer writing 
@ manual for dealers who would 
like to get into the leasing busi- 
ness, or how many of you saw 
the advertisement he ran in our 
paper offering the book for sale 
at $20 per copy. 

Harold, who is a friend of mine 
of long standing ‘he even once 
bailed me out of the traffic court 
in his town when I tried to slip 
through the business section of his 
city at 50 m.p.h. because I was late 
for an appointment with him), 

(Continued on Page 34, Col. 1) 





new vehicle he retailed during the 
year. 

He made an average of 33.5 per- 
cent on this business which resulted 
in a gross profit of $330.31 per new 
vehicle sold. This is said to be much 
higher than the gross profit from 
the sales of new vehicles to the 


washout. 

_- this steady and reliable 
source of profit for dealers 

when they faced a slow vehicle- 

sales year, it became increasingly 

evident as the year progressed that 


* = = 


|dealers did not awaken to the full 


portent of this profit source until 
nearly the last of the year. 

At that time, according to the 
John E. Wolf reports, minor mo- 
tor work which represents the 
second highest source of service 
profits hit its peak in franchised 


| dealer shops. Dealers did more 


tuneup and other minor motor 
work in November and Decem- 
ber than in any other months 
throughout the year. 

Gross return from parts sales 
during the year was $457 and, from 
customer labor, it was $305. This 
gives a total gross sales from these 
two sources of $762. 

This left a volume of $224 of 
other sales from the service de- 
partment which is thought to be 
mostly oil, grease and gasoline, 
tires, undercoating and accessories 
sold after the new car was de- 
livered. NADA figures do not break 
this item down. 

> 


Size, Volume Variations 


7s gross profit from service 
varied, of course, according to 
the size of the dealer and the num- 
ber of new cars and trucks he sold 
at retail. 

Dealers selling from 1 to 149 new 
units per year showed a gross sale 
from all service of $1,193 and a 
gross profit per new vehicle sold 
from this source of $380.57. Their 
gross profit on the service sales 
averaged out at 31.90 percent. 

Dealers selling from 150 to 399 
new units per year sold $986 in 
service at a gross profit of 35 
percent and showed a gross profit 
from this source of $345.10 per 
new vehicle sold. 


Dealers in the 400-to-749-vehicle 
CContianed & yase =. Col. 1) 


Dealer Service Profits, 1958-57 


1958 


Total service sales 
per new vehicle sold....$1,193 


1-149 units 


Group III Group IV Average all 
400-749 over dealers 
units 750 units § surveyed 


$986 $844 $645 $936 
35% 35.3% 33.6% 33.5% 

$319 $273 $193 $305 

$452 $416 $332 $457 


$216.20 $330.31 


$536 = $797 
344% 33.6% 
$253 
$256 $356 


$172 





Service Repair Order Averages—1958 


Feb. 
Pet. 


Jan. 

Pet. 
28.09 
21.82 
. 6.45 
47.18 


Lubrication 
Oil Changes 
Wash-Polish 
Minor Motor Work 

Major Motor Work 9.27 
BNO ditntdteccteee 
RIED. sessencpiinaleaissonnsercsisanrane 
Miscellaneous ................10.09 

Average Operation 


Per Repair Order .... 1.65 


26.90 
21.63 

6.45 
47.09 


duly 

Pet. 
29.81 
23.64 
5.45 
42.72 
9.18 
14.18 
29.18 
12.45 
9.90 


June 

Pet. 
29.27 
23.36 
5.72 
43.55 
9.00 
14.72 
29.18 
12.63 
10.45 


May 
Pet. 


29.54 
23.90 

6.09 
43.00 

8.63 
15.00 
29.63 
12.72 
11.00 


March 
Pet. 
26.81 
22.09 

6.72 
46.54 

9.27 
12.18 
24.09 
12.72 
10.81 


Apr. 
Pet. 


27.09 


1.66 L72 172 L722 


Aug. 

Pet. 
29.00 
23.00 
5.27 
43.18 
8.63 
14.27 
29.09 
12.45 
9.81 


1.69 


Dec. 
Pet. 
27.28 
21.57 
5.57 
51.28 
7.71 
12.57 
24.57 
11.85 
11.14 


Year 
Pct. 


28.39 
22.77 

5.96 
45.56 

8.57 
13.61 
27.06 
12.24 
10.53 


Nov. 
Pet. 
28.71 
22.42 
6.14 
48.85 
7.57 
12.72 
28.00 
11,14 
9.71 


Oct. 

Pet. 
29.00 
23.14 
5.28 
46.42 
7.71 
14.85 
26.85 
11.57 
8.71 


Sept. 
Pet. 
29.85 
23.71 
5.42 
43.85 
8.00 
14,71 
27.57 
11.85 
14.71 


154 170 Lil 4164 168 
—Compitled by John E. Wolf Co. 


Efficiency Hinges on Equipment 


—a some good men is one 
of the problems every dealer 
faces when he thinks of increasing 
his revenue by boosting service out- 
put. 

Another hard-to-answer ques- 
tion is: How am I going to ex- 
pand my facilities? 


Both of these questions can be| 
solved wholly or in part without) 
going outside the shop in many 


cases. 


The amount of work a mechanic | 
can handle can be increased as| 
|much as 20 percent through 4 | the industry, it is the “take-home” 


thorough check of shop equipment 


|} and a close study of each operation 


|to determine the time lost by in- 


‘Take-Home’ Pay Compared 


aaa naturally are vitally 
interested in their “take-home” 
|pay. An average auto mechanic 


today has to be on the job prac- 
tically every working day to take 
home $4,083 a year. Yet a brick- 
layer working less than two thirds 
|}the same number of days hits a 
| national average of $4,508 annually. 
According to a recent survey, 
the average auto mechanic makes 
$2.30 per hour while the average 
bricklayer makes $3.87, The me- 
chanic, the survey shows, is 
seventh highest of all skilled 
workers in “take-home” pay. 


Fortunately for the dealer and 


| pay in which the mechanic is in- 
| terested. Many dealers—and cus- 
tomers—would die of heart failure 


| efficient handling of _ and parts.|if they had to raise the flat rate 


| $3 an hour to bring the mechanic’s 
hourly wage up to that of the 
bricklayers. 

The same survey reveals that the 
productivity of all dealer shops is 





‘Chevrolet Offers Program 


For Customer Retention 


By John K. Teahen Jr. 
Staff Writer 


\A PROGRAM to help dealers re- 
tain the service business of 
|their new-car customers has been 
|instituted by Chevrolet in conjunc- 
|}tion with the owner protection 
policy which all General Motors 
|lines put into effect at the begin- 
ning of the 59 model year. 

A Chevrolet official said the 
objective of the program is to 
bring at least 75 percent of new- 
car buyers back to the dealership 
at regular intervals for service 
work, Next year, he said, the 
target may be even higher. 

The Chevrolet promotion is 
simple. Each dealer has been given 
a set of “owner relations record” 
forms on which he notes the new- 
car delivery date and the buyer’s 
name, address, telephone number 
and protection: policy number. Each 
form has space for 10 owners, 

+ = +. 

HERE is a column for each 

month, and the dealer is asked 
to record the date and mileage each 
time the owner returns for service. 

If an owner fails to come in dur- 
ing any month, the dealer is ad- 
vised to contact him in an effort 
to prevent the absence from 
stretching to 60 days. 

Generally, if a new-car owner 
stays away from the dealership 
60 days, he is considered a “lost” 
service customer, a Chevrolet 
official said. 

The man who drives only 400 or 
500 miles a month is an exception 
to the 60-day rule, of course. Such 
a motorist can be a regular service 
customer despite his infrequent 
visits, The owner relations record 





form will show the dealer if the 


Service New Products 
Page 62 


|service calls are following a pat- 
tern. 


T° ASCERTAIN his customer- 
loyalty percentage, the dealer 
simply subtracts the number of 
new-car buyers who have not been 
jin for 60 days from his total] in- 
area owners, and divides by the 
number of in-area owners. 

For example, if a dealer has 
sold 150 new cars in his area 
since the 59 models were intro- 
| duced and 30 buyers have not re- 
turned for service in two months, 
he has 120 loyal owners. Dividing 
120 by 150 gives him an 80 per- 
cent loyalty figure. 

The Chevrolet promotion is tied 
to the coupon-book feature of the 
owner protection policy. Each new- 
car buyer gets a book of 12 coupons 


which list services that should be 
(Continued on Page 38, Col. 3) 








Lae, | % 
Service Idea of the Month— 


| increase 








approximately 80 percent, In other 
words, the average dealer is selling 
only about 6% hours of the eight 
hours available for each mechanie 


on his payroll. 
= 

nee well-managed shops 

are able to exceed 100 percent 
of available mechanic time without 
overexerting their mechanics, Shop 
readjustments are the answer. 

These readjustments could 
cover traffic flow, handling of 
business, segregation of the one- 
item orders that take less than 
30 minutes work, and other 
good-management ideas, These 
could enable the dealer to sell as 
high as 10 hours flat-rate time 
for every eight hours of available 
mechanic time. 

This automatically would increase 
the mechanic's wages, make him 
more happy and loyal and make it 
easier to get good men as well as 
shop productivity and 
dealer profits. 

Frank O. Bregnard, president and 
owner of the Auto Mechanics Insti- 
tute and a servic e-management 
consultant, claims that far too 
many dealer shops are not properly 
equipped to allow the shop or the 
mechanics to become profitably 
productive. 


+ 


* * * 


Dealers Advised on Buying 


ir A recent speech aimed at tell 
ing dealers and their service 
managers that it is essential that 
they buy basic equipment first and 
then see to it that their men are 
thoroughly trained in its use, Breg- 
nard said. 

“Equipment in itself is not an 
open sesame to success despite 
what the salesmen say. Look to 
the man who sells you equipment 
for a PLAN that will improve 
your business and make it more 
profitable. 

“If you are at all dubious about 
the claims made for quick profits, 
then you should make the seller 
demonstrate in your place of busi 

(Continued on Page 32, Col. 3) 





Note that the truck service stalls at Lewis Boggus Motors (Ford), Corpus Christi, 
Tex., are marked in large letters with the name of the mechanic. This not only gives 
the customer a feeling of confidence, since he knows who is working on his truck, but 
it also encourages mechanics to take pride in their work by giving them a sense of 


identity. 











Make your lubritorium a Golden Invitation to new service sales 


with LINCOLN 


| 
me? 


CEILING 
Be) i 4 ie 





| eee, 
selling ; Me Was 
a 0 j to merchandise your 
= modern 


. Shop 


lube services! 








AIR OR SPRING- 
OPERATED 


AUTOMATIC 
RETRACTING 


The best dealers choose the 
“Lincoln Golden Standard” 


styling . . . dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


efficiency... exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 


sae John Campbell, Service Manager 
ae 7 neater, better work. 


Campbell Chevrolet 
1600 Broadway, San Diego, California 
dependability . . . maintenance is the lowest... 

“Our Lincoln Golden Standard Lubreels are new, and so are installation is simplicity itself. 
a lot of our lube customers. Thanks to the extra service we 
give them now...with extras like pleasing design, the . . 
‘Golden Standard’ quality, end 6.urelite lobe job aary Call your Lincoln Sales and Service Wholesaler. 
trip. Even the unique arrangement of the Lubreels in the He’ll be happy to advise and assist you in plan- 
installation gives our customers faster and more efficient ning all your lubritorium requirements. No obli- 
lubrication. With this kind of service, we know they’re gation, of course. 
coming back.” 


Lead with Linco/n 


"Trade Name Registered 


eS 
LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co. , Linco/n 


Engineers and Manufacturers e AUTOMATIC LUBRICATING EQUIPMENT e SAINT LOUIS 20, MISSOURI 
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$330 Per New Vehicle Sold... 


Dealership Service Profits Up 


(Continued from Page 28) 


class sold an average of $844 in 
total service, at a profit of 35.3 per- 
cent and made a gross profit of 
$297.93 per new unit sold. 


* * * 


VEN the wheel-and-deal volume 
dealers who sold more than 750 
new units a year realized a gross 
profit per new unit sold of $216.20 
from the sale of $645 in total serv- 
ice sales per new unit sold, Their 
gross profit from this business was 
33.6 percent. 

The ratio of parts sales to cus- 
tomer labor runs at approxi- 
mately 66.7 cents worth of labor 
to every dollar’s sale of parts. 
This indicates that labor is run- 
ning far below the normal na- 
tional average of good service 
operation of approximately 380 
cents labor to every parts dollar. 
If the labor indicated on these 

returns was compared with total 
service sales, it would run very 


close to three to one—which again 
is considered to be far too high. 


It is evident from these NADA 
figures that dealers are not getting 
the customer labor sales they 
should in proportion to the other 
returns from their service depart- 
ment. Perhaps this is due to ineffi- 
ciency in their service shops. 

o = = 


Breakdown by Groups 


— the Group I or small 
dealers, the ratio ran $531 parts 
to $356 labor, Group II $452 parts 


Lion Oil Opens New Office 


EL, DORADO, Ark. — Establish- 
ment of a new sales headquarters 
at Jackson, Miss., has been an- 
nounced by Lion Oil Co, division 
of Monsanto Chemical Co, The of- 
fice, which will handle sales in 
Mississippi and Northwestern Ala- 
bama, will be headed by A. R, Dow- 
ell. 


to $319 labor, Group III $416 parts 
to $273 labor, Group IV $332 parts 
to $193 labor and for the average 
of all dealers surveyed the ratio ran 
$457 parts to $305 labor. 

Comparison of 1957 and 1958, 
as shown by the table elsewhere 
in this issue, shows that the gain 
in gross service sales increases 
as the number of new units re- 
tailed decreases. 


For instance, the increase in| ojder and every year of age on the | 
gross service sales between 1957|car increases the amount of serv- | 


service work to make up their loss 
of new-car sales revenue. 
* + + 
— who came through 
the year in a good profit posi- 
tion invariably showed that they 
did so primarily because they were 
doing a good service job and in 
many cases pushed harded for 
service sales during the period of 
slackened car and truck sales, 
These dealers know that profits 
from service and parts sales even 
tend to increase per customer 
during periods of slackened new 
vehicle sales, There are two prime 
reasons for this, of course. 
The customers’ cars are one year 


and 1958 for the volume dealer was | ice and parts replacement that must 
but $109, for the group III dealer| be made to keep the car in proper 


it was $171, for the Group II dealer 
it rose to $194 and for the small 
dealer it reached the high of $234 
increase per new car sold. 


Thus, it becomes evident that 
either the dropoff in new-car sales 
was greater in proportion to the 
amount of service work done by 
the small dealers or that they made 
more of an effort to increase their 


operating condition as use brings 
that much wear that must be com- 


pensated for by adjustments and 


replacement. 

Then the owner who normally 
trades but decides to run his car 
another year has the pride of own- 
ership that prompts him to take 
his car in to the shop and have it 
put in as near a new condition as 


THIS DRAMATICALLY NEW MOTOR OIL 
DOUBLES ENGINE PROTECTION AND AT THE 
REGULAR OIL PRICE 


KENDALL REFINING COMPANY, Bra 


ASK YOUR KENDALL DISTRIBUTOR ABOUT 


NEW KENDALL Dua/ Action 


dfo 


Pe 


rd,Pe 


MOTOR OIL 


nna. 


fs 


. 
it can be put with a reasonabj. 
expenditure. 

He is the type of driver who wij 
let many little things go withoy 
attention if he knows he is going 
to trade cars at some predeterming 
date in the near future. 

+ * + 


Programs Being Planned 


— throughout the indu,. 

try are working up programs to 
try to impress upon franchised 
dealers the tremendous importance 
of maintaining an adequate sale of 
customer labor for they know, ag 
all really successful dealers haye 
| demonstrated throughout the years 
that the real basis of success jp 
the retailing of vehicles lies ip 
proper appreciation of the impor. 
tance of customer labor. 

It’s really too bad that more top 
executives in the vehicle factories 
haven’t become more cognizant 
of this. It should be uppermost in 
their minds as even they must 

| realize that they don’t sell re. 

| Placement parts unless their 
dealers are doing a satisfactory 
amount of customer labor. 


From the dealer’s standpoint, the 
figures taken from the NADA re 
| port point out the value of service 
profits to the dealer’s welfare and 
profit situation vividly. Unfortun. 
ately so many dealers who have 
come into the business during and 
since the Korean War don’t seem 
to have learned this basic factor in 
|the successful operation of a ve 
hicle retailing venture. 
| Nor have they learned that the 
lattitude of the car buyers toward 
| them is tremendously influenced by 
|the type of a customer labor job 
| their shop does, that good customer 
labor also develops customer follow- 
|ing which is most important to the 
| dealer who wishes to enjoy the 
|fruits of repeat sales and that 
|customer labor properly presented 
j}and performed maintains product 
| reputation in the field. 
| = * * 
|" Q.HE interest shown in service by 
| the dealers attending the NADA 
| convention seemed to demonstrate 
that more dealers have been 
jawakened to the value of service 
jin their operation during the last 
year than any time during the last 
10 years, at least. 

Perhaps it is because they have 
tried everything else to try to 
increase their net operating profit 
and have finally come to the 
realization that the dealers of 
their acquaintance and in their 
areas who came through 1958 
without too much difficulty were 
doing a solid service job. 
However, the John Wolf figures 

for the year, also shown in this 
issue, indicate that very little sell- 
ing of needed service had been 
|done except as noted during No 
vember and December when a push 


(Continued on Page 31, Col. 1) 


Added Power, 
Octane Boost 


Engine Woes 


DETROIT.—A number of service 
problems resulting from the intro- 
duction of high-compression en- 
gines and increasing octane rating 
of fuels are covered in the Paul- 
Marsh Automotive Technical Infor- 
mation Service. 

Phosphorus added to fuels to 
reduce preignition leaves a residue 
resembling cornflakes in the com- 
bustion chamber and on the piston 
heads, the publication said. 

After-run, the old “dieselling” 
problem in which vehicles continue 
to run after the ignition switch is 
turned off, can be remedied some- 
times by reducing the engine idle 
speed slightly, service men were 
advised. 

There isn’t much a mechanic can 
do about a rumble that occurs be- 
tween 45 and 60 m.p.h., the publi- 
cation said. When tuning high- 
compression engines, mechanics 
were urged to make sure that the 
ignition timing is set exactly to 
manufacturer’s recommendations. 

The rumble is caused by multiple 
ignition due to glowing combustion- 
chamber deposits, the publication 
continued, and the driver of the 
car should turn off the ignition at 
once to prevent serious damage. 

A “starting ping,” caused by pre 
ignition, upon the first few strokes 
of the high-compression engine is 
normal and not harmful, the pub- 
lication said. 
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Needed Work Overlooked ... 





to do a little selling on the service 
floor as only one other service 
peaked in these months. 


Touring Season Helps 


Service Profits Rise ike 


As Sales Decrease 


(Continued from Page 30) 


for more tuneup business may have 
occurred. 

As a study of the chart shows, 
lubrication peaked during May, 
July and September, The only rea- 
sons that can be given for this is 
the influence of the May safety 
drive, the coming of the touring 
season and perhaps preparation for 
winter. 

* + 7 


Early Summer Peak 
IL changes peaked in May, June 


and July. This evidently was a| 
direct result of the number of|of Wisconsin has developed a wall| 
people who took their vacations in| chart with instructions for lifting 
‘59 cars, It provides a fast reference 
Wash and polish peaked in March | for all one-end lift operators. Large 
and April and this is natural, due| front and rear photos of ’59 cars 
| and simple diagrams enable the op- 
Major motor peaked during | erator to determine lifting positions 


their car. 


to weather. 
January, February and July, It 
is believed that the first two pe- | 
riods represent the work done by | 
those who had made up their 
minds to drive their cars another 
year and the third could be tied 
in with vacation. 

Brakes peaked in May, June and | 
October. The May and June peaks | 
could well have resulted from the 
May safety promotion and the 
October peak to a get-ready-for- 
winter move. 

* ve * 

HASSIS peaked in May, July| 

and August—all evidently re- 
sulting from the safety push, The 
first two peaks came during the 
time when safety services were} 
promoted and the later when tires 
showed wear after some heavier- 
than-usual summer driving. 

Body work peaked in February, 
March and May, The February 
and March peaks were no doubt | 
the result of people making up | 
their minds to drive the car 


Knoyer Is Elected 
1959-60 President 
Of Booster Clubs 


CHICAGO.—W. L. Knoyer, Den-| 
ver manufacturer’s agent, has been} 
elected president of Automotive 
Booster Clubs International, Inc.,| 
for 1959-60. Other new Officers are: | 

Joe Del Greco, Permatex Co.,| 
Inc., Cincinnati, first vice-presi-| 
dent; M. I. Hudson, Moog Indus-| 
tries, Jacksonville, Fla, second 
vice-president; V. C. Condron jr., 
Seattle maprufacturer’s agent, 
treasurer, and T. H. Everett, Mon- 
key Grip Sales Co., Dallas, secre- 
tary. 

The group, at its annual meeting, 
also approved a revised constitu- 
tion and bylaws and adopted a res- 
olution clarifying eligibility to 
membership in Booster Clubs. 

Bradford D. Baucus, 1958 presi- 
dent of San Francisco B-10, was 
named Mr. International Booster 
of 1958, the highest honor to be| 
awarded a club president. 

A special award of a bronze) 
plaque was presented to N. McK. 
Kneisly, member of Chicago B-7 | 
and president of Irving-Cloud Pub-| 
lishing Co. It honored him for more | 
than 30 years in the Booster move | 
ment, both on a local and interna- 
tional level. | 

edi ee | 


Kaiser Aluminum 


. 
Moving Sales Office 
CHICAGO.—Kaiser Aluminum &| 
Chemical Corp. will move its gen- 
eral sales offices from Chicago to 
Oakland, Calif. It expects to com- 
plete the move about Sept, 1. 

The company will retain its Chi- | 
cago regional and district sales | 
offices. It will keep an executive | 
office here, and some technical and | 
field service personnel also will 
stay, 

John Menz, marketing vice-presi- 
dent, said bringing all the com- 
pany’s policy-making groups to- 
gether in. one headquarters will 
make possible more coordinated 
and effective action and will enable 
Kaiser to provide better service to 
aluminum users. 





no pattern as 
September and December. 
latter two months, however, might | 
have been as the sporadic attempt 


} at a glance, Walker said. 


in the three major touring 


another year while the May peak 
might have resulted from May | 
Safety Month inspections, partic- 
ularly as it applied to cracked | 
and broken glass. | 
Miscellaneous, however, showed | 


shop orders. 

When one considers that every | 

owner comes in for at least one 
item and over 30 percent for two | 
or more, it is evident that very 
little selling is being done on the 
. ‘ : | service floor, It is almost unbe- 
= peaked in ae | lievable that businessmen, who 
| like to make money as well as 
automobile retailers seem to do, 
will go blindly on ignoring the 
fact that one-item service orders 
lose money for them in the main 
and not do some constructive 
supervision of their service order 
writers, 

Or is it because even the dealers 
themselves don’t know how to first 
recognize the needed services and 
then point them out to the cus- 
tomer politely and in a spirit of 
helpfulness ? 


Walker Lift Chart 
RACINE, Wis.—Walker Mfg. Co. 
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fay mag best selling of the year came 


months, May, June and July and| 
even then an average of only one| 
and three-quarters of an item ap-| 
peared on the franchised dealer’s | 


1959 








AC Distributor Council Meets— 
The 1959 Distributor Council of AC Spark Plug division, General Motors Corp., met 


at Flint, the first of these conferences scheduled this year. The members represent 
the nation’s warehouse distributors of AC parts and hails from 10 states. Among 
developments considered at the conference with AC officials was AC's improved air 
cleaner tester for automotive parts dealers. Conferees included, from left, C. J. Ross 
jr-, Flint; Harry E. Weprin, Dayton, O.; J. A. Anderson, AC general manager; William 
H. Sontag, Cincinnati; Leon Lang, Kankakee, Ill., and E. H. Francois, AC general 
sales manager, 


BEAR OPENS A NEW WIDE, WIDE WORLD 
OF PROFITS, PRESTI 





GE AND PRECISION! 





You're looking at the precision wheel alinement and front-end 


THE 
AMAZING 


FIRST STEP 


TO THE MOST 


PROFITABLE 
SHOP 

YOU’VE EVER 
KNOWN 


correction instrument that has undoubtedly made more money, for 
more shops, than any piece of alinement service equipment ever 
designed! And, this famous Telaliner is only one of a complete line of 
over 50 major pieces of service equipment and tools you'll see im action 
in the new free Bear Profit Idea Book...a husky, full-color book 
brimming with proven profit ideas...page after page of the most 
modern advancements in alinement, balancing, body-frame and 

safety testing equipment...shown in a wealth of 

business building shop layout ideas. 


CLIP COUPON NOW FOR YOUR FREE COPY! 


BEAR. 


--. the most famous name in car safety service 
brings you the world’s most complete line 
















BEAR MFG. CO.., Dept. A-14, Rock Isiand, Iilineis : 
Without cost or obligation, have your . 
representative call to present my FREE ° 
copy of the new “Bear Profit idea Book.” . 
ee : 
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No Alterations— 


According to Rotary Lift Co., Memphis, owners of ‘its hydraulic service station and 
mechanics’ lifts will have no problem lifting the 1959 Pontiac models. These lifts 
will handle all mokes as in 1958 without any expense of additional adapters or axle 
supports, or alierations to the lift superstructures, Rotary said. Narrowest models 
of the Rotary Roll-on lifts have runways 6% 
wheel tread. 












































inches wider than the ‘59 Pontiac | 


More Efficiency ows 
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Cut in Idle Shop Time 


Can Increase Tickets 


(Continued from Page 28) 


a that the equipment will bring; should do before you buy the 


the profits he claims, This will) 
usually stop the salesman or manu- | 


facturer who has nothing more con- 
crete than fancy promises to offer. 


“Consider service, too, before you | 


| Philadelphia Service Group 


| buy equipment, If there is no local 
service on the contemplated equip- 
ment, you should inquire of the 
|}companies servicing similar types 
las to how long you might expect 
to wait for servicing of equipment 
|when parts must come from the 
East. 
| * * * 
. RAINING is your next consid- 
eration, if you do not have a 
man already versed in the use of 
the equipment you are considering. 
Is training available? Will it again 


be available if the man you train} 


leaves your employ? 
“These are the things you 


























larger pieces of equipment, 
“However, before you buy the 

glamor-type equipment, you should 

have and know how to use the 





Installs Cage as President 


PHILADELPHIA.—Clifton Cage, 
service vice-president of Bushong 
Pontiac Co., Upper Darby, Pa., has 
been installed as president of the 
Automotive Service Assn, of Phil- 
adelphia. 


Also installed were Charles Har-| 


vey, Quaker City Motor Parts Co., 
first vice-president; Lester W. Mur- 
ray, John B. White, Inc., second 
vice-president; John K. Montgom- 


|ery, Chilton Co., secretary; R. H. 
|Erny, R. H. Erny & Co., treasurer. 


How America’s Number One Original Equipment Carburetor Helps Sell Cars... 















EXPANDED FIELD SERVICE PROGRAM 
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PASS S/d XS 









CUSTOMER SATISFACTION! 













































































































































ROCHESTER 








NEW HIGH 
iN 


America’s 


GENERAL MOTORS 


Rochester-GM Carburetor Field Service Engineers. 





CARBURETOR 
DEPENDABILITY! 





j 
| 


Complete customer satisfaction is the target of the | 


This expanded force works day and night, if neces- 
sary, to solve carburetor problems. And they haven’t 
been stumped yet. They make sure that the Rochester- 
GM Carburetor on your customer’s car delivers the 
performance and economy that was promised. So, 
keep an eye on your customer’s satisfaction . . . keep 
a Rochester-GM Carburetor on his car. Rochester Prod- 
ucts Division of General Motors, Rochester, New York. 


number one 
Original equipment 
carburetors 


BURETORS 


BETTER-BUILT FOR CADILLAC, BUICK, OLDSMOBILE, PONTIAC AND CHEVROLET 





basic equipment so essential % 
quality service work. 

“What is basic equipment? Jy 
Tuneup I would consider the fo}. 
lowing to be basic equipment: 

“Compression gauge, battery hy. 
drometer, battery breakdown tester, 
Battery charger, portable cam dwejj 
tachometer, portable volts-amps 


tuneup analyzer and valve gapper, 
* ca * 


Other Equipment 


meter. 

“Basic equipment for brake 
work would be: Brake mikes, 
anchor gauge, cylinder hone, 
quarter-inch electric drill and 
bleeder tank. 

“Unless the shop has and uses al] 
|} of the above, there is little to be 
| gained through the purchase of a 
drum lathe or shoe-arcing machine, 

“I could go on and on listing 
equipment in the order of its im- 
| portance (as I see it), but this gives 
a general idea that will apply to 
any service operation. 

“It is very well established that 
the shop observing basic funda- 
mentals and using basic equipment 
in its service work will always 
have business, These shops can well 
afford the expense of glamor 
equipment for in such an opera- 
tion, it will quickly pay for itself. 

“If you do not observe basic 
fundamentals and use basic equip- 
ment in your shop, then you must 
acquire both before you go in for 
the fancy equipment if you are to 
have a profitable operation.” 


Aro Offers Buyer 
Followup Service 


On Lube Devices 


TOLEDO.—Free followup service 
for buyers of Aro lubrication equip- 
ment, called the first such offer in 
the industry, has been announced 
by Aro Equipment Corp., Bryan, O. 

Aro said its representative in the 
purchaser’s area will visit the serv- 
ice station, garage or car dealer 
soon after new equipment has been 
installed. He will cover these five 
points: 

1. Inspect equipment to assure 
proper operation and appearance. 

2. Make necessary adjustments, 

3. Give operating instructions to 
all personnel. 

4. Give preventive maintenance 
tips. 

5. Tell the customer where fac- 
tory-authorized service can be ob- 
tained for the equipment. 


Auto Checks Bow 
In R.I. in Spring 


PROVIDENCE.—R hode Island 








|Motor Vehicle Registrar Laure B. 


Lussier has announced plans for 
the start of a semiannual motor- 
vehicle inspection program author- 
ized by the 1958 Legislature. 

A spring inspection will require 
cars to be up to par by May 31 and 
the fall checkup deadline will be 
Nov. 30. The program will get 
under way when garages that will 
handle the inspections have been 
licensed by the registry. Fee for 
these garages will be $5 a year. 

Inspection will cost the motorist 
$1, with 90 cents retained by the 
garage and 10 cents going to the 
State to pay the cost of stickers. 
Inspection fee for vehicles weighing 
more than 10,000 pounds will be $2. 


27,833 Buick Mechanics 


Attend Training Classes 


F LIN T.—Buick dealers sent 
27,833 mechanics to specialized 
courses at 30 GM training centers 
during 1958, according to E. J. 
Krause, Buick general service 
manager. 

Krause said the total repre- 
sents a national average of 
nearly nine men attending 
classes from each of Buick’s 
more than 3,000 dealers. On a per 
dealership basis, he said, nearly 
115 hours were spent in GM 
training center classrooms by 
local mechanics. 


tester, distributor machine, engine 


gS py you have and use all of 
the above, you can further in- 
crease your business and profits 
with: Scope, dynamometer and flow 
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Maintenance Hints... 





Here’s How Experts Do It 


EN a customer complains of 

either a sluggish engine per- 
formance or excessive knocking, be 
sure to include the distributor 
spark control system on your check 
list. This is especially important on 
ears equipped with the pressure 
type (all-vacuum operated) distrib- 
utors. These are used to make 
spark timing especially sensitive 
to changes in engine load. The cen- 


trifugal type relies on engine speed, | 


as well as load, to control spark 
advance. 

On the pressure type of distrib- 
utor mechanism, both throttle bore 
yacuum and venturi vacuum com- 
bine to control spark advance. A 
spark control valve is used, how- 
ever, to improve response to sud- 
den throttle movements, thus re- 
ducing the tendency to “ping.” 

Advance calibration is often 
affected by dirt or gum accumu- 
lations at the port or spark valve. 
Partial clogging of the throttle 
bore port, for instance, may cause 
the spark to be partially retared 
at part and full throttle. How- 
ever, if the venturi port is plug- 
ged, wide open throttle advance 
will be retarded while part throt- 
tle advance may be increased. 


Should the spark valve become| 


stuck, sharp pinging during sudden 
acceleration may result. 


Here are the points to check on| 


a pressure type distributor control: 


1. Be sure the throttle body or| 


venturi ports are not obstructed 
with dirt or gum. 
2. Remove and inspect the spark 


control valve for freedom of op- 


eration. If in doubt as to the con-| 


dition of the diaphragm, replace 


the entire valve assembly. 

3. With the spark valve removed, 
blow out the carburetor vacuum 
channels with compressed air. 


4. Disconnect the carburetor- 


distributor vacuum line and clean | 


it with compressed air. 

5. Check the distributor vacuum 
diaphragm for possible leakage. 

6. Inspect the distributor for 


faulty springs or a sticking breaker | 


support plate. — CHampion Spark 
Piuc Co. 


: > > 


Power-Steering Oil Leak 


CO™ on top of the 1959 power- 
steering pump, which may have 
leaked around the cap or through 


the filler hole in the cap, usually | 


results from turning the steering 
gear or wheels manually when the 
engine is not running. 

Whenever wheels are turned 
with engine not running, move- 
ments should be slow so that the 
reservoir will not run over. 
When oil has been lost past or 

through the filler cap, the level 


should be checked and brought up | 


to specifications before the car is 
operated. Whenever a fluid loss is 
experienced on cars not equipped 
with air suspension, make sure that 
the latest oil filler cap (5687648) is 
installed and the first type dis- 
carded. 

The reason for leakage, when 
wheels or steering gear are turned 
rapidly with the engine off, is that 
oil passages within the gear cast- 
ings are smaller than in the return 
hose. 

Consequently, when the gear is 
actuated manually there is less re- 
striction to flow back through the 
return hose than there is through 
the casting to the other side of the 
rack piston. 

Therefore, oil returns to the 
reservoir in excess of its capacity, 
causing loss of oil from under the 
cap or through the vent hole.— 


Pontiac CraFTSMAN Service News 
= + * 


Polish Waiting Period 

NDER normal conditions, waxes 

and polish products (including 
those containing silicone) can be 
Safely applied to acrylic lacquer 
four days after the car has been 
painted in manufacture. 

Therefore, it is no longer neces- 
sary to advise the car owner or 
dealer to wait 60 days, or longer, 
before applying waxes to acrylic 
finishes. 


Acrylic lacquers may be softened 
or dulled by aromatic hydrocarbons, 
Le., benzene, toluene and xylene. 
Polishes, waxes, or tar removers 
should be free of these chemicals 


or contain them in noninjurious 
amounts.—PontTiac CRAFTSMAN SERV- 
ice News 

* * = 


Windshield-Washer Solvent 


ee tests recently 
made at the factory on the 
effect of windshield-washer solvents 
on acrylic paints revealed the fol- 
lowing facts, which should be 
passed on to all Cadillac owners 
during their next visit to the service 
department. 

Windshield-washer solvents con- 
taining methanol are definitely det- 
rimental to an acrylic finish, and 
cause etching of the paint. This 


methanol-type antifreeze. 
If any concentrated windshield- 


McKenzie Takes On Simca 

McKenzie Motors, Inc., 922 Beech 
St., Manchester, N. H., announced 
its appointment as a Simca dealer. 





same condition also can result from | 





washer solvent is spilled on acrylic 
finish, flush it immediately with 
water to avoid damage.—TuHe Cap- 
ILLAC SERVICEMAN 
* + + 
Engine Oil Dipstick 
ON 1959 series cars before Engine 
No. 003700, the engine oil dip- 
stick has a short 90-degree bend. 
This type dipstick is hard to push 
through the dipstick tube. It may 
strike the main-bearing screw head 
and be pushed against the connect- 
ing rod, causing a loud clattering 
noise. 
Engine oil dipsticks with a longer 
90-degree bend are used on all cars 
after Engine No. 003700. This type 


| rotates much easier in the tube and 


avoids striking the bearing edge. 

An engine oil dipstick with the 
longer bend, Part No. 1471857, 
should be installed in all early 1959 
series engines the next time each 
car comes in for service.— THE 
CapiLLac SERVICEMAN 

- * = 


Erratic Shift Correction 


oy IS possible that in some early 
1959 model Hydra-Matic trans- 
missions before Serial No. C59-9551 
or CA59-1452, a hydraulic buzz or 
erratic shift pattern may occur. 












This condition would be most prev- 
alent at slow speeds, before the 
transmission fluid has reached nor- 
mal operating temperature. 


The condition is associated with 
the governor G-1 plunger. In some 
early 1959 models, it can become 
unstable and cause oscillation 
with a buzzing sound. In some 
severe cases, extreme oscillation 
of the plunger can cause sufficient 
G-1 pressure to allow the trans- 
mission to upshift into third gear | 
from a standing start. 


If this occurs, the reverse blocker 
piston will be extended, preventing 
movement of the selector lever into | 
reverse position. 

An attempt to start up with this| 
condition present may give the sen- | 
sation of the transmission being in | 
| neutral, and a further increase in 
throttle pressure or vehicle speed | 
may cause the transmission to| 
downshift into first speed, resulting | 
|in an unexpected jack-rabbit start. | 
| Part No. 8619903 supersedes Part 
| No, 8618994 for 1959 replacement 
governors.— THe Capittac Service- 
MAN 


| 
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|Water-Pump Cover Gasket 


OX COMPLAINTS of engine cool- 
ant loss, the water pump rear 


“=A Ou saris 
CRM CMC mee ie 


; 
. 


rs 


cover area should be examined for 
leakage. For a thorough examina- 
tion, the engine, when cold, should 
be accelerated intermittently up to 
3,000 r.p.m. during the visual inspec- 
tion. 

Engines operating at approxi- 
mately 3,000 r.p.m. during the 
warmup period (prior to cylinder- 
block thermostats opening) de- 
velop higher than normal pres- 
sures in the cylinder block and 
water pump. This action may 
result in leakage between the 
water-pump housing and water- 
pump cover, 


Caution: Under no circumstances 
should an engine be operated at 
4,000 r.p.m. or higher, under no 
load. 


A new water-pump cover gasket, 
Part No. B8S-8513-AUP, is available 
for service to provide an improved 
seal between the water-pump hous- 
ing and water-pump cover. The new 
gasket is .080-.090 of an inch thick 
and replaces the following water- 
pump gasket: Replacement Part 
No. 5751858 .060-inch gasket—water- 


|} pump cover, and EDF-8513-A .030- 


inch gasket—water-pump cover. 
Water-pump cover gasket, Part 

No. B8S-8513-AUP, is classified 

Ford “N”.—Epset Service Buiietin 








The 400 unit is equipped with Dual 
Rear End Controls, 100 ft. of %” 
cable on Service Drum and may be 


obtained with an outboard leg (extra) 
that will permit recoveries to be made 
from either side of the wrecker. 





The Holmes Towing Sling with New, 
improved Rubber-Covered Nylon 
straps permits towing of all cars, with- 
out scarring or defacing light chrome 
and body parts. It is easy to hook-up 
and assures a very fast method of 
handling cars with Cushioned Safety. 





The Wrecker is designed low in 
height (no higher than cab), and 
when used on a small truck with 
short turning radius, has sufficient 
clearance to make sharp turns into 
on-the-street doorways, up winding 


ramps and other close places. 


*A low-cost, versatile unit 







with power and capacity for 
handling the “average” road call! 


The HOLMES 400 MODEL was designed for use on a light truck 
of from 12- to 112-ton capacity and although small in size, is especially 
suited for work in congested areas. The wrecker has a rated capacity of 
3 tons which makes it ideal for most Pick-Up and Towing jobs. It is 
power-operated with worm drive mechanism, has convenient rear-end 
controls with throttle regulator, double booms (non-swinging) ,outboard 
leg and many other desirable features not found in a low-cost wrecker 
of this type. 


The 400 Model is Fast, Easy to maneuver in traffic and, being on 
a light truck, is economical to operate. These advantages permit it to 
be very profitably used as an independent unit or as an auxiliary to a 
larger fleet of wreckers. In either case, this little HOLMES unit Aas a 
BIG EARNING CAPACITY and can earn BIG PROFITS for your 
shop or service station. Send Today for details. 









ERNEST HOLMES COMmMPan ¥ 








Backshop 
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wanted to do something for charity 
and have it represent an honest 
“extra” effort on his part. 

So he developed this manual built 
around his own highly successful 
leasing operation, one of the many 
facets to his also highly successful 
dealership operation, And he de- 
cided to give all of the profits to 
charity. aah 


Manual Is Big Seller 


— intense interest in leasing is 
such that he sold enough books 
to pay all expenses including two 
advertisements with us and allow 
him to give over $10,000 to his three 
favorite charities. 

Just before he left Monday for 
@ well-deserved vacation in the 
sunny South for a few days, 
“Drape” told me that orders for 
the leasing manual were still 
coming in and he was getting 
erders from a number of coun- 
tries outside of this country. 

His success with this manual is 
acting as a prod for him to do 
another badly needed manual on 
dealer operation that I suggested 
some time ago. He showed me the 

minary work sheets on that. 

thinks he is going to sit out 
in the sun under an umbrella at 
some seaside cabana and whip this 
one into shape while he is South, 
but Ill bet you he doesn’t. 

Once he gets away from that 
beehive of his for a couple of days 
and gets into the habit of loafing, 
Til bet the work on the book is 
shelved until he gets back. 

I know darn well it would be 
with me. I'd go fishing. 


Another Reason Cited 
other reason I know that 
leasing is a very “hot” subject 
is that I sat in on the “preventive- 
maintenance” and “warranty-and- 
policy” sessions of tHe National 
Assn, of Fieet Administrators. 










the capital gains 

been considerably 
minimized, there is no question in 
my mind but that as long as our 
tax structure remains as it is, we 
will continue to have considerable 
leasing not only by the type of big 
fleet operators who make up this 
group but by many smaller fleet 
operators and sundry professional 
people as well. 

While in some cases it may cost 
them a little more to lease, they 
do gain the advantage of being 
able to use the money that they 
normally would have invested in 
motor vehicles in their business. In 
many cases they can make a higher 
profit with this money in their own 
business than they could possibly 
gave owning their own rolling 





NAFA is comparatively new, 


this being its second annual 
convention as I understand it. It 
is composed of managers of fleets 
of 25 or more vehicles and already 
includes in its membership some of 
the biggest names in U. 8S. industry, 
such as Standard Brands, Lever 
Bros., Kraft Foods, Armour & Co., 
Genera! Mills, RCA, American 
Chicle and Sunshine Biscuit to 
name but a few. 

I was quite surprised to find 


Listening to the questions that 
were thrown at the factory service 
managers who manned the panel 
on the warranty-and-policy session, 
I can see where the fleet boys or- 
ganizing this association can be of 
tremendous value to both them- 
selves and the factories. 

A number of questions were 
posed that basically showed a lack 
of understanding on the part of 


some of these administrators of 
why certain things could not be 
done. 

For instance, several administra- 
tors wanted to know why the fac- 
tories didn’t make their dealers 
perform the predelivery services 
that they should have performed on 
the cars delivered to them, They 
felt the factories were lax in their 
control over their dealers. 

- + os 


‘Try Other Dealers’ 


yy. it was explained to them 
that dealers are independent 
businessmen and could not be 
forced to carry out their end of the 
deal even though the dealers had 
agreed to do certain things when 
they signed their contracts, and 
that if the factory tried to force 
them to do these things they would 
be in legal jeopardy, it brought 
home to these mass buyers that 
if they wanted to get their cars 
delivered ready to run they would 


have to make certain their cars 
were delivered through dealers who 
would live up to their agreements 
and would not use the predelivery 
allowance for trading purposes, 

This one important point alone 
may result in a very healthy in- 
fluence in many quarters, both 
from the buyer investigating the 
dealer he does business with, why 
he has increased expense in 
maintaining his fleet if net prop- 
erly serviced before delivery and 
why many of his claims for war- 
ranty-and-policy adjustments 
cannot be allowed. 

With these buyers as a body 
meeting with the manufacturers 
as a united front in their sessions, 
I can also see where some of the 
boys with a “needle” will quickly 
learn as many others in this/in- 
dustry have learned that they can’t 
shove the factories into practices 
that are not good ethics and sound 
business. 

The boys attending this session 
found that the factories will bend 
backward in their endeavor to 
make good on anything that is 
clearly due to faulty manufacture 
or assembly of their products, but 
will not budge an 


inch toward | 
taking the responsibility for things | 


25-Year Men 


28 Veterans Honored by 
St. Louis Assn. 


ST. LOUIS. — Twenty-eight men, 
members of the Greater St. Louis 
Automotive Assn, for 25 years or 
more, were honored at the 5ist an- 
nual meeting. They were: 

John Heutel, Cliff McClure, Fred 
H. Baier, Fred C, Meyer, M, A. 
Dorn, Frank Weinsting, Thomas S. 
Kenny, Edward L. Kuhs, V, E. 
Soehnlin, Oliver Burgdorf, Irvin F. 
Jordan, John Brodhead, Willis 
Brodhead, W, J, Rasmussen, 

Also J. Rush James, George M. 
Berry, David E, Castles, Waldo W. 
Wilson, L. M. Stewart, Sidney 
Weber, C. W. Rauscher, George 
Weber, Joe Mitchellette, Percy 
Tucker, E, B, Jones, Hugh Roberts, 
Arthur R, Lindburg and Art 
O'Leary, 


over which they have no control. 
* + * 


Good Ideas Offered 


HE fleet men, however, did 
proffer a number of good sug- 
gestions that were incorporated in 
their questions which not only the 
factories but the dealers could put 


into operation for the good of cig. 
tomer-dealer and fleet customer. 
factory relations. 

One such had to do with advising 
|the customer what was the cause 
|of the failure that resulted in ay 
|}expensive repair so that the cug- 
| tomer could guard against a re 
loceurance if he had been doing 
something wrong. 

cd om * 


| Tribute to Karl Greiner 


| GOOD friend of many of us in 

the service end of this businegg 
| passed away at his home in San 
|Anselmo, Calif. Feb, 24. Kari 
|Greiner, whom I first got wel] 
acquainted with when he was serv- 
ice manager of Nash and whom I 
followed in intimate contact as he 
|moved to Packard in a similar 
| capacity and then was elevated to 
the vice-president of sales position 
at that company, was an executive 
of a diesel engine firm on the West 
Coast when his heart gave out 
without prior warning. 

Karl, I believe, had the dis- 
tinction in the automotive indus- 
try of being the only service 
manager who has been elevated 
to sales manager of a major com- 
pany. I don’t know what that 

(Continued on Page 35, Col. 3) 








PROPER FRONT END ADJUSTMENT CAN CURE 


} HARD STEERING 
yy ROAD WANDER 


-on 2043-WA-S 


Snap-on 


MASTER DELUXE WHEEL ALIGNING SET 


So easy to use any mechanic can quickly become an 
expert. The set provides gauges, turntables and tools 
for checking and adjusting camber, caster, kingpin 


angle, toe-in, turning radius. 


IT’S PROFITABLE — Use it on any level spot in the 
toe-in gauge. Between jobs, space is available for 


other work. 


IT’S SIMPLE — Anyone can easily read the precision- 
etched vials in 


marki 
IT’S ACCURATE — The caster-camber-ki 


magnetically grip the only machined surface of the 
wheel hub and center in the spindle center hole. 


i 
| 
| 
| 
| 
| 
| 
| 
shop. Just paint position marks for turntables and 
| 
| 
| 
| 
| 
| 
| 
| 


magnetic gauges and the clear 
on turntables and toe-in gauge. No com- 
computations are necessary. 


in gauges 


Seay 


PRECISION WHEEL 


Double-Barreled 


Let Us Adjust Your Car With 


ALIGNMENT EQUIPMENT 


eap-or WB-304 


can balance a wheel in 


IT’S LOW-COST — Every 


PAYS FOR ITSELF — And 
ing wheels on the first 









WHEEL 
BU Lt 


a Laces 
WE USE PRECISION 


Sreap-0n tqupoet 


Wheel Balancer 


INCLUDES BALANCER, SPINNER, WEIGHTS, PLIER 
Fits all passenger cars and light trucks. 
IT’S FAST — With this Snap-on wheel balancer, you 


three to five minutes. 


IT’S ACCURATE — Shows you exactly how much 
weight you should add and just where it should be 
placed to make wheels run true and smooth. 


IT’S SIMPLE — Anyone who can read instructions can 
do a perfect wheel-balancing job with this equip- 
ment. No special training is ed. 


repair shop or service sta- 


tion can afford this low-cost, profit-making equipment. 


ys you a profit by balanc- 
fty cars or less. 























Rocking an Oldsmobile— 


The 1959 Oldsmobile perched on the weird machine is being deliberately shaken 
fo test its resistance to road vibration. This equipment puts every part of the cor 
under the same stresses which would be experienced in normal driving. The instru- 
ment on the table graphically records by electronic means the performance of all parts 
being tested. 








Profit Makers ! 


wheel aligner and balancer 
are big income boosters themselves, bring 
in other business, too 


This Snap-on equipment not only brings in big profits on wheel work, 
but also helps you sell other services and merchandise. 
studies show a tremendous boost in tire sales alone for shops installing 
In addition, there are shock absorb- 
ers, tie rods, wheel bearings, support arms, kingpin parts, springs, 
brake jobs, lubrication. 




















also available. 


who calls at your shop, is 


wheel and front-end equipment. 


Merchandising 
Pays Big Returns 
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Backshop 


Jack Weed 
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proves except that it can be done. 
Another old friend well known to 
the service fraternity wrote me 
about Karl’s passing, Ted Longe- 
necker, former service manager of 
Mercury and now running the West 
Coast service operations for M-E-L, 
and his wife had dinner with the 
Greiners just a week or so before 
Karl turned in his “hard copy.” | 
Karl died on his 56th birthday, 
* * * 

Painting Manual Nearly Set 


HE Automotive Refinish Insti- | 
tute held a meeting in Chicago 
during the ASI show there and the | 
officers made it known that the | 
manual of quality painting which | 
has been in the works with the 
association for over a year now is 
at or near the printing stage. 
The meeting hit a dead center) 
when the boys got into a discussion 
as to how this phase of their ac- 
tivity should be handled—and fi- 
nanced, It is generally agreed 








among them that the key to future 
activity of the association is linked 
closely with the production of this 
manual, which will be the first one 
of its type ever brought out for the 


Dealer Cleared 
Of Fraud Charges 


HUDSON FALLS, N. Y.—Charles 
Caputo, Fort Edward auto dealer, 


|has been cleared of charges that 


he helped defraud insurance com- 
panies through false auto-damage 
claims. 

A Washington County Court jury 
|found Caputo inrocent of charges 
of conspiracy, grand larceny and 
fraudulent claims, 

Caputo and 23 other persons 
were indicted last October. District 
Attorney John Leary said at the 
time they had collected $60,00C 
from insurance companies by fak- 
ing accident claims. 





Industry 


Get Snap-on Equipment on Easy Terms 


Low-cost, highly accurate Snap-on equipment pays for itself in short 
order — can return full profit to you in just a few months. It’s simple 
to use and it’s portable — does not tie up valuable floor space. Best 
of all you can own the complete wheel alignment and balancer set or 
either one separately on easy payments. A basic set substituting a 
toe-in trammel bar and angle gauge for the drive-on toe-in gauge is 
available at lower cost. A larger truck-size, drive-on toe-in gauge is 


RUE rh 
ae aa aid 


to Customers 


to help you get the most out of your equipment. 


Swe ir-on TOO! 


SS a a a!” lUe CO. 


8082-C 28th Avenue 









Advertising this equipment with signs, local news- 
paper ads, and handbills pays big dividends. One oper- 

ator stated, “I put handbills around the neighborhood and 
a sign up front the first week I installed my equipment. Boy! 
Did it pay off. I’ve never regretted the investment.” 
furnishes profit-building merchandising helps including wall ban- 
ner, front-end check charts, certificates for wheel balancing and results 
pads. Metal curb signs are also available. 


Snap-on 


Get your share of this profitable wheel and front-end business now 
with low-cost Snap-on equipment. Remember — the Snap-on man 
always available to answer questions and 


Kenosha, Wisconsin 
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benefit of the refinishers, Plans 
were proposed that should be re- 
solved soon and that will produce 
some concerted action on getting 
this book into being. 

* * + 


Looking Ahead to °75 


r ANY of you wish to read a 
Jules Verne or Orson Welles 
view of the automotive industry of 
1975, you should get a copy of the 
speech William F., Coulter, Rubber- 
maid, Inc., Wooster, O., gave the 
“silk stocking manufacturers reps” 
at their annual Automotive Affili- 
ated Representative breakfast dur- 
ing ASI week. 

Coulter’s vision puts both the 
franchised dealer service shop 
and the filling station out of 
business and substitutes for them 
a “Power and Accessory Service 
Station” located in a Plaza of 
Commerce which will be, he 
believes, a community-developed 
and finance center. 

Instead of liquid gasoline we will 
buy our power packaged in cans 
like we buy peas in a grocery store 
and everything automotive will be 
handled a la supermarket, 

Of course, it could be. 

Science and engineering did de- 
velop the submarine and now we 
are sending rockets past the moon. 

Who knows? 


How to Detect 
Wornout Plugs 


By Visual Check 


DETROIT.—W orn spark plugs 
fall into one of four basic categories 
principally, says Paul-Marsh Co. in 
an Automotive Technical Informa- 
tion Service bulletin telling how to 
spot the defects. 

“There are only four major plug 
conditions which engineers say are 
possible to detect by visual inspec- 
tion,” the bulletin says, “carbon 
fouled, oil fouled, normal and over- 
heated. There are, of course, any 
number of combinations.” 

The bulletin points out that a 
normal plug appears light tan in 
color and has a minimum amount 
of combustion deposits on the in- 
sulator of the electrode. 

Oil fouls plugs that operate at 
too low a temperature, the article 
adds, saying it’s best to remove, 
clean, adjust and install them until 
possible to determine whether they 
actually are too cold for the engine. 

A carbon-fouled plug is easily 
spotted because of its thick coat of 
black, flaky carbon, Plugs of the 
next hotter heat range should be 
recommended, the bulletin said, 

Overheated plugs can be identi- 
fied by the scorched appearance of 
the insulator nose. Be sure ignition 
timing is set correctly before ad- 
vising colder plugs, and always 
check the timing with a timing 
light, the bulletin recommended. 


40,000 Mechanics 
At Chevy Deals 
Attend °58 Classes 


DETROIT.—If the man-hours 
amassed by Chevrolet dealership 
mechanics in advanced training 
courses during 1958 were lumped 
together, they would aggregate 
more than 50 years of continuous 
day and night study. 

This was an equivalent drawn 
by E. L. Harrig, Chevrolet national 
service and mechanical manager, in 
announcing that more than 40,000 
dealership mechanics took instruc- 
tion in the company’s field service- 
training program in 1958. 

Harrig said 40,611 mechanics 
totalled 434,000 hours of classroom 
work on the latest automotive serv- 
icing and repair techniques, This 
was a 16 percent gain over the 1957 
program, he said. 


Lubrication Fortifier Cuts 


Repair Cost, Says New Firm 


TRENTON, Mich.—King Graphite 
Products, Inc., a new corporation 
producing graphite lubricating 
products for heavy industry and 
transportation, has started opera- 
tions here. John L, King is pres- 
ident. 

One of the company’s principal 
products is a lubrication fortifier 
known as KGP, a synthetic colloidal 
graphite said to cut motor-fleet op- 
erating costs significantly by re- 
ducing maintenance and providing 
fuel savings and smoother. opera- 
tion of vehicles. 






FORD FAMILY OF FINE CARS CLEARINGHOUSE - NO. 126 OF A SERIES 
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Door openings have been widened—up to six 6) See how much more head room there is in the A break for the “middle man’”’—the floor hump} 
inches—makes getting in and out much easier. Ford Family of Fine Cars. Even six-footers can has been cut way down to provide plenty of le 
And there’s no jutting door post blocking the way. sit up straight without touching the top. room for center passengers, front and rear. 





Coimfort's 
Still in Style 


in the Ford Family of Fine Cars 


Have you noticed how many new cars have had to abandon traditional American 
room and comfort for the sake of radical styling alone? Not so in the 1959 Ford 


Family of Fine Cars. In them, you and your prospects find plenty of room for sale! 


Take getting in and out, for example. Doors are up to six inches wider for easier entry 
and exit. Higher seats ,and lower driveshaft tunnel provide plenty of leg room for 6 full- 
sized passengers while many competitive makes are being advertised —optimistically, 


. I li er | 1”? 
our engineers believe — as “5-passenger models! 


Since your prospects have to “live in”— as well as “look at”—the new car of their 
choice, show them the comfort comparisons pictured on these pages. Show them that 


comfort’s still in style —in the Ford Family of Fine Cars. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FORD MOTOR COM PANY the American Road, Dearborn, Michigan 


FORD e¢ THUNDERBIRD « EDSEL « MERCURY « LINCOLN « CONTINENTAL MARK IV ¢ ENGLISH FORD LINE 
GERMAN FORD LINE « FORD TRUCKS « TRACTORS « FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 


Look at all the knee room up front. No over- Notice how many new cars you have to step down Seats in the Ford Family of Fine Cars let you sit 
hanging instrument panel to crowd front seat into? Like getting into a bathtub. You'll find no higher. You sit in a natural position— not so low 
passengers. You look over, not at, the hood. high hurdles in the Ford Family of Fine Cars. that your legs-shove uncomfortably forward. 
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Chevrolet Service Managers Graduate— 


Twelve service managers of Chevrolet dealerships received graduation certificates 
at recent ceremonies at the General Motors Institute at Flint. The event marked their 
completion of a special two-week course in management and increased the number 
of Chevrolet service managers trained at the school to 953. Surrounding T. W. Putnam, 
assistant Chevrolet service manager who presented the certificates, are front row, from 
left, L. S. Britt, Kansas City; W. A. Adams, Spokane, Wash.; Putnam, E. F. Smith, Winni- 
peg, Man.; R. Petitte, Morgantown, W. Va., and E. C. Ellis, Wausau, Wis. Rear row: 
N. N. Len, Toledo; J. N. McGill, London, Ont.; H. T. Douglas, New London, Conn.; 
A. P. Croteau, Ashland, Wis.; R. L. Davis, Battle Creek, Mich.; H. E. Springer, Butler, 
Mo., and R. E. Thomas, North Vernon, Ind. 


Exact-weight 
scale for 
precise mixes. 










Complete line of 
DURACRYL® base colors. 


ow you can match all of the long- 
lasting, brilliant new acrylic 
colors featured on many of today’s 
new cars with Ditzler’s Acrylic Color 
Mixing Service. 
e Ditzler has made available a com- 
plete new series of DURACRYL base 
colors and hundreds of laboratory- 
tested formulas. These colors are true 
acrylics, not modified lacquers. With 
them you can duplicate precisely 
the beauty and depth of color, high 
gloss and outstanding durability of 
modern acrylic finishes. 


¥ Ditzler Color Division, Pittsburgh Plate Glass Company « 


PAINTS + GLASS + CHEMICALS. « 
LAS BS Bw we 
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e With this mixing service, pioneered 
and perfected by Ditzler, you can 
mix these colors as easily and quick- 
ly as conventional lacquers. You can 
prepare the amount you need when 
you need it, for a spot repair or a 
complete refinishing job. There’s no 
waiting, no waste. 

@ Ditzler's Acrylic Color Mixing. Service 
offers you added opportunity for 
profitable business on millions of new 
cars originally finished with acrylics. 
Get in touch with your nearest Ditzler 
jobber for further information. 


DITZLER 
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Chevrolet Plan Seeks 
To Retain Customers 


(Continued from Page 28) 


performed at 1,000-mile intervals. 
One coupon is for the regular 
free 1,000-mile inspection, Eight 
others recommend only a lubrica- 
tion and another (at 9,000 miles) 
advises changing the oi] filter in 
addition to the lube job. 
ad + * 
TUNEUP, brake adjustment, 
tire rotation and lubrication are 
suggested at 5,000 and 10,000 miles. 
The customer pays the dealer’s 
regular rates for all services other 
than the 1,000-mile inspection. 
The promotion program is aimed 
at getting the owner back to the 


dealership to have those services | 


performed. The plan was set up in 
January, and already there have 
been favorable reports from the 
field. 


One Chevrolet zone mentioned 


refinishing with Ditzler’s 


Acrylic Color Mixing Service 


Smooth-running, quiet power agitator. 
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an owner-loyalty figure of nearly 
75 percent in its first report. 
Five districts in the zone were 
abeve 75 percent, and one hit 
92.7. Two other districts were 





Sherman Firm Moving 


From Detroit to N. J. 
DETROIT. — Sherman Car Wash 


and offices to Palmyra, N. J., ac- 
cording to Sherman Larson, assist- 
ant general manager. 

The company is moving to be 
closer to the other holdings of F. 
William Thacher jr., president and 
general manager, Larson said. The 
firm has been in Detroit for six 
| years. 








Now... true acrylic colors for 
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@ DURACRYL is now be- 
ing used on the produc- 


manufacturers using 
acrylic finishes as orig- 
inal equipment. 
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Equipment Co. is moving its plant! 
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under 25 percent, thus pulling 

down the zone’s average. 

Many reasons have been aq. 
vanced to explain the failure of the 
new-car buyer to return to the 
selling dealer for service, A ‘hey. 
rolet official mentioned a thought. 
provoking one: Competition. 

“There are nearly 300,000 filling 
stations and independent garages 
in this country,” he said. “Compare 
that with the number of Chevrolet 
dealerships, and you get an idea of 
how tough the competition is.” 

There were 7,246 Chevrolet deal- 
erships as of Jan. 1, 1959. And 
Chevrolet has more outlets than 
any other make. 
* * * 
4 bene Chevrolet man contended 
that the franchised dealership 
takes more interest in the custo. 
mer’s car than the filling station or 
the independent garage. 

The dealer, he asserted, is 
looking ahead to selling the mo. 
torist his next car, And anticipat- 
ing that sale, the dealer wants 
to keep the owner’s present auto 
in top shape so it will make a 
choice addition to his used-car 
lot, 

Chevrolet is especially interested 
in retaining the new-car buyer as 
a service customer in towns where 
the division has but one dealer. 

In such towns, an official ex- 
plained, a dissatisfied owner can't 
find another Chevrolet dealer just 
by driving a few miles. If the local 
dealer loses a customer, it’s likely 
that he has lost him to another 
make. The factory doesn’t like this. 


Three Promoted 
As Ford Expands 


Customer Service 


DEARBORN. —In order to pro- 
vide increased customer service, 
Ford division has established the 
new post of parts and service mar- 
keting manager, according to 
Walter J. Cooper, general sales 
manager. 

E. F. Laux, formerly car promo- 








H. D. Hubbs F. E. Zimmerman 


tion and training department man- 
ager, has been appointed manager 
of the new operation, and will 
assume responsibility for marketing 
functions previously assigned to 
parts and service operations. 

H. D. Hubbs, formerly parts and 
service operations 
manager, was 
named parts and 
accessories opera- 
tions manager 
and will continue 
to supervise parts 
depot operations 
and parts and 
accessories pro- 
gramming and 
supply functions. 

F, E, Zimmer- 
man replaces 
Laux, 

Joining the company in 1945, 
Zimmerman held several posts in 
the field sales organization in New 
York before becoming a truck sales 
and service engineer at the general 
sales office in 1952, In May, 1954, he 
was named truck promotion super- 
visor and in May, 1957, he became 
truck sales promotion and training 
department manager. 

Laux has been in Ford sales op- 
erations since June, 1953, when he 
was car sales department manager 
at St. Louis, In 1954, be became 
sales planning and analysis man- 
ager at the Southwest region and 
in May, 1955, he was appointed 
Houston assistant district sales 
manager and served in that capac- 
ity until October, 1956, when he be- 
came car promotion and training 
department manager. 


E. F. Laux 


Bendix Promotes Muessel 


G. K. Muessel has been named 
manager of the Detroit offices of 
the Bendix Products division, Ben- 
dix Aviation Corp. He had been 
staff assistant to Frank E. Farrell, 
automotive sales director at the 
South Bend plant. Muessel succeeds 
Frank Hourigan, who retired. 
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DETROIT.—Here is the schedule 
of ficld service schools for the next 
month—a regular feature of 
Automotive News. ; 


For Make Servicemen 


CADILLAC DIVISION—AFA 
Course—Atlanta, Apr. 16, Houston, 
Apr. 17, Pittsburgh, Apr. 16, Tarry- 
town, N. Y., March 26, Union, N. J., 
Apr. 10; Air conditioning—Atlanta, 
March 30, Apr. 6, 13, Buffalo, March 
2%, Chicago, March 23, 30, Houston, 
March 31, Kansas City, Apr, 21, 
Memphis, Apr. 22, Minneapolis, Apr. 
7, 14, Omaha, March 24, Pittsburgh, 
Apr. 13, St. Louis, Apr. 6, Salt Lake 
City, Apr. 20, San Francisco, March 
31, Apr. 7, 14, Tarrytown, N_ Y., 
March 23, Union, N. J., Apr. 7, 
Washington, Apr. 7; Carburetion— 
Boston, March 23, El Paso, Tex., 
March 23, Houston, Apr. 13, Los 
Angeles, March 23, 30, Apr. 6, Mil- 
waukee, Apr, 14, Omaha, March 31, 
Philadelphia, Apr. 6; Charging Cir- 
cuits—Houston, Apr. 6, Los Angeles, 
Apr. 13, 20, Milwaukee, Apr. 21, 
Pittsburgh, March 23, 25; Chassis 
Sus pension—Boston, March 30, 
Tarrytown, N. Y., Apr. 23, Union, 
N. J., Apr. 23; Diagnosis — Boston, 
Apr. 20, Buffalo, March 30, Apr. 6, 
Chicago, Apr. 6, 13, 20, Cincinnati, 
Apr. 20, Houston, Apr. 21, Kansas 
City, Apr. 7, 14, Minneapolis, Apr. 
21, Philadelphia, March 24, San 
Francisco, Apr. 21, Tarrytown, N. 
Y., Apr. 1, 6, 13, 20, Union, N. J., 
Apr. 13, 20, Washington, Apr. 13; 
Electrical & Accessories — Boston, 
Apr. 1, Buffalo, Apr. 13, 15, Port- 
land, Ore. March 23, Salt Lake 
City, Apr. 13, Tarrytown, N. Y., 
March 30; Engine Testing — Hou- 
ston, Apr. 8, Los Angeles, Apr. 15, 
22, Philadelphia, March 30, Apr. 1, 
Salt Lake City, Apr. 16, Tarrytown, 
N. Y., Apr. 16; Hydra-Matic Trans- 
mission — Milwaukee, Apr. 7, New 
Orleans, March 23, Oklahoma City, 
March 24, 30, Philadelphia, Apr. 13, 
Pittsburgh, Apr. 20, St. Louis, Apr. 
13, San Francisco, Apr. 24, Union, 
N. J., March 23, 31; Power Brakes 
—Tarrytown, N. Y., Apr, 9, Wash- 
ington, Apr. 20; Power Steering — 
Union, N. J., Apr. 2, 16. 

CHRYSLER CORP.—Chrysler 
Corp.’s training courses on 1959 
ears and trucks at Detroit, Chicago, 
Atlanta, New York, Philadelphia 
and Los Angeles will cover: Torque- 
Flite transmission, PowerFlite 
transmission, power steering, elec- 
trical, carburetion, engine tuneup, 
front suspension, rear suspension, 
1959 engines, Simca car, 1959 bodies, 
new-car preparation, brakes, air 
conditioning, rear axle, heaters and 
new accessories. 

FORD DIVISION—From March 
27 to Apr. 24, the 35 Ford district 
school instructors will be conduct- 
ing courses on the four-wheel- 
drive trucks, the Master Vac power 
brake for passenger cars, headlight 
alignment, the two-speed Fordo- 
matic, and warranty and policy. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2, standard 
transmissions, 3, automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class. or two-week overhau)), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
Suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville) Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis, Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 
VESTER — Atlanta motor truck 
technical training center is con- 
ducting training for dealer and 
fleet servicemen, Includes territor- 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





ies of Birmingham, Ala., Cincinnati, 
Louisville, Memphis, New Orleans, 
Atlanta, Charlotte, N, C., Jackson- 
ville, Fla., and Richmond, Va, 

Dallas motor truck technical 
training center is conducting train- 
ing for dealer and fleet servicemen. 
Includes territories of Denver, 
Dallas, Houston, Lubbock, Tex., San 
Antonio, Kansas City, Little Rock, 
Ark., St. Louis, Tulsa, Okla., and 
Wichita, The training center in- 
structions includes engine overhaul 
procedures emphasizing the fitting 
of pistons and rings, crankshaft 
bearings and the importance of 
valve reconditioning. 

Gasoline and LPG engine per- 
formance, diagnosis, ignition, and 









new International Harvester rear 
axles as well as air and hydraulic 
brake systems are included, Also 
included is an introduction to 
Cummins diesel engines covering 
the similarity of service procedures 
between diesel and gas engines, 
The training is conducted by the 
Tell-Show-Do method, As each 
serviceman performs the various 
service operations, correct diagno- 
sis, service procedures and the use 
of special tools are emphasized. 
Atlanta classes are limited to 16 
men per week and Dallas classes 


to 20 men per week to allow the | 


instructors to give individual at- 
tention to each serviceman, Fleet 
maintenance supervisors and serv- 
icemen—Classes especially designed 


ifor fleet maintenance operations 


covering the above subjects are 


| conducted at regular intervals at 
| both training centers. 


STUDEBAKER -PACKARD— 
Technical training centers are hav- 


carburetion together with minor ing weekly courses for dealer serv- 


and major tuneups is part of the | ice personnel covering all phases of 


training provided, The electrical 
system, highlighting generators, 


starters and voltage regulators, is | 
|}the training of newly appointed 


taught. Automatic, Select-O-Matic 
and Roadranger transmissions, the 


the 1959 Studebaker Lark and 
Hawk models, The current sched- 
ule calls for particular emphasis on 


dealers and the basic information 





Girls Take Over 


Wives Try Their Hands 
At Selling Cars 


ELYRIA, O.—The women’s view- 
point ruled at five Spitzer-owned 
dealerships here and one in Lorain 


recently when salesmen’s wives | 


took over their husbands’ jobs for 
two days. 

Husbands were allowed to enter 
the conversations when their wives 
made inquires about such details as 
financing, torque or horsepower. 

Saleswomen in dealerships were 
tried by a few firms in the area in 


recent years but has been generally | 


abandoned. However, this is the 
first time that wives of salesmen 
entered the showroom. 

Naturally, the husbands received 
credit for any sales their spouses 
made. 


for mechanics on Studebaker prod- 
ucts. 


Courses on Mercedes-Benz cars | Pitches St. Kalam Mich 


are included at each of the train- 
ing centers, In addition to the reg- 


|ular courses, training on the new 


190D and the 220SE will be intro- 
duced and become a part of the 
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regular training schedule. Training 
will be conducted at New York by 
F, X. Coghlan, at Los Angeles by 
L, J. Young, and at South Bend by 
A. 8S, Kidder. 

WHITE MOTOR CO. — Gasoline 
school—March 23-27, Apr. 20-24; 
Diesel school—March 9-13, Apr, 6- 
10. Schools will be held at the 
White Motor factory, Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Department, Allen 
Electric & Equipment Co. 2101 N. 


AMMCO TOOLS, Inc., North Chi- 
ecago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 


(Continued on Page 40, Col. 1) 
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How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
. increase volume. 


over .. 


I 
| 
| 
| 
| 
We’re ready to give you the benefit of years of merchandising ex- | 
perience . . . suggest sales tips . . . give you vital retailing information 1 
that can change labor and parts sales figures from red to black. 
And, of course, there’s our lubrication training program. We'll in- | 
struct your men on the most up-to-date equipment . . . show them ; 
proper lubrication techniques on the make of car you sell. i 
i 


proper lubrication techniques ? 


Will Socony Mobil do more 
than train my personnel in 
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Socony Mobil can help boost your 
service absorption in many important ways! 


personnel. 


Another reason you’re Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here’s why it’s good business 
to do business with Socony Mobil 
® You get America’s top sellers . .. Mobilgas, 
Mobiloil, Mobiloil Special! 


® You get the help of experienced men to 
help you boost service absorption. 


® You get expert on-the-job training for your 


® You get the benefit of merchandising and 


lubrication knowledge unsurpassed in the 
petroleum industry. 
















AUTOMOTIVE NEWS, MARCH 16, 1959 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 39) 


Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill, Instruc- 
tion facilities available through 28 
mobile units manned by factory- 
trained technicians, No instruction 
charge. 


BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enrollment 
contact Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo. 

BEAR MFG, CO., Rock Island, 
Ii.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next class March 30 and 
Apr. 13. Address all inquiries to 
Mildred T. Clark, registrar, 2103 
Fifth Ave., Rock Island, Ill, 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix dis- 
tributors. The schools provide the 
basic service and sales training for 
automotive servicemen required in 
the development of service dealers. 
Classes are scheduled by each dis- 
tributor to meet local needs and the 
length of an individual course is 
three or four evenings or one full 
day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 


BINKS MFG. CO. Chicago— 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray | 
equipment may attend. No tuition. 
Next class will be held Apr. 6-10. 
Contact William R. Brooks, in- 
structor. 


CARTER CARBURETOR CO., 
St. Louis—Classes of 12 men in 
carburetion starting each Monday 
for a three-week duration will 
begin on March 30, Apr. 6 and 20. 
Contact nearest Carter distributor. 


INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St., 
Omaha, Neb. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.— Two complete brake 
service classes will be held at the 
Raybestos brake service school and 
work shop located in Stratford, 
Conn, These courses will consist 
of five consecutive daily sessions, 
each session going from 8 a.m, to 
4 p.m, All phases of brake service 
work such as major adjustments, 
minor adjustments and complete 
brake overhauls of all types of 
both new and old brake systems 
will be covered. Persona] instruction 
is augmented by a technical, 60- 
minute, color, sound, motion picture 
showing adjustment procedure as 
well as changes made in 1959 
brakes. Individuals who successfully 
complete the course will receive a 
certificate showing that they are 
qualified to work on all types of 
automotive brakes. The course will 
be conducted by A. D’Andrea, Di- 
rector of Service Training. For 
further information, write to J. W. 
Hefferon, Raybestos Division, 
Bridgeport 2, Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 
automotive test equipment, Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill, For 


moron “J 
MASTER 


DEFIANCE - OHIO le 


further details, write R. C, Heidrich. 


THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N, J.— 


Truck Leasing 
Franchises Open 


CHICAGO.—A number of larger 
cities are open for Nationalease 
franchises, W. Howard Amor, presi- 
dent of National Truck Leasing 
System, said last week. 


Franchises previously held in 
these locations, he said, have been 
terminated because long-time mem- 
ber companies merged with another 
truck-leasing system. 

Open points, Amor said, include 
such cities as Philadelphia, South 
Bend, Denver, Albany, Wichita, 
Flint, Cincinnati, Dallas, Houston 
and Salt Lake City. 


Brake service school conducted at 
various times during the year, de- 
pending upon the demand. Instruc- 
tion covers complete information on 
adjusting and servicing all types of 
brakes, Sessions are held in Tren- 
ton, N, J. 

UNITED MOTORS SERVICE— 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


TRUMBULL CouNTY 


TRAFFIC SAFETY CHAPTER 


Three in a Row— 


For the third consecutive year, the Trumbull (O.) County traffic safety chapter 
received a top national award for its success in staging the 1958 safety-check pro. 
gram. Lester Hendricks, center, chairman of the chapter's safety program, accepls 
the award from M. R. Darlington jr., third from left, managing director, Inter-indusiry 
Highway Safety Committee, co-sponsor of the national program. From left are George 
Braden, Warren (O.) registrar of motor vehicles; Sgt. K. L. Duling, of the Ohio State 
Patrol’s Warren division; Darlington; Hendricks; James Waldron, chapter founding 
member who received a special award, and founding members Charles Anderson, 
Trumbull County prosecutor, and James A. Ravelia, Warren municipal judge. 


New spray equipment for the 


NEW REMOTE-CUP OUTFIT 
IS MADE TO ORDER 
FOR THE NEW CONTOURS 


$932 


Gun flexibility is the answer to paint- 
ing the winged fenders, flared fins, 
and grille overhangs on late-model 
cars. The remote cup lets you tilt the 
gun at any angle without affecting 
the fluid flow or having the cup in the 
way when getting into close quarters. 
The Remote-Cup Method is faster, 
too. Painting over-all jobs is reduced 
as much as 40% because two-quart 
capacity eliminates stops for refills. 
Five-way spray control permits better 
regulation of spray-pattern size, de- 
gree of atomization, wetness of coat; 
lower pressures reduce overspray. 





Service Shop 
Ups Business 


For Import Deal 


READING, Pa.—“Our parts and 
service departments are the keys 
to the success of our whole opera- 
tion,” Walter E. Anderson, general 
manager, Nick Ciliberti Motors, 
Inc. (Volkswagen), said when asked 
about his successful business. 

“Even though we make certain 
that the work of our parts and 
gervice departments are at peak 
efficiency and top speed at all 
times,” Anderson said, “our repair- 


ing schedule is sold out for a week} 


in advance.” 


This is not the only part of Nick| 


Ciliberti Motors which is oversub- 
scribed, Anderson reported. He said 
the agency cannot get new Volks- 


the demand. 


Service Pays Off— 


Walter E, Anderson, general manager, 
wagens fast enough to keep up with| js shown in front of the service depart- 
ment of Nick Ciliberti 
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New-T ype Wagon Works... 


Conversion 


BIRMINGHAM, Mich. — Conver- 
sion of station wagons to service 
vehicles for small businesses, fu- 
neral directors, industrial firms, 
states and municipalities is a grow- 
ing field—and Automotive Conver- 
sion Co. here is on the ground floor. 


The company was founded in 
1954 by H. A. Swigert and two other 
partners and reorganized last No- 
vember when George R. Squibb, 
former chief project engineer at 
the General Motors Technical Cen- 
ter, bought out two of the three 
| partners and took over presidency 
|of the firm. Swigert is now vice-| 
| president and director of sales. 

In 1954, the firm built only one 
model. Within a month after it 


In an effort to keep pace with the | jonly Volkswagen dealer in the Reading | was put on the road the “con- 


increase in business, the firm has| | (Pa.) 
moved into a new building with| and parts departments are 
1,700 square feet of space for the| the success of ovr whole operation.” 


area. Anderson 


service| Vert” met its end in a traffic 
“the keys to | accident. 
Production rose to 20 units in | 


Firm Grows 


verted into service vehicles in 1958. 

The firm, which works directly 
through Ford, Chevrolet and Plym- 
outh in the U, S. and Canada, also 
has a plant at Fort Credit, Ont., 
a Toronto suburb. 

The Birmingham plant employs 
18 men and is able to complete five 
wagons a day. The Canadian unit 
can produce two converted wagons 
a day. 

Auto dealers sell a completed 


| New Plant in California 
| Opened by Campbell Chain 


| YORK, Pa—Opening of a new 
| chain plant in Alvarado, Calif., has 
|been announced by George J. 
| Campbell jr., president of Campbell 
| Chain Co. 

The plant provides complete 


showroom, 5,000 square feet for the| year, the firm moved into larger quarters | |1955 and since that time sales have | chain-making facilities for the first 
grown to a point where several 
hundred station wagons were con- 


new shapes and finishes! 


shop, 1,000 square feet for parts| to _ pace with the increase in busi- 


and 10,000 square feet for parking. 


NEW SUPER-SOFT-SPRAY NOZZLE. 
ENGINEERED FOR MODERN FINISHES 


Acrylic, enamel, and lacquer finishes re- 
quire the full wet coverage that the new 
DeVilbiss Super-Soft-Spray Nozzle pro- 
vides. Incorporating features found in no 
other spray head, this new nozzle’s im- gloss. And 
proved air-jet action produces ideal atomi- 
zation with a wide, soft pattern that assures 


| time on the West Coast, Campbell 
said. 


$710 wa 


better adhesion . . . makes lapping easier 

. . and reduces rebound that causes exces- 
sive overspray. With the Super-Soft-Spray 
Nozzle you get better flow-out and higher 
thanks to super-precision ma- 
chining, you get dependable performance 
even under heavy-duty service. 
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converted unit and then place 
orders with their factories for 
the car and the conversion, The 
factory then places the order 
with Automotive Conversion, 
which completes the order and 
ships the car to the dealer. 
Automotive Conversion never 
holds title to the car. 

Of 20,000 industrial firms sur- 
veyed, 4,500 today use converted 
station wagons for fire and ambu- 
lance services, but the majority are 
“home made.” 

Automotive Conversion’s chief 
sales pitch is that its wagon is the 
only standardized converted vehicle 
on the road, said Squibb. All parts 
are interchangeable and can be re- 
converted to a six or nine-passenger 
station wagon in a few minutes. 

Although some wagons converted 
by the firm go to industrial firms, 
the majority go to states, munici- 
palities and small businessmen, A 
special conversion, the Florette, is 
made especially for florists, The 
converted ambulance is called an 
Amblewagon. 

Although Automotive Conver- 
sion does not have a sales force 
—it depends primarily on auto 
dealers—the firm promotes its 
vehicle through trade media, di- 
rect mail brochures to auto deal- 
ers and customers, and exhibits 

| at floral, fire, funeral, police and 
other municipal and state con- 
ventions. 

The converted unit is sold on a 
dual purpose basis. 

“You can have an ambulance, 
hearse or flower wagon one minute 
jand a few minutes later a regula- 
tion station wagon,” said Squibb. 
|Maintenance of a Ford, Chevrolet 
|or Plymouth also is cheaper than 
a big hearse or ambulance, said 
| Squibb. 


Japan Sets Goal 
Of 3,000 Vehicles 
‘For U.S. in 1959 


| TOKYO.—The Japanese auto in- 
|dustry expects to ship more than 
3,000 vehicles to the U. S. this year, 
|}about twice as many as last year. 

Representatives of the country’s 
top makers are hoping that a price 
reduction on some models and im- 
provement in, efficiency of their 
small cars will spur the demand 
for their products in the U. 8S. 

The first Japanese cars were in- 
troduced in the U. S. last summer. 
About 1,500 units were shipped up 
'to early fall and then large orders 
came to a halt. 

The major causes, industry 
spokesman said, were high prices 
in comparison with European cars 
and low horsepower. These short- 
comings have been corrected, they 
added. 

The port-of-entry price of the 
Datsun was cut from $1,795 to 
$1,645 and the horsepower of the 
Toyopet Crown has been 
from 55 to 65. A double-barrel car- 
|buretor also has been adopted. 

Nissan Automobile Co., maker of 
the Datsun, has obtained a $3 mil- 
lion loan from the U. S. Export- 





—Martin L. Wurm yer 





Import Bank ard said it will buy 
heavy machinery for car produc- 
tion in the U. S. 


Rambler Creates 
New Fleet Unit 


DETROIT.—With Rambler fleet 
sales increasing, American Motors 
has expanded its government and 
fleet sales department through for- 
mation of a central division. 

E. E. Stephenson, formerly mid- 
western division fleet sales man- 
agér, has been appointed to head 


Both of these new DeVilbiss Pp roducts will help you get better, up the new division, He joined AMC 
faster finishes with all materials on all models. They’re paint-shop in 1940. 
profit boosters! Call your nearest DeVilbiss distributor or jobber Succeeding Stephenson as head 


: , p of the midwestern division is H. F. 
for complete details, today . . . or, if you prefer, write us direct. Knowles, formerly sales promotion 
* slightly higher in West 


manager of the Chicago zone. He 
joined AMC in 1954. 


ADVERTISEMENT 
FOR BETTER SERVICE, BUY 


DeVILBISS 


AUTO DEALER 


THE DEVILBISS COMPANY Consulting Service 
How to reduce overhead 50% without 


Toledo 1, Ohio interfering with car sales. | turned a 
Barrie, Ontario @ London, England © Séo Paulo, Brazil $35,000 cash loser into a $100,000 winner. 


c My fee, $1.00 per minute; average con- 
Branch Offices in Principal Cities ference time: 4 minutes, Plane fare and 


expenses if you wish me to visit you. 
Matt Dillon, Lincoln 47233, Washington, 
DB. C. 
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The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
eluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. 
(6-window), $5,080; 4-dr. 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldoradeo—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 

—4-dr. hardtop, $6,233. Seventy-Five 
—S8-pass. sed., $9,533; .imousine, 
(Hydra-Matic, power steering, power brakes 
standard on all models). 


CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $118.) 
Biscayne—4-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impalia—4-dr. sed., §$2,- 





The following imported-car prices 
Port of Entry figures at New York. They 
include ocean freight, U. 8S, excise tax 
and import duty. They @o not include 
dealer preparation charges, U. S. trans- 
portation fees, state and local taxes or 


equi nt, 
(Copyright, 1959, by Automotive News) 
ALFA ROMEO—Gilulletta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2-liter roadster, $5,048; 4-dr. sed., 


078. 

ARKRNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN —A-35 deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr, sed., $2,- 
199. (Heater standard on deluxe models.) 

AUSTIN-HEALEY — roadster, 
$1,795. 100-Six —conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe. 


) 
AUTO UNION — “1000” — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,849. 
BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Automatic transmission, 
steering, power brakes standard.) 
models are custom-built and vary 
considerably in price. 
BERKELEY—328-c.c. roadster (2-cylin- 
der), $1,595, 492-c.c, roadster (3-cylinder), 





hardtop | 
hardtop (4-win- | 


Sedan de Ville 4-dr. hard- | 


$9,748. | 


Port-of-Entry Prices 
On Imported Cars 





$1,745. 

BMW — Model 502/3.2 — $6,198; Model 
6503/8, $9,292. 

BMW ISETTA 300 — sunroof, $1,048; 


600 5- 
$1,487. 
(Heater standard on all models.) 
BORGWARD—\Isabelia—2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 
CITROEN — 2CV — 4-dr. sunroof se d. 
(centrifugal clutch) $1,298; ID-19—4-dr. 
sed. (air suspension). $2,833; DS-19—4-dr. 
sed. (air suspension, power brakes, power 
steering. automatic clutch), $3,333. 
DATSUN—4-dr. sed., $1,616. | 
DKW—4-dr. sed., $2,395: 2-dr. sed., g.-| 
995; 2-dr. hardtop, $2,195; stat. wag., 
495. (Heater standard on all models.) 
FACEL VEGA — Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 
(Automatic transmission, power brakes, 
— windows, radio, heater are stand- 
) 
FERRARI—‘‘250 Granturismo’’—Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. ‘250 California’’ 
Conv., $12,000. 
FIAT—500 Series—2-dr. sunroof, $1,098; 
Bianchina, $1,298. 600 Series—2-dr. sed., 


592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette - 

hardtop cpe. or conv,, (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. 
$3,289; conv., $3,620; 4-dr, 
wag., $3,691; 4-dr. 3-seat stat. wag., 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. 
4-dr. hardtop, $6,845.30; 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (T ur b o-Drive, 
power steering, power brakes standard on 
all models.) 

DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr,. hardtop, $3,038; 2-dr. hardtop, $2,- 
| 967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr. sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
| Conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 


$3,- 


sed., $6,845.30; 
2-dr. hardtop, 





conv. (Farina), $5,905; 
Flaminia—4-dr. sed., $6,098. 


LLOYD—600 Series—2-dr, sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr, 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 

MAICO—500—2-dr. sed., $1,325. 700 
Sport—-2-dr. sed., $1,845. (Heater standard | 
on both models.) 


MERCEDES-BENZ—180—4-dr. sed., $3,- 
240. 180-D—4-dr. sed. (diesel engine), $3,- 
517. 190—4-dr. sed., $3,431. 190-D—4-dr. | 
sed. (diesel engine), $3,708. 190-SL—road- | 
ster, $5,020; cpe., $5,232; cpe.-roadster 
(with interchangeable hard and soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr, sed., $4,283; cpe., $7,641; conv., $7,641. 
300-d—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 


cpe., $5,905. 


hardtop, | 
2-seat stat. | 


$4,358, Ad- 
$4,- 


216; 4-dr. 3-seat stat. wag., 
venturer—2-dr. hardtop, $4,427; conv., 
749. (Torquefiite standard on Fireflite and 
| Adventurer. Power steering and power 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., $2,- 
586.50; 2-dr. sed., $2,515.50; 2-dr, hard- 
top, $2,643.50. Coronet V-8—4-dr. sed., 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
| $3,089. Royal—4-dr,. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr, hardtop, $2,990. 


Custom’ Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 


$3,223.50; 4-dr. 


EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 
seat Villager, $3,054.70. 


els, For V-8s, add $118.) 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- 
top, $2,602; 
4-dr. sed., 
hardtop, 


2,582; 2-dr. sed., 
$2,654; 2-dr. hardtop, 

conv., $2,839; retractable hardtop 
standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat piconet Squire, $2,9: 958. Thun- 


2,589 ; 
(V-8 


istrations by states are 
weekly, as — 





2-seat Custom Sierra, $3,- | 
318; 4-dr,. 3-seat Custom Sierra, $3,438.50. | 


2-dr. | 





3- | 


FORD— (Prices are for six-cylinder mod- | 
Custom 300— | 


2-dr. hardtop, $2,537. Galaxie— | 
$2,528; 4-dr. | 


derbird—(V-8 
$3,696; conv., 
IMPERIAL—Custom—4-dr. 


4-dr, hardtop, $5,016; 
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standard) — 
$3,979. 


909.50. Crown—4-dr. 
hardtop, 


conv., 
103; 


4-dr. 


$5,647; 


2-dr. 
sed., 
2-dr. 


Current Prices on U. S. Cars 


$6,103. 


2-dr. 





hardtop, 


sed., $5,016; | 
hardtop, $4,- 
$5,647; 
hardtop, 
$5,773.50. LeBaron—4-dr. sed. 
hardtop, 


4-dr. 
$5, oa, 





\nenauatinen, | Sr 


power steering, power brakes standard on 
all models.) 


aia’ 
—4-dr, sed., $2,282.75; 2-dr. eee. $2,239, 
business cpe. (V-8 not offered), $2,142.75, 
Belvedere Six—4-dr, sed., $2, 439.7 75; nde. 
sed., $2,389.25; 4-dr. hardtop, $ 524.75; 
2-dr. hardtop, $2,461.25. Station Wago, 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dp 


2-seat Deluxe, $2,641; 4-dr. 2-seat Cu 
$2,761.50. Plymouth V-8—(On the follow. 


ing models, 
a six-cylinder engine 
Belvedere — conv., 
$2,690.50; 


| sed, 


is 


4-dr, 


a V-8 engine is stan 
not av 
$2,814.25. Fury 
hardtop, $: 


ird and 
iilable,) 


~ 4-dr, 
“Ss 


2- dr. hardtop, $2, 714.25. Sport Fury _ 2-dr. 


hardtop, $2,927.25; 
|tion Wagons—2-dr, 
= | $14. 25; 4-dr, 3-seat Custom, $2,990.75; 4. 
2-seat Sport, 


conv., 


$3,020.75; 


Sport, $3,130.50. 
PONTIAC—Catalina—4-<dr. 


$3,125. : 
2-seat Custom, 


4-dr, 


sed. 





>. Sta 
$2,- 


3-seat 


$2,704; 


LINCOLN—Lincoin—4-dr. sed., $5,089.60; | 2-dr. sed., $2,633; 4-dr. hardtop, $2,844: 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 2-dr, hardtop, $2,768; conv., $3,080; 4-dr, 
902.10. Premiere—4-dr, sed., $5,594.20; 4- | 2-seat stat. wag., $3,101; 4-dr. 3-seat stat 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,-| W8-,_ $3,209. Star Chief—4-dr. sec., $3. 
347.10. (Turbo-Drive, power steering, power | 995; 2-dr. sed., $2,934; 4-dr. hardtop, $3,. 
brakes standard on all models.) 138. Bonneville—4-dr. hardtop, $3,333; 2-dr, 

eat hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
31.50; 2-dr. sed, $2,767.50; a-dr, hardtop, | "2% Was-. $3,532. 
831.50; 2-dr. sed., $2,767.50; 4-dr, » 
$2,917.50; 2-dr. hardtop, $2,853.50; conv.,| _RAMBLER—American—2-dr. Deluxe sed, 
| $3,149.50. Moniciair—4-dr. sed., $3,308; 4-| $1,835; 2-dr. Super sed., $1,920; 2-dr, 
dr, hardtop, $3,437; 2-dr. hardtop, $3,-| Seat Deluxe stat. wag., $2,060; 2-dr 2-seat 
356.50. Park Lane—4-dr. hardtop, $4,031; | Super stat. wag., $2,145. Deluxe Six—4-dy, 
2-dr, hardtop, $3,954.50; conv., $4,206, | 8€d., $2,098. Super Six—4-dr. sed., $2,268; 
Station Wagons—2-dr, 2-seat Commuter, |4-dr. hardtop, $2,343; 4-dr. 2-seat stat, 
$3,144.50; 4-dr, 2-seat Commuter, $3,215; | W48-, $2 562 Custom Six 4-dr. Sed., $2 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat | 383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
Colony Park, $3,932, (Mere-O-Matic stand- | V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
ard on Montclair, Voyager, Colony Park. | Stat. wag., $2,692; eases; aan 3 $2,- 
Multi-Drive, Mere-O-Matic, power steer- | 5133 wes. mezeor” $2,588: soar. 2a 
ing, power brakes standard on Park Lane.) | 4-dr. sed.. "$2,587; 4-dr, 2-seat stat wag., 

OLDSMOBILE—Series 88—4-dr. sed., $2,- | $2,881. Custom ae dr. sed., $2,732; 4-dr, 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,-| hardtop, $2,822; 4-dr. 2-seat stat. wag, 
036; 2-dr. hardtop, $2,958; conv., $3,286; | $3,026; 4-dr. 2-seat hardtop stat. wag, 
4-dr. 2-seat stat. wag., $3,365. Super 88— | $3,116. 
4-dr, sed., $3,178; 4-dr. hardtop, $3,405; STUDEBAKER—Lark Deluxe Six—4-dr 
Zar. hardtop, $3,528; conv, $3.505: 4-4r- | sea $1,000; 2dr. oed,, $1,020; 2-dr. 2m 
sed., $3,890; 4-dr, hardtop, $4,162; 2-dr. | St wag., $2,206, paedaen al Six c= 
hardtop, $4,086; conv., $4,366. (Hydra-/| > .0+ stat. wag., $2,455. Lark Regal V-8— 
Matic, power steering, power brakes stand-| 4.4, sed. $2,310; 2-dr. hardtop, $2,410; 
ard on Series 98.) 2-dr., 2-seat stat. wag., $2,590. Silver 

PLYMOUTH — (On six-cylinder models, | Hawk—six-cylinder cpe., $2,360; V-S cpe., 
add $119.50 for a V-8 engine). Savoy Six ' $2,495. 











roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models. Power brakes standard on all) 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 
hardtop.) 
METROPOLITAN — 2-dr, hardtop, $1,- 
626.10; conv., $1,650.10, 
MG—MGA—conv. (disk wheels), $2,462; 
conv, (wire wheels), $2,546; coupe (disk| 
wheels), $2,695; coupe (wire wheels), $2,-| 
785. MGA-DOHC —conv., $3,320; cuope $3,- | 
640. Magnette—4-dr. sed., $2,740. (Heater | 
standard on Magnette.) 
MORETTI—750 Coupe, $2,495; 
Panoramica Sedan, $2,495; four or five-| 
passenger station wagon, $2,580; six or) 
seven-passenger station wagon, $2, 664; 1200 
Spider conv., $4,348. 
MORGAN—‘Plus Four’’ cpe., $2,855. 
MORRIS—*‘1000’’—Standard-—4-dr. sed., 


Super | 


$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—4-dr. sed., 
$1,718; 2-dr. sed., $1,599; conv., $1,636; 


2-dr. stat. wag., $1,825. 


NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. NSU Pring 36—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
| passenger models. Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 


(Continued on Page 45, Col. 1) 























15 States Previously Reported ‘59 2 3235) 
For January ae 3 1883) 
Arizona = _ 
Connecticut _ r : 59 5} 170 
eRe 58 3] 133 

Florida ‘Ss? | 685 
’ 7 ‘s8 | 519 
Illinois ‘Ss? 1124 
__ 58 880 

lowa = poo 
Maine ES. . 2 oe "3 
Maryland 5 ‘| 4 29 
Pe ee = F 58) i} 181} 
Michigan ‘5? 465) 
a ‘S| | 6 

New Jersey “59) 28) 405 
a ‘ss; =i, (§$eM 3D 

New Mexico "59 295 
-- 58) ; __ 199} 

Ohio 59 2) —«*775) 
5 ee ee ae | 632! 
Oklahoma = = 
Pennsylvania 7 "59 12) 724) 
nS a “58 | a ae 687 
Tennessee *59| | 450) 
aa ¢ a . — 351) 
Vermont | 2) 46 
Es = ae ‘58 _ 2] 
Virginia 3 a 
a ——a«-  . = 164! 
ne es a | & 
32 States Reported *59) 57| 10733 
_To Date for January ‘s8 3% 7735| 


“The information in this his report has been compiled from official state documents. 
accuracy to the extent of the registrations received at the time the report is publis 
‘reason of inaccuracies or omissions."—R. L. Polk & Co. 


i7| 
14 


3 
| 


125| 


157 
174 


57| 


15 
53) 
49 


83) 
134| 


94) 
2 


126 


1653 


193) 
153 


372) 
528 


281 
181) 
_ 9% 
687 
589 
430 
227 
556. 
582| 
371/ 
237 
28 
25 
317| 
230 
135 
153 
8143) 
6754 


347| 


6 


186 
80 
62 
26 
21) 
43) 
él 

124 

120 

131) 

iil 


114 
7i\ 


171 
126 


9 
72 


169 
164 


149) 
& 
5 
tH} 
93) 
59 
‘| 
48 


~~ 2574 


_1940 


ished. 


16! 
114} 
191 
4) 
137| 
351 
89 
91 
260 
395 
73 
113 
12 
2% 
88 
1B 
i 
75 
2637) 
4003 


MHle='u-'s8 


17 
23 
6 

9 
633 
547 


-- 58 SF Fa KB oo BAB.'SN Sa =u KE 


BS an IS 2@ yw De oN ow 


On oe —N aw o 


202 
187 


New Commercial-Car Registrations, 
32 States for January, 1959-1958 


102) 280 
| 197 
! 20 

6 15 
20, 45 
12 24 
50 77 
3a be 
67 78 
7 SI 
6 21 
9 10 
6 2 
2 33 
9) 24 
13 12 
5 38 
_7 37 
53 67 
ww 4 
5 29 
2 9 
%| «112 
6! 2% 
7 12 
“ ‘ 
59224 
82 Ht 
10 ’ 
iD 13 
1S 

2 2 
is 55 
_ 4 = 
6 68 
6 4! 
512) 121 
494 746 


332 
159 


23 


4) 
is 


176 
78 


121 


13 


10 
17 


53 
10 


63 


122 
56 


16 


164 
4! 


1s 


117 
115 


13 


1403 
756 





1639 


2857 


(338 
10% 


321 
7 
$93 
1219 
loll 
(449 
1778 
7% 
4n 
2369 
2020 
1274 
Bi! 
247 
2509 
1288 
903 
132 
1B 
1174 
874 
537 
548 
30142 
24976 


reasonable precaution has been exercised to insure 


R. L, 


Polk 


& Co. cannot assume any liability by 








$1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 
Wag., $1,658. 1100 Series—4-dr. sed., $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619, (Heater 
—— on all models.) 
FORD (England)—Angliia—standard 2-dr. 
464; deluxe 2-dr. sed $1,561. 


$1, ce 
Project standart 4-dr. sed., $1,517; deluxe 
4-dr. sed., $1,661. Escort—2-dr, stat. wag., 


$1,651. Squire—2-dr. stat. wag., $1,761. 
Consul—4-dr. sed., $2,034; conv., $2,373; 
4-dr. stat. wag., $2,772. Zephyr — 4-dr. 


ged., $2,215; conv., $2,574; 4-dr. stat, wag., 
945. Zodine—4-dr, sed., $2,387; conv., 
865 ; ao. stat. wag., $3,149, Thames 
Bus, 33. 
GougoMOBIL—T-100 2-dr. sed., $1,095; 
Florida Sunroof Deluxe 2-dr. $i, 135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 


450. 

GOLIATH — 1100 Series — Custom 2-dr. 
sed., $1,949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, $2,- 
568. (Heater standard on all models.) 

—4-dr, Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr, stat. wag. at’: $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

HUMB: ER—Super -dr. sed., $3,- 
995. (Automatic » Power brakes 
and heater are standard.) 

a AR—Mark IX—4-dr. sed, (auto- 
matic transmission, Poe steering and disk 


brakes), $5,935. 3.4 Sedan—(over- 
3 and disk brakes), PsEn00; (auto- 
matic transmission and disk brakes), $4,- 


642.50. XK-150—cpe., $4,475; cpe. (auto- 
Matic transmission), $4,725; conv., $4,595; 
conv. (automatic ), $4,845; 
ki , $4,495; roadster (overdrive), $4,- 
} transmission 


(Vignale), 
cpe. 


(Zagato), $4,873. Aurelia— 





New Passenger-Car Registrations, 29 States for January, 1959-1958 












































































































































Car registrations by AMC Chr Mer- | FORD le dil 
states as compiled Ram- - Edsel |Lincoin| Buick | ~20"" 
by R. L. Polk & Co. bler ler cury TOTAL | | lac 
16 States Previously ‘59| 2543} 420| 126| 327| 1149| 3018) 7 433} 222| = 1316| 13605] 2731| 1089| 112I1| 2993)  2705| 20729! 904) 3341! 46162 
Reported for Jan. ‘58 1180] 619)_—«49)_—479) ~—*1166] 3104) 5517 ba 42\| 247 _—«*1:104)—-10044) 2935] 973|_:10069| ~—2971| ~—-2286| +‘ 19234) 410) ~—«*1604) 37989 
Arizona "59 tH 12 10 12 gi 156| DH 808 28 19| 102; 957) —S«126| 83; 898; 207; 169) 1483 77; -345|—«3227 
58 | 63 22 13 16 50} 113} 24] 397 31 18| 45} 491| ‘126 42|_497|__—«145|—s8i| 89 it] 177|__‘(1847 
Connecticut "59 433 98 25) 62 141 509) 835) 1223) 35| 43] 165) 1466) 247/174) *1350/388| 343) 2522 178; 783) 627 
‘58 154 137 30) 8i 180{ 593| 1021; _—*1017 79) 54, 128} 1278) 07] 160/168} 355) 286) +2278) += 56 533] +530 
Florida 59] 636 105 % 5! 213|—«-732|——=C*dL77|—=«3417 98; 130) 324 3969| 734, +~=«-720| ~«=«4572| +~««904) ~=S« 760) +«7690| +~=«232| +2562) 16266 
'58 241} 1B 75| 112] _—-283|_—=«*t027|_—«sdbtO}—-2897|_—s | «150 318} 3484) 802] 459] +4099) ~— B14] 509] 6683 76! 1002) 130% 
IIlinois "59 1629| 356 153! 214) +667) ~—«1886) +3276) +6960 + 321; + 250) 833) 8364 1725) 954) 8259) 2370) 2181) 15489) 622) 1319) 30899 
‘58 853| 486 159| + 355| = 693] 2450/4143] + 5575{ 301 226 795| _6897|_2245|_—«912|_~—« 8409] ~—2675| ~—*1763| ‘16004 30! 635| 28833 
lowa "59 413 9 20 55| 214) 450! 829) 1981 79 24 272| (2356; ~—««426| ~—S«27|~—=«2041 538, 515| 3647 167| 232) ~=—«7644 
‘58 152 110 19 75 176| 480) 860) 1930 103) 33 202} 2268} 535) 115) 2043] 564) 429) 3686 84 139] 7189 
Maryland "59 368 94 2 57| 262) 599) 1034) 1650 40 44 175 1909; 294) 152) 1929) 430)  384| 3189| 169| 602) 727l 
'58 112 132 4\ 10! 254| 800] 1328) 1540 75 39) 163} 1817|_—425|_—127|_—«2232| 496) +444] ~—3724) 45| 365) 7391 
New Jersey 59 943; 349) ~—S «i104 a a 1560| 2732 3169, +~«129 132 445| 3875, + 709| +~=—«639) +~=«3574) ~=«1105| +~=«1N09| +~=«7136| + +«394) ~+~‘I7i2| 16792 
‘58 390| 424 134] 306] ~—«582| _~—«*1736} ~=—«3182| 2409] +220 132 417| 3178} 981} ~—«569| +3450) _~—«*dt'124| = 795] 919 185| 806} 14660 
New Mexico 59] 85) 13 4| 13 4 86; 170) +~=—-468 27 12 65; 572/102] 40; «627|—«*134)~—=—«*K05|—«t008 50; 197) 2082 
58 42| 28 6} 19 37 93 183] 344 2B 18}, 34} 421, (122) 22| 400 92; 115| 75! 15 77| 1489 
Ohio "59 1326-291 86! a 750| 1562) 2962| 5942) 256 153 715| 7066; 1523) 788| 6333| 1795) 1677| 12116; 663) 1691) 25824 
'58 401| 404 104) 340] ~—«813| 2064) ~—-3725| +4350) ~—s31 169 758| 5588} 1634; ~—647|_—« 5859] ~—«1801| ~—:1386| 11327 177| 696} 21914 
Pennsylvania 59 1482|397| -113|-313|  -760| 2149) 3732| 4924) 221) ~—*126 750| 6021{  1237/ + =71I| 6275] 1549! 1562) 11334) 712) 1527) 24808 
‘ "58 | = 545| 135] 445|_—— 878] 2544] 4547/3869) 228} 163) 716| 4976) ~—«'1760| ~—688| ~—292| +~—«*1946; ~—«*1362| +«(12048| += 279) += 854) | 23239 
Tennessee "59/ 44) 17 44, ~—«153| ~=S=«385| +643] ~—«s1: 954 101 38) 192; 2285 417|_—~Ss«dNS5| —«1973| += 490| +~=«435| ~=«3470 146; 365| 7187 
SVS 58} 70s! Si] 16} ~—s46}_—st69] = 443] 725) «1377 77) 32 149| 1635} ~—521| ~—stNS| 1802} += 452) += 315} 3205) 42 Ed 585! 
Virginia 59 374, —«*107| 29! 87| a 750| 1207 2501 4 60|  245| 2872| 446| 231! 2254| 513) 624 4068 169) 962) 9652 
‘58 | 160! 113] 29| 100} += 296] += 788] ~=—«1326] ~=—«:1542 114 50 237| +(1943| + 568} 167] 1845) 487) 477|  3544| 65} 369) +7407 
West Virginia 59 WW ai 7! 33| 1 215| 384) = 742 36 15 93| 886 172| 70| 748; = 209 ~=S—«210|-—=«1409|+~=S—S9| ~—=«A98| «3057 
} _*58| 46 57 13} 43|__-110}_~—s 270|_—s« 493) — 689 69 24) 120| 882) 220} 58| 752) 243) 196] 1469] 50| 107] 3047 
29 States Reported '59/ 10732} 2414; 792) 1744) 5248| 14077) 24275| 47373; 1870! 1268| 5692) 56203] 10889) 5933| 52044) 13625! 12799! 95290) 4752) 15836/ 207088 
To DateforJan. ‘58 4434| 3241] 923|_—-2518| 5687] 16505| 28874] 36188), 2173] 1355) 186] 44902| 13183) 5054) 48917) 14145] love 91763] 1796 17503 179272 








“The information in this report has been compiled from “e state documents, Eve 


received at time the report is published. 
The 1958 figures for Metropolitan and Packar 


R. L. 
d are included in miscellaneous. 


Polk & 





py cooranetite precaution has been exercised to insure ann 
Co. cannot assume any liability by reason of inaccuracies or ommissions.""—R, L. Polk 
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RAMBLER SALES CONTINUE TO GROW! 


| FEBRUARY SALES MORE 
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FEB., 1958 FEB., 1959 


% RAMBLER DEALERS sell the only complete line of 


compact cars. 


= 


% RAMBLER DEALERS hove a car that costs hundreds 


of dollars less to buy — costs less to operate! 


OO Ee a ae a Ci i ceadiay 





be | * RAMBLER DEALERS offer a compact car with big- 


wit 


Because «ce 


é 


ee car room plus small car economy and handling ease! 





%* RAMBLER DEALERS can sell a brand-new ‘59 


American-built car for as low as $41.37 a month! 


*Suggested factory delivered price, 1959 Rambler American Deluxe 2-door 
sedan with Reclining Seats, White Sidewall Tires and Windshield Washers— 
a including finance charges at 6% on a 36-month contract, one-third down, for 

Ms $41.37 per month. Does not include freight, insurance, or state or local taxes. 


] 
NOW’S THE TIME TO GO AND GROW WITH RAMBLER: 


We Have the Product for the 


| Expanding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
in Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 





MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


iS ee 


ceric hinnainitartinticcihiinniateiehinailipimainetniti 
ADDRESS 


{THAN DOUBLE LAST YEAR 





Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 








a | 
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Lower-Priced Toyopet me ss 5 


News from the Import Makes 


LOWER-PRICED “luxury” car, 

the Toyopet Crown Custom, will 
be introduced this year on the U, S. 
market, according to Toyota Motor 
Distributors, Inc. 


The firm said 250 orders for 
the six-passenger sedan were 
placed following the first U, S. 
showing at the Chicago Auto 
Show, the Los Angeles firm said. 


The Crown Custom will sell for 
less than $2,500 and offer many fea- 
tures that the U. S, industry con- 
siders extras, such as white sidewall 
tires, heater, undercoating and 
foam-rubber seats, said Erik J. 
Hansen, Toyota’s general manager 
in the U. S. 

The Crown Custom is powered by 
a 68-horsepower in-line engine that 
gets up to 33 miles a gallon, he 
added. It weighs 500 pounds more 
than U. S. or foreign cars its size 
because it was designed for the 
rutty roads of Japan and needs the 
weight to absorb the shocks, Han- 
sen said. 

Toyota Motor now has 35 deal- 


—— ee oe 


-* . 
os i 


rene 9 








ers from Seattle to the Mexican 
border, Hansen continued, He 
said he expects to sign up 30 
more dealers principally in the 
Chicago and New York market 
soon, and 375 by the end of the 
year. 

The parent company, Toyota Mo- 
tors, already is selling in 64 coun- 
tries and expects the U. S, demand 
to substantially increase its annual 
output now estimated at 100,000 ve- 
hicles a year, Hansen said. 

An early ’59 version of the Toyo- 
pet Crown and a companion Land 
Cruiser were introduced in the 
U, S. last summer, 

- oo > 

OYOTA also announced that 

Joseph H. McCord, a 28-year- 
veteran of the American auto- 
mobile industry, has been named 
executive assistant to the general 
manager of Toyota Motors Dis- 
tributors, Inc., Los Angeles. 

Announcement of McCord’s ap- 


a a 
. 


“Today's car buyers shop first! 


That's why we rely on 
Yellow Pages advertising” 








Pee eeeenceesenesecseseersscesecesseesesenesseees: 


says Fred Emich, 

North Shore Chrysler-Plymouth, 
Evanston, Illinois “Yellow Pages 
advertising is vitally important to 
us. We know car buyers today are 
shoppers—and our trading area is 
not limited to Evanston alone. 
That is why we try to reach as 
many prospects as possible by 
being listed in six suburban direc- 
tories in and around the Chicago- 
Evanston area. 


Advertising in the Yellow Pages 
under related classifications—Used 
Cars, Body Repairs, Painting— 
make more buyers aware of your 
agency. The Yellow Pages man can 
plan an AWHERENESS program for 
your needs. Call him at the local 
Bell telephone business office today. 


TRADE MARK SERVICE. With so many 
people moving to suburban Evanston, 
prospects naturally look under Chrysler 
or Plymouth trade-mark headings. 


APPeeeOeeeeeeeeeeeeeeeeeeeenereessseeseneseseesesssesesesesene: 


Nothing builds business like AWHERENESS — and nothing builds AWHERENESS 
like the Yellow Pages—the buying guide that tells people WHERE to buy. 
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Toyota Motors 


Los Angeles. 





4. H. McCord 


since 1931, 


he served in Portland, Minneapolis, 


St. Louis, San Francisco, Los An- 


geles and Southern Arizona, 
> > + 


LSO announced was the ap- 
f pointment of D. Edward Man- 
manager 
of Toyoto Motor Distributors, Inc., 


ning as central regional 
sales organiza- 
tion for the Japa- 
nese-built T oyo- 
pet. 

Formerly dis- 
trict sales man- 
ager for Edsel, 
Manning will be 
responsible for a 
20-state area ex- 
tending from 
Canada to the 
Gulf of Mexico 
for Toyota. He 
and his staff will 
2906 W. Peterson Ave., Chicago. 


D. E. Manning 





Manning said his first objective 
will be to select 30 to 40 dealers in 
Illinois, Ohio, Indiana, Michigan, 
Wisconsin, Minnesota and Iowa. 
Edward J. Wehle, newly named a 
Toyota zone manager, will assist 
him. Wehle formerly was an Edsel 
field representative. 

> > > 
Renault 
ENAULT reached new produc- 
tion peaks during 1958, accord- 
ing to Robert E. Valode, vice- 
president and general manager. 

Last year Renault built a record 
total of 430,736 vehicles. This repre- 
sents a 28 percent increase over the | 
1957 output of 317,443 vehicles. 

Automobiles accounted for} 
slightly more than 80 percent of | 
the firm’s 1958 production, Valode | 
noted, In all, 367,673 cars came off | 
the assembly line, broken down as 
follows: Dauphine, 280,604; 4 CV, 
73,420; Fregate and Domaine (Eur- 
opean models), 13,649. 

A total 


the year. 


T ALSO was announced that) 


John Green, Renault distribu- 
tor for California, Nevada, Ari- 
zona and Utah, sees 1959 as a 
450,000-car year for imported autos. 
He expects his firm to handle more 
than 25 percent of the anticipated 
100,000 Renaults imported into the 
U. 8. this year. 

Green, who heads John Green 
Corp., expects to receive 2,200 Ren- 
ault Dauphines in February. He 
said that is more cars than he sold 
the first three years he was in 
business—1954-56. 

His figures indicate that more 
than 12,000 new Dauphines were 
sold in his territory in 1958, an in- 
crease of 145 percent over 1957. 

> 7 . 


Montgomery-W ard 
I’ AN imported car selling for less 
than $1,000 can be found, Mont- 
gomery Ward & Co. might be in- 
terested in marketing it through 
its chain of department stores. 

The kind of vehicle in which the 

firm would be interested probably 
would be kind of a glorified two or 
four-passenger motor scooter which 
would be closed in to protect the 
occupants. 

In 1957, Montgomery Ward al- 
most closed a deal to market the 
German Heinkel, a 15-horsepower, 
one-cylinder car with a door at 
the front. It fell through when 
Heinkel received an airplane 
contract from West Germany. 
During a Detroit visit, Alex M. 

Richards, Montgomery Ward auto 

supply merchandise manager, said 

no firm plans are in the making 
(Continued on Page 52, Col. 2) 


pointment was 
made by Erik J. 
Hansen, VU, §&. 
representative for 


which opened na- 
tional executive 
offices at 8701 
Beverly Blvd, 


McCord, 49, has 
been in the auto- 
mobile industry 
With 
General Motors, Ford and Packard, 


headquarter at 


of 59,946 Renault cars | 
were exported to the U. S. during} 






























Joseph C. Stothert, 
Concours Motors, 


right, president 
Inc., Springfield, Mass., 


wheel-drive vehicles. 
left, president, 


sales and service of _the _Rover lin line. 
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SOUTH BEND. — Studebaker- 
| Packard announced that it has 
| signed 45 dealerships. 
| They are: Fritz Motor Sales, 119 
's. Logan, Winamac, Ind.; Fremont 
| Motor Co.. Fremont Bivd. & Jarvis 
Ave., P. 0. Box 477, Fremont, 
| Calif.; Milton H. Sweet, 100 Cham- 
berlain, Wellsville, N. Y.; McEl- 
|wain Studebaker, 812 Beaver, Ell- 
|} wood City, Pa.; Doyne Hunnicutt 
| Buick Co., 1150 Washington St., N. 
W., Camden, Ark. 

Woody Chevrolet Sales, Inc., 
| 138 S. Main, Lexington, Va.; El- 





lery T. Nelson, Inc., New County 
Rd, Rockland, Me.; Sparling’s 
Garage, Schuylerville, N. Y.; AG 
Supply, Inc., 1305 N. Nelson, Ft. 

Stockton, Tex.; Bob Mosier Mo- 
tors, Inc., 2716 New Haven Ave., 
Melbourne, Fila. 

Martin Tractor & Truck Co., 
Highway 17 Bypass, Williamston, 
N. C.; Gossett Pontiac Co., High- 
way 40-A, North, P. O. Box 758, 
Quincy, Calif.: Niles Automobile 
| Co., 822 Petaluma Bivd., N., Petal- 
uma, Calif.; Letchworth Motors, 
Inc., Miracle Mile and Eighth Ave.. 
| Vero Beach, _Fla.; Tyrrell’s, Second 





RENAULT SALES (1959-25, — 


aa a 


11,235 2 





YZ 
ZZ 
Y 
ZY 


W 


ANN 


AW 








EWM 


A Sales Report— 


John Green Corp., Renault distributor, 
provides evidence of continuing growth 
of the French import with a progress sales 
graph in California, Arizona, Nevada and 
Utah for the past five years and the 
projected sales for 1959. The Green Corp. 
did a gross volume of $20 million in 
1958 and expects to more than double 
this volume in ‘59. 


holds his signed sales agreement for Eng- 
lish Rover sedans and Land-Rover four- 
H. Gordon Munro, 
Rover Motor Co. of North 
America, Lid., New York, was on hond for 
the opening of Concours Motors, the first 
U. S. dealership devoted exclusively to 


Rover Appoints 
First Exclusive 


Deal in U.S. 


ae MOTORS, ING, 
Springfield, Mass., is the first 
dealership in the U. 'S. solely de 
voted to sale and service of Engligh 
Rover sedans and Land-Rover four. 
wheel-drive vehicles. Both lines are 
manufactured by the Rover (Co, 
Ltd. 

The new Rover dealership jg 
headed by Joseph C. Stothert, presi. 
dent, Other officers are Leo Zick 
treasurer; John Zick, secretary, 
and Anthony Yacovone, director 
and general service manager. 

Located on a corner lot at 15 Mil] 
St., Concours Motors’ facilities com. 
prise a newly constructed show. 
room building having about 5,00 
square feet of floor space. 

The showroom structure is of 
brick, concrete and steel, having a 
huge expanse of curved window, a 
wood burning fireplace, and a 
center-lane dividing motor car ex- 
hibits featuring tropical fish in 
illuminated tanks surrounding by 
living plants. Off-street customer 
parking area is provided in front 
of the building. 

Adjoining the showroom, an old 
|New England house has been re 
constructed to provide modern of- 
fice facilities and a furnished cus- 
tomer lounge. Lounge windows 
have draperies, floors are covered 
in wall-to-wall carpeting, and on 
the walls hang original oil paint- 
ings insured for $90,000, Service and 
parts facilities are located nearby 
___{at 419 ) Walnut St. 





Studebaker Dealer Total 
Climbs; 45 Outlets Added 


Ave., West, Staples, Minn.; Bishop 
& Bondi, Inc., 400 Eden Park Rd, 
McKeesport, Pa. 

Martin Motor Sales, 12 Rowley, 
Winsted, Conn.; Marshall & Clam- 
pett, 1800 S. Figueroa, Los Angeles; 
Sanford Motors, Inc., 5272 Ridge, 
Parma, O.; Hilltop Motors, Inc., W. 
Main and West St., Galesburg, IIL; 
Larry Hopkins, 222 El Camino 
Real, Sunnyvale, Calif.; Gilbert Mo- 
tor Sales, Inc., Stafford Ave., Gil- 
bert, W. Va. 

Honaker’s Garage, Inc., Route 35, 
Red House, W. Va.; Tudor Motors, 
215 E. Park, Olathe, Kans.; Key- 
stone Motors, 378 W. Main, Doyles- 
town, Pa.; Jacobson Motor Co., 2520 
L St.. Omaha; Tri-Town Motors, 
Inc., 110 Water, Jackson, O.; Free- 
man Buick Co., 401 S. Hancock, 
Rockingham, N. C.; Universal Pon- 





tiac, Inc., 5903 Sheridan, Kenosha, 
Wis.; Rossi Garage, Inc. 62 
Fourth, San Rafael, Calif. 


Jones-Greene Oldsmobile, 924 
| Texas Ave., Texas City, Tex.; 
Smith Auto Sales Co., W. Pleas- 
ant St., Claremont, N. H.; Smith 
Auto Sales Co., Inc., 6 Mascoma, 
Lebanon, N. H.; Selland-Salem 
Pontiac, Inc., 623 Second Ave., N., 
Fargo, N. D.; Haith Motor Co., 
East Highway 30, Centra] City, 
Neb.; Perkins Motors, 221 S&S 

Magnolia, Ocala, Fla, 

North Star Garage, 125 S_ Cen- 
tral, Milaca, Minn.; Marlow Motor 
Co., 502 W. Ave. N., Crossville, 
Tenn.; Greenfield Motors, 910 E. 
Main, Greenfield, Ind.; Burtrum 
Motor Co., 300 N. Main, Miami, 
Okla.; Curt’s Auto Sales, 109 Ross- 
ville, Waukon, Ia.; Gooch Pontiac 
Co., 304 E. Poplar, Selmer, Tenn.; 
Davenport Motor Co., 2200 N. Main, 
Las Cruces, N. M.; T. O. C, Motor 
Co., Highway 281, Stratford, Tex.; 
Gray’s Motor Sales, 201 Lincoln, 
Rockville, Ind. 


Dodge Dealers 
Elect in Detroit 


DETROIT.—Pol Raynal, Raynal 
Brothers, has been elected pres- 
ident of the Greater Detroit Dodge 
Dealers Assn. 


Bob Mattick, Northwest Auto 
Co., was elected vice-president, and 
Ed Roney, Roney Motors Co., sec- 
retary-treasurer. 

New directors are Raynal; Mat- 
tick; Roney; Jim Cook, Stewart 
Sales & Service, Mt, Clemens; Gil 
Michel, Michel Motors, Grosse 
Pointe, and Earl Orr, Hodges Auto 
Sales, Inc., Ferndale, 
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The Best of 1958... 
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Rambler Salesmen Cited 


ROIT.— Elmer Johnson, of, 
Nash Great Lakes, River Rouge, | 
Mich, has been named national 
president of the American Motors 
Sales Honor Club, signifying that 
he sold more cars in 1958 than any| 
other Rambler salesman in the 
country. 

Named vice-president for being 
the No. Two Rambler salesman 


DE 


was H. R. Dyckoff, of Herman | - 


Motors, Laurelton, N. Y. 

The top salesman in each of the 
company’s 21 zones is named hon- 
orary president of the club’s zone 
chapter, and the runnerup is | 
named honorary vice-president. By| 
zones the officers are: 

Boston —John Balerna, Boch 
Rambler, Inc., Norwood, Mass., and 
Theodore L. Weiner, Whiting & 
Reicker Co., Brockton, Mass. Bur- 
pato—Elmer Maynard, Main Tran- 
sit Motors, Williamsville, N. Y., and| 
Elon Rundell, August Ebke, Inc.,| 
Buffalo. 

New Yorx—H. R. Dyckoff, Her- 
man Motors, Laurelton, N. Y., and 
J. Kubicek, Setino Motors, New 
Rochelle, N. YY. PumapetpHu—Phil 
Hoffman, Gegnas Rambler, Phila- 
delphia, and George Cokenakeés, 
Weinmann’s Sales, Trenton, N. J. 

WasuiIncton—Don Beaumont, 
Posner Motors, Baltimore, and 
R. M. Clarke, Armstrong Motors, 
Washington. ATLaAnta—E. P. Butler 
jr, Southern Motors, Savannah, 
Ga. and John C. McLean, Hardy 
Motor Co., Mobile, Ala. 

Cincinnati—Jack Reynolds,} 
Myers & Myers, Maryville, Tenn.,| 
and Elmer Borchers, Reading! 
Rambler, Reading, O. CLEVELAND 
M. Tozzi, East End Nash, East 
Cleveland, O., and G. Marshall,| 
Gary Motor Sales, Lorain, O. 

DETROIT—Elmer Johnson, | 
Nash Great Lakes, River Rouge, | 

| 


Imported Car 


Prices 


(Continued from Page 42) 


sed.. 
sunroof 


Dyna Deluxe Super 4-dr 
‘UGEOT — 403 — 4-dr. 


nv 
$3 
$5,700; 
$4,315; 
cabriolet 
Carrera cab 
4CV 4-dr. 
$1,645. 


$3,581; 
Super 
hardtop, 
Carrera, 
Super 
t, $5,950. | 
sed., $1 345;} 
(Heater stand- 


RSCHE 
Super conv., 
epe.. $4,150; Carrera cpe., 
$3,865 Super hardtop 
ha Pp. $5,865: 
cabriolet, $4,400; 

NAULT 
ne 4-dr. sed 

n both models.) 

RILEY—1.5 4-dr 
stam 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
1056—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. Heater standard on both mod- 
els.) 

ROLLS-ROYCE—Sliver 
Btee! Saloon, $13,995. (Autematic trans- 
Mission, power steering, power brakes | 
standard.) Other models are 


160% Series 


$3,981 cpe 700: 


$2,316. (Heater 


sed 
ard.) 


Cloud—-Standard 


and vary considerably in price. 
SAAB—*‘93B’’—2-dr. sed., $1,895; 
sed. (automatic clutch), $1,995; 2-dr. 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
Graaturismoe 750— 
(Heater standard on all 


2-dr. 
sun- 


matic clutch), $2,119. 
2-dr. sed., $2,568. 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr. sed., $1,798; 
Chatelaine 2-dr. stat. wag., $1,963; Plein 
Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane -(4-cylinder)—4-dr. sed., $1, 
998. Ariane V-8 4-dr, sed., $2,098. 
Vedette V-8—Beaulieu 4-dr. sed., $2,298. 

SINGER — Gazelle — 4-dr. sed.. $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 

SKODA—S-440 2-dr. sed., $1,687; 8-445 
sed., $1,787; 2-dr, stat, $1,995; 8s- 
450 conv., $2,395. 

SUNBEAM— Rapier—2-dr. 
499; conv., $2,649. 

TAUNUS — Standard — 4-dr. 
120.50; 2-dr. sed., $2,028.50; Com bi- 
Wagon, $2,237. Deluxe —4-dr. sed., $2,- 
ag 2-dr. sed,, $2,174.50; Combi-wagon, 
2,383. 

TEMPO—M ata dor—3-passenger stat. 
Wag. $2,482.75; 6-passenger stat, wag., 
$2,514.65; 9-passenger stat. wag., $2,- 
546.55; 12-passenger stat. wag., $2,712.50. 

TOYOPET — Crown 4-dr. sed., $1,989; 
Crown Custom 4-dr. sed., §2,329. 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—=softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr, 2-seat stat. wag., $2,262.60, 
(Heater standard on both models.) 
$1,545; 2- 


wag., 
hardtop, $2,- 


sed., $2,- 


VOLKSWAGEN—2-dr. sed., 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de- 
luxe stat. $2,576; deluxe camper, 
$2,737. Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models. 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on beth 
models.) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr., sunroof sed., $1,778; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr, deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 
(Heater standard on all models.) 


wag., 


|} about the product. 


Mich., and Chuck West, Victory 
Motor Sales, Detroit, PITTS- 
BURGH—Edwin L. Sable, Sable 
Motor Co., Pittsburgh, and Paul 
A. Mierley, Mierley Motor Co., 
Altoona, Pa. CHIC AG O—Fred 
Emanuel, Towne Rambler, Cicero, 
Ill., and Neil Jacobs, C. H. John- 
son Motor Sales, Chicago. 


Kansas Crry—Tom Holt, and) 


Rambles Picks ae 


| 
Contest Winner | 


DETROIT.—Victor Buth, a sales-| 
man for Fergus Motor Co. (Ram- 
bler), Fergus Falls, Minn., has been | 
awarded a °59 Rambler American | 
station wagon for winning the 10-| 
week “sales clue contest” spon-| 
sored by American Motors. 


Dale Williams, both of Kansas 
Rambler, Kansas City, Kans. Mem- 
PHis—E. W. England, England 
Motor Co., Fort Park, Ark., and 
R. C. Parker, Rowell-Parker, Hot 
Springs, Ark. 

MitwavuKker—Robert Adams, Lon- 
strup Rambler, Union Grove, Wis., 
and Tony Mullen, M, L, Kuehn & 
Sons, Milwaukee. Minneapo.is—J. 
Lupient, Central Rambler, Minne- 
apolis and B. M. Lester, Francis 
Peterson, Inc., Moorhead, Minn. 


Sr. Louts—Ray Anderson, .Comp- 
ton Motors, Maplewood, Mo., and 
Tom Smith jr.. Tom Smith Motors, 
Lemay, Mo. Dattas—Ray Wiley, 
Irving Nash, Irving, Tex., and 
James O’Connor, French & Morrow 
Rambler Sales, Fort Worth. 


DEN V E R—Roger G. Mauro, 
Mauro Motors, Denver, and Allen 
L. Conley, Rambler Center, Den- 
ver. LOS ANGE LE S—Robert 
Love, Phillips Motors, Phoenix, 
Ariz., and Edward Richmond, 
F. B, Miller & Son, Los Angeles. 


PortLtanp—Donald J. Ivory, Gif- 
ford Motors, Puyallup, Wash., and 
Gus Collins, Nash West Seattle, 


Auto Leasers Elect Officers— 
Officers of the American Automotive Leasing Assn. for 1959 are, from left, David 


| Seattle. San Francisco—Bill Wilson, | Brockman, Kansas City, Kans., treasurer; Jess Raban, Chicago, secretary; Arno F. 


The contest featured weekly clue} Friendly Motors, Richmond, Calif., | Neuvber, Merchantville, N. J., vice-president; Kenneth C. Glaser, Minneapolis, presi- 
cards giving answers to questions| and C. C. Meyer, Western Rambler, | dent; Hubert Ryan, Chicago, vice-president, and Armund J. Schoen, Chicago, chair- 


Stockton, Calif. 


To Chrysler Motors Corporation Dealers: 


‘man of the board. 


Two experts with a single thought... 


MORE PROFITS FOR YOU! 


One is your MoPar Field Representative, the other your 
MoPar Wholesaler Salesman. Each is an experienced parts 
specialist, ready to help you in every phase of your parts 


and service operation. 


They'll give you correct inventory balance. Effective 
merchandising ideas. Prompt delivery of needed stock. In 
scores of ways these experts can work for you and with you. 


Both will help you 


get maximum benefit from the 


MoPar Master Parts Record Control System, the Dealer 
Balanced Stock Plan and the MoPar Physical Inventory and 
Analysis Pad—available to you only from MoPar and de- 
signed to virtually eliminate parts obsolescence. 


Call your MoPar Wholesaler. Get the facts. Then let 


these MoPar specialists help you make sure that, as your 
volume goes up, your margin of profit keeps pace. 


Invest in your future .. . buy 100% MoPar 


Sell the line that keeps your customers sold on you... 
Genuine Chrysler Corporation Parts and Accessories 


MoPar Division, C 


hrysler Motors Corporation, Detroit 31, Mich. 


Ask Your MoPar Wholesaler About the Special MoPar Spring Checkup Promotion 





AUTOMOTIVE NEWS, MARCH 16, 1959 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


on 


"657 "BR 
i 


"57 °68 
June 


"57 °68 
duly 


"Ss? °S8 
Aug. 


"57 
Nov. 


"57 °58 "67 °68 "68 "67 58 
March. May Oct. 


Prices of '58s added and ’50s dropped in December, 1957. Prices of '59s added and ’5is dropped in December, 1958. 


Figures alongside bars represent dollars. 


Prices marked with an asterisk Bel Air (8) 


indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


Ville, $2,910* (ps). 

"55 (60) Special 4-dr., 
(62) coupe de Ville, 
(ps). 

"54 (62) coupe de Ville, 

| conv., $1,200* (ps). 

| CHEVROLET—'58 Impala (8) Hardtop 2- 
dr., $2,050°; Bel Air (8) 4-dr., $1,- 
950°; 2-dr., $1,750* (ps); Two-ten (8) | 
2-dr., $1,470. | 

"57 Bel Air (8) Hardtop 4-dr., $1,900; 
conv., $1,510°; Bel Air (6) 4-dr., $1,- | DeSOTO—’57 Firedome 4-dr., $1,430°*. 
390°; Two-ten (6) 4-dr., $1, 350°. $1, -| °53 Firedome 4-dr., $280* (ps). 
060; 2-dr., $1,075, $1, 050, $1,040, $1,- | DODGE — ‘57 Coronet (6) 4-dr., 
010. (ps). 

"56 Bel Air (8) Hardtop 2-dr.. $1,160*; *54 Royal (8) 2-dr., $200°. 
4-dr., $1,150° (ps); Two-ten (6) sta- "53 Meadowbrook (6) 2-dr., 
tion wagon, $1,150, $1,050; Delray, onet (6) 4-dr., $160*° 
$985; 2-dr.. $735; Two-ten (8) 4-dr.. | FORD — ‘57 Country squire (8), 
$1,050°; Bel Air (6) 4-dr., $1,135*. (ps); Fairlane (8) 500 2-dr.. $1,420*, 

"55 Two-ten (8) 4-dr. $890°, $790°, $1,300*; 4-dr., $1,350°; Fairlane (8) 
$680; Delray, $775; Two-ten (6) 2-dr., Victoria 2-dr., $1,340°; Victoria 4-dr., 


$840°, $825°; 4-dr., $825°; 
station wagon, $830° (ps); 
2-dr., $820. 
"54 Two-ten 4-dr., 
Air 2-dr., $550°*. 
*53 Two-ten 2-dr., $320. 
"51 Deluxe 4-dr., $140, $110. 
| CHRYSLER—’57 Windsor 4-dr.. $1,500°*. 
"55 NY Deluxe St. Regis, $870° (ps). 
54 NY 2-dr.. $550° (ps); 4-dr., $450° 
(ps). 


$1,650° 
$1,550°, 


(ps): 
$1,525° 


$590; 2-dr., $460; Bel 


$1,460*° (ps); 


ALBANY 


Tim Anspach Dealer's Auto Auction. 


$1,085° 


$280; Cor- 
$1,750° 





Sale every Monday. Prices are for sale of 
stagnant sales of new cars! We had more 
buyers than cars. Sold 112 cars from 141 
BUICK—'57 Riviera 2-dr., 
"56 Special 2-dr., $1,040*. 
, $700° (ps); 
Special Riviera 2-dr., 
OADILLAC—'57 (62) coupe de Ville, $3,- 


Feb. 2. Car receipts continued low due to 
consignments. 
$1,450* (ps). 
"655 Super 4-dr. 
150° (ps), $3,050° (ps); sedan de 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 


JOHNSON AUTO A.M. Dealer-owned. Dealers only. 


AUCTIONS 


Lewrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- | 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


ARIZONA MICHIGAN 


Harry Geilt's 
ALL NEW 
ARIZONA 
AUTO AUCTION 


1725 W. Roosevelt, Phoenix, Arizona 
Phone Alpine 2-8741 


SALE EVERY THURSDAY 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
AT NOON Just 2 mile from Detroit City Limits 


We Issue Auction Checks— MELVINDALE, MICHIGAN i 
Guaranteed Titles INSURED CHECKS and TITLES ee 


The Southwest's Newest and Finest! aa Sent oe ada oo TN ee 


NEW JERSEY 


5 Minutes from Lincoln Tunnel 
-L@ AND 


LoL 442, 
DELIVERY SERVICE 


COLORADO 


COLORADO AUTO AUCTION 
LITTLETON, COLO. 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


eal. RING" 2 lines running simultane- 
ously. 

Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking | 
area. , 


AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST RUTHERFORD, N. J. 


9 
3 9 
9 
0 
0 
e 
B 
——— 


Bel Air (6) | 


— 


Super 4-dr., $920* (j))s); (88) 
$900* (ps), $800* (ps): (98) 4 
T., $800* (ps). 

"53 (88) 4-dr., $360*%; (98) 4-cr., $349 

(ps). 

*48 (66) 2-dr., $130*. 
PACKARD—’53 Clipper 4-dr., 
PLYMOUTH—’57 Belvedere (8) “ant 

2-dr., $1,325*; Plaza (6) 2-dr., 
PONTIAC — '57 Chieftain Catalina 4-dr,, 
$1,375*. 

’56 Chieftain Catalina 4-dr., $1.049, 

‘55 Chieftain 4-dr., $700* (ps): 2-dr., 

Chieftain De. 


$650. 
$250* ; 
$1,. 


"55 (88) 
4-dr., 


$17 


’53 Chieftain 2-dr., 
luxe conv., $220*. 
RAMBLER — '58 American (6) 2-:ir., 
200°. 
’56 (6) Cross country, $1,050. 
MISCELLANEOUS—’55 Chevrolet 
chassis, $535. 
"54 Ford %-ton Stake, $340, 


: DETROIT 


Motor City Auto Auction, Sale eve 
Monday. Prices are for sale of March 2, 
Sold 247 cars from 330 consignments. 
BUICK—’'56 RM 4-dr., $1,190* (ps); Supe 

2-dr., $1,100*° (ps); Century 4-dr 
$1,055* (ps); 2-dr., $1,050*; Specig; 
2-dr., $860°*. 

"55 Super 4-dr., $750*, $675* (ps). $670" 
$655*; Special 2-dr., $700*; 4-dr, 
$730*, $685*; Century 2-dr., $700*, 

"54 Special 2-dr., $475*, $380; Century 4 
dr., $400*. 

e, $3, 
Special 


Cab and 





| . 

CADILLAC—’58 (62) sedan de V 
800* (ps) 

’57 (62) conv., $2,790* (ps); 
4-dr., $2,950° (ps) 

"56 (62) coupe de Ville, 
conv., $2,050° (ps). 

"55 (62) coupe de Ville, $1,560* (ps) 
"53 (62) coupe de Ville, $700* (ps); 
sedan de Ville, $365°. 
| CHEVROLET—’59 Impala 
| 600* (ps); Bel Air (8) 4-dr 
"5S Impala (8) 2-dr., $2,095* 
Air (8) 4-dr $1,755* (ps): 
(8) 4-dr.. $1,685*°, $1.605*, 
dr., $1,450; Bel Air (6) 2-dr 

Delray (6) 2-dr., $1,400 
"57 Two-ten (8) station wagon 
(ps); 2-dr., $1.230*°; Bel Air (8 
$1,.400*; 2-dr.. $1,385° 
‘56 Two-ten (8) 4-dr., 
$900 
"55 Bel Air (8) 
dr., $790*, $760 
(6) station wagon 
$700*, $650°; 2-dr 
"54 Bel Air 4-dr 
$420; Two-ten 
$380 
(Continued on Page 48 


"68 °59 
Feb. 


"68 °59 
Jan. March 
to Date (60) 


(Copyright, 1959, by Automotive News) $2,100° (ps): 


Ranch wagon (8), $1,280*; 

Custom (8) 300 2-dr.. $1,250*, 

| °56 Fairlane (8) 4-dr., $595. 

| °55 Country sedan (8), $595. 

"54 Ranch wagon (8), $850; 
squire (8), $515*; Ranch wagon 
$425; Country sedan (8), $430; 
(6) 4-dr., $310. 

"53 Custom 2-dr., $340*; 
*51 Custom 4-dr., $195*. 
MERCURY—’57 Montclair 4-dr., 

Monterey 4-dr., $1,385° (ps). 

"56 Medalist 4-dr., $650. 

"55 Monterey 2-dr., $890°. 

"54 Custom 2-dr.. $580; Monterey 2-dr., 
$460° (ps). 

OLDSMOBILE —'57 (88) Holiday 
$1,.625*; (88) Super Holiday 4-dr., 
550° (ps). 

"56 (88) Super Holiday 4-dr., 
(88) Holiday 4-dr., $1,035*; 
$980°. 


| $1,250°* ; 


(8) 2-dr., §2. 
$2,425* 
(ps): Ba 
Biscayne 
$1,475; 2 
$1,450*; 


Country 
(6), 
Main 
4-dr., $330°. 
$1,460* 
$1,390° ; 4-dr 


$1,095*, $1.075* 
4-dr ssoo* 
$750, $705 
$755°* 750 
$650° 
$480*: 
4-dr., 


$710°: 2 
Two-ten 
4-dr 





2-dr., 


$1,- 


$1,075° ; 
4-dr., 


2-dr 
$425* 


$425° 
2-dr 


Col. 3 





PENNSYLVANIA 


CORRY AUTO AUCTION 


Rovte 6, Corry, 
EVERY FRIDAY—1! 00 P.M. 


NEW YORK 





Thruway Auto Auction, Inc. 
Route 188 Buffalo, New York 


| EVERY TUESDAY Guaranteed Checks— 
Insured Checks — Insured Titles Guaranteed Titles 

Fast, Accurate Market Reports | “The friendliest euction with the most or 
Phone HObart 4700 Al Clements, Owner | ee. 7 a = t. call 

\F Dealers — Land at Buffalo Air-Park, Comming Odi Owner: 

5 ees south of Buffalo Municipal Airport. | 

Hard surface runway - Unicom Radio. Auction 

is only five minutes away. Call us, we'll | 

pick you up. 


i 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, WN. Y. 

Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed %& Duval Lone Selling 


%& Auction Checks 
¥* Titles Guoranteed 


Issued 


LAFAYETTE—Syracuse Auto Aesten 
Center of Empire State. Check an 
Title Protection. (Wed.). 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 
NEW YORK CITY'S 


Shytine Aulo Auclions. 


L U CA D, the Dealers’ Directory 
to Leading Auto Auctions. 


WASHINGTON = 


SOUTH SEATTLE AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


TUESDAYS — 11 A.M 


f Sas 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management, 


MICHIGAN’S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 12:30 


la Fe 
Phone: su 1-6673, Ed, G. MSouthe 
Auction Every Friday Pi gute, Yeso-frattet ond Mose CROSSROADS OF THE TAT 


at 11:00 A.M. TV ae aa WEI 
and New . Turnpikes 


Auctioneers: Geo. Workman—Bill Hauschildt MISSISSIPPI yy , A ; D ‘ | > 


oA "PGi bs 


&% South Sant. 


Titles and Checks Guaranteed 
JACKSON — Greater Jackson Auto 


by Empire Auction Insurance 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


NORTH CAROLINA 
CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [2th year 
of cont operation. 
Sale every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


WEDNESDAY, 11 A.M. 


EVERY WEE K — Automotive News' 
“Leading Used Car Auction Direc- 
tory” lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 
LUCAD. 


NATIONAL AUTO 
DEALERS EXCHANGE 


OHIO 


TOLEDO—Dealers’ Automobile Auc- 
tion, Sports Arena. (Tuesday) 
1:00 P. M. 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 





4 STEPS FOR —~ eae eds 
Neat coe — AUTOMOBILE AIR CONDITIONING 
ele ae SERVICE EASY! 


YOU, Too, NOW Can Provide 
PROFESSIONAL SERVICE FOR 















MUCH AT 85%-One Dealer Reports ~ 
x REDUCES SERVICE TIME UP TO 50% "I 


| % A COMPLETE “PACKAGED” MA- 
a CHINE FOR ALL SERVICING, IN- | 


CLUDING LEAK-TESTING a‘ 
Smaller AIR-CON Model Serves Where 4 ‘: 
Air Conditioning Service Traffic Is Light "a 
Sil FrigiKing 
% FASTEST COOLING AIR CONDITIONER FOR 161 
MAKES AND MODELS OF CARS - 1952 to 1959 
BUICK e CADILLAC e CHEVROLET e CHRYSLER « CORVETTE « DESOTO 


DODGE e EDSEL « FORD e LINCOLN e MERCURY « OLDSMOBILE « PACKARD 
PLYMOUTH e PONTIAC @ RAMBLER e« STUDEBAKER e THUNDERBIRD 


%& FOR QUICK EASY INSTALLATION ON ANY 
CAR IN YOUR PRESENT INVENTORY ...OR 
ON ANY OF YOUR SERVICE CUSTOMERS’ . 
PRESENT CARS 

%& EXCELLENT SALES AIDS FURNISHED 


WP re ed % 


FURNISH FRIGIKAR Deluxe ¥ = 
BACK-PACKAGE-TRAY AIR CONDITIONER #& 


%& FITS CONVENIENTLY INTO TRUNK COMPART- 
MENT OF ANY AMERICAN-MADE CAR 


TCO x COMBINES WITH FRIGI- [57 


In cars with extra-large glass area... or KING UNIT FOR COOL- Sein 


limousines, ambulances, etc. ... special 


component kit permits tying-in to an exist- | N G A M BR U L A N C b S, ai 


N ing under-dash unit (FrigiKing or any other 
Zh. 


brand, factory-installed or independent) LIMOUSINES, ETC. 


using same compressor. 


ALL MAKES AND MODELS OF "| 
= CAR AIR CONDITIONERS WITH 
—_ xk CUTS SERVICE COME-BACKS AS 





































ESS VERT i, RE IY 








W RITE-WIRE-or PHONE [-] Send FRIGIKING Dealership Details and Literature 


- Today FOR Dealership DETAILS [-] Send AIR-CON Details. [] Interested in buying a machine 
["] Interested in AIR-CON Distributorship 
[-] Send FRIGIKAR Dealership Details; [7] Also literature on Auxiliary Kit 


TO 
é FRIGIKAR CORP. && mm 
PIONEERS SINCE 1949 





FIRM_NAME 

ADDRESS 

CITY ZONE STATE 
mH HH He HEE EE ee Cee 





1602 COCHRAN ST DALLAS, TEXAS 
Phone Riverside 1-166] 














WHO'S THE MAN 
IN THE DRIVER'S SEAT? 





It could be you behind the wheel of a Mister Softee truck . . . going where 
the business is. The mobile soft ice cream industry is one of the fastest 
growing businesses in the country—and Mister Softee leads the field. 

Several newly created territories need men who are aiming high and have 
the ambition to get there. This opportunity is tailor-made for the man who 
wants to own and operate his own business, making $8,000 to $13,000 per 
year . . . for only eight months work! We train you, plan your routes, back you 
up with national advertising. Exclusive franchises also available for fleet 
ownerships with an earning potential of $25,000 to $30,000 the first year. 

You're the man in the driver's seat if you can invest a minimum down 
payment—the balance on a pay-as-you-profit plan. Want to get together and 
talk it over? Write at once for complete information. 


MISTER SOFTEE, INC. 


Box 300 
901 E. Clements Bridge Rd. 
Runnemede, New Jersey 


THE BIG 


ISSUE IS 
COMING 


insted, 


Automotive News 
Almanac 


Bigger and more complete this year, 
the automotive industry’s most re 
spected reference book will be read 
by over 47,000 authoritative buyers. 
Be sure your product story is repre- 
sented. 


Publication Date: Aprii 27 
Closing Date: March 16 (first forms) 





te The Newspeper of the Industry y y 

A e News 
@ @ 

965 East Jefferson @ Detroit 7, Michigan 
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Used-Car Auction Prices 





(Continued from Page 46) 


563 Two-ten 2-dr., $335, $290; 4-dr., | 
$200; Bel Air 2-dr., $290. | 

’52 Deluxe 2-dr., 2 at $250*, $225. | 

CHRYSLER — ‘57 Windsor 4-dr., $1,650* | 
(ps). | 

156. Windsor Town & Country, $1,200* 

’55 NY 2-dr., $815* (ps) 

DeSOTO—’57 Fireflite 2-dr., $1,650* (ps); | 
Firedome Sportsman 2-dr $1,600° | 
(ps); Firesweep 2-dr., $1,440°*, 

'56 Firedome Seville, $1,200* (ps), $1,- 

| 110* 

| DODGE "57 Coronet (8) 2-dr., $1,350*, 
$1,160*. 

'56 Sierra (8), $1,150* (ps) 

'54 Meadowbrook (6) 4-dr., $300; Cor- 
onet (6) 4-dr., $200*. 

FORD "5S Ranch wagon (8), $1,900*; 
Custom (8) 300 4-dr., $1,665* (ps), 
$1,360 

'57 Country sedan (8), $1,500*, $1,450*. 
$1,400; Fairlane (8) 500 4-dr., $1,400* 
(ps), $1,360*, $1,290* (ps); 2-dr., $1,- 
325, $1,200*; Custom (8) 2-dr., $1,- 
170*; 4-dr., $975 

'56 Fairlane (8) 2-dr.. $890, $855*; Fair- 
lane (6) 2-dr $870*: 4-dr $830* ; 
Custom (8) 2-dr., $775*, $715; 4-dr 
750* 

'55 Fairlane (6) conv., $690°, $625* 
(ps); 2-dr.. $650°; 4-dr., $610*, $600°; 
Custom (6) 4-dr., $535 

"54 Custom (6) 4-dr $525*, $355: 2- 
dr.. $370*; Crest (6) 2-dr.. $475; 4- 
dr., $415°*, $400 

’53 Custom (6) 4-dr., $355, $290*; 2-dr.. 
$335*: Main (6) Ranch wagon, $305 

’52 Main (8) Ranch wagon, $300; Cus- 
tom (6) 4-dr.. $225. $170*; Crest (8) 
Victoria 2-dr $205*, $140 

HUDSON—’57 Hornet 4-dr., $800* (ps) 

"54 Jet 4-dr.. $255 

IMPERIAL—’'57 4-dr.. $2,050*° (ps) 

LINCOLN — ‘57 Premiere 2-dr $2,100* 
(ps) 

56 Premiere 4-dr., $1.320* (ps) 

"55 Capri 4-dr., $700° (ps) 

MERCURY—'58 Commuter, $2,100* (ps): 
Montclair 2-dr., $1,750° (ps) 

'S7 Montclair 4-dr.. $1,450° (ps); Mon- 
terey 4-dr.. $1.425° (ps); 2-dr $1.- 
285°, $1,280° 

‘56 Montclair conv., $900*°; Monterey 2 
dr ss9o0* 

"54 Monterey 4-dr.. $600*;: Custom 4-dr 


$490, $485, $450 


'53 Custom 4-dr., $350; Hardtop 2-dr., 
$280 

"51 2-dr., $110 (ps) 

NASH—'55 4-dr.. $375 

"54 2-cdr.. $450° 

OLDSMOBILE— "5S 2-dr.. $2,.360* (ps) 

'S7T (88) 2-dr., $1,600*, $1,.580° (ps) $1,- 
550°, $1,440°; 4-dr., $1,400° (ps); (88) 
Super 2-dr.. $1.525* (ps) 

"56 (98) 4-dr $1.290° (ps) (88) Holi- 
day 4-dr., $1.250° (ps); 2-dr., $1,150°; 
conv.. $1,100° (ps) 

"55 (88) 4-dr.. $740*°: 2-dr.. $685° (ps) 

'S4 2-dr.. $600°: (98) 4-dr.. §$595° (ps) 

"53 (88) Super 2-dr., $360° 

"48 conv. $140° 

PACKARD—'S4 Clipper 4-dr., $210° 
"51 Clipper 4-dr., $250° 
PLYMOUTH—'S5S Belvedere (8) 2-dr., $1.- 
700. 

"ST Belvedere (8) 4-dr.. $1,285° (ps). $1.- 
275°. $1,150°; 2-dr $1,245° 4-dr 
$1,300°,. $1,000*, $900: Savoy (8) 4- 
dr.. $1.065*: Savoy (6) 2-dr., $890 

‘56 Suburban (6), $825; Plaza (6) 2-dr., 
$550 | 

‘SS Plaza (8) 4-dr.. $665; Belvedere (8) 
2-dr.. $625°; Plaza (6) 4-dr $470: 
2-dr $470; Plaza (6) 2-dr., $445 

"h4 Belvedere 4-dr., $420; Plaza 4-dr., 
$275 

"53 Cranbrook Hardtop, $300; Cambridge 
4-dr.. $170 

PONTIAC — ‘58 Chieftain 4-dr., $1,900° 
(ps) 

‘56 Chieftain 2-dr., $960°; Catalina 2- 
dr. $925° (ps). 

"55 Star Chief 2-dr.. $795° (ps), $650*; | 
Chieftain 2-dr $685.° $550° 

'S4 Chieftain Catalina 2-dr., $375° 

"653 Chieftain Catalina 2-dr., $300°, 
$260° 

"S2 Chieftain 4-dr., $165° $150° 

RAMBLER—'SS Super (8) Cross country, 
$1.650 

‘ST Custom (8) Cross country, $1,700°*, 
$1,545° 

"56 Custom 4-dr.. $825, $750 

STUDEBAKER — "54 Champion (8) 2-dr., | 
$450, $345 i 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of March 4 
Market very strong on ‘56s-'53s. '57s-'58s | 
weak. Hot sales in spite of very bad/| 
weather. Sold 68 percent of 169 consign- 
ments 
BUICK 

wagon, 


'56 Special conv., $1,325*°; station 
$1,305* (ps). 
‘55 Super Riviera 2-dr., $875* 
RM Riviera 2-dr., $840° (ps). 
"54 Super Riviera 2-dr., $595*° (ps). 
‘53 Super Riviera 2-dr., $345*. 
CADILLAC—’55 (60) Special 4-dr., $1,720*° 
(ps). 

"53 (62) coupe, $825°. 

"51 (62) 4-dr., $395°. 

"47 (62) coupe, $130°. 

CHEVROLET—'59 Impala (8) 
dr., $2,535°. 

'S8 Biscayne (8) 4-dr., $1,580*, $1,550; 
2-dr., $1,370°. 

'ST Bel Air (8) station wagon, $1,660*, 
$1,400°; Two-ten (8) 4-dr., $1,370*, 
$1,365*, $1,250°, $1,175; 2-dr., $920°; 
Two-ten (6) 4-dr., $1,175. 

'56 Bel Air (8) 4-dr., $1,2056*, $1,195*; 
Two-ten (6) 2-dr., $945, $885°. 

'55 Bel Air (8) 2-dr., $975*; 4-dr., $890*. 

'54 Two-ten 2-dr., $575, 

"53 Two-ten Hardtop, $400*. 

‘51 Two-ten 4-dr., $165*. 

CHRYSLER—’57 Windsor 4-dr., $1,560*. 

’53 NY 4-dr., , 

DeSOTO—’'55 Firedome 4-dr., $800*. 
DODGE—’54 Meadowbrook coupe, $260*. 
FORD—’'59 Thunderbird Hardtop, $3,765* 


(ps). 

58 Thunderbird, $3,240* (ps); Fairlane 
(8) 500 4-dr., $1,795*. 

’57 Ranch Wagon (8), $1,305*, $1,300; 
Custom (8) 300 4-dr., $1,270*, $1,265*, 
$1,200; 2-dr., $970. 

’56 Ranch Wagon (8), $1,060*; Main (8) 
2-dr., $890°; Custom (8) 4-dr., $890*; 
Custom (6) 2-dr., $845. 

‘55 Fairlane (8) 4-dr., $755* (ps); Ranch 
Wagon (8), $700*; Custom (8) 4-dr., 
$700*, $675; 2-dr., $600. 

*54 Ranch Wagon (6), $620; Crest Hard- 


(ps) ; 


Hartop 2- 


top, $555*; Custom (8) 2-dr., $475*; 
4-dr., $350*; Main (8) 4-dr., $450*. 
IMPERIAL—’55 Hardtop, $1,150* (ps). 
LINCOLN—’56 Premiere Hardtop, $1,615* 
(ps); Capri 4-dr., $1,295* (ps). 
MERCURY—’56 Monterey station wagon, 
$1,125*. 


"54 Monterey 4-dr., $680* (ps). 
"52 Monterey Hardtop 2-dr., 
tom 2-dr., $110. 


$260; Cus- 





OLDSMOBILE—’57 (88) Super 2-dr., $1,- 
645° (ps); 4-dr., $1,580* (ps). 
"56 (88) Holiday 2-dr., $1,100* (ps). 
"55 (88) Super 4-dr.. $1,070* (ps). 
"52 (88) 2-dr., $190*. 
PLYMOUTH "58 Suburban (8) station 
wagon, $1,710 
"57 Savoy (8) 4-dr., $1,100. 
"56 Belvedere (8) Hardtop, $1,000* (ps). 
55 Plaza (8) 2-dr., $845; Savoy (6) 4-/| 
dr., $725. 
’53 Cranbrook 4-dr., $300*. 
PONTIAC — '55 Chieftain Catalina coupe, | 
$800°. 


"53 Chieftain station wagon, 
STUDEBAKER — ‘57 
$745. 
MISCELLANEOUS 
pickup, $1,470* 


$350*. 
Commander 4-dr., 
’58 Ford (8) Ranchero 
(ps) 


"53 Ford (8) panel truck, $350, 
NEW YORK 
Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of March 3. Deal- 
ers in this area bidding very actively on 
clean cars as the spring selling season 


approaches. 69 percent of cars entered went 
home with new owners. Sold 62 cars from 
90 consignments 


BUICK "57 Super Riviera 2-dr., $1,485 
(ps) 
"56 Special Estate wagon, $1,100 (ps); 
4-dr., $905°. 
"54 RM 4-dr., $580*° 
53 Super 4-dr., $125* 
"52 Super Riviera 2-dr., $110* 
CADILLAC—'57 (62) sedan de Ville, $3,- 
025° (ps) 
"53 (62) sedan de Ville, $440* (ps) 
CHEVROLET—'58 Biscayne (6) 4-dr., $1,- 
485 
"57 Two-ten (6) station wagon, $1,250, 
$1,225 4-dr $1,120 $1,045 2-dr., 
$1,010; Delray, $400 
"56 One-fifty (6) 2-dr., $625, $620 
"55 Bel Air (8) station wagon, $775 
"54 Bel Air station wagon, $550*, $465°; 
Two-ten station wagon, $450 


"53 Two-ten 4-dr., $250 


CHRYSLER ‘51 Windsor Deluxe 4-dr., 
$105 
DeSOTO—'55 Fireflite 4-dr 730° (ps) 
DODGE—'53 Coronet (8) 4-dr., $160 
FORD—'59 Fairlane (8) 500 Victoria 2- 
dr $2,.390*°; Custom (8) 300 2-dr., 
$1.875 
"57 Country sedan (8), $1,380* (ps) 
"56 Fairlane (8) Victoria 2-dr.. $1,050° 
(ps); conv $1,005*; Country sedan 
(8), $950°; Main (8) 2-dr., $580. 
55 Fairlane (8) conv $625* 
"54 Custom (8) 4-dr., $415; 2-dr., $300°; 
Custom (6) 4-dr., $350 
‘63 Crest (8) Victoria 2-dr., $380°. 
MERCURY 57 Montclair Hardtop 2-dr., 
$1.355* (ps) 
56 Montclair 4-dr 780° (ps); Monterey 
4-dr.. $650 
"52 Custom 4-dr., $160* 
OLDSMOBILE 56 (88) Holiday 2-dr., 
$1.025°; 4-dr., $975° (pa) 
‘55 (88) Holiday 2-dr., $800*, $755° 
PLYMOUTH—'58 Custom (6), $1,450° (ps); 


Used Imported | 
Cars 


Albany 


Hiliman—'54 Minx 4-dr 
Volkswagen—'56 2-dr., 





$150. 
$980 


Buffalo 


Volkswagen—'55 2-dr., $850. 


Chicago 
Volkswagen——'58 Sunroof 2-dr., $1,620, $1,- 
510; 2-dr., $1,350. 


E. Rutherford, N. J. 


Morris——'54 2-dr., $205. 
"53 4-dr., $250. 
Flint 
Mercedes—'55 sedan, $870. 


Renault—'58 sedan, $975. 
Volkswagen— 56 2-dr., $1,020. 


Detroit 





Ford (English)—'58 Anglia 2-dr., $960; 4- 
dr., $910. 
"S55 Anglia 4-dr., $525. 
Vauxhall—'58 sedan, $1,285. 


Los Angeles 


Austin—’'56 Healey roadster, $1,525. 
Borgward—'58 Isabella coupe, $2,560. 

"56 Isabella station wagon, $1,250. 
DKW —'58 4-dr., $1,200; Hardtop 2-dr., 


$875. 

Ford (English)—’'53 Consul 4-dr., $350. 
daguar—’'55 coupe, $1,490. 

"52 Mark VII 4-dr., $290. 
Lioyd—’'58 2-dr., $450. 
MG—'58 roadster, $1,800. 
Niagera—'55 4-dr., $400. 
Triumph—'58 roadster, $1,785. 
Volkswagen—'58 2-dr., $1,565. 
Volve—'57 2-dr., $1,310, $875, $800. 


Mason City, Ia. 
Vauxhall—'58 sedan, $1,490. 


New York 


Volkswagen—'59 2-dr., $1,600. 


West Palm Beach, Fla. 


Fiat—58 4-dr., $1,075; 2-dr., $650. 
Ford (English)—’'58 Anglia 2-dr., $960. 


Savoy (6) 4-dr., $1,365. 
"56 Suburban (8), $810; Belvedere (6) 
4-dr., $790*. 
"54 Belvedere (6) Hardtop 2-dr., $400" 
(ps). 
*53 Cranbrook 4-dr., $180; Cam/ridge ‘“ 
dr., $150. 
PONTIAO — ’56 Chieftain Catali 
$920*, $700*. 

"54 Star Chief 4-dr., $475*. 
"52 Chieftain 4-dr., $150. 
RAMBLER—’55 Custom (6) 
’54 Custom (6) conv., $350. 
STUDEBAKER—’53 Champion (¢ 

$305. 
WILLYS 


L 4-dr. 
4-dr.. $529. 
4-dr,, 


"56 conv., $550. 


EAST RUTHERFORD, N, J, 








Auto Auctions, Inc. Sale every esday 
Prices are for sale of March 3. Only cleay 
merchandise was in demand. Off cars wer, 
ignored. The clean cars brought top dollar 
Sold 68 percent out of 168 consignments 
BUICK—’58 Century Riviera 4-dr., $2, 9R9 

(ps), $2,025* (ps). 

"57 RM Riviera 4-dr., $1,620* (ps); Spe. 
cial Riviera 2-dr., $1,310* (ps), gy. 
260° (ps); Special 4-dr., $1,200*, gy). 
170* (ps). 

’56 Super Riviera 2-dr., $1,185* (ps) 
Special Riviera 2-dr., $1,130* (ps), 

"54 Special conv., $540*; station wagon, 
$475*; Special Riviera 2-dr., S360* 

"53 Super Riviera 2-dr., $425; Super « 
dr., $250* 

CADILLAC—'59 (62) coupe, $4,81 (ps) 

"5S (60) Special 4-dr., $4,425* (ps) 

"56 coupe de Ville, $2,100* (ps (62) 
4-dr., $1,710* (ps), $1,685* (ps), 2 at 
$1,675* (ps) 

"55 coupe de Ville, $1,490* (ps); (62) 
4-cir., $1,445* (ps). 

CHEVROLET—'58 Impala (8) conv., §2. 
020°; Bel Air (8) coupe, $1.56 (ps) 

"57 Two-ten (8) 2-dr., $1,170*; Two-te, 
(6) 2-dr., $950; One-fifty (6) 2-dr. 
$825 

"56 Bel Air (8) conv., $980* (ps) 

"55 Two-ten (8) 2-dr., $500°*. 

"54 Bel Air 4-dr., $400. 

"53 Bel Air conv., $330*; One-fifty 4-dr, 
$225 

CHRYSLER—'57 Windsor Hardtop 4-dr,, 
$1,420* (ps) 

'56 Windsor 4-dr., $750* (ps) 

"54 Windsor 4-dr., $485* (ps) 

DeSOTO— 57 Firesweep 2-dr., $1,250* (ps). 

56 Firedome 4-dr., $1,005* (ps) 

55 Firedome sport sedan, $700* (ps) 

"53 Firedome 4-dr., $255* (ps), $235*: 
Powermaster sport sedan, $255* 

DODGE "55 Custom Royal 4-dr., $a50* 
(pe) 

"54 Royal 2-dr., $400* 

"53 Coronet (8) 4-dr., $220*: Coronet (6) 
4-dr., $215 

EDSEL—-'58 Ranger Hardtop 4-dr., $1.550* 
(ps), $1,475° (ps), $1,375* (ps) 
FORD—'59 Thunderbird sedan, $3,620° 

(ps) 

"58 Fairlane (8) 500 Hardtop 4-dr., $1,- 
625° (ps) 

"57 Thunderbird sedan, $2,175: Custom 
(S) 300 4-dr., $1,100°; 2-dr 2 at 
$900; Custom (8) 2-dr., $850, $800 
$795, $775 

"56 Fairlane (8) 4-dr., $810*: Country 
sedan (8), 770; Custom (8) 2-dr. 
$700, $650, $605, $580, $550. $540 

‘55 Fairlane (8) Hardtop 2-dr $645° 
(ps); Custom (8) 2-dr., $580, $420*; 
Main (8) 4-dr., $460 

"54 Country sedan (8), $585. 
HUDSON—'54 Hornet 2-dr., $235* 
IMPERIAL "57 Hardtop 2-dr., $2,260° 

(ps) 
LINCOLN "56 Premiere 4-dr., $1,450* 
(ps) 

‘55 Capri coupe, $750* (ps); conv., $635* 
(ps) 

‘53 Capri 4-dr., $455, $275*° 

MERCURY—'57 Monterey 2-dr., $1,005. 

"56 Custom 4-dr., $810*. 

‘55 Custom station wagon, $730* 

"54 Monterey coupe, $510*; 4-dr., $350°, 
$315, $250 

‘53 Monterey coupe, $500° (ps). 

"52 Custom 2-dr., $210 
OLDSMOBILE — ‘58 (98) conv., $2,435* 

(ps); (98) Holiday 4-dr., $2,395* (ps); 
(88) Super Holiday 2-dr., $2,250*° (ps), 
2,025° (ps); (88) Holiday 2-dr., $2,- 
160° (ps) 

"S7 (88) Holiday 4-dr., $1,625°; 2-dr., 
$1,335° 

"56 (98) Holiday 4-dr., $1,160* (ps); 
(98) 4-dr $1,150° (ps); (88) 4-dr., 
$1.095° 

PACKARD —'53 Hardtop 2-dr., $345* 
PLYMOUTH 57 Belvedere (8) 4-dr., $1,- 


345*, $780° (ps); Suburban (8) station 


wagon, $1,150°; Savoy (8) 2-dr., $795. 
"56 Plaza (6) coupe, $280 
"55 Savoy (8) 4-dr., $500; Plaza (6) 
coupe, $210, $200 
"53 Plaza station wagon, $200 


PONTIAC ‘59 Star Chief 
2,.510° (ps). 
"58 Star Chief 4-dr., $1,800* (ps) 
"57 Chieftain Hardtop 2-dr., $1,260* (ps). 
‘56 Chieftain Hardtop 2-dr., $965*; 
Chieftain 4-dr., $685*. 
"55 Chieftain station wagon, $880* (ps), 


Hardtop 4-dr., 


$725*; 4-dr., 2 at $700* (ps), $675° 
(ps). 

RAMBLER—’'54 Custom (6) station wagon, 
$675. 


'53 Cross Country station wagon, $420*. 


See station wagon, $1,- 
185°. 
"54 Champion 2-dr., $245. 
EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 


Thursday. Prices are for sale of March 5. 

All clean models bringing almost retail; 

cars and buyers plentiful today. Sold 530 

cars from 68 consignments. 

BUICK—'53 Special Riviera 2-dr., 

2-dr., $220; 4-dr., $215*. 

CADILLAC—’57 (62) sedan de Ville, $2,- 

475* (ps). 
"51 (61) coupe, $305*. 
"50 (62) sedan de Ville, $220*. 

OHEVROLET—’'58 Yeoman (8), $1,795*. 
"55 Bel Air (6) 2-dr., $625. 

54 Two-ten 2-dr., $530. 
’53 Bel Air conv., $255*. 
"50 4-dr., $130. 

FORD—’58 Fairlane (8) 4-dr., $1,605* 
’57 Fairlane (8) 500 Victoria, $1,200*. 
’56 Custom (8) 4-dr., $1,000*. 
’55 Custom (6) 4-dr., $360. 

"53 Custom (8) 2-dr., $230. 

"51 (8) Victoria, $170; 2-dr., 
dr., $100*, 

’50 Custom (8) 2-dr., $130; 4-dr., $100. 

'49 Custom (6) 2-dr., $105. 

HUDSON—’53 2-dr., $115. 

IMPERIAL —’'37 Imperial 4-dr., $200. 

NASH—'53 Ambassador (6) 4-dr.. $175*. 

OLDSMOBILE—’'52 (98) 4-dr., $270°. 
"51 (98) 4-dr., $180*. 

PACKARD—’54 Clipper 4-dr., $265*. 

PLYMOUTH—'57 Savoy (8) 2-dr., 

180*; Plaza (6) 4-dr., $780. 
(Continued on Page 49, Col, 1) 
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(6) 
4.098 
ye 4. 
~dr., 
0. 
156 Plaza (6) 2-dr., $595. 
~dr. 52 Cambridge 4-dr., $150. 
5 PONTIAC — ’54 Chieftain station wagon, 
$520°. 
53 Chieftain (6) 2-dr., $170. 
J ‘52 Chieftain coupe, $170*. 
. RAMBLER — '53 Custom Hardtop 2-dr., 
da $155 
bens MISCELLANEOUS—’53 Ford %-ton pick- 
vere up, $250. 
lar 49 GMC 1-ton van, $230. 
s 
0° BUFFALO 
Spe- Thruway Auto Auction, Sale every Tues- 
$1,. day. Prices are for sale of March 3, Heavy 
$1,- on buyers, still short on consignment. 
Weather was no excuse today, just a real 
DS); ghortage of good used cars. 
) BUICK —'56 Special 2-dr., $1,035*. 
Zon, "55 — 4-dr., $785*; 2-dr., $655* 
' (ps), $650. 
+ "4 Special 2 2 ar. $475°*. 
'53 Special 2-dr., $340*; 4-dr.. $335*. 
oT) CHEVROL ET—’59 "Impala (8) 2-dr., $2,- 
375 
62) ‘68 Brookwood (8), $1,725. 
at "57 Bel Air (8) 2-dr., $1,195. 
‘5S Bel Air (8) station wagon, $965*; 
62) 2-dr., $900°*. 
'5S4 Bel Air 4-dr., $540*; 2-dr., $490°*. 
2, 53 Bel Air 4-dr. $270° 
s) ‘51 Deluxe Hardtop, $300*. 
ten CHRYSLER ’56 Windsor 4-dr., $925* 
ir (ps) 
, DeSOTO—'57 Firesweep Sportsman 2-dr., 
$1.390*° (ps) 
PODGE—'57 Coronet (6) 2-dr., $1,130*. 
"54 Coronet (6) station wagon, $425. 
& '53 Coronet (6) 4-dr., $320°*. 
FORD—"58 Fairlane (8) 500 Retractable, 
r $2.040*° (ps) 
: ‘57 Country sedan (8). $1,400: Ranch 
wagon (6), $1,060, $925*; Custom (6) 
300 4-dr $1,020: 2-dr. $1,000 
) ‘66 Country squire (8). "$1, 250° (ps); | 
5 Fairlane (6) conv., $725° (ps). 
"55 Country squire (8), $1,095*; Fair- 
° lane (6) 2-dr., $670*; Custom (8) 2- 
, dr., $625° 
ye ‘54 Crest (6) conv... $450* 
MERCURY ‘57 Monterey Hardtop, $1,- 
470° 
5) '56 Custom 2-dr., $815* 
"53 Monterey 2-dr., $410 
° OLDSMOBILE—'57 (S88) 4-dr., $1,160*. 
"52 (88) 2-dr., $100° 
iu PLYMOUTH—'57 Suburban (8), $1,275* 
Savoy (6) 4-dr., $950* 
'56 Suburban (6), $750° 
PONTIAC—-'56 Chieftain 4-dr., $550*° 
~ ‘65 Chieftain 4-dr., $710°, $665 
at RAMBLER—'55 Custom 4-dr., $550* 
) STUDEBAKER ‘53 Champion (6) 2-dr., 
$160 
+ — "47 Ford 1-ton pickup, 
105. 
p FLINT 
j Flint Auto Auction, Inc. Sale every Wed- 
nesday. Prices are for sale of March 4. 
Market especially good on clean and sharp 
. cars. Prices seemed rather steady to 
Slightly higher on sharp cars. Sold 216 
. cars out of 295 consignments 
BUICK—'59 LeSabre Hardtop 2-dr., $2,- 
" 675° 
"68 RM 2-dr., $2.575* (ps); Super Hard- 
top 4-dr., $2,400° (ps); 2-dr., $2,400° 
(ps). 
‘S57 RM Hardtop 4-dr., $1,750° (ps); 
Super Riviera 2-dr., $1,725° (ps); Spe- 
cial Hardtop 4-dr., $1,650° (ps), $1,- 
. 640° (ps), $1,525° (ps); 2-dr., $1,515* 
4-dr., $1,400° 


"56 Century Hardtop 4-dr., $1,195*° (ps); 
Super Hardtop 4-dr., $1,150° (ps); 2 
dr., $1,055* (ps); Special Riviera 2 
dr., $990*, $980°; Special 4-dr., $955° 
(ps), $950° 
"55 Century station wagon, 
tury Riviera 2-dr., $810*, 
Riviera 2-dr., $740° (ps), 
$635° (ps): 4-dr., $615*; 
era 2-dr., $600, $465° 
‘S54 Special 2-dr., $530°; 4-dr., $520° 
(ps), $340°; Century 4-dr., $420° 
‘53 Special 4-dr., $365; Super 4-dr., 


$245°*,. $200° 
CADILLAC—'58 (62) 4-dr., $3,625° (ps). 
"57 (62) conv., $2,.970* (ps); club coupe, 
$2.715* (ps), $2,590* (ps). 
$2,210° (ps); 


$880°: 
$730*: Super 
$725° (ps). 
Special Rivi- 


Cen- 


"56 (62) conv., 
$1,910* (ps). 
"S44 (62) 2-dr., 
040° (ps) 
CHEVROLET 
wagon, $2,485*, 
"58 Impala (8) 


club coupe, 


$1,060* (ps); 4-dr., $1,- 


'59 Brookwood (8) station 

$1,960° (ps) 

conv., $2,080*%; sport 
coupe, $2,075* (ps); Bel Air (8) 4-dr., 
$1,970* (ps), $1,960° (ps), $1,780*°; 
sport coupe, $1,800; Biscayne (8) 4-dr., 
$1,620*°; Delray (8) 2-dr., $1,495; 
Delray (6) 2-dr., $1,425. 

‘57 Bel Air (8) station wagon, $1,755* 
(ps), $1,660*%; conv., $1,625*, $1,490°; 
4-dr., $1,485*; 2-dr., $1,380; Two-ten 
(8) station wagon, $1,500*; 4-dr., $1,- 
400*, $1,300°, $1,225°; 2-dr., $1,290°; 
Two-ten (6) station wagon, $1,365; 
club coupe, $1,420; 4-dr., $760. 

"56 Two-ten (8) station wagon, $1,205*, 
$1,200*, $1,075*; 4-dr., $900; 2-dr., 
$875*; Two-ten (6) 4-dr., $540; Bel 
Air (8) sport coupe, $1,030*; 2-dr., 


$1,000*; 4-dr., $965*; Bel Air (6) 2- 
dr., $785; One-fifty (8) 4-dr., $875*. 
"55 Two-ten (8) station wagon, $950*; 


2-dr., $450; Two-ten (6) 4-dr., $515; 
Bel Air (8) 4-dr., $800*, $690*; 2-dr., 
$800*, $715* (ps), $670; One-fifty (6) 


4-dr., $485. 

'54 Bel Air 2-dr., $510, $450, $395*; 
club coupe, $510*, $395*; 4-dr., $300; 
Two-ten 2-dr., $450; 4-dr., $335*. 

°53 Bel Air 2-dr., $355°; 4-dr., $300. 

DeSOTO—'56 Firedome 4-dr. > ae ‘070° (ps). 
’55 Firedome Hardtop 2-dr., $720*. 
DODGE—’57 Sierra station wagon, $1,505* 
(ps); Coronet (6) 2-dr., $1,060. 
"55 Coronet (8) 4-dr., $715* (ps). 
EDSEL—’58 Pacer Hardtop 4-dr., $1,600* 
(ps). 
FORD—’59 Custom (6) 2-dr., $1,895. 

‘58 Thunderbird 2-dr., $2,970* (ps); Sky- 
liner (8) conv., $2,230* (ps); Country 
sedan (8) 4-dr., $1,850*; Fairlane (8) 
Victoria 2-dr., $1,690*; Fairlane (8) 
500 4-dr., $1,680*%; Custom (8) 300 4- 
dr., $1,615*, $1,430, $1,185*; Custom 
(6) 300 4-dr., $1,540. 

’57 Fairlane (8) 500 2-dr., $1,505* (ps), 
$1,365*; Custom (8) 4-dr., $1,190*; 
2-dr., $1,000; Custom (8) 300 4-dr., 
$1,150*, $1,110, $1,060*; 2-dr., $1,055. 

55 Custom (8) 2-dr., $605, $520; Fair- 
lane (8) 2-dr., $565°; 4-dr., $465. 











(Continued from Page 48) 


| 
| 
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(8) 4-dr., $415*. 

"53 sedan, $240. 

LINCOLN — '57 Premiere Hardtop 4-dr., 
$2,100* (ps). 

MERCURY—’'57 Monterey 4-dr., $1,525", 
$1,435. 

56 Monterey station wagon, $1,300*; 4- 
dr., $810. 

’55 Monterey club coupe, $540. 

OLDSMOBILE—’58 (88) Super 4-dr., $2,- 
320* (ps), $2,235*. 

'57 (88) station wagon, $1,865* (ps); 
Hardtop 2-dr., $1,400; (98) 2-dr., $1,- 
515* 

"56 (98) Holiday 4-dr., $1,200, $980*; 
(88) Super conv., $1,160* (ps); 4-dr., | 
$1,005* 

’55 (88) 4-dr., $800*; club coupe, $760*, 
700*, $540°; 2-dr., $580. 

"54 (88) Super 4-dr., $700*; (98) conv., 
$550* (ps). 

PACKARD—’'55 Clipper 4-dr., $490*. 
PLYMOUTH ’58 Belvedere (8) Hardtop 
2-dr., $1,740*. 

’57 Belvedere (8) 2-dr., $1,315*. 

'56 Suburban (8) station wagon, $875*. 

‘55 Belvedere (8) club coupe, $600*; 
Savoy (6) club sedan, $475*, $435*. 


"54 Savoy club sedan, $300*. 


PONTIAC 
(ps); Super Chief 2-dr., $1,405*; Chief- 
tain Hardtop club coupe, $1,380*, $1,- 
320*. 

’56 Star Chief club coupe, $1,085* (ps); 
4-dr., $990°; Chieftain club coupe, 
$870*.. 

'55 Chieftain station wagon, $825*. 

‘54 Star Chief (8) 4-dr., $375*. 


’57 Star Chief Hardtop, $1,555* | 


| BUICK—’58 Riviera 2-dr., 


STUDEBAKER—’'57 Golden Hawk (8) 
Hardtop conv., $1,500* (ps). 


MISCELLANEOUS — ’'57 Chevrolet 
panel truck, $725. 
57 Ford Ranchero pickup, $1,050* (ps); 
Chevrolet i-ton panel truck, $725. 
°65 Ford %-ton pickup, $605. 
"52 Chevrolet %-ton, $260. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of March 3, We had a 
terrific sale all day. Sold 481 cars from 
627 consignments. 


1-ton 


$2,470* (ps). 
’57 Super Riviera 4-dr., $1,825*, $1,680* 
(ps); RM Riviera 4-dr., $1,575* (ps). 
’56 Century Riviera 4-dr., $940*; 
Riviera 2-dr., $940*, $800*. 
55 Super Riviera 2-dr., 
$865* (ps), $850°, $785* 
$745*; 4-dr., $945, $905*, 
$750*. 
*54 Riviera 2-dr., $480*; 
"53 Super Riviera 2-dr., 
$355*. 
CADILLAC 
(ps); (62) coupe de Ville, $3,590* (ps). 
"57 (62) sedan de Ville, $2,995* (ps); 
conv., $2,975* (ps); (60) Special 4-dr., 
$2,905* (ps). 


$955* 
(ps), 
$780* 


(ps), 
$770", 


4-dr., $450*. 
$375*; 4-dr., 


Special 


-'58 Eldorado de Ville, $4,340* | 
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(ps), 


"56 (62) coupe de Ville, $2,130* (ps), | 
$1,910* (ps), $1,885* (ps), $1,825*| 
(ps); conv., $2,100* (ps); sedan de| 
Ville, $1,865* (ps). 

"55 (62) coupe de Ville, $1,850*° (ps), | 
$1,700* (ps), $1,620*; conv., $1,850* 
(ps); sedan de Ville, $1,420* (ps); 
Eldorado, $1,690* (ps). 

"54 (62) sedan de Ville, $1,205* (ps). | 

"53 (62) sedan de Ville, $865* (ps); | 
conv., $800* (ps). | 

"51 (62) coupe de Ville, $385*. 

CHEVROLET — ‘59 Impala (8) Hardtop, 
$2,405, 

"58 Impala (8) Hardtop, $2,200*, $2,-/| 
175* (ps), $2,165* (ps), $2,060* (ps); | 


FUEL SYSTEM 





KO engine troubles, Just pour acan of Wynn’s 
Engine Tune-Up into the crankcase of your cus- 
tomer’s car. It’s unconditionally guaranteed to 
free sticking valves and hydraulic valve lifters 
...tune the engine while he drives. 








Model Breakdown 
Of Auction Averages 


Mar., 1959 Feb., Jan., 
To Date 1959 1959 
$2,685 $2,775 $2,889 
1,999 2,018 2,040 
1,362 1,366 1,395 
997 1,007 
157 781 
474 476 
315 314 
225 218 


Model 











Average $1,101 $1,116 $1,140 





$1,945* 
$1,- 


Bel 
(ps), 


Air (8) Hardtop 4-dr., 
$1,850* (ps); Hardtop 2-dr., 
800*, $1,765* (ps), $1,760*; 4-dr., $1,- 
695*; Bel Air (6) Hardtop 2-dr., $1,- 
900* (ps); Biscayne (6) 4-dr., $1,725*, 
$1,630*, $1,565; Biscayne (8) 4-dr., 
$1,665*; 2-dr., $1,500; Delray (6) 2- 
dr., $1,555, $1,400. 

’57 Bel Air (8) Hardtop 4-dr., 
(ps), $1,455*, $1,450° (ps), $1,440*, 
$1,400*; conv., $1,655* (ps), $1,510*; 
Hardtop 2-dr., $1,515*, $1,480* (ps), 
$1,385*, $1,255; 4-dr., $1,500*, $1,- 
335*; Two-ten (8) 4-dr.. $1,315; Two- 
ten (6) 2-dr., $1,130, $1,025, 

56 Bel Air (8) station wagon, 
Hardtop 2-dr., $1,275*; conv., $1,225*; 
Hardtop 4-dr., $1,160*; 4-dr., $1,150*, 
$1,045*, $1,025*; 2-dr., $1,065*; Two- 
ten (6) station wagon, $1,000, $960*; 
2-dr., $940, $750; 4-dr., $880, $725. 

55 Bel Air (8) Hardtop 2-dr., 
$910, $900*, $845*; 2-dr., $935*, 
$830°; 4-dr., $930*, $885, $825* 
Two-ten (6) Delray, $800*; 


$1,660* 


$1,290* ; 


(ps); 


$965, | 
$860*, | 








4-dr., $775; | 
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Bel Air (6) 4-dr., $770*. 

’54 Two-ten 4-dr., $615*, $600*, $520; 
Bel Air 2-dr., $530°: Hardtop, $455*. 

| CHRYSLER —’57 LeBaron 2-dr., $2,210* 

(ps); NY conv., $1,770* (ps). 

56 4-dr., $1,530* (ps). 

’55 Hardtop, $895* (ps), $785*; 4-dr., 
$765* (ps). 

CONTINENTAL—’58 Mark III 2-dr., $3,- 
775* (ps); Landau, $3,700* (ps). 
DODGE—’57 Coronet (8) Hardtop 2-dr., 

$1,465* (ps); Coronet (6) 4-dr., $1,- 
150*. 
"56 Sierra (8), $1,150*; Coronet (8) 
Hardtop 2-dr., $825*. 
’55 Royal (8) 4-dr., $680*. 
"54 Royal (8) 4-dr., $360*. 
DeSOTO—’57 Firedome 4-dr., $1,300* (ps). 


’55 4-dr., $650°; Hardtop, $650*. 
FORD—’59 Thunderbird, $3,730* 
"58 Thunderbird, $3,095*; 
(8), $1,825*; Fairlane (8) 500 
$1,760*; Victoria 2-dr., $1,710* 
’57 Country sedan (8), $1,535*, 
$1,370*; Fairlane (8) 
515* (ps), $1,455* (ps); Victoria 
$1,420*, $1,305*; Victoria 
410*, $1,360*, $1,325*; 4-dr., 
(ps); Country sedan (6), 
250* (ps); Fairlane (8) 2-dr., 
4-dr., $1,125; Custom (6) 300 
$1,050*; 2-dr., $1,030*. 

’56 Fairlane (8) Victoria 2-dr., $ 
(ps), $850* (ps); 4-dr., $905*; 
$780*; Custom (6) 2-dr., $965*, 

"55 Thunderbird, $1,605; 
4-dr., $825°; Victoria 2-dr., 
Country sedan (8), $675*; 
2-dr., $665*; 4-dr., $420; Main 
dr., $435. 

"54 Crest (8) 
dr., $585*. 

LINCOLN — ’'58 Premiere sedan, 
(ps). 

’57 Premiere Hardtop 2-dr 

*56 Capri Hardtop 2-dr., 

‘55 Capri 4-dr., $935*, 

MERCURY—’58 Commuter, 
(Continued on Page 50, Col. 


s 
$1 


conv., $600; 


, $2,190° 
$1,200*. 

$855* ( 
$2,200*. 
3) 


= =a 


ioe 


Site te 


TUNE-UP 
® 


id 


aT Seer 


~ TWINS... © 


Guaranteed to KO Engine and Carburetor Troubles Fast! 


No fancy footwork here. Just the two-fisted facts how these Wynn’s Friction Proofing products stop 
engine and carburetor troubles cold...and build extra profits and steady customers for you! 


Here's the clincher ¢ These Knock-Out Twins have never lost a fight to 


Engine and Carburetor troubles. You get more profits with this 1-2 punch! 


THE hur, IS IN THE Loformance,/ 


‘54 Crest (8) club coupe, $505*; Custom Also available in Canada and everywhere in the free worid 





The proved 1-2 Combination Punch 


KO carburetor troubles. Pour a can of Wynn’s 
Carburetor Cleaner into your customer’s gas 
tank. Again, while he drives, it will clean the 
carburetor, fuel lines...prevent stalling, hard 
starting, wasted gas and oil. 





« Wynn Oil Company 1151 West Fifth Street, Azusa, California 


$1, 
500 conv., 


2-dr., 


$1,380*, 


Fairlane 
$765°* ; 
Custom (6) 


(ps). 
Ranch wagon 


conv., 
(ps). 
420°, 
$1,- 
4-dr., 

$1,- 
1,210* 
$1,- 
,200* ; 
4-dr., 


1,000* 
2-dr., 
$700. 
(8) 


(6) 2- 


Victoria 2- 
3, 275° 


(ps). 


ps). 










































































































LUBRIPLATE LUBRICANTS are different . . . they are so much 


LOS ANGELES 
better that your customers will feel the difference in the way 
























"50 (61) 4-dr., 
"48 (62) 


$235° 
conv., $185°* 


ROCKER 
wae 


TRU Tt 

























Designed Exclusively for the Chrysler Family 
PLYMOUTH * DODGE « DESOTO © CHRYSLER © 1957-58-59 









LIFETIME SPARKLING STAINLESS 


STEEL 
Model RP-4C, contoured and deepdrawn, this sleek 


shimmering Rocker Panel Moulding is the ultimate 






saves costly repairs 


adds styling 
and beauty 


covers damaged 
rocker panels 


impervious to 
salt, c~avel, rust 


© ‘installs easily 
and permanently 





in beauty and styling. Designed exclusively for the 









Chrysler group. Plymouth, Dodge, DeSoto and Chrysler. 


ONLY 4 CUSTOM SIZES FIT 95% OF ALL 
CARS MADE FROM 1949 THRU 1959 





Buy from your local jobber, if he cannot supply write to: 


GROBOSKI INDUSTRIES, INC. 


4344 S. WESTERN AVE., CHICAGO 9, ILL. 















AUTOMOTIVE NEWS, MARCH 16, 1959 


Used-Car Auction Prices 


(Continued from Page 49) 


’57 Turnpike Cruiser Hardtop 4-dr., $1,- 
705* (ps); Montclair 4-dr., $1,650* 
(ps); conv., $1,585* (ps); Hardtop 4- 
dr., $1,475*; Monterey 2-dr., $1,205; 
Hardtop 4-dr., $1,290*; conv., $1,245. 

"56 Monterey Hardtop 2-dr., $1,055* 

(ps), $995*; 4-dr., $1,045*. 

| "55 Monterey station wagon, $900*, 

| $820°; 4-dr., $780*, $740*. 

| OLDSMOBILE -'58 (98) Holiday 4-dr., 
$2,525* (ps); (88) Holiday 2-dr., $2,- 
210* (ps) 

"57 (88) Super Holiday 2-dr., $1,870*; 
conv., $1,850*; Holiday 4-dr., $1,765* 
(ps); (88) conv., $1,750* (ps); Holi- 
day 4-dr., $1,675* (ps); Holiday 2-dr., 
$1,650* (ps); 2-dr., $1,575* 

"56 (98) Holiday 4-dr., $1,390*, $1,340*, 
$1,255* (ps), $1,245*; 4-dr., $1,275*; 
(88) Holiday 2-dr., $1,215* (ps) 

"55 (98) Holiday 4-dr., $1,205* (ps); 
Holiday 2-dr., $1,065*, $1,025* (ps); 

| (88) 4-dr., $905°. 
| "54 (88) Holiday 2-dr., $670*, $650*; 4- 
dr., $605* 

"53 (88) 4-dr., $475*, $425* 

PLYMOUTH—'57 Suburban (8), $1,400*: 
Belvedere (8) Hardtop 2-dr., $1,350* 
(ps); Savoy (6) 4-dr., $1,050*: 2-dr., 
$1,025*, $860; Savoy (8) 2-dr., $900*: 
Plaza (6) 2-dr., $880*, $860 

"56 Plaza (6) 2-dr., $850* (ps). 

| "55 Belvedere (8) station wagon, $830 

PONTIAC—'58 Star Chief station wagon 
$2,.300* (ps): Catalina 4-dr $2.235* 

| (ps); Chieftain Catalina 2-dr., $2,000* 
(ps), $1,900* 

"57 Chieftain Catalina 2-dr., $1,350* 

‘56 Star Chief Catalina 4-dr., $1,210* 
(ps); Catalina 2-dr., $890*; Chieftain 
4-dr $950*; Catalina 2-dr $925* 

"55 Chieftain Catalina 2-dr $1.055* 
$900* (ps); 4-dr., $795*, $630*, $610°: 

2-dr., $785* 

| RAMBLER—'5S Rebel (8) Cross Country 

BACK...AGAIN AND AGAIN |“ 
eee '56 Custom (6) Cross Country. $975: 4- | 
dr $805°* 


Harold Henry's Los Angeles Dealer Auto | 


| (ps); 4-dr 


their cars ride and handle. You make more money, too. You te Te ee 
can charge more for a LUBRIPLATE grease job because it is so BUICK—'59 Invicta 4-dr., $2,750* (ps) 

much better. And remember . . . the guy up the street doesn’t | “en oCS he 

sell LUBRIPLATE. | "56 Century Riviera 4-dr., $1.050° (ps) 

| "55 Special Riviera 4-dr., $960*: Riviera 

2-dr.. $805°*:; 2-dr.. $700: Super Rivi- 

LUBRIPLATE H. D. s. MOTOR OIL era 2-dr S770* (ps). $745° (ps), $720° 
. . . , . (ps) . - 
1s made especially for use in today’s high "54 Super Riviera 2-dr., $525*: Special 
speed, high compression engines, both gaso- 2-dr., $510* 
line and diesel. Has high film strength, re- 44,4, -4,, 

° ° ; ° 52 Special Riviera 2-dr., $275* | 
sists oxidation. Fully detergent. Available CADILLAC—"58 (62) coupe de Ville, $4.- 
in all S.A.E. numbers. x A Sapp 

sedan de Ville, $3.150* (ps); El Dor- 

LUBRIPLATE LUBRICANTS are nationally | ai Bar a83.08 4.00 sy, can 
advertised. Point-of-sale material available. | coupe de Ville, $2.350° (ps). 

. , *4% | 55 (62) coupe de Ville, $1.985* (ps) 
Write us for dealer’s proposition and name | "54 (62) conv., $1,535* (ps), $1,515* 
; | (ps)): coupe de Ville, $1.310° (ps); | 
of a nearby supplier. | (60) Special 4-dr.. $1,505* (ps) 
| "53 (62) coupe de Ville, $800*° (ps) 
LUBRIPLATE DIVISION, Fiske Brothers 52, (62), conv.,, $500° (pe): sedan de 
Fille, 00*: (60 -dr.. 5° 
Refining Company. Newark 5, N. J., Toledo 5, Ohio. ipa). ee " 
"51 (61) coupe, $250* 






"47 (62) sedan de Ville, $125*. 
CHEVROLET—’59 Impala (8) Hardtop 2- 
dr., $2,830* (ps); Hardtop 4-dr., $2,- 
715*, $2,640*. 

"58 Corvette, $2,980*, $2,850*; Impala 
(8) 2-dr., $2,150*, $2,115* (ps); Hard- 
top 2-dr., $2,105*; Bel Air (8) Hard- 
top 2-dr., $1,940* (ps), $1,900* (ps), 
$1,875*, $1,750°; Hardtop 4-dr., $1,- 
900* (ps); Biscayne (8) 2-dr., $1,690*; 
4-dr., $1,690*; Biscayne (6) 2-dr., $1,- 
550. 

"57 Corvette, $2,590, $2.525, $2,495, $2,- 


480, $2,350; Bel Air (8) Hardtop 2-dr., 
$1,750* (ps), $1,605; conv., $1,650* 
(ps); Hardtop 4-dr., $1,580*, $1,.575*; 
| Two-ten (6) Townsman, $1,455; 2-dr., 
$1,090; Two-ten (8) Delray, $1,285* 
4-dr., $1,235*; 2-dr., $1,090 
"56 Corvette, $1,900*; Bel Air 
mad, $1,500*; Hardtop 4-dr 
(ps); Hardtop 2-dr $1,250*: 
$1,.100*: Two-ten (8) Townsman, 
150* (ps), $1,145*, $1,035; 4-dr., 
$850*; Bel Air (6) Hardtop 
$1,105*; Two-ten (6) Hardtop 
$1,060 
Bel 
(ps); 
$785* 
"54 Corvette, $985*; Bel 
"53 Bel Air Hardtop 2-dr., 
$460; Two-ten conv., $350 
$250); One-fifty 4-dr 245 


(8) No- 
$1,300* 
4-dr., 
$1,- 
$905, 
4-dr 


2-dr., 


Air 
conv 


55 


(8) Hardtop 
$925; 


2-dr., 
Two-ten (8) 


$1,175* 
Delray, 


Air conv., $495 
$490°*; 2-dr., 
club coupe 





’50 Chieftain (6) conv., 
Deluxe (8) 4-dr., $125*. 
*49 (6) sedan, $106. 


$195; 







RAMBLER—’58 Super (6) 4-dr., $1,669: 

’57 Custom (8) Cross Country. $1,675 
(ps). 

°55 Custom (6) Cross Country, °900*, 

’53 Custom (6) Cross Country, $405*, 

STUDEBAKER—'54 Champion () Stay. 
liner, $470*. 
WILLYS—’51 Jeepster, $205*. 
"50 Jeep, $300°; station wagon. $175 
MISCELLANEOUS—'59 Ford R incher 
$2,345*. : 

’57 Chevrolet %-ton Cameo pickup, $j. 
475*; %%-ton panel, $855, $80); Forg 
Ranchero, $1,300*, $1,205*, 1,175 
%-ton pickup, $1,020; %-ton pickup, 
$875. 

"56 Chevrolet %-ton pickup, $70‘ Fora 
%-ton pickup, $710*, $675; terna- 
tional %-ton pickup, $725. 

’55 Chevrolet %-ton pickup, $7.5; 4. 
ton Flatbed, $785*; 1-ton pickup, $685 
Ford %-ton pickup, $455*; Stu ‘ebaker 
%4-ton pickup, $500*, $42 

"54 Chevrolet %-ton panel, $450 

"53 GMC ‘%-ton pickup, $305* Kaiser 
Manhattan 4-dr., $150* 

"52 GMC %-ton pickup, $165; Stu:lebaker 
%-ton pickup, $325 

*51 Chevrolet %-ton pickup, $35/ Dodge 
%-ton pickup, $250 

"49 Chevrolet i-ton flatbed, $300: Inter. 
national 1-ton panel, $240 

’48 Dodge Cab & Chassis, $350; terna- 
tional dump truck, $335; mai! truck 
$160 

"47 Studebaker 1'%%-ton cab & chassis 


$150 


'46 GMC %-ton pickup, $135. 


DANVILLE, VA. 





"52 Styleline Deluxe 4-dr., 
"51 Fleetiine Deluxe 
j Styleline Deluxe 4-dr $135 
"50 Styleline Deluxe 4-dr 
$105; club coupe, $110 
CHRYSLER Windsor 
j $1,.600* 
"56 NY conv 
| CONTINENTAL—'56 Mark II Hardtop 
dr $4.100*° (ps) 
| DesoTo "55 Fireflite 
| "53 Firedome 4-dr., 
"52 Firedome 4-dr 
DODGE 58 Saratoga 
"57 Coronet (8) 4-dr 
"55 Royal (8) Lancer 2-dr., $1,000* (ps); 
Coronet (8) Lancer 2-dr., $840* 
"53 Coronet (8S) 2-dr., $240°; 4 
s150° 
"58 Citation 4-dr., 
2-dr., $1,410* 
| FORD—'59 Thunderbird, $4,150* 
975* (ps), $3,.875* (ps) 
| "58 Thunderbird, $3,.655* 
$3.560° (ps) 
(ps): Country 


$215 
4-dr $175°; 


$150, $125 


"57 Hardtop 4-dr., 


$1,120* (ps) 
4- 


$915°* 
(ps) 


4-dr 
$200* 
$240* 
(8), $2,695* (ps) 

$1,.410* (ps) 


(ps) 


dr., 


$1,750° (ps); Ranger 


(pa). $3 . 

(ps). 2 at $3,- 
$3.550* (ps) 

sedan (8). $1.- 
940° (ps): Fairlane (8) 500 Victoria 
2-dr.. $1,940° (ps), 2 at $1,825* (ps) 
$1,680" Ranch wagon (8) $1.865* 
(ps): Del Rio (8) Ranch wagon, 2 at 
$1,700* 

"S57 Country sedan (8), $1,720* 
570°. $1.450° (ps) Fairlane (8) 500 
Victoria 2-dr $1.535° (ps). $1,.375°* 

$1.425* (ps). 2 at $1,030° 

conv.. $1.375*: 2-dr.. $1,200* 

(ps); Fairlane (8) Victoria 4-dr., $1,- 

395° (ps); 4-dr.. 3 at $1,275* (ps) 

$1.235* ‘ps); Ranch wagon (8), $1.- 
325°: Custom (8) 300 2-dr.. $1,.185°* 
$1,045; 4-dr., $1,150°, 2 at $1,135*; 

Custom (8) sedan, $1,160*; Custom (6) 
2-dr., $925 

"56 Parklane 
(8) Ranch 
4-dr., $850* 


650° ips) 


$3.500° 


(ps), $1.- 


(ps); 


(8). $1,215° (ps): Custom 

wagon. $985* (ps). $925*: 
Fairlane (8) Victoria 2- 
dr., $900*; 2-dr.. $850*, $690°:; Custom 
(8) 4-dr $850°*: Custom (6) Ranch 
wagon, $785* 

"55 Country sedan 
(8) Victoria 2-dr.. $750*; 
tanch wagon, $735*. $690. $675: 2-dr., 
$680; Custom (6) 4-dr., $455* 

"54 Country esquire (8) 705* (ps) 
(8) Victoria 2-dr., $600*: 
$475*: Main (8) 2-dr., $365: 
coupe, $335*;: Custom (6) 
wagon, $350* 

"53 Custom (8) 


(8), $860°; Fairlane 


Custom (8) 


; Crest 
Skyliner 
business 
Ranch 


2-dr.. $325°; club coupe, 
$315°: 4-dr.. 275°; Main (6) 2-dr 
$300*; Ranch wagon (8). $295*; Crest 
(8) conv... $285*: Main (8) 4-dr., $200 

"52 Main (8) 2-dr., $125 

IMPERIAL—'57 conv., $2,450° (ps) 

LINCOLN Capri coupe, $1,710*° (ps) 

MERCURY Montclair coupe, $1,820* 
(ps); Voyager, $1,.800° (ps); Monterey 
2-dr., $1,320* 

‘56 Montclair coupe, $1,205* (ps), $1,- 
035*; Monterey coupe, $865 Medalist 
2-dr., $810* 

’55 Monterey coupe, $935* 
on, $930° (ps): 4-dr., 
clair coupe, $785* (ps) 

’54 Monterey station wagon, 
dr., $500*° 

"53 Monterey coupe, $435°; 

‘52 Monterey Hardtop 2-dr., 

"49 club coupe, $120*. 

NASH—'51 Statesman 
OLDSMOBILE 
300° (ps). 

"57 (98) Holiday 4-dr., $1,805* 
Holiday 2-dr., $1,700* (ps); 





57 
"S57 


station wag- 
$650°*; Mont- 


$530°; 2- 


4-dr., $305*. 


270°. 


(6) 4-dr., $175°. | 
‘58 (88) Holiday 2-dr., $2,- | 


(ps); } 
(88) Super 
4-dr., $1,750* (ps); Holiday 2-dr., $1,- 


| 

710* (ps). | 

’56 (88) Holiday 2-dr., $1,275* (ps), | 

$885*; (88) Super Holiday 2-dr., $935* | 

(ps). | 

‘55 (88) Holiday 2-dr., $1,060* (ps): 
(88) Super 4-dr., $845* (ps). 


’54 (98) 4-dr., $545* (ps). 


"53 (88) 4-dr., $330*; (88) Super conv.., | 
* $260°. 

"52 (88) 4-dr., $215*. 

*51 (88) Super Holiday 2-dr., $230*; (98) 


4-dr., $140*; (88) Holiday 2-dr., $120*. 
PACKARD—’'55 (400) Hardtop 2-dr., $780* 
(ps); Clipper Hardtop 2-dr., $655*. 
"48 Deluxe (8) 4-dr., $100. 
PLYMOUTH—’57 Fury (8), $1,785* (ps); 
Suburban (8), $1,645", $1,540*, $1,- 
500*; Belvedere (8) Hardtop 2-dr., 2 
at $1,495* (ps), $1,230*; 4-dr., $1,- 
325*; Savoy (8) Hardtop 4-dr., $1,- 
425°; 2-dr., $1,165*; 4-dr., $1,055*; 
Plaza (6) 4-dr., $1,080. 
"56 Suburban (8), $1,255*; Belvedere (8) 
conv., $800*. 
’55 Plaza (8) 4-dr., $300. 
= Cambridge Hardtop 2-dr., 2 at $385*, 
320. 
’52 Cambridge Hardtop 2-dr., $250. 
PONTIAC—’57 Star Chief conv., $1,395* 
(ps). 
’56 Chieftain Catalina 4-dr., $895*; Cata- 
lina 2-dr., $855*. 
’55 Star Chief Catalina 2-dr., $885* 
(ps); Chieftain Catalina 2-dr., $765*. 
’54 Chieftain station wagon, $450*. 


’53 Chieftain (8) Catalina 2-dr., $310*; 
4-dr., $125*. 

’52 Chieftain (8) 2-dr., $175*; Catalina 
2-dr., $145*. 


’51 Chieftain (8) 4-dr., $155*. 








Danville Auto Auction. Sale every Wed 
nesday. Prices are for sale of March 4 
There is a heavy demand—buyers are hurt- 
ing for all cars 
BUICK 56 Special 4-dr., $1,075* (ps 

2-dr., $1,010* 

"55 Century 4-dr $995*; Specia t-dr 

$s60* 

"54 Century 2-dr $560° 550* Specia 

4-cdr $560* 

53 RM 4-dr., $495* 

52 Special 2-dr $200*, $155° 
CADILLAC 57 (62) 4-dr., $2,860* (ps) 

"56 (62) 2-dr., $2,100* (ps) 

"54 coupe de Ville. $1,335* (ps) 
CHEVROLET—'5S Bel Air (8) 4-dr., $1,- 

770°; 2-dr $1,700; Delray (8) 2-dr 
$1,350 
"57 Bel Air (8) 4-dr., $1,730° (ps), $1,- 
460*, $1.125. $1.060*. $655: 2-r $1.- 
o00*: Two-ten (8) 2-dr $1.33% $1.- 
310 4-cdr $1,220: Two-ten (6 4-dr 
$900 
56 Bel Air (6) 2-dr., $1,135*°; Bel Air 
(8) 2-dr., $1,120, $1,010°, $810 

‘55 Bel Air (8) 2-dr., $950*, $890. $aso* 
$S70*. $840, $825°; One-fifty (6) 2-dr 
$510. $435 

‘S53 Bel Air 4-dr $395: 2-dr $260° 

Two-ten 4-dr $350. $260°. $110 

"52 coupe, $410 
DODGE 55 Coronet (8) 4-dr., $535 
FORD 58 Fairlane (8) 2-dr $1.850° 

"57 Custom (8) 2-dr $1,320, $1.23 

$1,.200° ips) $1,060 4-dr $1.050° 
(ps) Custom (8) 300 4-dr 2 at 
$1,260*; Fairlane (8) 500 4-dr.. $1,- 
250° (ps); Fairlane (8) 2-dr., $1,086 
"56 Fairlane (8) Victoria 2-<dr., $1,160° 
Fairlane (8) 4-dr $1,005 Country 
Sedan (5) $1,135° $1,110; Custom 
(S) 2-dr $1,.075* $1.015; Ranch 
Wagon (8), $830° 

"55 Country Sedan (8) $935 Fairlane 
(8) 4-dr $905*. $860°: Custom (8) 
2-dr S785 Crest (8) 2-dr $760 
Ranch Wagon (8), $560 

"54 Custom (8) 4-dr $600* (ps): Fair- 

lane (8) Victoria 2-dr $440 

"52 station wagon, $420: 2-dr $395" 

$205. $200 
MERCURY 57 Turnpike Cruiser 4-dr 
$1.370* ‘ps) 

‘55 station wagon, $810 
OLDSMOBILE ‘SS (S88) 2-dr $2,120° 

(ps), $2,030° 

"ST (S88) 4-dr., $1,635° (ps) 

"56 (88) 4-dr., $1,210; (SS) Super 2-dr 

$610° 

"55 (S88) 2-dr $1.040°, $1.055*, $1,015° 

$985° (ps) 4-dr SSS80* (ps) 8) 
4-dr $940° (ps) 

"54 (88) Holiday sedan, $535* 
PLYMOUTH—'57 Belvedere (8) 2-dr., $1.- 

230°: Savoy (8) 4-dr., $1,075*, $965* 
$910° 

"56 Savoy (8) 2-dr $760, $735, $655 

4-dr., $725. $500 

‘55 Savoy (8) 2-dr., $645*; 4-dr., $410° 

‘53 Cranbrook (8) 4-dr $110 

"52 Cranbrook (6) 4-dr., $160 
PONTIAC—'55 Chieftain conv., $965; 4-<r 

$635 

"53 Chieftain 4-<dr $205 

"52 4-dr., $285 
RAMBLER—’'52 2-dr., $350 
STUDEBAKER "59 (6) station wagon 

2.050 
MISCELLANEOUS—'5S Chevrolet (8) “> 
ton truck, $1,210 P 
'55 Ford (8) “%-ton truck $600 6) 
pickup truck, $500 
DETROIT 

Aptco Auto Auction. Sale every Wed- 

nesday. Prices are for sale of March 4 


BUICK—’'5S8 Special Estate wagon, $2.150°; 


Riviera 2-dr., $1,990*; 2-dr., 2 at $1.- 
775". 

'56 Special Riviera 4-dr., $1,110* (ps); 
Riviera 2-dr., $1,010* (ps). 

’55 Century Riviera 4-dr., $750*; 2-dr.. 
725°. 

’54 Special Riviera 2-dr., $440*. 

CADILLAC—’57 (62) coupe de Ville, $2.- 
670* (ps). 

’56 (62) sedan de Ville, $2,050* (ps) 
’55 (62) sedan de Ville, $1,515* (ps) 
CHEVROLET—’'59 Biscayne (8) 4-dr., $1,- 

885. 

’58 Impala (8) conv., $2,150* (ps); 
Delray (8) 2-dr., $1,395. 

"57 Two-ten (8) 4-dr., $1,150. 

’56 Bel Air (8) 2-dr., $1,000%; Two-ten 
(8) 2-dr., $930*; Two-ten (6) Hardtop 
2-dr., $790*. 

’55 Bel Air (8) Hardtop 2-dr., $920; 


4-dr., $800*; Two-ten (8) 4-dr., $725°- 


'54 Two-ten station wagon, $600*. 
’53 Two-ten 2-dr., $330; One-fifty °-dr., 
$205. 
CHRYSLER—’57 NY Hardtop 4-dr., $1,- 
985* (ps). 
’56 Windsor 4-dr., $1,100* (ps). 
’55 NY Newport, $1,075* (ps); Windsor 


4-dr., $610* (ps). 
DeSOTO—’57 Firedome Hardtop 2-dr., $1,- 
750* (ps). 
"56 Firedome 
(ps). 
’55 Firedome 4-dr., $985* (ps). 
DODGE—’57 Custom Royal (8) Hardtop 2- 
dr., $1,510* (ps); Coronet (8) 4-dr» 
$1,335* (ps). 
(Continued on Page 51, Col, 1) 


Hardtop 2-dr., $1.040* 
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in, 

hieftain 

1,660", 

$1,675¢ 

00°, 

405°, 

Star. 
, f 8) Hardtop 2-dr., $850* (ps). 

$175* 55 al (8) atep - 

chery, EDSE! 58 Ranger 2-dr., $1,425*. 

; FORD 59 Fairlane (8) 500 Victoria 2- 

», $1, dr., $2,245°. : 

Ford 58 Thunderbird, $3,210* (ps); Fairlane 

|, 175* (8) 500 Vietoria 2-dr., $1,710, $1,290°. 

ickup, 57 Thunderbird, $2,420* (ps); Country 
sedan (8), $1,700*° (ps); Fairlane (8) 

Ford 500 Victoria 2-dr., $1,490*, $1,310*, 

terna. $1,250*; Custom (8) 300 4-dr., $1,125*, 
$1.120*; 2-dr., $1,090. 

s &. ‘56 Fairlane (6) 2-dr., $825* (ps). 

685 "55 Country sedan (6), $810*; Custom 

‘baker (8) 2-dr., $690*; Fairlane (8) 2-dr., 
$690*; Victoria 2-dr., $675*; Custom 
(6) 2-dr., $445; Main (6) 2-dr., $440. 

Caiser 54 Custom (6) Country sedan, $515 


53 Main (8) 2-dr., $280; Main (6) 4- 
baker dr.. $115. 
146 Deluxe coupe, $135. 


odge IMPERIAL—'55 club coupe, $1,000* (ps). 

Inter. LINCOLN '56 Premiere Hardtop 2-dr., 
$1,530* (ps) 

erna- MERCURY—’'58 Park Lane Hardtop 2-dr., 

ruck $2,090* (ps); Monterey Hardtop 2-dr., 
$1.990° (ps) 

issis ‘57 Monterey 2-dr., $1,465*; Montclair 


Hardtop 2-dr., $1,245* 
‘56 Monterey Hardtop 2-dr., $920*, $850°. 
'55 Custom station wagon, $835*; Mont- 
clair Hardtop 2-dr., $530*. 
‘54 Monterey 4-dr., $365. 


i Used-Car Auction Prices 


(Continued from Page 50) 





Wed. OLDSMOBILE — ‘57 (98) conv., $1,830* 
h 4 (ps); Holiday 2-dr., $1,805* (ps), $1,- 
_— 700* (ps); 4-dr., $1,750° (ps), $1,660° 
Ds 56 (98) conv., $1,385* (ps); Holiday 
4-dr., $1,235° (ps); (88) Super conv., 
$1,255* (ps); Holiday 4-dr., $1,100° 
(ps) (88) Holiday 4-dr., $1,040*; 2- 
_ dr., $640 
‘6S (98) 4-dr., $835* (ps); (88) Super 
2-dr., $810*, $760°; (88) 4-dr., $690° 
"54 (98) 4-dr., $545° (ps) 
7 53 (98) Holiday 2-dr., $155* (ps) 
"51 (88) 4-dr., $105° 
$1,- PACKARD—'55 Clipper 4-dr., $805° (ps); | 
r (400) Hardtop 2-dr., $585° (ps) | 
‘52 Clipper 4-dr., $160*° 
$1,- PLYMOUTH ‘SS Belvedere (8) Hardtop | 
$1. 4-dr., $1,700*, $1,600° | 
$1,- ‘ST Belvedere (8) Hardtop 2-dr., $1,305*, 
ir $1,200*: 4-dr., $1,125*; Savoy (8) 2-| 
dr., $1,085° (ps). 
Air ‘56 Belvedere (8) 4-dr., $925*; Savoy (6) | 
Hardtop 2-dr., $740°; Plaza (6) 4-dr., 
o° $525 
ir ‘SS Belvedere (6) 2-dr., $570°. 
"4 Savoy 2-dr., $355 
- PONTIAC — ‘57 Chieftain 4-dr., $1,700*; 
station wagon, $1,455* 
‘56 Star Chief Catalina 4-dr., $1,250° 
(ps); Chieftain station wagon, $1,175°. 
on 'S3 Star Chief Catalina 2-dr., $275* 
ae RAMBLER—'5S7 Custom (8) Cross Country, 
at $1,660*° (ps) 
a. ‘56 Super (6) Cross Country, $1,140*. 
a5 "54 Super (6) 4-dr., $325 | 
" STUDEBAKER ‘ST Scotsman (6) 2-dr., | 
iry $675 
om ‘56 Champion (6) 2-dr., $640*. 
ch 
os WEST PALM BEACH, FLA. 
8) West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
March 5 
= BUICK—'5S Special Riviera 2-dr., $1,970° | 
. (ps) 
; ‘ST Special conv., $1,650° (ps); Century | 
Riviera 2-dr., $1,500° (ps) 
‘56 Super 4-dr., $1,150° (ps); Special 
conv., $1,070° (ps) 
. "S44 RM 4-dr., $550° (ps); conv., $390° 
(ps) 
"S53 Special Riviera 2-dr., $410*. 
CADILLAC—'5T (62) sedan de Ville, $2,- 
900° (ps) 
. "56 (62) coupe de Ville, $1,800° (ps). 


> "Sl (62) sedan de Ville, $285° 

CHEVROLET—'59 Impala (8) Hardtop 4- 
dr.. $2,560; Hardtop 2-dr., $2,510° | 
(ps) 

"58 Bel Air (8) Hardtop 4-dr., $1,850°, 
$1,835° (ps); 4-dr., $1,600; Delray (6) 
4-dr., $1,350 

"ST Bel Air (8) Hardtop 2-dr., $1,410°. 

"56 Bel Air (8) conv., $980*; One-fifty 
(8) 4-dr., $715° 

"55 Bel Air (6) conv., $830°; 4-dr., 
$615*; Two-ten (6) 2-dr., $630; Two- 
ten (8) 2-dr., $575*° | 

"S53 Bel Air 2-dr., $400°; Two-ten 2-dr., 
$300°. 

"52 Two-ten Hardtop 2-dr., $285*. 
DeSOTO—'55 Diplomat 4-dr., $505°. 
DODGE—'53 Coronet (6) 4-dr., $140. 
FORD—'58 Country sedan (8), $1,775°*; 

Ranch wagon (8), $1,660°. 

‘ST Fairlane (8) 500 conv., $1,185; 4- 
dr., $1,165°. 

‘56 Fairlane (6) Victoria 2-dr., $975; 
Fairlane (8) 2-dr., $890* (ps); Country 
sedan (8), $775*. 

‘55 Fairlane (8) Victoria 2-dr., $765*; 
conv., $650°: Custom (8) Ranch 
wagon, $475°. 

"54 Custom (8) 4-dr., $370; Crest (8) 
conv., $370; Main (8) 4-dr., $360*; 
Custom (6) 2-dr., $320. 

HUDSON—'54 Hornet conv., $195°*. 


Chevrolet Speeds 
Delivery System 


DETROIT.—In a move to ex- 
Ppedite passenger cars to retail buy- 
ers, Chevrolet has adopted a new 
procedure at its 10 assembly plants 
which eliminates one step in the 
handling of newly built autos. 

The improved system puts re- 
quired paper work into operation 
the moment a customer order is 
scheduled for production, accord- 
ing to E. N. Cole, general manager. 
This makes possible the issuance 
of shipping instructions concurrent 
with the final approval of each 
car, he said. 

Previously, new cars were parked 
in a storage lot pending the re- 
ceipt of papers for the delivery of 
& full load to a transport company, 
Cole said. 














LINCOLN—’52 Capri Hardtop 2-dr., $290*. 
MERCURY — '56 Montclair conv., $920*; 
Custom 4-dr., $865*. 
’55 Custom 4-dr., $570*; 2-dr., $475°*. 
"52 Monterey conv., $305*; Custom 4- 
dr., $270*. 
NASH—’'54 Ambassador (6) 4-dr., $550*. 
OLDSMOBILE — ’55 (88) Holiday 2-dr., 
$850*; 4-dr., $755. 

’54 (88) 2-dr., $600. 

"63 (98) 4-dr., $430*; (88) 4-dr., $350. 
PACKARD — ‘55 Caribbean coupe, $840* 

(ps). 
PLYMOUTH—’58 Plaza (6) 4-dr., $1,150*, 
$1,050*. 

"55 Belvedere (6) 4-dr., $540. 

"54 Belvedere (6) Hardtop 2-dr., $475*. 

"49 (6) station wagon, $230. 
PONTIAC—’56 Chieftain conv., $900* (ps). 

’55 Chieftain station wagon, $710*; 4- 

dr., $600*. 

"54 Star Chief 4-dr., $530. 

"53 Chieftain 4-dr., $200*. 
RAMBLER—’57 Super (6) 4-dr., $1,110*. 
MISCELLANEOUS—’53 Henry J 2-dr., 

$250. 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale | 
every Wednesday (March 4). New system | 
of later models taking lead-off positions is 


| consignments. 





a tremendous success. Prices were stronger | 
across the board. 1958-59 cars took the/| 
biggest jump. 1954-55 cars also showed a 
marked increase. The exceptionally clean, 








YOU Benefit From 


Spicer 


Nationwide 








ig ee me New Sales Setup 
BIRMINGHAM, ALA. TANT Is Introduced 


Dixie Auto Auctions. Sale every Monday 
At N. J. Auction 


(March 2). A wonderful sale here today in 

the heart of Dixie. Cars sold with an ex- 

ge pace as buyers were here to sack 

eer BORDENTOWN, N. J.—A new 
sales sequence for all cars going 
through its dual-lane auction has 

been adopted by the National Auto 

Dealers Exchange. 

All 1958 and ’59 models will lead 
off in Lane One at 11 am., with 
’57 and ’56 cars following in that 
order, a spokesman said. In Lane 
Two ’55 models will lead off, with 
all earlier model cars following. 

Under the new plan, he added, 
the first 15 cars in each lead group 
will be rerun without charge at the 









* * * 


CHICAGO 
Greater Chicago Auto Auction. Sale every 
Thursday (March 5). Sold 391 cars from 
543 consignments. Terrific sales despite 
rain and snow. 
* * * 


FARGO, N, D. 

Tri-State Auction Co. Sale every Thurs- 
day (March 5). Market holding steady. 
Sold 90 cars from 160 consignments. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Inc. Sale every 
Friday (March 6). Weather — rain then 
clearing. Sold 80 percent of 614 cars reg- 
istered. 

* * * 


NASHVILLE . end of their respective groups. Res- 

ervations are accepted for cars in 

qhureday "(éaren ‘*. fe iene o Modern Facilities— the ’57 and earlier classes in Lane 

few dollars. Sold 133 cars from 220 con- Jack Haydon Plymouth-DeSoto boasts;One and °54 and earlier in, Lane 
— Se modern facilities at its new headquarters | Two, he said. 

SYRACUSE in San Bernardino, Calif. The showroom,| The new schedule also permits 


Syracuse Auto Auction. Sale every Wed- | featuring huge plate glass windows from|cars registered while their year 
nesday (March 3). Sold 53 cars from 72) aoor to ceiling, can be viewed from three|SToup is running to be sold at 
the end of the group’s line. Cars 


ae. FE sides. Looking over the new facilities are seststered after th ar aveus bas 
VALDOSTA, GA. | Lew Gates, sales manager, and Jack Hay- es OS GtSeE SS FORE SrCur? 
Tom Hewitt Auto Auction. Sale every | y f the deal hi been run off will be sold at the 
Friday (March 6). We had a ‘‘Red Hot’ | 20", Owner of the dealership. end of the sale. 


sale again today. Plenty of good clean cars ‘ 
to buy and lots of buyers here and they For views on retail auto distribution, |. The spokesman said the schedule 
were buying. read the Dealer Forum column on Page 3.|is the first of its kind 








Power Take-Off 
Distribution Offs and PTO joints through your distributor. 





Wherever you are you can get Spicer Power Take- 


Available immediately—in a wide range of models 
to meet all your requirements. Buy the standard of 
the industry. Ask your distributor about the Spicer 
line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION ~- DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 

Joint Replacement Kits +* Spicer Universal Joints and Drive Lines 

¢ Spicer Transmissions, Clutches and Axles «¢ Auburn Clutches 

¢ Monmouth Clutch Plates * Spicer Power Take-Offs and PTO 
Industrial and Agricultural Joints 
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Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 








CKOPACK 
JACK REPAIR KITS & JACK OIL 
Save Money—try a Jack-Pack!/ 
No more big jack repair bills. 
No more high freight charges. 
No more long tie-ups 
of equipment. 


WRITE FOR FREE FOLDER 
pack 
pack 
ORDER FROM MFG. COMPANY 
YOUR JOBBER! 


2115 N. MARIANNA AVE. 
LOS ANGELES 32, CALIF. 


STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Obie 


A PORTABLE ALL-STEEL 


Opi BUILDING 
for your 

CAR 
——= LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 
Here's an attractive, all-stee! building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 

re in business. Simple to move to new 

jon as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details. 
VALENTINE MFG., INC. 
P. O. BOX 667-N WICHITA, KANSAS 



















No bolts. no screws to fool with when 
changing your dealer's plates on your 
demonstrators or used cars. 


LICENSE PLATE HOLDERS 
wl bald them forty in pace tor your demenctretion 


% Wil Not Bounce or Slip Off 
% W@ Not Scratch 


1 set of 4 rubbensed magne with 


| director, . 
‘cooperative venture with New| 20ne, according to F. L. Armstrong, 
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Import Car News 


(Continued from Page 44) 


but his company has not given up 
the idea of marketing a small car. 
+ * * 


Mitsubishi 


RI-WHEEL TRUCKS, INC., has 

announced the appointment of 
Tanzer Motors, 3820 Rainier Ave., 
Seattle, as exclusive northwest dis- 
tributor for Mitsubishi Mustang and 
Pony three-wheel] trucks, 

The territory will include Wash- 
ington, Oregon, Idaho, Montana 
and Alaska, Officials of Tanzer 
Motors are Dr. Ernie L, Tanzer, 
president, and Ben Popick, general 
manager. 


+ * 


Parts Catalog 


OLUMBIA MOTOR CORP., 419 

E. 

Y., has published a free catalog of 

parts for all French, British, Italian 
and German cars. 

The 100-page book lists regular 
parts, electrical] equipment, tools 
and tires for all makes of imported 
| Cars, 


Hillman-Sunbeam 


OOTES MOTORS, INC., im- 

porter of Hillman and Sun- 
beam, is initiating a 13-week cam- 
paign of TV commercials in New 
York. John T. Panks, managing 
said the campaign is a 


York-area dealers. 


The commercials, consisting of 
one-minute, 20-second and 
second time slots, were shot at the 
MIRA testing ground in England 
and on location in the U. 8S. The 
one-minute films were written to 
include both recorded and live an- 


nouncements. 
* > 


Lloyd 
ULF STATES MOTORS, Dallas, 
announced its appointment as 


importer-distributor in Texas for 
the German-built Lloyd. 
> > > 


Datsun 


Wwicox MOTORS, Seattle, has 
been named Datsun distributor 





for the State of Washington. 
> > > 


Volvo 


youve is now offering owners 
sheepskin seat covers for cold- 
weather comfort, The covers come 
in white and gray. The cloth back 
of each cover contains an elastic 
pocket. 


> > . 


Japan 
N EXPORT increase of 27 per- 
cent — 13,300 autos and trucks 
worth $28.5 million—is Japan's goal 
in the next fiscal year, according to 
the Japan Auto Industry Assn. 
The association said it hopes to 
sell 3,000 passenger cars in the U. S. 
in the 12-month period. 
. > a 


Volkswagen 


110th St. New York 29, N.| 


jas well 


= 


the biggest buyer of its engines, 
with a considerable number going 
to Switzerland, Yugoslavia, Greece, 
The Netherlands, Italy and Ro- 
mania. 
* . * 
Jaguar 
fy aga Jaguar sedans, 
by private owners, won the 


Charles Faroux Challenge Team 


The prize is awarded annually on 
a basis of the highest performance 
and reliability. One of the cars also 
won in class and the R.S.A.C. Cup 
for the best performance by a Glas- 


gow starter. 
+ = 


Mercedes-Benz 


ERCEDES-B E N Z DISTRIBU- 

TORS WESTERN, LTD., Van- 
couver, B. C., increased its sales 
volume 184 percent in 1958, accord- 
ing to S. De. Keseredy, general 
manager. 

He said sales in the total Can- 
adian market were up 150 percent 
and that Canada now is the fifth 
largest importer of Mercedes-Benz 


cars. 
* * * 


Aw announced was the ap- 
pointment of H. J. Von Was- 
mer as Mercedes-Benz special rep- 
resentative for the Denver zone, 
as for the Los Angeles 





general sales manager of Mercedes- 
Benz Sales, Inc., wholly-owned sub- 
sidiary of Studebaker-Packard 
Corp. 

The Denver zone includes Col- 
orado, Utah and New Mexico, most 
of Central and Eastern Montana 
and Eastern Idaho. 

> > > 
TUDEBAKER-PACKARD also 
announced it has added 45 
Mercedes-Benz dealers. They are: 
Kemwel Automotive Corp., New 
York; Tri-City Studebaker, Louis- 
ville; Eastern Motors, Inc., Wil- 
mington, N. C.; 
bile Co,, Sioux City, Ia.;. Eidam 


Brothers, Hazelton, Pa.; Holbrook | 
Imported Motors, Inc., Hallandale, | 


Fla. 


Van Winkle Motor Co., Inc., Dal- 
las; Eiffel Auto Sales, Ltd, New 


entered | 


Trophy in the Monte Carlo Rally. | 


Hoak Oldsmo-| 


Heights, Ill.; Bill Dreiling Motor 
Co., Denver; Beamer Motor Co., 
Sacramento, Calif.; Berry’s, Inc., 
Greensboro, N. C., and R, G. Lewis 
& Co., Inc., Hollywood, Calif. 


* * * 


SAAB 


UNNING in a field of 162 cars 
over a 1,400-mile course through 
Ontario, a Swedish SAAB GT-750 
outpaced the competition to emerge 
winner of the 1959 Canadian Inter- 
national Rally. Drivers of the win- 
ning SAAB were Homer Trotter 
and John Burns, of Watertown, 
N. Y., and their victory followed 
closely on that achieved by Trotter 
in the four-hour endurance race 
held at Pocono Pines, Pa., the 
previous week, 
The rally is conducted by the 
British Empire Motor Club of 
Toronto, The start and finish was 


in Toronto. 
os the third successive year, 
SAAB also dominated the SCCA 
snow races in Franconia, N. H. 
The first race was swept by four 
SAAB 93s, while SAAB Grantur- 
ismos finished first and second in 
the next event. 

In the fourth race, SAAB 93Bs 
finished first and second. Other 
races on the Franconia calendar 
were restricted to sports cars, al- 
though the fastest time of the day 
went to Charlie Cunningham, 
Brunswick, Me., in a SAAB 93B. 

Meanwhile, in a four-hour endur- 
ance race on the ice of Lake Naomi 
in Pocono Pines, Pa., SAAB Gran- 
turismo 750s took the first five 


places in a field of 23 cars. 
* os - 


* * * 











DKW Promotion— 


A tie-in promotion between DKW Amer. 
ican, Inc., and four Gimbels department 
stores in New York has been completed, 
Gimbels advertised the DKW in all New 
York City and suburban papers, displayed 
the car at each of its stores and put up 
more than 70 posters announcing a con- 
test in which the DKW would be awarded, 
At the completion of the promotion a DKW 
was presented by Joseph L. Eckhouse, 
right, executive head of Gimbels, and 
Heinz C. Hoppe, left, president of DKW 
American, to the winners, Mr. and Mrs, 
Joseph Jospe, of Brooklyn, N. Y. Gimbels 
estimated that more than eight million 
people saw the car either in the ads, the 
posters and on tiene: | 





Sales Rally for Borgward Dealers— 


Celebrating a record-breaking month, Los Angeles dealers and prize-winning sales- 
men attend Borgward victory breakfast where awards were made for outstanding 
| sales performances. Principal speaker was A. William Oster, general sales manager, 


| Earl C. Anthony, Inc., importer of the Borgward for the Western U. S. Dealers pledge 
increased sales volume for the months chead. 


York; Albany Lincoln-Mercury Co., | 


Inc., Albany, Ga.; Overseas Motors 
Corp., Fort Myers, Fla.; Tidewell- 


Edwards Studebaker, Abilene, Tex.; | 
Ken Garff Co., Salt Lake City; Na- | 


tional Motor Service Co., Boise, Id.; 
Fair-Chester Motors, Inc., Rye, 
N. Y.; Hampaton Motors, Inc., Co- 
lumbia. S. C.; Nick Allen Motors, 
Inc., Newport News, Va.; Wood 
Motors, Eugene, Ore. 

Mori Sales & Service, Inc., 
Monessen, Pa.; Don Schmid Motor, 
Inc., Wichita: Waite Motor Sales, 


Inc., Adams, N. Y.; Champ Motors, | 


Lafayette, La.; Colonial Motor 
Sales, Inc., Providence; Constantin 
Motors, Pittsburgh; Ray E, 
Weaver, Pittsburgh; Rust Motor 
Sales, Inc., Lexington, Ky. 

Jim Aiken Studebaker Co., West 
Los Angeles, Calif.; Johnson Edsel 


“uns were 373 Volkswagens in 
the first shipment of foreign|Co. Santa Barbara, Calif.; Coven- 


cars arriving this year in Portland, | try Motors, Beverly Hill, Calif; Nu- 
Ore. They were aboard the French | Kar Sales, Inc., Anchorage, Alaska; 
ship LaPradera. | Berkshire Auto Co., Inc., Pittsfield, 

More than 11,500 foreign autos|Mass: Handler Motors, Des 
were unloaded in Portland in 1958, | Moines; Farr Motor Sales, Inc., 





BMW's Mobile Training Unit— 


The first of several mobile service and training units has been put into operation 
by Bavarian Motor Works and its U. S. distributor, Fadex Commercial Corp., New 





an increase of 35 percent over the 
previous year. 
* *s oa 
ALSO was announced that 
Volkswagen dealers in Southern 
California are offering a bargain 
European tour in which tourists 
will receive “gift Volkswagens” to 
bring home. The five-country tour 
is called “Europe by Volkswagen.” 
Cost of the three-week trip, in- 
cluding round-trip air ticket, hotel 
accommodations and the VW, will 
be $2,275 for one person and $3,150 
per couple, the firm said. Tourists 
will leave Los Angeles International 
Airport May 1. 
The countries to be visited are 


Austria, Germany, Holland, Italy 
and Switzerland. 
. +. > 
Daimler-Benz 


[caus exports to 54 countries 
in 1958 were up 25 percent over 
the 1957 figure, according to 
Daimler-Benz. 

The German firm said France is 


|Cleveland; Handler Motor Co., 
|Cedar Rapids, Ia.; Domestic Mo- 
| tors, Inc., Chicago; Domestic Mo- 
| tors, Inc., Gary, Ind. 

Burlingame Motor Co., Burlin- 
game, Calif.; C. Vernon, Covina, 
Calif.; Przywara Motor Co., Cam- 
den, N. J.; Domestic Motors, Inc., 
Chicago; Ward Motors, Inc., New- 
ark, N. J.; Heights Motors, Chicago 


U. C. Unit Names 
McGee President 


WATERBURY, Conn.Skippy 
McGee has been elected president 
of the Used-Car Dealers Assn. of 
Greater Waterbury. 

William Fitzpatrick was named 
first vice-president of the group and 
the outgoing president, Mickey 
Burns, was also elected a vice- 
president. 

Other officers include Otto Shatas, 
secretary, and Robert Heitman, 
treasurer. 


York. The mobile units will be used to improve service for BMW Isetta dealers and 


owners of BMW vehicles across the nation. 





A Fiberglass Import— 


Pictured is the new Turner 950 Sports, a fiberglass import from England. It boasts 
48 British horsepower, with four forward speeds. The four-cylinder, overhead-valve, 
water-cooled engine has a displacement of 950 cubic centimeters. It includes Twin 


SU carburetors. The Turner is distributed by Nemet Motors, Jamaica, N. Y. 
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Paint-Test Panels 
“Hew Parker Builds Quality into 
Paint-Test Panels”—4 pages, free. 
Parker Rust Proof Co., 2177 E. 
Milwaukee, Detroit 11, Mich. 
* ad * 


Wakefield Bearing Catalog 
Catalog on Graphex, Coprex and 
Woodex oilless and self-lubricating 
bearings, bushings and machine 
s—72 pages, free. Wakefield 
Bearing Corp., 29 Foundry St., 
Wakefield, Mass. 












® * 


Management Catalog 


aids are offered in the 1959 edition 
of the “Cities Service Business 
Library Catalog”—free. Department 
of Business Research & Education, 
Cities Service Co., 60 Wall St., New 
York, N. Y. 


* * + 


Wipco Offers Catalog 


A catalog—MS-57— illustrating 
and describing a wide variety of 
custom-built baskets, racks and 
metal specialties for materials han- 
dling and processing—free. Wire & 
Iron Products, Inc., 1722 Sixteenth 
St., Detroit 16, Mich. 


© * * 


Cylinder Sleeve Chart 


Wall chart for engine rebuilders, | 


giving listings of Versnick dry cyl- 
inder sleeves—free. Versnick Mfg. 
Co., Madisonville, Ky. 


+ * * 


Metals Courses 


Catalog describing metals courses 
for home study and in-plant train- 
ing—free. Metals Engineering Insti- 
tute, American Society for Metals, 
7301 Euclid Ave., Cleveland 3, O. 

*- . > 


Replacement Axles 


A catalog supplement bringing 
Catalog No. 19 up to date on axle 
replacement shafts for cars, trucks 
and buses—20 pages, free. U. S. 
Axle Co., Inc., Pottstown, Pa. 

= = 


Industrial Plant Site 


Brochure outlining advantages of 
Johnstown, Pa., as an industrial 
plant site—free. E. W. Bilinkas, 
Director of Industrial Development, 
Greater Johnstown Chamber of 
Commerce, Johnstown, Pa. 

” o - 


Tool and Plastic Lines 


A pocket-size catalog (Mini-Cat 
No. 10) describing its tool and 
plastic lines—free. Vichek Tool Co., 
E. 87th and Koster Sts, Cleveland 
4,0. 

* = . 
Forging Brochure 


A 24-page, two-color, illustrated 
brochure covering all phases of its 
forging facilities and range of prod- 
ucts—free. Park Drop Forge Co., 
E. Seventy-ninth & Ball Sts., Cleve- 
land 3, O. 

- € > 


Industrial Fasteners 


Industrial fastener data, includ- 
ing socket screw products, pressure 
plugs, locknuts, spring pins, dowel 
Pins and steel collars—Form 2449, 
eight pages, free. A. W. Scott, Ad- 
vertising Dept., Box 915, Standard 
Pressed Steel Co., Jenkintown, Pa. 


* * + 


Lock Catalog 


A 16-page catalog and price list 
describing the complete line of 
Junkune Bros. — American locks — 
fre. Junkunec Bros.—American 
Lock Co., 1145 W. Garfield Blvd., 
Chicago 21, Ill. 

> o 

Shelving, Shop Equipment 

Information on shelving and steel 
shop equipment for plant or lab- 
oratory—Bulletin 2451, eight pages, 
free. A. W. Scott Advertising 
Department, Box 915, Standard 
Pressed Steel Co., Jenkintown, Pa. 


* * * 


Draw-Tite Folder 


A pocket-size folder describing 
Draw-Tite hitches, winches and 
couplers—free. Trailer Products 
Division, Dept. F-10, Draw-Tite 
Mfg. Co., Belleville, Mich. 

* * ok 


Brake Service Guide 


The World Bestos Master Brake 
Service Guide ‘gives fully illus- 
trated, step-by-step instructions for 
adjusting and relining 20 types of 

draulic wheel brakes—free. 


Bulletin Board 


| Guide” 
A wide range of new management 





World Bestos, Box 233, New Castle, 
Ind, 


* * * 


Industrial Batteries 


Form 6230—a technical bulletin 
describing a new line of storage 
batteries for industrial truck s— 
free. Exide Industrial Division, 
Electric Storage Battery Co., Rising 
Sun and Adams Aves., Philadelphia 
20, Pa. 


+ * * 


Motor Application Guide 
“The 1959 Motor Application 
(Form 270 A)—16 pages, 
free. Century Electric Co., Eight- 
eenth and Pine Sts., St. Louis 3, Mo. 


* * * 


Gaertner Comparator 


Bulletin 169-58 on the Gaertner 
M1229 Coordinate Comparator 
—free. Gaertner Scientific Corp., 
1201 Wrightwood Ave., Chicago 14, 
Til. 


* * * 


Front-End Service 
A catalog illustrating Lite-A-Line 
wheel-aligner models—i2 pages, 








free. Also, a catalog page describ- 
ing Model 127 wheel-balancing 
adapter—free. Hunter Engineering 
Co., Hunter Ave. and Ladue Rd., 
St. Louis 24, Mo. 


+ * * 


Petroleum Publications 


A catalog of publications dealing 
with the petroleum industry — 58 
pages, free, Publication Section, 
American Petroleum Institute, 50 
W. Fiftieth St., New York 20, N. Y. 


* * * 


Soldering Tips 
Catalog No, 600 showing the Hex- 
clad and Xtradur lines of long-life 
clad soldering tips, plug and screw- 
type tips—free. Hexacon Electric 
Co., 517 W. Clay Ave., Roselle 
Park, N. J. 


* > * 


Heater Parts, Fittings 
A catalog (No. U-858) covering 
heater parts, fittings and other 
winter goods for cars produced 
from 1931 through 1958—20 pages, 
free. Everhot Products Co., 2001-09 
W. Carroll Ave., Chicago 12, Ill. 


+ * + 


Welding-Supply Catalog 


Illustrated catalog (ADC 848C) on 
welding supplies and accessories— 


52 pages, free. Air Reduction Sales) 


Co., Division of Air Reduction Co., 








Now...Carter makes 
carburetor clean-out jobs 

easier, more dependable... 
more profitable than 


ever for you 


WITH THE NEW 


CARTER Zaki 


GENUINE 


ORIGINAL 


EQUIPMENT 


PARTS 


for the most 


popular Carter 


— 


Carburetors... 


ATA SENLATIONALLY LOW PRICE! 


Now you can be sure of doing pre- 
cision carburetor clean-out jobs— 
by specifying and installing precision 





“I wish they would cut out the 
donuts and free stuff during |tions of Univac data processing 


rainy weather!” 





booklet—free. Towmotor Corp., 1226 
East 152nd St., Cleveland 10, O. 
* ~ = 


Brake Shoe Instructions 


The Automotive Division, Wag- 
ner Electric Corp., St. Louis, an- 
nounced that complete “How-to- 
do-it” instruction sheets will be 
packaged with all Wagner Lock- 
heed lined brake shoe sets. Instruc- 
tion sheets show step-by-step direc- 
tions for the type of shoes being 
installed. 


* * * 


Transformer Catalog 
A catalog containing complete 
engineering information on its en- 
tire line of Marcus transformers— 
free. Marcus Transformer Co., Inc., 


|Rahway, N. J. 


* * * 


Univac Brochure 
A brochure describing the func- 


equipment—free. Remington Rand 
Division, Sperry Rand Corp., 315 


Inc. 150 BE. 42nd St. New York) Fourth Ave., New York 10, N. Y. 
, - = o * 


17, N.Y. 
. 2.8 


Towmostatic Booklet 


Detailed information on Tow- 
mostatic Drive, a method of power 
application for fork lift trucks— 
based on the principle of Hydro- 
statics—is available in a 12-page 


carburetor parts— made by the same 


manufacturer whose carburetors are 


on 24 million cars today! 


With Carter’s Zip-Kit you'll always 
be ready for fast, dependable clean- 
out jobs—and at a tremendous per- 
kit saving! In fact, the new Zip-Kits 


Idea Book by Bear 


“Bear Idea Book” showing how 
equipment can be located for 
greater efficiency and eye appeal— 
20 pages, free. Available from job- 
bers or from Bear Mfg. Co., Rock 
Island, Il. 











NEW 


PROTECTIVE 
PACKAGE... 


Each Zip-Kit is enclosed 
in air-tight, moisture- 
proof, heat-sealed 
metallic foil. 
“mysterious diseppear- 
ance” of parts. 


are priced so that you’ll never again 
want to consider using other than 
genuine, original equipment parts! 


Make more profit two ways! Sell the 


need for a carburetor clean-out job 
with every tune-up . . . then back 


up your skills and labor with the 
best of precision-made parts... in 
the new low-priced Carter Zip-Kit. 
Call your supplier now! 


Each Zip-Kit also contains float gauge; complete application and installation instructions. 





CARTER 


CARBURETOR 


oivision or ACF INDUSTRIES, INCORPORATED 
ST. LOUIS 7, MISSOURI 
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AASHO Projects Checks Highway Stamina . . . 
Road-Test Mileage Tops Million 


OTTAWA, Ill—The nation is a| department, heads the board’s staff, pickups to huge tractors and 


million miles further along the 
road to better highways. That’s 
the distance piled up by a fleet of 
70 trucks at the AASHO Road 


on the project. 

Driving the test trucks are men 
from the U. S. Army Transporta- 
tion Corps road test support activ- 


semitrailers, operate in two driv- 
ing shifts per day, covering about 
18 hours, six days a week. 

In full operation, there are 60 


Test, a $22 million highway re-|ity, a special unit of 300 troops| vehicles running in 10 lanes of five 


search project here. 

The nationally supported test, 
sponsored by the American Assn. 
of State Highway Officials, has 
been under way since November. 
Trucks accumulated the million 
miles on five closed loops of test 
pavements constructed in sections 
of various thicknesses. Several} 
more millions of miles will be} 
chalked up before the test ends | 
in the fall of 1960, | 


Results of the two-year test are| 


stationed at the site. 
Trucks, which range from 


DuMont Tuneup Clinic 


To Be Held at Ford Deal 


CLIFTON, N. J.—A novel door 
prize awarded at the NADA con- 
vention went to H. Austin Pete, 
Donora, Pa., who received a certifi- 
cate entitling the Donora Motor Co. 


| (Ford), with a tuneup clinic to be 


conducted free of charge by Allen 


traffic loops. All vehicles in any 
lane have identical axle loads, The 


loads range from 2,000 pounds on 
the single axles of pickups to 48,-| 


000 pounds on the tandem axles of 
a big combination. 

The test pavements are built in 
716 separate sections with varying 
structural designs—different com- 
binations of thicknesses of subbase, 
base and pavement material, Half 


Too Many ’58s Bought 


By Pa.; 83 Go Unused 


HARRISBURG, Pa. — Someone 
goofed in estimating the State’s 
auto needs last year and as a 
result 83 of 100 new 1958 Ford 
sedans have been standing idle 
in the Commonwealth garage 
here, State officials have admit- 
ted. 

The mileage on the idle cars 
ranges from five to 50 miles, said 
Gordon D. Ziegenfuss, deputy 

| secretary of property and sup- 

| plies. The unused units cost about 

| $125,000, he said, adding that the 

| State’s fleet of 1,493 cars would 

| be cut by 50 as soon as possible 
by the sale of 1956 models. 


<a 


beams, and four with pre: treggeg 
concrete beams. 


Collecting and analyzirs; the 
data on the behavior of the teg 
pavements involves the use of 
instruments and data-ha» 
equipment valued at more thay 
$1 million. 


Some 7,000 small electrical de 
vices are installed on, in and under 
the pavements to allow measure 
ment of strains, deflections, preg. 
sures, temperatures and frogt¢ 
depths. The output of these trang 
ducers is recorded automatic 
on instruments installed in moy. 
able vans. 

Changes in the surface chara 
teristics of the pavements are be 


ling measured by big automatic 


| 
| 


| thinnest—are damaged by the traf-| 


devices called “profilometers.” 


Most of the instruments are 
designed to punch out data in 


of each test loop is paved with | fic. This is to be expected, accord-| coded number form on _ paper 


portland cement concrete, and half 
with asphaltic concrete. 


le . . 
|ing to the research engineers, since 


| these sections are “under-designed” 


expected to influence highway de-|B,. DuMont Laboratories, Inc. 
sign and construction all over the The one-day clinic will feature 
nation, and to provide information| the TV-Type EnginScope and cus- 
for studies in highway user taxa-| tomers’ autos will be examined for 
tion. jengine defects by this electronic 
The test is the first highway (“auto mechanic.” DuMont person- 
research effort with national fi- 
nancial support. Costs are being 
shared by all the states, the Dis- 
trict of Columbia, Hawaii, Puerto 
Rico, Bureau of Public Roads, 
AMA, the American Petroleum | 
Institute, and the American In- | 
stitute of Steel Construction. 


The Department of Defense is| 
cooperating and assisting in the) 
test. 

Administration is under the 
Highway Research Board of the! 
National Academy of Sciences—| 
National Research Council. Walter | 
B. McKendrick jr., former chief | 
engineer of the Delaware highway | 


California Firm 


Distributor for 
Maico in 5 States 


VAN NUYS, Calif. — Dan 
Schwartz, of Western Motor Im-| 
ports, 5015 Van Nuys Bivd., told | 
Automotive News that his organ- 
ization has been appointed a dis-| 
tributor for Maico automobiles, | 
manufactured by Maico Works, 
Pfaeffingen, Germany, 

Western Motor’s territory will be| 
California, Nevada, Arizona, Wash- 
ington and Oregon. A field crew 
is being assembled and dealer ap- 
plications are being processed, 

In January, 38 Maico 500 two-| 
door sedans arrived, and 200 units | 
monthly are expected soon. 
Schwartz said adequate spare parts 
have been ordered and will be 
stocked at the Van Nuys offices. 

The Maico 500 has a West Coast 
POE price of $1,445, including 
heater. It has a two-cylinder rear 
engine and a four-speed transmis- 
sion. Top speed is reported to be 
nearly 60 m.p.h. 

Maico’s other car is the 700 Sport 
two-door sedan. This unit has a 
rear-mounted three-cylinder engine 
offering a top speed of 80 m.p.h. 
The POE price is $1,895. 


Rudolph Marks 
20th Anniversary 


PHOENIX, Ariz—A birthday 
party and an anniversary sale 
marked the golden jubilee in Feb- 
ruary of Rudolph Chevrolet, which 
has three outlets in Phoenix. 

The firm was founded by the late 
Edward Rudolph, who came to 
Arizona from Massachusetts. His 
first job in. Phoenix was selling 
peanuts on city streets. 

He obtained a Chevrolet fran- 
chise in 1930 and was the city’s 
first dealer for that make. C. W. 
Waddoups sr., who joined the firm 
in 1943 after the founder’s death, 
now heads the dealership. 


by the DuMont home office staff in 
Clifton. 


| 


Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 
fee relations . . . builds 
repeat business . . . in- 
sales volume. 


T 
4 juest. 
' be Division of C. A. Norgren Co. 


5434 So, Delaware, Littieton, Colo. 


nel and equipment will be supplied | 


Delco-Remy now offers a completely new series of 
solenoid-operated, over-running clutch type heavy-duty 
cranking motors with the shift mechanism entirely en- 
closed. Special two-piece drive housings can be assembled 
to permit a total of 24 different solenoid positions with 
respect to motor mounting. New 50% longer brushes, 
together with sealing rings (optional) and large oil 
reservoirs (optional), assure extra-long operating time 
between overhauls. And Delco-Remy design features 
keep these heavy-duty cranking motors positively en- 
gaged until the engine starts. Engine manufacturers are 


Each test section is subjected | for the loads they carry. 
to an hour-after-hour, day-after- Damaged sections are repaired 
day repetition of some specific | or replaced by maintenance crews 
axle load, and the aim of the re- | and the testing continues. 
search engineers is to relate the | Two of the traffic loops also con- 
pavement’s performance to the | tain test bridges. There are 16 50- 
number of load applications. | foot spans—eight with steel beams, 
Some of the pavements—the|four with reinforced concrete 


tape. The data is then trans. 
ferred to punched cards. 

Analysis of the data—hundreds 
of millions of numbers—is being 
done on high-speed digital com- 
puters at the project and at nearby 
universities. 

Final findings of the project will 
be published in, 1961 by the High- 
way Research Board. 


BUC Nien UL URE 


of these new motors. 


ANNOUNCING THE NEW DELCO-REMY TOTALLY 


invited to write directly to Delco-Remy for complete 
information and engineering assistance on the application 


TOTALLY ENCLOSED DRIVE SHIFTING MECH- 
ANISM is protected against dirt, water, slush and ice. 
This enclosure plus the shaft seal and linkage seal also 
prevents transmission oil leakage. 


TWO-PIECE DRIVE HOUSING DESIGN permits 24 
different solenoid positions. Nose housings available in 
S.A.E. #2 and #3 mountings. 





Miami's Biggest— 
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How Nation's Salesmen Meet... . 


Practical Problems of Selling 


The International Foreign and Sports Car Show was the biggest paid-admission 
auto show in Miami's history. Staged at the city’s Dinner Key Exposition Hall, the 


10-day show attracted 89,000 persons. 


HIS solution to a common 

selling problem comes from 
Leonard B. Grosz, general sales 
manager of Ben Lindenbusch 
(Studebaker), St. Louis. This is 
his story: 

When a customer has been 
quoted a lower price by another 
dealer, which we have reason to 

know will not be 

Sales honored with a firm 

deal, it is hard to 

Case convince the cus- 

tomer he can’t 

trade for that price 

or even explain the situation to 
him, 

We have worked out details 
of a routine that helps in such 
situations. When the customer 
says the difference at another 
deal is $1,400 when our close dif- 
ference is $1,500, our salesman 


Histories 


had the car in stock. 
Invariably the customer replies 


| 
| 


$100,000 Fire Routs 


“No, but he said he could get it 
in a few days.” 

We then explain that usually 
means 30 to 45 days, that in that 
time his tradein will drop in 
value because all used cars drop 
every month, and that the $100 
difference today may be no differ- 
ence in 30 days. 

* * a 
THEN explain that it is 
easy to quote a lower price 
on merchandise which we do not 


'5 Persons; 2 Cars Damaged 


MIAMISBURG. O—Two autos 


were damaged by water and debris 


las a fire swept Miami Motors Co., 
| causing loss estimated at $100,000. 


| floor apartments 


Five persons sleeping in second- 
in an adjoining 


| building escaped unharmed, Seven 
asks whether the other dealer | new outes on the showroom floor 
|were driven out before flames 
ispread to the front of the building. 


ENCLOSED HEAVY-DUTY CRANKING MOTORS 


HEAVY-DUTY SOLENOID AND SWITCH provide 
positive pinion engagement and safely handle maximum 
starting current. Special seals increase contact life. 


SPRAG CLUTCH DRIVE operates with non-chamfered 
ring gear. Pinion indexes on spiral spline, positively en- 
gages ring gear before power switches on, and does not 
become disengaged with sporadic engine firing. 

HEAVIER BRUSH INSPECTION PLATES resist 


damage from use and handling—are sealed to prevent 
leakage to motor interior. 


GENERAL MOTORS LEADS THE WAY—STARTING WITH 


ons 


ELECTRICAL SYSTEMS 


DELCO-REMY « DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


have because when it does arrive 
it is easy to explain that the 
freight is higher or that the in- 
voice was not the same as last 
time, and there are many other 
factors we can cite. 


I tell them the story my 
father used to tell, He was in 
the hardware business, A cus- 
tomer came in and priced a 
pair of scissors, which cost 
$1.85, 


The customer said the hard- 
ware store down the street was 
selling them for $1.25. Then my 
father would ask why he did not 
buy them from the other mer- 
chant, The customer replied that 
they did not have any in stock. 
Then my father would say: 
“When we are out we sell them 
for $1.00.” 


We then tell the customer that 
there are so many variable fac- 
tors concerned with selling a car 
| that the only firm deal that can 
ever be made is for a car in 
stock for immediate delivery. 

When a customer realizes that 
a dealer who does not have the 
car in stock can “low-ball” him, 
he is in a much better mood for 
doing business for merchandise 
ready to deliver. 
| 
i 


> 
Safer Air-Brake 
> 

System Claimed 
By Kelsey-Hayes 
| DETROIT —A new air-brake 
|system for passenger cars and 
trucks is ready for the after- 
market, according to Kelsey-Hayes 
Co, 

The new system provides for a 
split operation whereby the front 
and rear wheels have separate hy- 
|draulic units, even though they 


| function as a single unit, a spokes- 
man said. 


A deceleration sensing device 
automatically reduces power of 
rear brakes so that the rear brakes 

| are shut down just short of the 
| skid point, he added. 


| Kelsey-Hayes said the system 
|can operate on either compressed 
|air or vacuum-actuated brakes, 
with the air version providing for 
much greater capacity with smaller 
components. 


Under its new system, Kelsey- 
Hayes continued, a double measure 
of safety is provided in that if 
either the front or rear hydraulic 
systems should fail, the other 
would bring the vehicle safely to 
}a stop. 
| 


Jamos Purchases 


‘Automotive Unit 


FLUSHING, N. Y.—Jamos Corp. 
has announced acquisition of the 
Automotive division, O. A. Sutton 
Corp., manufacturers of Vornado 
auto air conditioners. 

The purchase price reportedly 


was in excess of $1 million and 
included patents, the Vornado trade 
name, inventories, tools, dies and 
machinery. 

Jamos, formerly sales representa- 
tive for Sutton’s Automobile Air 
Conditioning division, said key Sut- 
ton* engineers have joined the 
Jamos organization and are work- 
ing on the 1960 Vornado unit. 


FAMOUS 


Fame and fortune 
often go together. 
Fame often precedes 
fortune as a result of 
ques public relations. 
opnotch public rela- 
tions is “good soft 
sell,” which ultimately 
is the “hardest sell" 
you can achieve for 
car sales and service 
business. Let me show 
yee how a series of 
uman_ interest news- 
paper columns | write 
for you to run in your 
paper will achieve 
these goals for you. 
Write. 


Edward Fiske Co., 2.5" 


Plaza, 
nN. Y. 















































































Vice-Adm. Truman J. Hedding, 
USN (Ret.) has been named tech- 
nical assistant to General Manager 
Donald L. Boyes, of General Mo- 
tors’ Delco-Remy division, Ander- 
son, Ind, He will serve as executive 
representative for the division on 
defense programs. 

Adm, Hedding retired in Decem- 
ber after 38 years’ Navy service. He 
most recently was general repre- 
sentative, Western District, Navy 
Bureau of Aeronautics, where he 
represented the Navy Bureau in 
production and industrial mobiliza- 
tion planning and research and 
development of strategic materiel. 

* + aa 


Cadillac Names Clement 


Branch Wholesale Chief 


William T, Clement has been ap- 
pointed wholesale manager of the 
Cadillac factory branch in Detroit. 

Clement joined the Cadillac sales 
organization as a business manage- 
ment representative and later was 
promoted to district sales manager 
of the Kansas City district, a posi- 


ee reap erate naaetay haieanee wae ae gS 


At Milwaukee Show— 


Looking over the Studebaker exhibit 
at the recent Milwaukee Auto Show are, | 
from left, S. A. Skillman, general sales 
monager, Studebaker-Packard Corp.; John | .. . ; ci 
Madden (Dodge-Plymouth), president, Mil- | eee 8H ee until his recent ap 
waukee County Automobile Dealers Assn., | poin . e 6 


a C. Wehe (Studebaker), *w | Clough Nemed to Head 
Chrysler British Associates 


Spring Campaign || Wendett s. Clough, has been ap: 
Readied by AC 


Chrysler Motors, Ltd. and Dodge 
Brothers (Britain), Ltd. British 
FLINT.—“Sparky” and “Trapper” | associates of Chrysler International, 
are taking to the water to help|S. A. He succeeds William Wallace, 
the spring sales drive for AC spark | who has retired. 
plugs and oil filters. Clough, a native of Vermont, had 
Inflatable toys for customers’) 
children featuring “Sparky” and) 


been deputy managing director. 
“Trapper,” AC spark-plug and ral | Ajax’s Munroe Is Elected 
filter mascots, are among the) Jack Suetiente Chafresen 


traffic-building items. 

Spark-plug and oil-filter dealers; Clifton I. Munroe jr., Ajax Mfg. 
are offered a metal storage rack/Corp. sales manager, was elected 
for small parts, with 18 removable | chairman of the Jack Institute at 
giass jars. It is included in a/a meeting in Chicago attended by 
spark-plug merchandising package. | representatives of major jack-man- 
- oil-filter package offers dealers | ufacturing companies. 

a 16-piece dinnerware set. Window| The Jack Institute enables jack 
trim goes along with either pack- 


age. 











| all 1 problems in the industry and to 








BARS RUST 









ra ettd 


Now comes the season for everyone 
to inhibit rust and scale in automotive 
cooling systems. Simply pour pellet- 
ized BAR’S RUST into radiator . . . 
pelletized chemical inhibitors slowly 
dissolve in the water . . . effectively 
protect cooling system against corro- 
sive damage. si 

BAR’S RUST brings you extras . . . 
functions as the one inhibitor that 
stops leaks in head gaskets, porous 
engine metal, cracked blocks and rust 
holes . . . serves as emulsifying water 
pump lubricant . . . proved through 
use in millions of cars to be the world’s 
No. 1 cooling system protective. 

Guaranteed to protect rubber, all 
metals, plastic, aluminum radiators, 
radiator caps, and complete cooling 
Ground fine enough to flow 
















tiny heater cores (23/1000ths 
inch) in new cars. 
» Available through automotive jobbers, service sta- 


tions and automotive goods stores. 
U.S. Patent 2580719—Canadian Patent 501547— 
other patents pending. 
Read the best seller—Nautilus 90 North—Chapter 13, pages 134-135 
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manufacturers to keep abreast of | 


field sales manager, and C. B. 
Grove, gasket and packing sales 
manager, was named general man- 
ager of market development. Gor- 
don K. Billipp, assistant manager 
of Cleveland district office, was 
named new product development 
manager. 






cooperate in bringing about better 


products.  £&. Bs 


Minnesota Mining Promotes 


Detroit Sales Executive 


Promotion of Robert W. Reeser 
to national automotive sales man- 
ager for adhesives, coatings and 
sealers has been announced by 
Minnesota Mining & Mfg. Co., St. 
Paul. 

Reeser, a veteran of 13 years 
service with 3M, was a sales engi- 
neer for the adhesives, coatings and 
sealers division before assuming his 
duties. He will continue to head- 
quarter at the firm’s Detroit branch 
office. 


* * * 


Walker Mfg. Co. Names 


Top Territory Managers 


Walker Mfg. Co. of Wisconsin, 
Racine, Wis., honored its two top 
territory managers for 1958. 

Charles R, Munsch, from Daven- 


* x + 


J-M Elects Biggers 


John David Biggers, Chairman 
and Chief Executive Officer of the 
Libbey-Owens-Ford Co., Toledo, has 
port, Ia, was awarded new James | been elected a member of the board 


S. Allan Trophy, as the outstand- | o¢ directors of Johns-Manville Corp. 
ing territory manager in the com- Ss « 


pany’s western zone, and Wallace 
H, Oldacre, Jackson, Mich., the 
outstanding territory manager in 
the Eastern zone, received the 
President’s Trophy. 





w. 


Cc, R. Munsch H,. Oldacre 


Fruehauf Ups Harrison 
Roy C. Harrison has been named 


of Fruehauf Trailer Co. He pre- 


a viously served as branch director, 
with the treasury division and as 
Harley Earl Changes divisional finance manager. 
Firm’s Name, Promotes Six se 
Harley Earl, former GM styling 


Iowa Appoints Brown 


Public Safety Commissioner 


Russell Brown has been appointed 
public safety commissioner of the 
State of Iowa. He had been acting 
commissioner since 1957. 


Brown is the author of Iowa’s 
point system of enforcing traffic 
Craig Paul, chief of the exhibits | laws. His term will run until June| 
and interiors department, and three | 30, 1963. 
product design studio heads, Sam- | S 6 @ 
uel Highberger, Paul Petlewski and Goodyear Ups Copeland 
Dominic Saporito, Executive Vice- 

President James Balmer also was| Derrill D. Copeland has been 
promoted to assistant manager of 


ae — e _ retread and repair materials for | 
Goodyear Tire & Rubber Co, He 
Mack Names Managers succeeds Robert L. Martin, who has 


At 2 Florida Branches been appointed district manager in 


The appointment of R. D. Gettys ran, ae et aes Sa 


as district manager of its Tampa IH Transfers England 


vice-president, has announced a 
reorganization of his own inde- 
pendent industrial design firm, Har- 
ley Earl, Inc. The firm now will be 
known as Harley Earl Associates. 


Promoted to design associate 
were David Bishop, head of the 
graphics and packaging division; 








(Fla.) branch has been announced 
by Mack Trucks, Inc. He succeeds R. L. England has been trans- 
ferred to International Harvester 


Co.’s St. Louis motor-truck district 
as assistant district manager. He 
previously was assistant district 
manager at Little Rock, Ark, He 
joined IH in 1938. 


* * * 
Associated Spring Boosts 
Goff, Froehlich and Crist 


E, L. Goff, executive vice-pres- 
ident of Associated Spring Corp., 





E. R. Rowland 





R. D. Gettys 


president. He is a 34-year veteran 
BR. BR. Bewland who has besa | —_————_............... 


named head of the Mack branch at 
Jacksonville. 

Rowland has been associated 
with the trucking industry for 28 
years, mostly in Florida. His trans- 
fer to Mack’s large Jacksonville 
Branch fills a vacancy there caused 
by the resignation of Ralph L. Agee. 
Gettys has been with Mack since 
1956. 


. = * 
Ford, M-E-L Appoint 

Robert E. Dudley has been named 
assistant sales manager for M-E-L 
in Atlanta, and Richard L. Remy 
has been appointed controller of 
Ford division’s Atlanta assembly 
plant. Remy succeeds Fred E. 
Inman, who was transferred to 
Ford’s Lorain (O.) plant. 


* = 2 
Mack Executive Retires 


After Serving 39 Years 


John A. White, Government divi- 
sion sales manager for Mack 
Trucks, Inc., has retired after 39 
years of service with the firm. 

With Mack since 1919, White was 
appointed sales representative in 
Washington to handle truck sales 
to the U. S. and foreign govern- 
ments. 


Firestone's New Tire— 


Raymond C. Firestone, left, president, 
Firestone Tire & Rubber Co. and James 
E. Trainer, executive vice-president, ex- 
amine the company's newest safety tire, 
the Firestone Premium Quality for cars. 
The tire has two basic innovations. The 
first is said to be a new Silver Safety 
Seal on the inner part of the tire across 
the tread area which gives a higher 
degree of puncture-safety than ever be- 
fore achieved, The Silver Safety Seal is 
made of the highest quality compounds, 
and includes Diene Rubber, Firestone's 
newest, man-made rubber. The second in- 
novation is said to affect the nylon cord 
used in the body of the tire. The cord 
undergoes a three-stage treatment which 
stabilizes it, greatly reducing its tendency 
for growth and distortion in the tire-in- 
service. 


* * * 
Armstrong Cork Creates 


Three New Positions 
Three executives have been 
named to fill three new positions 
in the industrial division of Arm- 
strong Corp. Co., Lancaster, Pa. 
E. W. Jones, product planning 
department manager, was named 


of the company, having jo:ned its 
Wallace Barnes division in 1925, 
In other top level change, W, RE, 


Froehlich was named eng'neerin 
vice-president, and F. E. Crist be. 
came director of administration, 
Froehlich had been ma keting, 
research and development vice. 
president, and Crist was director 


of industrial relations. 
> +. * 


Goodrich Moves Smith 


Wilton J, Smith, manager of re. 
tail operations of B. F. Goodrich 
Tire Co.’s Southern region, Atlanta, 
has been appointed zone manager 
at Memphis. He replaces J, W, 
Harton who was named Western 
regional manager. 

= + + 


Harding and Smith Elected 


To Midland-Ross Board 


Charles B, Harding, senior part- 
ner of the investment banking firm 
of Smith, Barney & Co., and Kent 
H. Smith, acting president of Cage 
Institute of Technology, have been 
elected directors of Midland-Ross 
Corp., Cleveland. 

Harding and Smith will fill va- 





manager of the Charlotte branch | 


cancies on the eight-member board, 

| resulting from the deaths last year 

|of Percy W. Brown, partner of 

| Hornblower & Weeks, and Harold 

1c. Richard, a director of the Manu- 

facturers Trust Co. of New York. 
+ >= 


> 


Zweig Joins Goodall 


Irving Zweig has been appointed 
a sales agent in the New York 
Metropolitan area for Goodall Vinyl 
Fabrics division of Goodall-Sanford, 
Inc. Goodall-Sanford is a member 
of Burlington Industries. Zweig for- 
merly was Northeast district sales 


|manager for Textileather division, 


General Tire & Rubber Co. 
> > a 





company’s 


Ford Moves Reineking 


W. Fred Reineking has been 
named controller of Ford Motor 
| Co.’ s Twin Cities assembly plant. 
| He formerly was controller of the 
Long Beach (Calif. 
plant and replaces Richard L. 
Remy, who has been named con- 
|troller of the Atlanta assembly 


plant. 
= > > 


GMAC Moves Sides 


John D. Sides has been appointed 
manager of the General Motors 
Acceptance Corp. office in Wash- 
ington. He succeeds A. Irving 
Smith, who retired after 40 years 
with the company. Sides joined 
GMAC in 1935 and had been man- 
ager of the Mobile (Ala.) branch 
since 1946. 





has been promoted to senior vice-|N 





Tung-Sol Appoints Peter 
Merchandising Manager 

E. Leslie Peter has been named 
merchandising manager of auto- 


motive markets of Tung-Sol Elec- 
tric Inc., Newark, 


Peter, who 
served as adver- 
tising and sales 
promotion man- 
ager for automo- 
tive products 
since joining 
Tung-Sol in 1957, 
will be responsi- 
ble for electric 
and electronic 
components for 
both initial equipment and replace- 


ment automotive markets. 
on ” a. 


Abdoo Joins Allen 


John Abdoo has been appointed 
director of automotive trim produc- 
tion for Allen Industries, Inc., De- 
troit. He formerly was with Ford 
Motor Co. 


E. L. Peter 


* * * 


Ford Shifts Reineking 


W. Fred Reineking has been 
named controller of the Twin Cities 
assembly plant of the Ford division. 
Formerly controller at the Long 
Beach assembly plant, he replaces 
Richard L, Remy, who was trans- 
ferred to the Atlanta assembly 
plant. 


* * * 


Churns Heads K. C. Office 


Of Interstate Securities 


Chester J, Churns has been pro- 
moted to manager of the Kansas 
City branch sales finance office of 
Interstate Securities Co. He suc- 
ceeds William Anderson, who will 
Serve as senior vice-president at 
the company’s home offices in Kan- 
sas City. 

Churns, who joined the firm in 

(Continued on Page 57, Col. 1) 
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Auto Personnel 


(Continued from Page 56) 


on. Anderson has ended 39 years 
active auto financing activity in 

Kansas City, all for Interstate Se- 
rities. 


936, had been assistant to re 


= 
Bendix Products Forms 


id-Atlantic District 


Bendix Products division of Ben- 
Aviation Corp. has formed a 
Mid-Atlantic district. It will be 
managed by P. J. Manus with R. E. 
lurphy as assistant manager. 
Manus and Murphy will handle 
he following Bendix lines: Power 
prakes, Stromberg carburetors, 
hemical products, power hydraul- 
ics and brake shoes. 
* 


* * 


sbrandt Named Chairman 


9{ SAE Technical Board 


R. H. Isbrandt, American Motors 
orp. automotive engineering direc- 
tor, has been ap- 
pointed chairman 
of the Society of 
utomotive Engi- 
neers Techanical 
Board. 

He has been an 
SAE member 
since 1947, and 
has served two 
years of a three- 
year term on the . 
Technical Board. , : 
He also has R. H. Isbrandt 
served on the governing board of 
the Detroit SAE section. Isbrandt 
is a sponsor of SAE’s transmission 
committee and automotive drafting 
standards. 


National Account Sales Unit 
Is Established by Clark 


The industrial truck division of 
Clark Equipment Co. has estab- 
lished a national accounts sales 
organization. It will be headed by 
M. J. Drackett, 
director, with 
headquarters in 
Battle Creek, | 
Mich. Drackett 
formerly was 
manager of| 
Clark’s attach- 
ment and custom 
truck division. 

J, P. Bradshaw, 
formerly a Clark 
district sales 

M. J. Drackett manager in Port- 
land, Ore., will be West Coast na- 
tional account manager; P. E. 
Campbell, previously gas truck 
sales manager, will be Southern 
states manager, and C. F. Wade 
will be manager of automotive ac- 
counts. Appointments for the New 
York and Chicago areas will be 
announced soon. : 

. a 


Burke, Newman Move Up 


Edmund S. Burke, president of 
Kelly-Springfield Tire Co., has been 
elected chairman of the board. 
George B. Newman, executive vice- 
president, has been elected pres- 


ident and chief executive officer. 
> > . 


McLoud Joins Evans 


Malcolm McLoud has joined Evans 
Products Co., Plymouth, Mich., as 
sales manager for battery separ- 
rators. He had been with U. S.| 
Rubber Co. as assistant sales man- 
ager for battery separators. 


Pontiac Appoints Prashaw 


Assistant Purchasing Agent 


Milton L. Prashaw has been 
named assistant purchasing agent 
in charge of nonproductive buying 
and procurement for Pontiac. 

Prashaw succeeds H. J. Peek, who 
has retired after 24 years with 
Pontiac, Prashaw, who joined Pon- 
tiac in 1947, had been superintend- 
ent of the salvage department, 

* oe +” 
Goodyear Tire Division 
Promotes Six in Sales 


Six changes in the tire division 
sales organization of Goodyear Tire 
& Rubber Co. have been announced. 

R. W. Fitzgerald, formerly tire 
division sales manager, was ap- 
pointed Western trade sales man- 
ager with responsibility for the 
Central, Midwest and Western re- 
gions. Coy F. Stoud, manager of the 
Southern sales region, Atlanta, be- 


* * 








comes Eastern trade sales manager 
with responsibility for the Eastern, 
Southern and Southwest regions, 
Charles A, Eaves jr., manager of 
the petroleum sales department, 


was named assistant to the vice-| 


president, responsible for the petrol- 
eum sales division and for special 
marketing and merchandising prob- 
lems. 

Floyd B, Parker, assistant man- 
ager-retail, Southern region, suc- 
ceeded Stroud; B. H. Snaith, district 
manager at Jacksonville, Fla., re- 
placed Parker, and J. G. Frasier jr., 
assistant district manager at Mem- 
phis, replaced Snaith. 

+ * 


* 


Watkins, Hume, Cross 


Are Promoted by IH 
E, H. Watkins has been named 


manager of International Harvester | 
Co.’s New York motor-truck dis- | 


trict, replacing Jack H. Kline, who 
retired after 49 years with the com- 
pany. Watkins previously was 
Albany district manager. 

R. E. Hume has been promoted 
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to manager of the Albany district. 
He previously served as Bastern 
region Metro sales supervisor and 
assistant district manager at 
Albany and Baltimore. Raymond 
Cross, formerly an assistant district 
manager at New York, has been 
| appointed manager of fleet sales for 
| the New York district. 

a * * 


Kellstadt, Sears President, 


| Elected to Ford Board 


Charles H, Kellistadt, president of 
| Sears, Roebuck & Co., has been 
| elected a member of the board of 
| directors of Ford Motor Co. 

Kellstadt, who joined the Sears 
organization in 1932, also is a direc- 
tor of Sears, the U. S. Chamber of 
Commerce, Chemical Corn Ex- 
+change Bank of New York City, 
| Allstate Insurance Co., Simpsons- 
| Sears, Ltd., and Continental Illinois 
| National Bank & Trust Co. 


= = * 


| Harvie Heads Jeep Sales 
\In 13 Far East Countries 


John H, Harvie, regional sales | 
manager in the Middle East for| 
Willys-Overland Export Corp., has 
been promoted to division sales 
manager for the Far East with | 
headquarters in Toledo. 

Harvie will head Jeep sales| 
efforts in 13 countries of the Far| 








|by Frank E. 


East. He succeeds Charles C, Altum 
jr.. who died Oct, 8, Harvie joined 
Willys in 1956. 

* 





* * 


Dow Appoints Hansen | 


Auto Laboratory Chief 


i 

| 

Dow Chemical Co. Midland, | 
Mich., has appointed Robert Han-| 
sen head of its| 

automotive chem- 
icals development | 
laboratory. He! 
suceeds Harry W.| 
Loper, who re-| 


signed. 
Activities of! 
the lab include} 


research and de- 
velopment in 
antifreeze formu- 

+ lations, brake 
Robert Hansen fluids, synthetic 
lubricants, gasoline additives and 
other automotive chemicals, includ- 
ing a new viscosity index improver. 

= = * 


Bendix Products Assigns 


Muessel to Detroit 


G. K, Muessel has been appointed 
manager of the Detroit office of 
Bendix Aviation Corp.’s Bendix 
Products division, it is announced 
Farrell, director of 
automotive sales. 

Muessel was staff assistant to 


57 


Farrell and has been with Bendix 
for more than 12 years, He succeeds 
Frank Hourigan, who has retired 
after more than 30 years of service 
with the company. 

* oa 


Kelly Promotes Oburn 


William H, Oburn jr. has been: 
appointed finance and operating 
vice-president for Kelly-Springfield 
Tire Co, Cumberland, Md. He 
joined Kelly as treasurer in 1958 
after serving with Goodyear-Mexico, 
a subsidiary of Goodyear Interna- 
tional Corp. 


Canadian Post for Steger 


A. J. Steger has been named 
Canadian regional manager for 
Bendix-Westinghouse Automotive 
Air Brake Co. He served 10 years 
as the company’s Detroit regional 
manager and the last two years as 
manager of passenger car sales. 
Steger will maintain offices in De- 


troit. 
* * 


Dayton Rubber Shifts Wilson 


Robert Wilson has been appointed 
Southwest regional manager for 
Dayton Rubber Co.’s automotive 
wholesalers division. His district in- 
cludes Texas, Oklahoma, Louisiana, 
New Mexico and Colorado. He had 
been Oregon-Utah-Idaho district 
manager. 
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Every Wagner Lockheed Power Brake Repair Kit includes 


an easy to follow “How- 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Houston | 


New-car sales in Houston during 
February numbered 4,311, compared | 
with 4,357 in January. 

By makes, they were: Chevrolet, 
1,075; Ford, 1,056; Oldsmobile, 289; 
Pontiac, 265; Buick, 185; Cadillac, 
116; Rambler, 111; Mercury, 83; 
Plymouth, 80; Studebaker, 55; Sim- 
ca, 43; Hillman, 36; Renault, 35; 
Volkswagen, 28; Dodge, 24; Opel, 
23; DeSoto, 17; Volvo, 15; Chrys- 
ler, 14; MG, 14; Triumph, 12; Edsel, 
11; Citroen, 10; Imperial, 10; Mor- 
ris, 9; Taunus, 9; Lincoln, 8; Vaux- 
hall, 7; Austin-Healey, 5; Contin-| 
ental, 5; Peugeot, 5; Metropolitan, 
4; Isetta, 3; Willys, 3, and miscel-| 
laneous, 10. 

New-truck sales totalled 612, | 
compared with 665 in January. By | 
makes, they were: Chevrolet, 255; | 
Ford, 221; International, 63; GMC, | 
21; Dodge, 19; Mack, 11; Reo, 6; | 
Volkswagen, 4; Willys, 4; White, 3; 











International bus, 2; Studebaker, 2, 
and FWD, 1.—(Ruby Fenoglio.) 
= * * 


Detroit 
A total of 8,071 new cars were 
sold in Wayne County (Detroit) 
during February, compared with 


| 10,337 in January and 6,972 in Feb- 
| ruary a year ago. 


Sales by makes (with market 
penetrations in parentheses) were: 
Ford, 2,500 (30.98 percent); Chevro- 
let, 2,031 (25.16); Oldsmobile, 559 
(6.93); Pontiac, 508 (6.29); Mercury, 
414 (5.13); Rambler, 364 (4.51); 
Buick, 343 (4.25); Cadillac, 313 
(3.88); Plymouth, 286 (3.54); Edsel, 
81 (1.00); Dodge, 96 (1.19); Stude- 
baker, 81 (1.00); Chrysler, 68 (0.84); 


|and Volkswagen, 64 (0.79). 


DeSoto, 53 (0.66); Lincoln, 44 
(0.55); Simea, 37 (0.46); Renault, 
34 (0.42); Imperial, 28 (0.35); 
Continental, 27 (0.33); Fiat, 22 
(0.27); Triumph, 14 (0.17); Opel, 
12 (0.15); English Ford, 10 (0.12) ; 


TRI-EX REFINED 
Wolfs Head Oil 


Oily 


yj 
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Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’Ss HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
WoLF’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 


and Scientifically Fortified 


for complete protection. 


With WoLF’s HEAD you can keep your 


customers coming back. 


WOLF’S 


HEAD commands distinctive cus- 
*tomer loyalty the world over. 


GourSuea) 


WOLF’S HEAD 
OIL REFINING CO., INC. 


OL CITY, PA. 











Metropolitan, 10 (0.12); Volvo, 8 
(0.10); Mercedes-Benz, 6 (0.07); 
MG, 5 (0.06); Morris, 5 (0.06); 
Austin-Healey, 3 (0.04); Citroen, 
3 (0.04); Taunus, 3 (0.04); Willys, 
1 (0.01), and miscellaneous, 11 
(0.14). 

Used-car sales totalled 7,481 in 
February, compared with 8,468 a 
month earlier. 

New-truck sales amounted to 593, 
compared with 572 in January. 
Used-truck sales numbered 300, 
compared with 316 a month earlier. 

By makes, new truck sales were 
(market penetration in paren- 
theses): Chevrolet, 232 (39.12 per- 
cent); Ford, 205 (34.57); Dodge, 51 
(8.60); GMC, 16 (2.70); Mack, 13 
(2.19); International, 10 (1.68); 
White, 8 (1.35); Willys, 4 (0.67); 
Autocar, 3 (0.51); Diamond T, 3 
(0.51); Diveo, 3 (0.51); Studebaker, 
1 (0.17), and miscellaneous, 44 (7.42). 
—(Robert M. Lienert.) 


> . + 
Boise, Id. 

February saw 195 new cars and 
79 new trucks registered in Ada 
County (Boise), Id, with Ford and 
Chevrolet running neck and neck 
in the new-car field at 44 registra- 
tions each. 

Following the leaders were: 
Rambler, 16; Plymouth, 12; Olds- 
mobile, 11; Volkswagen, 10; Pon- 
tiac, 9; Dodge, 6; Studebaker, 6; 
Cadillac, 5; Mercury, 4; Buick, 3; 
Fiat, 3; Simca, 3; Triumph, 3; 
Chrysler, 2; Edsel, 2; Hillman, 2; 
MG, 2; Renault, 2; DeSoto, 1; Im- 
perial, 1; Lincoln, 1; Austin, 1; 
English Ford, 1, and Volvo, 1, 

New-truck registrations were: 
Chevrolet, 35; GMC, 22; Ford, 13; 
International, 5; Dodge, 2, and 
Willys, 2. 

> > > 
Montreal 

Sales demand in Montreal in the 

first two months of the year was 


reported “very good” despite one | 


of the most severe winters on 
record. 

Although finance terms have be- 
come stiffer, dealers said sales ap- 
parently had not suffered. 

With spring-like weather begin- 
ning to appear, dealers are becom- 
ing more optimistic, All models are 
in good demand —(Jules Laro- 
chelle.) 

> > > 


Dayton, O. 


New-car sales picked up steam 
during February in Montgomery 
County (Dayton), O. 

Chevrolet continued to lead the 
sales derby with 417 new autos sold 


| last month, followed by Ford’s 378. 
| Others placing 
| were Pontiac, 192; Oldsmobile, 172; 


in the Top Ten 


Rambler, 111; Plymouth, 94; Buick, 
87; Cadillac, 72; Studebaker, 69, 
and Mercury, 54. 

Total new cars, trucks, scooters 
and motorcycles registered last 
month hit 2,057, compared with 1,- 
158 in February, 1958, Total regis- 
tration of all vehicles was 12,082, 


compared with 8,334 a year ago for 
the same period. 

A total of 135 new foreign cars 
were registered in February.— 
(William Francois.) 

* * + 
North Carolina 

A total of 719 imported autos 
were sold in North Carolina in 
January, or slightly more than 7 
percent of the 9,212 total. 

By makes, the import market 
was shared as follows: Renault, 
125; Vauxhall, 92; Volkswagen, 82; 
Simca, 81; Fiat, 76; English Ford, 
74; Opel, 47; Hillman, 25; Volvo, 23; 
Austin, 17; MG, 14; Morris, 14; 
Mercedes-B e n z, 
Goliath, 7; Peugeot, 6; Jaguar, 5; 
Borgward, 3; Sunbeam, 3; 
Romeo, 1, and miscellaneous, 3, 

* + * 


Sioux City, Ia. 
February saw 251 new cars reg- 


City), Ia., 
January. 

Ford moved out in front in Feb- 
ruary, leading Chevrolet, 87 to 78. 
Other registrations were: Pontiac, 
19; Oldsmobile, 14; Plymouth, 9; 
| Buick, 8; Cadillac, 8; Studebaker, 
5; DeSoto, 3; Mercury, 3; Rambler, 
|3; Renault, 3; Chrysler, 2; Edsel, 
|2; Dodge, 1; Lincoln, 1, and mis- 
| cellaneous, 5. 

New-truck registrations num- 
bered 48, compared with 51 the 
previous month. By makes, they 
were: Chevrolet, 16; Ford, 12; GMC, 
8; International, 4; Mack, 3; White, 
3, and Dodge, 2. 

New-car registrations for the 
first two months totalled 541, A 
lyear ago, the January-February 
|} count was 440. 

+ 


compared with 290 in 





Los Angeles 
A tota) of 21,978 new cars were 
| registered in Los Angeles County in 
December, compared with 18,447 a 
month earlier, according to figures 
| compiled by Donnelley’s Motor Re- 
|corder of California. 
New-truck registrations, however, 
declined from 2,240 to 2,171. 
December new-car registrations 
by makes were: Chevrolet, 5,547; 
| Ford, 5,127 (of which 491 were 
| Thunderbirds) ; Oldsmobile, 1,304; 
| Plymouth, 1,200; Buick, 1,096; 
Pontiac, 984; Rambler, 920; Cad- 
illac, 774; Mercury, 588, Renault, 
509, and Dodge, 446. 


j 
| 
| 


Studebaker, 410; Volkswagen, 346; 


Fiat, 270; Hillman, 265; Chrysler, 
194; Volvo, 150; MG, 145: Simca, 
136; Peugeot, 129; Edsel, 126; Eng- 
lish Ford, 125; Triumph, 122; Aus- 
tin-Healey, 103; DeSoto, 93; Opel, 
86; Continental, 78; Imperial, 76; 


| Morris, 75; Lincoln, 70, and Metro-| 


politan, 61. 


Taunus, 57; Borgward, 53; Jag- | 


uar, 47; Vauxhall, 32; Mercedes- 
Benz, 30; Porsche, 25; DKW, 24; 
| Austin, 19; Citroen, 18; Sunbeam, 
16; Isetta, 14; Goliath, 12; Toyopet, 
10; Lloyd, 9; Skoda, 9; Alfa Romeo, 
|8; Datsun, 6; Goggomobil, 6; Pack- 


ard, 6; International, 5; Rolls-Royce, | 


4; Auto Union, 3; GMC, 3; Lancia, 


2; AC, 1; Aston-Martin, 1; Morgan, | 


1; Maserati, 1, and Panhard, 1. 

| New-truck registrations were: 
Chevrolet, 909; Ford, 864; GMC, 99; 
| International, 73; Dodge, 68; Volks- 
wagen, 62; Willys, 16; English Ford, 
15; Fiat, 12; Mack, 7; Studebaker, 
‘6; White, 6; Divco, 5; Kenworth, 


American Mofors' Dealer Board— 


A two-day meeting of the American Motors Corp. Dealer Advisory Board with top factory officials has been held in Detroit. 
Starting with Roy Abernethy, at podium, automotive distribution and marketing vice-president, and running clockwise are W. A- 
Grawemeyer, Indianapolis, board chairman; John W. Raisbeck, automotive operations vice-president; Walter Eyles, Arlingtor, V®.i 
Gil Ashcom, Berkeley, Calif.; Carl DiSalvo, Maplewood, Mo.; Charles W. Wentworth sr., Portland, Ore.; D. L. Mierley, Alfoona, 
Pa.; DeMotte Eggie, Oaklyn, N. J.; Barney Palley, Ozone Park, N. Y.; Francis Peterson, Moorhead, Minn.; Lester Hartunc, Mil- 


waukee, board secretary; J. 


13; Triumph, 8; | 
Alfa | 


| istered in Woodbury County (Sioux | 


eT 
4; Peterbilt, 3; Simca, 3; ..utocar 
2; Diamond T, 2; Freight iner, 2 
and miscellaneous, 13. — ‘ Villiam 
Carroll.) 
+ + * 
Baltimore 

Dealers retailed 1,848 new cars in 
January in Baltimore, compared 
with 2,110 a month earlier. 

By makes, registrations were: 
Chevrolet, 518; Ford, 406; Plymouth 
169; Oldsmobile, 132; Rambler, 104: 
Pontiac, 80; Dodge, 79; Buick, 6; 
Studebaker, 46; Cadillac, 41: Mer. 
cury, 36; Chrysler, 25; DeSoto, 18; 
Lincoln, 15; Imperial, 3, and mig. 
| cellaneous, 105. 

New-truck registrations num- 
bered 176, compared with 247 9 
month earlier, By makes, they 
were: Chevrolet, 67; Ford, 33; 
International, 22; Dodge, 15; 
GMC, 7; Mack, 7; Willys, 7; 
White, 4; Brockway, 2, and mis- 
cellaneous, 12. 

For the entire state, there were 
| 7,168 registrations in January, of 
which 602 were imports, Shares of 
|}imports by makes were: Volks- 
|wagen, 99; Fiat, 69; Renault, 53; 
|Simea, 49; English Ford, 45; Tri- 
jumph, 38; Opel, 35; Hillman, 34; 
| Vauxhall, 29; Volvo, 29; Mercedes- 
Benz, 21; MG, 17; Austin, 13; Mor- 
ris, 13; Peugeot, 10; Borgward, 9; 
| Jaguar, 7; SAAB, 7; Porsche, 5; 
| Taunus, 5; Goliath, 3; Berkeley, 2; 
Sunbeam, 2: Alfa Romeo, 1; Cit- 
roen, 1; Datsun, 1; DKW, 1; Lloyd, 
|1; Moretti, 1; Morgan, 1, and Peer- 
less, 1—(Kate Savage.) 

> ” * 


Columbus, O. 

New-car sales soared in Franklin 
County (Columbus), O., during Feb- 
ruary. 

The total of 2,303—compared with 
| 2,011 in January—was the highest 
monthly total recorded since July, 
1957, and was more than 41 percent 
ahead of February a year ago. 

Used-car sales picked up, but 
continued slightly below last year. 
The February total of 5,743 com- 
pared with 5,544 a month earlier. 

By makes, February new-car 

registrations were: Ford, 710; 

Chevrolet, 594; Oldsmobile, 154; 
| Pontiac, 145; Rambler, 98; Buick, 
92; Plymouth, 84; Dodge, 70; 
Cadillac, 57; Studebaker, 50; Mer- 
cury, 48; Volkswagen, 23; Opel, 
18; Renault, 17; Edsel, 15; Simea, 
14; Chrysler, 11; DeSoto, 11; Fiat, 
11; Goliath, 10; Triumph, 10; Hill- 
man, 8, and Volvo, 8. 

Isetta, 6; Metropolitan, 6; Austin, 
|5; Vauxhall, 5: SAAB, 4; Imperial, 
3; MG, 3; Peugeot, 3; Citroen, 2; 
English Ford, 2; Lincoln, 2; Borg- 
ward, 1; Continental, 1; Morris, 1, 
and Rolls-Royce, 1—(Ernest L 
Arms.) 








* * 


Cleveland 


A sharp stepup in new-car sales 
in February in the Cleveland area 
and a continued increase in used- 
car sales combined to make the 
automotive outlook rosy. 

Sales in February totalled 5,- 
430, compared with 4,914 in 
January and 3,891 in February 4 
| year ago. 
| In the final week of February, 
1,678 new cars were sold, compared 
| with 1,241 in the year-earlier week, 
|when the “You Auto Buy Now” 
campaign was on.—(Sanford Mar- 
key.) 


H. King, Nashville; C. R. Walker, Los Angeles; C. D. Shepard, Oklahoma City; Laverne Marshall, 


Flint, board vice-chairman; Harry Williams, Denver; P. K. Williams, Austin, Tex.; A. W. Schwoerer, Zanesville, O.; W. A. Siutzel, 
Rockford, lil; William G. Herpich, Rochester, N, Y.; Clarence Zarren, Belmont, Mass.; Don Schulstad, Tampa, Fla.; V. E. Boyd, 


field sales manager, and Roy D. Chapin 


jr, automotive executive vice-president. 
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‘inside, outside and under the hood | 


Canadian Volume Off Only 16%... 


6 Provinces Hike Sales 





jn Canada in 1958 were only 1.6| pared with 76,276 in 1957. Saskatch- | 


percent below the 1957 level, ac-| ewan, Newfoundland and Prince 
cording to the Canadian Automo-/ maward Island were the only prov- 


a is bes pear eubaaiees inces to record increases. Here is 


with 382,023 in 1957. 

Six provinces reported more 
registrations than in 1957. The 
gains ranged from a 53-unit climb 
in Manitoba to an increase of 5,- 
740 in Ontario. 

Newfoundland, Prince Edward 
Island, Nova Scotia and Saskatche- 
wan also reported increases. Regis- 
trations in New Brunswich, Quebec, 


County Using Cars Longer 
|To Offset Higher Prices 
MARTINEZ, Calif. Contra 
Costa County is taking steps to 
| prolong the life of county cars as 
a result of discontinuance of dealer 
| subsidies, Normally the county 


Alberta and British Columbia were buys between 50 and 60 autos and | 


lower than in 1957. | trucks a year. 


Populous Ontario led the sales} 7 
ade with 157,306, up from 151,-| R. D. Broatch, county public 


566 in 1957. Quebec was second with | works property manager, said that 

87,089, a decline from the previous|new engines will be installed in 

year’s total of 96,742. high-mileage units, which then will 
Here is how the other provinces | be shifted to the motor pool where 

fared in auto sales: | they get less use. 

ST 


"58 


British Columbia ...... 33,993 35,975 
Alberta secces .. 31,542 33,899 
Manitoba 90 60 ceecee . 19,985 19,932 
Saskatchewan ......... 18,188 17,699 
Nova Scotia .... . 13,400 11,663 
New Brunswick 8,714 9,077 
Newfoundland ........ 4,458 4,210 | 
Prince Edward Island . 1,408 1,260 | 


Commercial-vehicle sales dropped | 





Merchandising Aids— 


This merchandising material is con- 
foined in a kit offered dealers by the 
Automobile Seat Cover Assn. of America 
in connection with Good Cor-Keeping 
Week May 20-31. Included are banners, 
over-the-wire hangers, radio and TV spots 
ond tiein material. 

* 


Kits Promoting 
Good Car-Keeping 
Offered Dealers 


CHICAGO.—A dealer merchandis- 
ing kit, designed to promote Good 
Car-Keeping as a year-round pro- 
motion, is available through the 
Automobile Seat Cover Assn. of 
America, according to Vernon Vol- 
land, executive director. 

He said the kit, released to coin- 
cide with Good Car-Keeping Week 
May 20-31, will include: 

One new banner, 54 by 20 inches, 
carrying out the theme that new 
Seat covers will “Gift Wrap” your 
car. 

One 54-by-20 reminding custom- 
ers that seat covers give cars a| 
Sports-car look. 

Four related merchandise dis- | 
plays. 

Each display shows in full color 
that Good Car-Keeping is for the| 


of the car. 

One display highlights the family 
theme and promotes tires and 
Good Car-Keeping, Another display | 
shows a battery with the message | 
“Buy a fast new start with a new 
battery.” 

A third color display reminds cus- 
tomers their car will look better 
with a new polish or wax job, and 
a fourth display shows pictures of 
other Good Car-Keeping products 
such as floor mats, cushions, mir- 
rors and lights. 

The kit also includes an over-the- 
wire hanger promoting Good Car- 
Keeping as a matter of pride and 
safety, radio and TV spots, news- 
paper ad parts and mats, door and 
window decals for customer impact 
and samples of bumper stickers, 
Good Car-Keeping Tips booklets 
and ad reprints. 


clutter of part-filled 


ately make less 
quantities. 


manufactured by 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario 
Canada 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 









1 Stop the waste, confusion, and 


cans, (as above)! With the Tinto- 
meter system, you can immedi- 


the commercial-vehicle breakdown: 
58 


"57 
Ontario ...........++.+. 23,064 24,702 
Quebec .. . 14,467 17,529 
| Alberta ................ 9,604 10,288 
| British Columbia ...... 5,682 8,093 
Saskatchewan .......... 5,107 5,033 
Manitoba ............. 3,468 3,881 
| Nova Scotia... .....5) 2.527 2,653 
| New Brunswick .. 2,063 2,182 
| Newfoundland ......... 1,489 1,439 
| Prince Edward Island . 535 476 


Passenger and commercial- 
| vehicle registrations totalled 444,090 
jin 1958, a decline of 3.1 percent 
from the 1957 figure of 458,299. 
December sales of both cars and 
trucks topped the year-earlier fig- 


ures, Car sales were 29,176, com-| 


pared with 23,160 in the 1957 month, 
and commercial registrations total- 
led 5,860, up from 3,944, 

By provinces, December, 1958, 
auto sales were: Ontario, 13,132; 
Quebec, 5,256; British Columbia, 
3,179; Alberta, 2,758; Saskatche- 
wan, 1,547; Manitoba, 1,456; Nova 
Scotia, 958; New Brunswick, 552; 
Newfoundland, 243; Prince Ed- 
ward Island, 95. 
Commercial-vehicle sales in De- 
cember, 1958: Ontario, 2,103; Que- 
bec, 1,124; Alberta, 920; British Co- 
lumbia, 475; Saskatchewan, 434; 
Manitoba, 279; Nova Scotia, 208; 
New Brunswick, 196; Newfound- 
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land, 93; Prince Edward Island, 28. | 


dead paint 


than pint 


RINSHED-MASON COMPANY 








2 Your paint costs you less. For 
example—you actually gain an 
average of 46% over the cost of 
factory packaged lacquer in pints. 





Vinyl Institute Elects Officers— 


Members of the newly elected executive committee of the Vinyl Fabrics Institute 
| are, seated from left, Paul Howard, Weymouth Art Leather Co., South Braintree, Mass.; 
| Jules D. Lippmann, textileather division, General Tire & Rubber Co., Toledo, and C. 
Gordon Jelliffe, Columbus Coated Fabrics Corp., Columbus, O. Standing: V. W. Mec- 
Daniel, Cotan division, Interchemical Corp., Newark, N. J.; John C. Siegmann, Landers 
Corp., Toledo; Peter P. Shea, Goodall-Sanford, Inc., Reading, Mass.; M. N. Nickowitz, 


E. 1. duPont deNemours & Co., Inc., Wilmington, Del. Also elected, but not present, 
were Fred L. Ford, Athol Mfg. Co., Athol, Mass., and W. J. Mulvey, U. S. Rubber Co., 
Mishawaka, Ind. Institute officers are Lippmann, president; Jelliffe, first vice-president, 
and Howard, second vice-president. 





In refinishing 


3 You can add big PLUS busi- 
ness with complete coverage on 
passenger car colors . . . PLUS 
foreign cars, sport cars, fleets, 
road building equipment, out- 
board motors, household appli- 
ances and many other products. 


RINSHED-MASON CO., 5935 Milford Ave., Detroit 


[] Rush me details on the Tintometer. 
[_] Have your R-M Jobber call. 
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By Martin L. Whitmyer 
Staff Writer 

An expanded Rambler advertis- 
ing program hag been launched by 
American Motors with increased 
use of newspapers, radio and mag- 
azines, according to Fred W. 
Adams, director of automotive ad- 
vertising and merchandising. 

The newspaper program which 
runs in more than 2,400 newspapers 
each week, ‘includes many ads 
larger than last year. A number of 
them will be full pages, Adams said. 
In addition, full-page color ads are 
scheduled for This Week, Ameri- 
Cars for Charity— can Weekly, Parade and Family 

Thirty-thteée members of the Independ- | Weekly. 
ent Car Déalers Assn. and the New Car The company also has added 
Dealers Assn. of Fort Worth contributed| the CBS network to its radio us- 
used cars to an auction sale for charity.| age with a 13-week contract. 
The $2,432.70 raised selling the cars was | Rambler advertisements now are 
turned Over to the YMCA membership| heard each evening on the Amos 
project. Getting a Ford Model A ready| ‘n’ Andy show and on the follow- 
for the auction block are, from left, Frank| ing Sunday shows: “Gunsmoke,” 
Atwell jr., ICDA president; Milron F.| “Mitch Miller,” “Have Gun Will 
Gruenwald (DeSoto-Plymouvth), NCDA rep-| Travel,” “Suspense” and “Johnny 
resentative, and John Geary, ICDA promo-| Dollar.” 
tion chairman. Rambler has been advertised on 





Affecting Factories and Dealers .. . 


Auto Advertising 





NBC's “Monitor” for 2% years with 
the sponsoring of 20 newscasts 
each weekend. 

The CBS ads, like those on NBC, 
will feature the humorous approach 
such as those done by Elmer Blurt, 
“the world’s lowest pressure sales- 
man” as well as progress reports 
on Rambler sales. 

To the long list of national mag- 


by Rambler, three new magazines 
have been added—Fortune, Holiday 
and Sports Illustrated. The others 


urday Evening Post, Look, Time, 
Newsweek, U. 8. News € World 
Report, Ladies’ Home Journal, 
McCall’s, Good Housekeeping, Pop- 
|\ular Science, Popular Mechanics, 
| Mechanix Illustrated, Automotive 
News, Motor Trend, Motor Life and 
Car Life. 

As part of the advertising ex- 
pansion, a special Ambassador V-8 
|campaign now is under way. 

- + * 


| Rambler Group Picks Rep. 


The newly-formed South Da- 
kota Rambler Dealers Assn. has 
selected Walter Kranz Advertis- 
ing, Inc., Denver, to handle its 
advertising. 


> > = 


Changes at TV Guide 


A series of appointments and 


have been announced. 


the magazine in Philadelphia and} 
Smith was in its Cincinnati office. 
Cook joined the magazine after be- 
ing with American Legion Maga- 
zine and Hearst Advertising Serv- 
ice. 

Robert Hoffman of the Atlanta 
advertising office has been trans- 
ferred to Chicago. Hayden Kelly,| 
who was with the Chicago Sun-| 
Times, has also joined the Chicago | 











Here’s how you can help increase 


SERVICE JOBS UP T0 50% 


with your present setup! | 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilome 


EXECUTONE, INC., Dept. X-6 
415 Lexington Ave., York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
Ni 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 





es... S 














City 
In Canada—331 Bartlett Ave., Toronto 








advertising staff. E. Reynold Pe-| 
tray has been transferred to the) 
Cincinnati advertising staff from 
the Philadelphia edition. 


White Launches Campaign 


White Motor Co., Cleveland, has 
launched its heaviest promotional 
campaign in several years. 

The first advertisement appeared 
in Saturday Evening Post and 
other ads are scheduled for Time, 
Business Week and the Wall Street 
Journal. The ads will promote both 
White and Autocar divisions. 

> > > 


Special Telecast for GM 


Americans will be treated to a 
television “first” Sunday, Apr. 19, 
when General Motors presents a 
special hour-long report direct 
from the “World Congress of 
Flight” at Las Vegas, Nev., on 
man’s conquest of air and space. 

Sponsored as a public service, the 
program will originate over the 
NBC television network from 5 to 
6 p.m. (EST). 

* * 


‘High Adventure’ Returns 


Sponsored by the United Motors 
System and Delco-Remy division 
of General Motors Corp., the 
fourth edition of “High Adven- 
ture with Lowell Thomas” will be 
presented at 8 p.m. March 27 
over the CBS television network. 


> * > 


A Slap at Outdoor Ads 


Bills to regulate outdoor adver- 
tising along major new highways 
have been introduced, or have been 
drafted and scheduled for early in- 
troduction, in at least 25 states 
having legislative sessions this 
year, according to the American 
Automobile Assn. 


Frederick T. McGuire jr., AAA 
president, said this development 
constituted “the greatest for- 
ward advance in the history of 
roadside protection” and pre- 
dicted that many more of the 44 
state legislatures meeting this 
year will consider billboard legis- 
lation of one type or another. 
States in which roadside legisla- 

tion has been introduced, or 





azines and trade papers being used | 9 


include Life, Reader’s Digest, Sat-| 


|transfers on the national advertis- | 
jing staff of TV Guide magazine 


Joining the staff in New York) 


are Eric Matzner, Girard Smith and | ouyth officials have been meeting 
Richard Cook. Matzner was with| with N. W. Ayer & Son, Inc., to|leased by Ford during 1958. They 


General Motors is scheduled to 
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drafted for early introduction, were 
listed by AAA as follows: 

Arizona, Arkansas, California, 
Connecticut, Florida, Iowa, Kan- 
sas, Maine, Maryland, Massachu- 
setts, Michigan, Missouri, Montana, 
New Hampshire, New Jersey, New 
Mexico, New York, North Dakota, 
Ohio, Oregon, Pennsylvania, Ten- 
nessee, Washington, and West Vir- 
ginia. 

+ af * 


Studebaker Picks Waindel 


Gerald Waindel, formerly of the 
Chicago public relations staff of J. 
Walter Thompson Co., has been 
named to direct 
public relations 
for Studebaker 
and Mercedes- 
Benz Sales, Inc. 

Waindel s u c- 
ceeds Wayne C. 
Lockwood, who 
now is on the 
public relations 
staff of Great 
Lakes Steel Corp. 

Waindel, prior 
to joining Thomp- 
| Son, was a vice-president of Roche, 
Williams & Cleary, Chicago adver- 
tising agency. He also was director 
of public relations and advertising 
|at Associates Investment Co. in 
South Bend for several years. 

> > ” 


| Plymouth to Drop Welk 
| Plymouth has decided not to 


| renew its sponsorship of the Law- 
| rence Welk orchestra’s Wednesday 
|night radio and television show 
following expiration in May of the 
present 13-week period, a Detroit 
|source reported. 

Grant handles the show which 
amounts to an estimated $5,750,000 
annual billing. 


Reports also have it that Plym- 





Gerald Waindel 





plan a new television program. 

Ayer had handled the complete 
Plymouth account until the fall of 
1956, when Grant was brought in 
to work on Plymouth’s program- 
ming of the Welk and Ray Anthony 
shows. 

a > 


Ford and RAB Team Up 


Radio Advertising Bureau, Inc., 
and Ford Motor Co, have joined | 
forces in a major effort to arouse 
enthusiasm among automobile deal- 
ers for radio advertising. 

Ford has mailed to its 7,000 deal- 
ers a fact primer on radio explain- 
ing why the auto company uses the | 
medium extensively and how radio 
can be adapted by dealers locally 
to help increase sales. 

Coincident with the Ford mailing, 
RAB supplied copies of the manual 
to its members with suggestions on | 
how to put the promotion piece to 
work selling time. 
> 


$3 Million for GM Ads 


begin a campaign of about $3 
million in April, it was reported 
last week. 

D. P. Brother & Co. reportedly 
will place the ads — all in the 
print media. GM’s institutional 
advertising formerly was handled 
by Kudner Agency. Campbell- 
Ewald handled advertising for 


the Motorama last year, however. 
> * * 


ee, 


zines are on the new scliedule 
with an increase in four-color 
insertions as well as in black 
and white advertisments. 


The publications on the 19% 
schedule are Time, Newsweek, U.g 
News & World Report, The New 
Yorker, Holiday, Fortune, F squire 
Sports Ilustrated and Sunset, : 


* + + 


Record Avis Ad Budget 


A record 1959 advertising budget 
that will provide for national coy. 
erage has been announced by Avis 
Rent-a-Car System. 

The total program calls for an 
expenditure of between $3.5 and 
$4 million in national and local 
advertising. 

The 1959 advertising program, 
according to Winston V. Morrow 
jr.. executive vice-president, wil] 
| place heavy emphasis on the Avis 
Corporate Travel Plan. 

Advertising is being placed in 
Saturday Evening Post, Sports [l- 
lustrated, Time, Newsweek, Busi- 
ness Week, U. 8. News & World 


Report, Wall Street Journal, New 
York Journal of Commerce, Na 
|tion’s Business, Dun’s Review, 


| Modern Industry, Fortune, Forbes, 
|hundreds of local newspapers and 
appropriate trade journals, Mor- 


| row said. 
> > > 


|\Ford Film Viewings Up 

| Documentary, travel and educa- 
| tional motion pictures produced by 
|Ford Motor Co. were shown to 
32,811,930 persons in the U. S. and 
overseas during 1958, or 22 percent 
more people than saw the fiims the 
previous year. 

There were 521,460 separate 
showings during the year, said 
Robert O. Dunn, manager of 
Ford's radio-television news and 
motion picture department. 

Five new major films were re- 





were four travelogs: “What a Va- 
cation!,” “West to the Tetons,” 
“Okefenokee Interlude” and “One 
oad,” and an engineering film, 
“An Equation for Progress.” 

> . > 


Jaguar on the Air 


Jaguar Cars, Inc., and British 
Railways are cosponsoring the 
“This is Britain” radio show weekly 
over Radio Station WQXR in New 
York City. 

“This is Britain” is a program 
of sounds, music and stories of 
England. Narrator for the show 
is Commander Edward Whitehead 

> > > 
Personnel Changes 

John R. Deitrick from executive 
vice-president to president of Allied 
Public Relations, Inc., succeeding 
J. Raymond Bell, who resigned to 
establish his own consulting serv- 
ice .. . R. Daniel McMichael from 
public relation representative for 


ae 


Sheldon Moyer T. J. King 
U. S. Steel in Chicago to assistant 








Report on Car Leasing 


Wheels, Inc., long-term leasing 
firm, is sponsoring a-month “Re- 
port on Wheels” publication. 

Edited by Dr. John H. Frederick, 
professor of transportation and 
head of the department of business 
organization at the University of 
Maryland, the report will be sent 
to more than 10,000 businesses in 
the U. S. 

* + <a 
Spot TV Sales Up in ’58 

National and regional advertisers 
invested $511,704,000 in spot tele- 
vision in 1958, or a 14 percent in- 
crease over the $448,734,000 ex- 
pended in the medium in 1957. 

The majority of the money, $371,- 
934,000, was placed in announce- 
ments and participations, with $82,- 
966,000 being invested in programs 
and $56,804,000 for ID announce- 


ments. 
£ = ” 


Fiat Increases Ad Budget 


Fiat Motor Co., Inc., with an 
advertising appropriation larger 
than a year ago, has embarked on 
its 1959 promotion campaign. 

A total of nine national maga- 


staff director of product informa- 
tion for the company in Pittsburgh 
. .. Jd. Robert Spraker from Toledo 

lade and Times to assistant gen- 
eral advertising manager of the 
Pittsburgh Post Gazette . . . Shel- 
don Moyer, Thomas J, King, Ken- 
neth G. Manuel and Frank E. Egan 





e. a 
K. G. Manuel F. E. Egan 


from vice-presidents to senior vice 
presidents of D. P. Brother & ©. 
advertising agency . . . Lawrence 
T. Young from manager of the 
Cleveland sales district to vice 
president in charge of the cer.tral 
sales division of Wilding Picture 
Productions, Inc., Chicago . . . Ken 
neth Fermoyle from Detroit e itor 
of Motor Life magazine to Detroit 
editor of Popular Science Mon‘hly. 
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MU NICH, Germany.—Bavarian 
stor Works (BMW) has obtained 
State loan which will enable it 
9 produce a new version of the 
tta and a new car slightly larger 
han the 600 and with a larger two- 
wlinder air-cooled rear engine. 
“Since emotion won out over 
mind,” said a spokesman, “the 
new car will have traditional side 
doors. The ‘logical’ car with the 
door in the front did not go over 
too well.” 
In Duesseldorf, the Auto-Union 
ivision of Daimler-Benz has an- 
punced that the West German 
y will purchase about 15,000 
eep-like vehicles from Auto-Union. 
Porsche and Goliath also sought | 
the order. 
+ aa * 


Daimler-Benz Reports 


j AIMLER-BENZ came up with 
the following reports: 

1. The Mercedes 190 SL will have | 
steering-wheel lock as standard 
quipment. 

2. The first 220 S model has | 
rolled off the assembly line of its 
plant in Melbourne, Australia, 
3. A new fire engine for smaller | 
owns is being readied by the firm} 

cooperation with Metz, supplier 

fire-fighting apparatus, The ve- 

le will have a top speed of 60 
ph. and carry nine men. 

4. The new diesel engine for the | 
90 passenger car is using a short- 
oke design for the first time. The 
ne has an overhead camshaft 

> > > 









Rally Winner— 


The fourth Ivory Coast Rally in Africa 
wos won by this Renavit Dauphine. Re- 
movlt hod several special Douphines and 
Douphine-Gordini models in the race. The 
letter have souped-up engines and four- | 
meed transmissions, the work of Gordini, 
fronce's ace race-car builder. 


GM Is Licensed 
o Make, Sell 


Exhaust Purifier 


PHILADELPHIA.—General 
Motors has been licensed to manu- 
facture, use and sell an inexpensive 
tatalytic purifying device for autos 
and trucks to reduce exhaust poi- 
fons, Oxy-Catalyst, Inc. Wayne, 
Pa., announced. 








The device was developed by 
Eugene J. Houdry, head of the 
fompany, a spokesman said, and 
Will eliminate 90 percent of all 
harmful material contained in auto 
eeuet fumes under traffic condi- 

ns. 


The GM license is nonexclusive, 
Oxy-Catalyst said. The announce- 
Ment climaxed exhaustive tests of 
the device at the GM Research 
Center in Detroit. The tests cov- 
ered more than 33,000 miles of driv- 
ing over 12 months, Houdry said. 


While the Detroit tests were go- 
ing on, the Wayne firm said it 
forducted other tests and studies 
to determine the most economical 
Catalyst purifier that could be 
Made on mass production scale. 
In the spring plans for expanding 
its facilities for production of the 
Purifier and the catalyst will be 
disclosed, the firm added. 

“Such studies are covering plant 
4nd estimates for a daily produc- 
tion of 1,000 purifiers,” the com- 
Pany said, adding that it is esti- 
Mated that mass production could 
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-spondent George L. Glaser Writes .. . 


Auto Letter from Europe 





and a speed set up to 4,000 revolu- 
tions per minute. 

The firm said orders for 190 cars 
with the diesel engine almost equal 
those for 190s with gasoline power 
plants. 

* 


+ 
10,000th ‘Big’ Goggo Made 
N DINGOLFING, BAVARIA, 
Goggomobil has announced the 
production of its 10,000th “big” car 
since the new series was started 
six months ago. The car has a new 


* 





Ancient Autos Destroyed 


In Warehouse Blaze 

SEATTLE.—Eleven ancient autos 
—many irreplaceable and all valued 
at far above their original cost— 
were destroyed in a Kenmore ware- 
house fire. 


The cars, a familiar parade fea- 





|ture in the Northwest, were owned 


by members of Seattle’s Horseless 
Carriage Club, Loss was estimated 
at more than $300,000. 





two-cylinder, four-cycle stroke 
boxer engine. 
* * * 


Dunlop Opens India Plant 


i ENGLAND, Dunlop Tire & 
Rubber Co., Ltd., announced the 
opening of a new tire plant in 
India, The plant will be able to 
make 134,000 tires annually, Dunlop 


said. 


* * * 


Harry Austin Dies at 82 


ARRY AUSTIN, brother of the 
founder of Austin Motor Co. 
and chief of the firm’s chassis de- 


partment, died at 82 in Birming-| 
ham, England. He and his brother, | 
Herbert, worked together in build- | 


ing the first Wolseley auto. 


Levine Named Sales Chief 


EVANSTON, Ill.—Marvin N. 
Levine has been promoted to sales 
manager of Prestige Motor Sales, 
Inc, (Mercury-E ds e ]-Lincoln-Eng- 
lish Ford), He had been assistant 
sales manager. 


The world’s most popular 


Power Brake is Hydrovac 


because... 


Vacuum power provides instant, effortless 
plus maximum dependability and safety—even if power should ever fail, brakes can be 


applied manually. 


Vacuum power saves dead weight. This can add several hundred extra pounds to 
every pay-load. And extra pounds mean extra profits. 


Vacuum power does the job simpler and better with less maintenance and lower 


original cost! 


Vacuum power steals no horsepower as it is completely free of compressor drain 
on engine power. 


Unchallenged facts like these have made Hydrovac® Vacuum Power Braking first choice 
among truck operators—in fact, with over 51% million sold, more Hydrovac units 


are in use than all other types. 


HYDROVAC (VACUUM HYDRAULIC) POWER BRAKING BY BENDIX 





Bendix fivrscx South Bend, wo. 


Unterdruckientung \ 












































































Daimler's Injection 190 D— 


| This is Daimler-Benz's 190 D fuel-injection engine. The quantity injected and the 
time of injection are controlled by the pneumatic governor and the centrifugal ad- 
| juster so that consumption is reduced to a minimum, particularly when idling. On the 
drawing the Unterdruckleitung is the vacuum line, the Kraftstoftzufiuss is the fuel feed 
line, the Handpumpe is the hand pump and the Membranregler is the diaphragm 
governor. 





wer braking 
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RESIN SOLDER—An oaluminum-epoxy 
solder for repairing dents, holes and rips 
in cold-formed metal has been announced 


by Co-Polymer Chemicals, Inc., 12350 
Merriman Rd., Livonia, Mich. Called Poly 
Epoxyn, the plastic solder can be applied, 
hardened and made ready for painting 
in a few minutes, it is said. The epoxy 
compound, based on bakelite epoxy resin, 
has excellent adhesion and high impact 
strength and its application does not re- 
quire special training, it is claimed. 
a 
‘Polymat’ Squares 

Emeloid Mfg. Co., Hillside, N. J., 

is marketing “Polymat,” 


inch square of polyethylene which 
may be formed into floor mats, 


rugs and mats for automobiles, | 
kitchen sinks or counters. The} 


squares interlock without use of 
tools or adhesives. 
> > 





JACK ADAPTER—A jock adapter, the 
Rota-Way, designed to save time in oil 
pan removals on low-slung cars, has been 
announced by Walker Mfg. Co. of Wiscon- 
sin, Racine, Wis. The adapter, which fits 
on any three or five-ton portable hydraulic 
jock, allows free rotation of the crankshoft 
while the engine is raised, it is said. In 
raising the engine, Rota-Way's rollers 
contoct the harmonic balance pulley at- 
tached to the front end of the crankshaft. 
With the pulley resting on rollers, counter- 
weights and crank throws can be rotated 
away from the oil pan while the engine is 
supported. 


Small Ratchet Wrench 


Milbar Corp., 1900 Euclid, Cleve- 
land 15, O. has developed a special 
small ratchet wrench for close- 
clearance operations. The outside 
diameter of the wrench head does 
not exceed the diameter of the 
head flange on a 12-point screw. 

> > > 





AIR CONDITIONER—Forston Co., 1400 
Conti St., Houston 2, Tex., has introduced 
an air conditioner designed exclusively 
for foreign and American cars with lim- 
ited horsepower engines. Called the Con- 
finental Voyager, the unit feotures a 
compressor that requires 1.7 horsepower 
at 70 m.p.h. The dash-mounted unit sup- 
plements Forston's line of air conditioners 
for all models of American automobiles. 


Convertible Topping 
Is Introduced by Cotan 


A sport topping said to give used 
cars the vinyl look with a low- 
priced, single-textured replacement 
material has been introduced by 
Interchemical Corp., Cotan Division, 
341 Oliver St., Newark 5, N. J. 

Cotan Uniplex topping provides 


a four-| 






original equipment grain, 


resistant and wick-proof. 
+ 





TIRE REPAIR KIT—Gross Mfg. Co., 1711 
S. California Ave., East Monrovia, Calif., 
hes introduced a set of hand tools de- 
signed to permit the repair of holes in 
| tubeless tires from the “outside in.” One 
| size cop seal plug is said to handle most 
nail hole repairs in truck or car tires. 
| Three tools, a probe, a guide and a 
| plunger, are supplied in the kit, Made 
of tire rubber, the plugs seal nail holes 
to prohibit escape of air and entry of 
moisture. Utilizing road heot, a special 
lubricant completes the system by vul- 





Arco Line Expanded 


Thirteen 1959 Ford colors have} 
| been added to the range of colors 


in Arco 45, fast air-dry automotive 
enamel, according to Arco Co., 7301 
Bessemer Ave., Cleveland 27, O. A 


| total of 112 automotive colors now 


are available in Arco 45, the firm 
said. 








STEAM CLEANER—The “Upgrader Inter- 
mediate” steam cleaner, announced by 
Vapor Heating Corp., 80 E. Jackson Bivd., 
Chicago 4, Ill., has 500-gallon per hour 
capacity, discharges a controlled stream 
of 185-degree water at 250 psi pressure 
to soften, loosen and flush away dirt, 
grease and contamination. Solvent or de- 
tergent aviomatically added through an 
injector. The unit also can be used as a 
mobile boiler with 600 pounds per hour 
of steam output at 100 to 125 psi. 

, eo.e 





DRUM LATHE—The Barrett B-400 Drum- 
Dokter features with ball bearing con- 


struction and drive gears operating in 
oil, in a sealed gear case. Power is pro- 
vided through V-belt pulleys, with a 
selection of feeds ranging from 2% thou- 
sandths for extremely fine ground finish, 
to 15 thousandths for fast preliminary 
machining. Equipment includes a full 
complement of radii and taper cones, 
work light and cutting tools. Barrett 
Equipment Co., 2101 Cass Ave., St. Louis 
6, Mo. 


conizing around the plug, it is claimed. | 









BALANCER—The Rotary gravity bal- 
ancer is used to locate the light spot 
on a tire. In the retreading process, the 
tire is placed on the balancer after buff- 
ing. The heavy spot on the tire rotates 
by gravity to the bottom. The unit takes 
the guess work out of splice and valve 
placement, it is said. Rotary Lift 
1054 Kansas St., Memphis 6, Tenn. 

> > = 


Carter Fuel Filter 


A space-saving ceramic and mag- 
netic gasoline filter designed for 


line of any automobile or inboard 
marine gasoline engine, or out- 
board motor with auxiliary gas 
tank, has been announced by Car- 
ter Carburetor division of ACF 


filter. 





Industries, Inc. It is called the Car- | 








| 
| 


=a 


installation directly into the fuel | 











FUEL PUMP—Two modern merchandis- 
ing advances are incorporated into the 
Bennett Two Thousand Series pumps, ac- 
cording to John Wood Company, Bennett 
Pump Division, Muskegon, Mich. Extra 
large size advertising panels at top and | 
bottom of the dial face are said to pro- 
vide ovtstanding product and compony 
identification. The upper panel, generally 
used to promote the company nome, is 
translucent and brightly illuminated from 
| kehind ond available with screened let- 
| tering or design. The lower panel which | 
| usually identifies the product is also| 
| brightly lighted and can be made with | 
any product identity desired. Both panels | 
}are also available in embossed plastic 
aad more effective impect. 


Point-of-Purchase Sign 


A decal sign for point-of-purchase 
use in marketing Emerol Co.’s Mar- 
vel Mystery Oil and Marvel Hi-Rev 

| Hydraulic Valve Treatment has 
been introduced by Meyercord Co., 
5323 W. Lake St., Chicago 44, Il. 

> > ” 








CAB GUARD—Cab guard is designed 
to protect cab and the under carriage 
from stone, mud, road tear and other 
highway debris thrown forward by the 
front wheels of the trailer. Made of 16- 
gauge, cold-rolled sheet steel, it has a 
six-inch rubber flap sealing it to trailer 
and preventing damage to fender when 
hooking trailer. It is twenty-five inches 
wide to cover 10.00 x 20 duals and has 
a road clearance of 30 inches. Cab guard 
is available through Midwest General 
Corp., 440 E. Jefferson Ave., Detroit 26, 
Mich. 


7 +. * 
8 Battery Hold Downs 
Added to Wohlert Line 


Eight universal plastic coated 
battery hold downs have been 
added to its line by Wohlert Corp., 
Lansing, Mich. 

These are said to be lifetime 










NEW PRODUCTS 


the durability and cleanability of 
vinyl material and the economy 4as- 
sociated with cotton fabrics, the 
firm said. Designed in a popular 
it was 
described as color-fast, shrink- 


'| guaranteed and cannot corrode, 


chip or peel. They are heavy duty, 
16 gauge, metal vina] plastic coated, 
with movable clips to fit late mod- 
els and 12-volt batteries. 


+ * ad 





COMPRESSOR —A line of 1, cOm- 
pressors for automotive and dustrial 
applications has been introduced by Lin. 
| colin Engineering Co., 4010 Goodfellow, 
St. Louis 20, Mo. The Lincoln compressors, 
of the reciprocating type, ore cavailable 
in over 200 models, with motor or engine 
| capacities from Y% horsepower to 20 
horsepower, air displacement up to 92 
| cfm, and tank capacities up to 200 gal- 
| lons. Both horizontal and vertical mounted 
| tank models are equipped for avtomatic 
| stort and stop operation; horizontal mod- 
| els also offer continuous service operation. 
All models are loadiless starting; motor is 
allowed to attain full speed before com- 
pression starts, it is said. 

+ * * 








|Gasoline Filter Offered 
i | By Carter Carburetor 


A ceramic and magnetic gasoline 
filter designed for installation in 


JACK REPAIR KiT—Jack-Pack Mfg. Co.,|the fuel line of any auto has been 


The kits contain illustrated instructions 


|2115 N. Marianna, Los Angeles 32,/ announced by the Carter Carbure- 


| Calif., has announced repair kits for all|/tor division, ACF Industries, Inc., 
makes and models of hydraulic jacks. | 


2840 N. Spring Ave., St. Louis. 
The product, called Carfilter, 


and all the working and wearing pack-| takes up virtually no space in the 


ings necessary to restore a jack to 
trouble-free operation, it is said. Jack-| 
Pack kits ore said to stop oil leoks, loss | 
of pressure, load creeping, loss of full | 


stroke and scored valves. | 
* * * | 


Colored Auto Seat Belts | 
Are Introduced by Rayco 


Auto seat belts in a number of 
colors have been announced by 
Rayco Mfg. Co., 220 Straight St. 
Paterson, N. J. They are designed | 
to absorb an impact up to 5,000) 
pounds, the firm said. 

The belts, of woven prestretched 
nylon, are available in black, white, 
gray, tan, turquoise, royal and 
powder blue, flame red, maroon and 
yellow, Rayco said. 


HOIST JACK—Branick Mfg. Co., Inc., 
2600 Third Ave., Fargo, N. D., has an- 
nounced its jack extension for hoists. 
Enables using the Branick bumper service 
jack to relieve car on grease rack for 
muffler and tail pipe work, greasing ball 
joints, removol and replacement of coil 
springs and shock absorbers, it is said. 
It can be attached to any model Branick 
bumper jack with telescoping arms—no 
bolting required. It has height adjustment. 

. a: = 











REPLACEMENT MIRROR — The Kwik-Stik 
Saf-T-Mirror is said to be a distortion- 


free, copper-backed replacement mirror 
face. Adhesive on the back of the mirror 
is used to attach the new unit to the face 
of the old mirror. The unit can be applied 
to any smooth, clean, flat surface, it is 
said. The mirrors are available in 3, 4, 
4% and 44-inch cuts. DaHo Products Co., 
Inc., 30 E. Broad St., Columbus 15, O. 


| Operations. 
| needed, 
| dently, 





engine compartment because of its 
cigar shape, the firm said. 
° 


meaey 






~ 
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FLARE KIT—An automotive flore kit 
containing three 15-minute flares pack- 
aged in a heavy cardboard tube with 
metal screw cap and bottom, has been 
announced by Kilgore, Inc., Westerville, 
©. In addition to providing a warning 
signal, flares can also be used to illumi- 
nate tire changing and other emergency 
Although no matches are 
they cannot be set off acci- 


and will burn even in rain or 


strong wind, it is claimed. 
* * * 





AMMETER—A portable Hoyt DC Am- 
meter that measures approximate genef- 
ator current up to 75 amps has been 
introduced by the Burton-Rogers Co., sales 
division of Hoyt Electrical instrument 
Works, 42 Carleton St., Cambridge 42, 
Mass. This induction-type meter is held 
closely over a convenient straight section 
of cable to read current directly without 
hooking-up or breaking into the circuit, 
it is said. On late model cars without @ 
dash ammeter, only warning lights, this 
model No. 663 meter is useful for © 
quick check on generator charging «ale, 
it is claimed, 
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What's New... 











W.C. College to Be Site | proved by the Automotive Ware- | 
house Distributors Assn. 


9f MEWA Sales Sessions Arrangements also have been’ 
CHICAGO.—The Motor and/approved for expansion of the 

Equipment Wholesalers Assn, will | group’s activities program and the | 

hold its 1959 Sales Management| AWDA Directory. The summer 

Institute Apr. 12-19 at Wake Forest | meeting of the Board of Governors | 

College, Winston-Salem, N, C. | will be held at the Grand Hotel, 
The program director again will | Mackinac Island, Mich. 

be Dr. Henry D. Ostberg, market- | 

ing professor at New York Univer- Alcoa Introduces 


sity. Discussion leaders will come . . 
Flashy Trim Line 


from the industry, Wake Forest 
and other nearby universities. e 

| PITTSBURGH.— Aluminum Co. 
| of America has announced the com- 


* * * | 


In Parts and Accessory Distribution 









announced by duPont’s specialties 
sales section. 

First prize for consumers is “7 
Times Your Weight In Silver Dol- 
lars,” with one pound equaling 17 
silver dollars, a du Pont spokesman 
said. 


ee 


and Wisconsin, the spokesman 


| added, and special contests will be 


conducted for dealers in these 
states. 

First prize for dealers is a 1959 
Buick LeSabre, or a comparably 
priced U. S. car. There are 7 second 


dealers win when their} 
| customers win, except in New Jer- 
|sey, Florida, Nebraska, Oklahoma 


Dayton Rubber to Double 
Tire-Making Capacity 
DAYTON, O.— Tire-manufactur- 


|mercial availability of Spanglie 
| Sheet, a new and different alumi- 


|num product for decorative appli-| 


cations. 

Distinguished by a glittering fin- 
ish, Spangle Sheet offers vast 
possibilities in automotive trim, 
Alcoa said. 

A new process results in alumi-| 
num sheet that sparkles with high- 
lights gleaming among contrasting 


: . | patches of light and dark gray,| 
said. To make room for the addi- Alcoa said. In color, the finish dis-| 


tional tire capacity, Dayton Rubber : 

: ; ’ : plays a constantly changing range 
moving its mechanical €0048|of tones in the color employed 
construction in Springfield, Mo, 

> > + 


Kapro Opens Toronto Plant'| 
CHICAGO.—Dave Kaufman, vice- 


ing capacity at Dayton Rubber Co. 
will be almost doubled during 1959, 
according to Harry T. Gooden- 
berger. tire-sales vice-president, 
The first of several mechanized 
conveyor lines has been installed, | 
and new presses and tire-building 
machines are being delivered, he 





Formsprag Names Rep 
WARREN, Mich. James Mc-| 
Graw, Inc., Richmond, Va., has 
been appointed a distributor of 
president of Kapro Corp., has an-|Formsprag and Rawson clutches. 
nounced opening of manufacturing | The firm's territory will include all 
and sales facilities at 9 Mobile|of Virginia. + + 


Drive, Toronto, Sam Mandell will 7 
test ieese is hs Caaniien | DuPont Contest 
Offers Prizes 


Worth $130,000 


WILMINGTON, Del. — A $30,000 


Warehouse Distributors 


OK Conference Plans 
KANSAS CITY.—Plans for the | 


annual manufacturer-distributor | dealer “Sweepstakes,” tied in with | 
conference Nov, 2-5 at the Muehle.| a $100,000 prize du Pont Lucky “7” 
bach Hotel here have been ap- Contest for consumers, 


has been 





Turnings eo ce ce ce e By Joe Callahan 








(Continued from Page 10) 


introduced to the general public on, a single muffler design which 
the higher priced cars. | would fit their six and eight- 
Like most components on today’s cylinder cars from the 1934 model | 
cars, exhaust piping has been com-| to the 1954, The replacement muf- 
plicated by the lower silhouettes| fler that was used for the Ford 
which require bending the piping| cars, both six and eight-cylinder 
around the more restricted chassis| was the same from 1949 to 1953. 
and accessory equipment. “In comparison, it takes 30 dif- 
7 2 | ferent muffler and pipe numbers to 
Drastic Redesign Yearly | cover all models of the 1959 Pontiac 
RICK said “another change |—#nd 28 different numbers to cover 


which has occurred in the ex- | all 1959 Ford models.” 


haust industry is the drastic re-| With each new model, AP Parts 
design which is called for with each | must work farther ahead with the 
annual new model, This is a rever-|car engineers, AP engineers now 
sal of what was standard not so/|are called in to discuss the layout 





prizes of RCA color TV sets, 77 
third prizes of Philco portable TV 
sets, and 777 fourth prizes of golf 
jackets. 

To qualify for a prize, consumers 
must correctly count the number 
“Ts” in the official entry blank 
which can be obtained only from 


|No. “7” dealers (service stations, ' 


| car dealers, auto supply, and hard- 
| ware stores, etc.). 

Consumers do not have to buy a 
du Pont No. “7” product to enter 
the contest. Proof-of-purchase is 
| only required to qualify for bonus 
prizes. The contest begins May 15 
land will close Aug. 15. 

* * * 


Phila. Department Store 


|To Open Accessories Outlets 


| PHILADELPHIA.—Snellenburgs, 
| midcity department store with sub- 
| burban branches, has announced it | 
| will open three auto accessories 
| stores in May. 

Alfred Blasband, executive head 
|of Snellenburgs, called the stores a 
| pioneering effort, the first outlets 
to be operated by a department | 
store as independent units away 
from the main store or its bran- 
ches. 





* * * 
_Air-Compressor Line 

\Is Acquired by Scaife 

NEW YORK.— Maurice Parker, 
| chairman of Wilson Brothers, an- 
nounced that its subsidiary, Scaife 
Co., Pittsburgh, has acquired the 
| air-compressor product line of the 
| Kellogg division, American Brake 
| Shoe Co. 

Purchase price was not an- 


Some early automobiles were 
equipped with a whip socket. 





nounced, but it was revealed that 
as part of the consideration Amer- 
ican Brake Shoe would receive 36,- 
000 shares of Wilson Brothers com- 
mon stock, The air-compressor op- 
eration will be conducted as the 
“peels, division, Scaife 
‘oO. 











AT THIS 


LOW PRICE 


EVERY SHOP 
CAN AFFORDA 


TRANSMISSION 


ONLY SEVEN 


many years ago. 
“For example, the Pontiac used 








Running Board Back— 


Side bumpers designed to protect the 
sides of automobiles from impact during 
travel have been announced by Max Hoff- 
man, 2829 Waverly Dr., Los Angeles. The 
retractable bumpers line up with back 
bumpers when the door is closed. They 
retract underneath the body when the 
door is opened. The bumpers also can be 
used as running boards. 


of a car two or three years before 
production. This discussion covers 
muffler location, exhaust component 
production costs and other matters. 


Declaring that sound problems 
are more difficult each year, he 
said “it seems in most cases the 
exhaust system is added as an 
afterthought following styling con- 
siderations. 

= ~ * 

An ‘Off-Beat’ Idea 
“OVE car company to whom we 
supply mufflers recently pro- 
posed a design calling for a muffler 
three inches deep, 21 inches wide 
and only 15 inches long. A muffler 
of this shape would be destroyed 

with the first backfire.” 

He said the sound work which 
AP Parts does with the car com- 
panies is based on a human jury 
usually, since scientific instru- 
mentation is of value only up to 
a certain point, For example, a 
moderately intensive low fre- 
quency sound may not be at all 
objectionable to a car owner, yet 
it would give a high reading on 
an instrument. 

According to Crick, the car com- 
pany muffler engineers primarily 
want a completely silent exhaust 
system, but since this is unobtain- 
able they take the system whose 
sound best blankets some of the 
other more objectionab1e—but 
weaker—sounds in the car, This en- 
gineer is well aware of each and 





every noise in the car and what 
component produces it, 


POUNDS PULL ON 


CONTROLLED TILT MAKES 
REMOVAL & REPLACEMENT 
EASY... FITS ALL CARS, LIGHT 
TRUCK TRANSMISSIONS- _ 


THE AUSCO 
HI-RANGE 
DOES EVERY- 
THING OTHER 
TYPES CAN 
DO, BUT Costs 


THE HAND WHEEL 


RAISES HEAVY 


TRANSMISSIONS... ALL 
MOVING PARTS RUN ON 
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Other Plants in Benton Harbor and Hartford, Mich, and Windsor, Ont, Can. 


Hydraulic Hand Jacks, Saf-Lift Jacks, 
Hydraulic Service Jacks, One End Lifts, Transmission Handlers, Shop Cranes, Garage Horses 








SI at Ee a Re RENT be RT, 


TE Se ADEM 


AUTOMOTIVE NEWS, MARCH 16, 1959 


In the Letterbox 


(Continued from Page 12) 


projects all over the world and at, 
home run by wastrel bureaucrats. | 
We want our Government to| 


economize; stop spending money 
like it was going out of style and 
live within our nationa] income— 
just like we as individuals must do. 


If necessary, for a year, in order to | 


get solvent, we should be willing 
to pay higher taxes. 
I, for one, am damn tired of all 


these pigs at the public trough, get- | 


ting something for nothing. It’s 
about time the welfare of our 
nation came first. 

If you believe with me, write to 
your congressmen and senators— 
right now — today — and express 
your views, If you don’t know 
who they are, call your Post- 
master; he will know. 

Get everybody to write—Demo- 


crat or Republican—it doesn’t mat- | 


ter. This is a problem that must be 
handled by thinking Americans 
before Congress spends us into 
bankruptcy. If you do or do not 


agree with me, write me, too.— 


Box 530, Saginaw, Mich. 


* * * 


What Sin, Pray Tell? 


In the early days of the automo- | 


and other financial institutions 
were afraid of the automobile fi- 
nancing field. As a result, the 
manufacturers entered financing 
and without them many dealers 
would not have been able to sur- 
vive. They created the mass market 
| necessary for mass production, 
Banks and the other institutions 
saw how profitable it was and they 
then wanted in. Manufacturers 
pioneered this field; now why kick 
them out just because they are 
owned by manufacturers? What 
| other sins have they committed, if 
any? 
A very vital and important part 
of dealers’ overall profits have 


| 


bile industry and mass sales, banks | 


been supplied by income from 
finances, Banks today give the 
same approximate dealer reserve 
as manufacturers’ finance com- 
panies. Put the manufacturers 
out of the business and there will 
be a flood to direct loans by bank- 
ing institutions, This will deprive 
the dealer of a necessary part of 


Haroitp D. Draper, Chevrolet dealer, | his business. 


Annual conventions of bankers | 
are saying there is not a place for) 
the dealer in financing, that the re- 
serve should be returned to the con- 
sumer in lower interest rates. 
Should manufacturers pull out, and 
all loans become direct, it will only | 
be a short time until rates return 
to their present level or higher. 

Manufacturers’ finance companies 
have caused competition with sav- 
ings to the consumers and a source 
of profit to dealers. 

Why did manufacturers enter 
the business? To create sales 
through credit. 

Get them out of the business, and 
when tough times come the banks 
will pull into their historic shells, 
the dealers and mass production 
will suffer. 

Again, what sin have the manu- 
facturer finance companies com- 
mitted, other than their ownership, 
and what sin is this? If there is 


“Well, yes, it has been ‘flowered 
up’ to help sell the car. In plain 
English, Cloud Floatair means 
the best ride in the world.” 


any coercion it is very limited, For 
example, in this area, a majority 


of the General Motors dealers do} 


not use GMAC either for wholesale 
or retail financing. — MoNnTANA 
CHEVROLET DEALER. 
= * * 
‘Security Helps Buyer’ 
Reading articles by various trade 
papers favoring or opposing terri- 


ENGINEERED BY GENERAL MOTORS 


Harrison Air Conditioning ... another 


great “Temperatures Made to Order” 


feature for the modern car! 


Imagination in action! From the creation of custom air 
conditioning for America’s finest cars to the manufacture of 
millions of tiny thermostats, Harrison has demonstrated outstanding 
leadership in the automotive temperature control field. Harrison 
is a pioneer in the perfection of modern automotive 

radiators, thermostats, heaters, defrosters and transmission 

oil coolers. Now one of the spotlight products is the industry’s 
most talked-about comfort feature—automotive air conditioning! 
And it is only natural that Harrison takes the lead here too. 

For every Harrison product is backed by nearly a half century of 
engineering experience, research and production in the 
automotive heat transfer field. If you have a heating or 

cooling problem, look to Harrison for the answer. 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
AUTOMOTIVE RADIATORS « OIL COOLERS © THERMOSTATS e AIR CONDITIONERS » HEATERS ¢ DEFROSTERS 
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that we 
nportant 
the Most 
itory ge. 
ile buy- 
us have 
on from 


tory security, it appears 
have overlooked the most 
party and who will receiv: 
benefit by reinstalling ter 
curity. That is the autom: 
ing public. Too many of 
just looked at this ques’ 
our selfish interest. 

Let’s review when territory ge. 
curity was in effect. How many 
complaints did you heer from 
customers about the dexter not 
being interested in service or sery. 
ice complaints? Very, very few 
compared to the last few years, 
Poor predelivery servicing of cars 
to be delivered out of zone of 
influence and misleading acivertis- 
ing and other effects have lead to 
cross-selling and bootlegging, 

The selling dealer usuaily tells 
| the purchaser that their local dealer 
| will see that their car will be taken 
|care of according to the guarantee 
| period, which has not worked out. 
Each dealership has its own cus- 
tomers and sees to the best of his 
ability that their cars are properly 
serviced and that his customers 
are satisfied, and hasn’t the time 
or interest to try and satisfy some- 
one that didn’t value his service or 
care to do business with his dealer- 
ship when he purchased a new car. 

Why are the factories that are 
interested in good-owner relations, 
for territory security? The fact is 
that it will cut owner-to-factory 
complaints to almost nil. After all, 
territory security is for the auto- 
mobile owner. 

He demands service and value 
and not a lot of words that don’t 
stand the test of time, No wonder 
with what has been promised and 
and advertised by a few dealers 
that the automobile dealer’s repu- 
tation is at such a low ebb today. 
This was not true when territory 
security was in effect. 

We worked under territory se- 
curity and customers had the right 
to buy where they wanted (our job 
was to make them want to do 
| business here) and in turn we could 
| sell anywhere, We could build our 

territory with better service, better 
salesmen, and better facilities. 
Why? To better serve the owner. 
| After all, territory security is first, 
last and always for the automobile 
|owner.— Wiuiam Foster Murray, 
| Murray-P a ge, Inc., (Chevrolet), 
| Olean, N. Y. 





Short and Sour 


This (sales-per-dealer tabulation 
—March 2 issue) is great. Now, why 
not have a contest on how many 
cars are sold to people with blue 
eyes? 

Seems to me your magazine is 
spending a lot trying to prove 
something great for foreign cars. 
Do not cancel my subscription. I 
want to see what’s next.—Frep R. 
Perry, J. C. Motors, Inc. (Oldsmo- 
| bile-Cadillac), Junction City, Kans. 


Wright Predicts 
99 Truck Output 
Will Top Million 


SAN FRANCISCO.—Based on the 
continuing increase in the sale of 
Ford trucks, J, O. Wright, Ford di- 
vision general manager, predicted 
the industry will produce more 
than a million trucks during 1959. 


Wright, in San Francisco to visit 
company installations and meet 
with Ford dealers, said “a continua- 
tion of the rising sales curve in the 
truck manufacturing industry will 
make 1959 one of the industry's 
outstanding years, exceeding 1958 
truck production by approximately 
25 percent.” 

“Because of increasing sales, our 
1959 January-through-March do- 
mestic truck production will be 
more than 50 percent above produc- 
tion during the same period last 
year,” Wright stated. 

Ford truck sales since Jan. 1 are 
39 percent greater than for the 
corresponding period of 1958 and 
are almost equal to truck sales dur- 
ing the like period in 1955, he said. 
Ford dealers sold 35,714 trucks from 
Jan. 1 through Feb, 20, he added. 





Oustalet Honored 


JENNINGS, La.—Maurice (Bud- 
dy) Oustalet jr., owner of Oustalet, 
Ine, (Ford-Mercury-Edsel), was 
named one of three “outstanding 
men” in Louisiana by the junior 
chamber of commerce. Oustale+t sU- 
pervised the raising of $185,000 a8 
general chairman of the American 
Legion hospital fund drive. 
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=| FOR 30% LESS, 
=| YET WITH THE SAME PROFIT RETURN 


0 do > Evidence has accrued proving that Rental Companies can rent 2-door, six cylinder Larks 
wet | for as much as 30% less than conventional rental cars and still return at least the same profit. Why? 
Very simple. The Lark costs less than other six-passenger rental units. It seats its six pass- 
wy | engers comfortably and goes a significantly longer distance on a gallon of regular gas. Its 1414 foot 
eve | length gives you a bonus saving of 18 sq. ft. of parking space over conventional cars. (Multiply 
cans. | that by the number of cars in your fleet.) Insurance and repair costs are also lower. The Lark’s 
, | bolt-on grille assembly and fenders cut sheet metal repair expenditures and reduce time in the 
the shop > People everywhere (your customers) are talking Lark. The word’s around. It’s fun to 
esa. | drive; it’s smart; it has consumer acceptance. And, in addition, high resale value is assured. 


te | Tt’s the perfect car for rental or fleet use. 


1 MARCH 207 IS 
| RENTAL OPERATOR’S DAY 


and | at your Studebaker Dealer's... he has some interesting 
aid | facts for you. Get acquainted with The Lark, too. Drive it 
and learn how you can push your income higher...easily! 








FOR MORE INFORMATION, WRITE TO MR. A. E. FITZPATRICK, MANAGER, FLEET DEPARTMENT, STUDEBAKER -PACKARD CORPORATION, SOUTH BEND 27, INDIANA 
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RADIATOR REPAIR PREPARATION 


Makes Permanent Repair of Leaks in Cooling Systems, Radiators and Blocks 


of Trucks, etc. 


“Miraco,”” produced by Miraco Manufacturing Co., is a preparation which, 
added to the water in the radiator of gas or diesel engines, achieves the 
permanent repair of leaks in radiators, cooling systems and most cracks in 
engine blocks. Repairs are made without removing the radiator or other parts. 
The equipment treated with Miraco can be restored to use in less than two 








Uo. S. 
OTHERS PENDING 


PATENT NO. 2,784,731 


hours. Prominent truck fleet 
owners report that the 
Miraco Kit often paid for 
itself with its first applica- 
tion. Among satisfied users 
of Miraco in the Detroit 
area are Detroit Dept. of 
Public Works, Main U. S. 
Government Garages, Radio 
Cab Co., Bejin Cartage Co. 
and others. Several of these 
operators are using Miraco 
in their preventive mainte- 
nance programs and state 
that their Miraco kits have 
paid their way alone in pre 
venting the loss of anti- 
freeze solutions. 

Miraco is forced under 
pressure throughout the en- 
tire cooling and heating 
system of trucks, tractors, 
buses and automobiles. The 
Pressure impregnates cracks 
and leaks with the Miraco 
solution, which dries and 
hardens after water has 


been drained from the cooling system. Tests by independent laboratories prove 
that repairs made with Miraco according to the recommended procedure are 


permanent. 


Also in the Miraco line we have a new Cooling System Sealer and Rust 


Cleaner and Corrosion Preventative for the cooling system. 


For details write: 


MIRACO MANUFACTURING CO. 


6445 E. Jefferson Ave. 


LO. 7-5233 Detroit, Michigan 
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Auto Forum 
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the best years of my life selling | business,” 


autos.” 


Heppler sold 161 Plymouths last | 
| year and things look better this 
year, Mrs, Heppler says they often | 


grin. 
* * * 


Average Age 46 


HE 126 top salesmen have an 
average age of 40 and come 


are car-less, Fran has loaned their | from all walks of life. 


car to a friend 
or for a demonstration. 


either to help out, | 


Kenneth R. Porter, Plymouth di- 


rector of dealer relations who heads | 


the club, says that the men have 


What do those salesmen do who} an average of 10 years selling cars 


get up at 5 a. m.? 

“Well,” said Al Bergeron, a 
husky, square-jawed man from 
Baton Rouge, “I can sell more 
cars in an hour and a half during 
the early morning hours at 
restaurants near industrial plants 
where workers gather for a cup 
of coffee, than I can in eight 
hours at the showroom.” 


Bergeron goes back to bed again 
after his work in the restaurants. 
His advice: 

“Go where the most prospects 
are likely to be when they are 
likely to be there, no matter what 
the time, and sleep when they are 
not available.” 

Did I mention what these top 
salesmen do with the price shop- 
per? 

“We make him a partner in the 


than 8 selling 
Plymouths. 
Thirty-five per- 


college men. Old- 
est of the top 
men is Victor 
Krogh, Portland, 
Ore. 67, and 


Thomas Hanna- 
ford, Hudson, O., 
22, Krogh has 
been selling cars for 31 years and 
Plymouths for 11; Hannaford has 
been selling Plymouths for the 1% 
years he has been out of college. 
President Bob Hedican, Virginia, 
Minn., has been in selling 23 years, 





K. R. Porter 


ear selling 13. He entered the Army | 


as a private and came out a cap- 
tain. 

Leonard (Digger) 
ford, Ore., first vice-president, is 


44, has four children, has been sell-| 
autos seven years, | 


Plymouths six. He studied mortu-| 
i 


ing 20 years, 


ary science at college. 


Second vice-president is Sey- 


mour Tepperman, Linden, N. J., 
33, two children, selling 15 years, 

10 in autos and eight with Plym- 

outh. He studied law at Rutgers. 

W. W. (Jack) Frost, 61, secretary, 
is a former DeSoto dealer and has 
been selling cars for 26 years, 
Plymouths for 25. 

We liked the campaign speech 
of Virgil Ward, N. Little Rock, 
Ark., who is 50 and has been selling 
Plymouths for 12 years: 

“Friends, I would appreciate it.” 

> > > 


Worthwhile Ingredient 


LYMOUTH executives made 
some interesting points about 
sales, Take Harry Chesebrough, 
general manager: 
“In these days of automation we 


|often forget the ingredients of life 


iresult of their 


| 


that make it worthwhile—people, 
imagination, en- 
thusiasm, 


“Everything 
people do is the 


past experiences. 


| You can be a part 
|of the past ex- 
|periencesofa 


| 
| 
| 
| 


person five min- 
utes after you 
meet him.” 

Do you get in- 
side the minds of 
the people you meet and motivate 
them? 

At a question-and-answer period, 
a salesman asked for a “small car 
as soon as possible—without fins.” 

Chesebrough’s reply: 


“Remember that as salesmen 





H. Chesebrough 





Quinn, Moore 


Address Dealers 
In North Dakota 


BISMARCK, N. D.—Gov. John 


E. Davis will be one of the speakers | 
at’ the afternoon session today | 


(March 16) at the 26th annual con- 
vention of the North Dakata Auto- 
mobile Dealers Assn, Sessions end 
tomorrow. 

Other Monday speakers include 
Ed C. Quinn, Chrysler Corp. vice- 
president, and James C, Moore, 
acting administrator of NADA. 

Warren A. King, Life magazine 
merchandising manager and an 
authority on auto retailing, will 
conduct a dealer participation pro- 
gram this afternoon on “What’s In 
It for You.” 

Another convention highlight will 
be a report on the 36th legislative 
session by dealer members of the 
Legislature. 

At the annual banquet this even- 
ing plaques will be presented to 
dealerships which have participated 
for three or more years in driver- 


training programs, 


Redmon said with a/can sell them to your fri 


and a little more} 


cent of them are} 


youngest is} 


Carlson, Med- 


15 to 11.” 





| of today’s cars it will not help 
you to fan the fires of de<ire for 
a product that does not exist.” 
He reminded the salesmen of g 
point often overlooked | those 
enamoured of the small-car ideg— 
| whatever the fate of small cars, 
| today’s cars are here to stay, You 


is with 

| confidence. 
The smaller cars may gain a 
place in the market, but most 


Americans still like the big ones, 

Questioned about small-car mar. 
keting plans, Jack Minor, Plym- 
|outh’s assistant 
| general manager, 
said they were 
being kept flex- 
ible. Minor also 
told the salesmen 
that with the 
| Mobilgas economy 
run in early April 
to be decided on 
the basis of miles 
per gallon this 
year rather than 
ton miles, Plym- 





Jack Minor 
outh has a good chance of being 
first and is prepared with advertis- 


ing to capitalize on a victory. 
= 


Expensive Paper 


E? LETSCHER, director of De- 
4 Soto-Plymouth sales from the 


central sales office, fielded a ques- 
tion about “operation retail.” He 
said this comprised three phases: 
A training course 
for sales man- 


agers, a course 
for salesmen and 
an add-a-sales- 
man campaign 
Salesmen will be 
asked to help re- 
cruit quality 
salesmen for 
Plymouth. 

Letscher also 
“ said that the fac- 

Ed Letscher tory is trying to 
get across the idea to all who 
handle dealer orders for cars that 
they are not handling a six-cent 
piece of paper but a $3,000 item. 
Four days have been cut off the 
time it takes to process an order. 

Salesmen urged the factory to 
get across to the public the story 
of the superiority of torsion-air 
ride and the Plymouth safety rim. 

The factory men conceded that 
often those in advertising got tired 
of accenting features long before 
the public was sufficiently sold on 
them. 


. 
Mark of a Pro 
EARTSILL WILSON, who 
developed his outstanding speak- 
ing ability in the service of his 
church, told the salesmen and their 
wives that the 
marks of the pro- 
fessional sales- 
men are these: 

1. A willingness 
to be exceptional. 
Many want to get 
lost in the crowd 
but “I firmly be- 
lieve that God 
wants us to leave 
our footprints in 
the sands of 
ome...” W. H. Wilsen 

2. To be a success tomorrow you 
must be oblivious of time. His dad 
told him: “Son, anyone can earn 
a living from 8 to 5. The excep- 
tional man becomes a success from 
(And, as the salesmen 
pointed out, some of them become 
a success from 5 a, m. to 8 a, m.) 

3. Respect the fundamentals. 

You’ve got to know competition 

as well as your own cars, You've 

got to get inside the minds of 
your prospects, You must be ag- 
gressive, 

4. Be flexible. This was addressed 
mostly to the wives so they would 
be tolerant of their husbands when 
they had to work long hours. 

“I'm flexible,” commented Mrs. 
T. C. Eaves, Little Rock, after the 
talk. “When my husband is late for 
dinner I'm glad. I figure he may 
have a deal on the fire.” 





Harrison Named to Head 


Marianna (Fla.) Dealers 

MARIANNA, Fla—cC. C. Harri- 
son jr., Harrison Chevrolet Co. 
(Chevrolet-Buick), has been elected 
president of the Marianna Auto- 
mobile Dealers Assn. 

Other officers are D. D, McCas- 
kill, J. J. McCaskill Motor Co. 
(Ford), vice-president, and J. P. 
Streetman, Rowe Motor Co., Inc. 
(DeSoto-Plymouth), secretary- 
treasurer. 
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= PASSENGER CARS 
You (U. 8S. PRODUCTION ONLY) 
with Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To Toe 
March 14, Week, March?, March, March 15, March 14, 
la 1959 1958* 1959* ToDate  1958* 1959 
ost [ERICAN MOTORS 
ae ae Sake 8,500 3,689 8,504 17,004 34,833 81,694 
ym. —pae YSLER CORP. .... 22,000 15,698 21,850 43,850 130,387 121,491 
ae 1,950 1,212 1,871 3,821 12,945 13,956 
OY eee 1,700 1,721 1,653 3,353 8714 11,421 
ED sactnercsccnveverseevetnecus 5,250 3,018 5,183 10,433 22,066 29,330 
a 600 375 593 1,193 3,756 4,941 
a 12,500 9,372 12,550 25,050 82,906 61,843 
ORD MOTOR. ............. 37,047 21,335 36,396 73,443 285,478 383,159 
a 875 8 885 1,760 3,294 11,459 
SIE aiessdiisihenienedenpedbanenndiniatt 31,210 19,635 29,655 60,365 240,316 310,600 
Thunderbird ............ 1,645 863 1,384 3,029 5,335 15,139 
a ee 710 829 620 1,330 8,388 7,458 
, a 2,607 seleonisiie 3,852 6,459 27,645 38,503 
‘ing ENERAL MOTORS .. 60,076 45,605 62,503 122,579 598,206 662,671 
tis- Buick 6,097 4,293 7,194 13,291 71,962 76,667 
III ii sits cnatciteiesibbial 3,360 3,226 3,384 6,744 32,592 37,999 
Chevrolet .... . 33,100 28,269 34,077 67,177 338,374 358,667 
De Oldsmobile 8,919 5,700 9,197 18,116 89,182 94,949 
the Pontiac 8,600 4,117 8,651 17,251 66,096 94,389 
cg. BP CORP. 
He Studebaker 4,380 120 4,316 8,696 5,650 40,797 
es: eS 
rse Total Cars, U, S.** ....132,003 86,447 133,569 265,572 1,055,483 1,289,812 
an- eed. — — _ — — 
nd als for 1958 include Packard production. 
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ry Week Week Jan.1 Jan. 1 
Ended Same Ended Output, Te To 
or March 14, Week, March 7, March, March 15, March 14, 
1959 1958* 1959* ToDate  1958* 1959 
so 7,500 6,535 6,682 14,182 61,513 81,588 
ac- 150 105 141 291 1,157 1,453 
ee co 70 39 47 117 618 598 
at 1,750 1,291 1,401 3,151 11,282 18,140 
nt ORD 6,460 4,577 6,161 12,621 50,879 65,790 
m. 1,670 1,269 1,750 3,420 13,596 18,755) 
he RNATIONAL 3,320 136 3,508 6,328 23,857 25,152 
° CK*** 360 356 314 674 3,123 3,552 
y TUDEBAKER 375 214 424 799 1,403 3,642 
r HITE*** 385 354 381 766 3,305 3,675 
- LLYS 2,450 1989 2,528 4978 15,963 23,545 
od ISCELLANEOUS** 90 50 RX 178 562 779 
mn Total Trucks, U.S. . 24,580 16,915 23,425 48,005 187,758 246,669 
Total Cars, Trucks, ; 
U. 8, 156,583 103,362 156,994 313,577 1,243,241 1,536,481 
Total Cars, Trucks, th os - 
i. Canada 9,460 8373 9475 18,935 78251 91,630 
;- § Grand Total, r oi F ; sha ad 
is Cars and Trucks, 
ir U. S. and Canada 166,043 111,735 166,469 332,512 1,321,492 1,628,111 
: Hancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totais. 
All U. S. totals include cars and trucks for military orders. 
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ays Tribute to Suppliers 
1 DETROIT.—In a salute to Cleve-| groups endorsed the “Live Better 
i Pland automotive suppliers, the|/By Far with a Brand New Car’ 
n Mleveland Automobi le Dealers | promotion bein g pushed by the 
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“ The Buffalo Automobile Dealers 
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ou Buy.” 

The principal slogan for the 
campaign, which started last Fri- 
day (March 13), is “The Price 
Is Right—Right Now.” 

The CADA’s 130 members and the 
1-member Cleveland Independent 
Automobile Dealers Assn. are join- 
ing forces in the campaign. The two 
associations originated the “You 
Auto Buy Now” drive which swept 
the nation last year. 

C. T. Mack, CADA president, said 
each of Greater Cleveland’s 500 
Supplier plants was invited to par- 
ticipate in the campaign with spe- 
tial displays of the parts and com- 
Ponents it manufacturers, 

He said the drive will include 
& number of “auto shows” at 
shopping centers and in the park- 
ing lots of supplier plants, Manu- 
facturers’ exhibits also will be on 
display in dealer showrooms, he 
added. 

The campaign got under way with 
the auctioning of a new car in 
Public Square, with proceeds going 
to the charity selected by the suc- 
Cessful bidder. 

_ Meanwhile, two more dealer 























Assn. and the Toledo Automobile 
Dealers Assn, have recommended 
the program to their members. 
The nationwide “Live Better” 
drive is slated Apr. 6-18. 

In Chicago, the “Live Better” 
slogan has been altered and the 
campaign dates will be Apr. 4-19, 
according to Edward L, Cleary, 
general manager of the Chicago 
Automobile Trade Assn. 

“The slogan of this campaign has 
been changed slightly from the 
national slogan in order to include 
used cars,” said Cleary. “We’ll call 
our drive ‘Live Better by Far with 
a New Or Like-New Car.’” 


He said campaign plans were 
discussed at a special meeting of 
the CATA Board of Directors 
with representatives of Chicago’s 
four major newspapers. 

The association is sending deal- 
ers order blanks for a special] pro- 
motion kit prepared by Merrick 
Lithograph Co. of Cleveland, he 
added. The newspapers also will 
give each dealer a supply of signs 
carrying the campaign slogan, 
Cleary said. 
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Three Millionth °59 Near 


Car Production Dips, 


But Trucks 


Surge 


(Continued from Page 1) 


attain its goal of 575,000 assemblies 
in March. 
= = *” 
— truck industry also is in a 
position to post its highest pro- 
duction month of the year in 
March. 


With an estimated 48,005 com- 
mercial cars assembled during 
the first two weeks of the month, 
it is now almost certain the truck 
manufacturers will close March 
with better than 110,000 assem- 
blies. The industry turned out 
100,160 units in February. 


The 24,580 trucks turned out last 
week raised year-to-date figures on 
commercial-car assemblies to 246,- 
669 units, or 31.4 percent of the 
Jan, 1-March 8 period of a year 
ago, when the makers turned out 
187,758 units. 


|}trucks not only topped the 23,425) 


| units rolled from the lines a week 
| earlier, but also put the industry in 
|a position to top the 100,000-unit 
| mark in monthly output for the 
second consecutive month, a feat) 
that has not been accomplished 
since the April-May period of 1957. 
> « > 


| 
| 


THE car assembly front, 
General Motors was the only 

| manufacturer to suffer an output 
loss from the previous week. Chry- 
|sler Corp., Ford Motor Co. and | 
| Studebaker all scheduled increases | 
}and American Motors operated on | 
|par with its record-breaking per- | 
formance of a week earlier. 
Rambler turned out an esti- | 
mated 8,500 cars last week, vir- | 
tually matching ite alltime high 
of 8,504 assemblies a week earlier. 
The previous week’s performance 
| not only exceeded the company’s | 
former high of 8,484 cars turned 
out during the week ended Jan. 
| 31 of this year, but marked the 
sixth time since the beginning of 
the 1959 model run that AM has 
broken its weekly output mark. 
| Studebaker, like its chief com-| 


| 





DEARBORN, — Camping equip. | 
ment made of paper and designed 
to let a family try outdoor living| 
for one-third the usual investment | 
will be introduced by Ford dealers | 
across the nation during April. 

A family of four can be out- 
fitted with the “paper plus” out- 
door equipment—four sleeping 
bags and a tent that sleeps two 
adults and two children—for less 
than $60, or about $4 for each 
day of a two-week vacation. 
Conventional equipment can cost 
up to five or six times as much, 
according to Ford division. 
Walter J. Cooper, Ford division | 
general sales manager, said Ford | 
dealers are introducing the new) 
equipment to accommodate families 
who want a try at camping. 

“The camping boom has contrib- 
uted to the growth of the station 
wagon market, which Ford domin- 
ates,” Cooper said, “Industry sale 
of station wagons has doubled in 
the last five years, rising from 334,- 
372 sales in 1954 to 612,023 in 1958, 
with Ford obtaining an average 40 
percent of the market during the 
period.” 

After introduction by Ford deal- 
ers, the camping equipment—which 
was designed by William Moss and 
Associates—wilI be marketed by 
Corporate Research, Inc,, Ann 
Arbor, Mich. 

In line with the trend toward 
disposable items in the nation, the 
cost of the equipment is low 
enough to permit throwing it away 
at the end of the season, eliminat- 
ing the need for winter storage, 
according to Ford. 

The Kaycel material, developed 
by Kimberly-Clark, is waterproof, 
lightweight, and fire-retardant. 
Made of cellulose fibers (paper) 
with threads of nylon for added 
strength, it comes-in various 
bright colors and designs, and it 











|estimated 37,047 units 


Station Wagons and Paper Tents... 


Ford Launches Promotion 








petitor in the “compact car” field, 
Rambler, worked six days last 
week and turned out an estimated 
4,380 cars, compared with 4,316 
assemblies the previous six work 
days. It also brought its year-to- 
date total to 40,797 units, or more 
than seven times as many cars as 
Studebaker turned out during the 
first 10 weeks of 1958. 
* = = 

HRYSLER CORP., with all of its 

car-producing plants working 
nine hours daily, Monday through 


Friday, boosted its output from 21,- | 


850 units a week earlier to an 
estimated 22,000 assemblies last 
week. 

A breakdown of Chrysler op- 
erations showed Plymouth with 
12,500 assemblies last week, com- 
pared with 12,550 a week earlier; 


| Last week’s output of 24,580| Dodge up from 5,183 to 5,250 car 


assemblies; Chrysler up from 1,- 





871 to 1,950; DeSoto up from 1,653 
to 1,700, and Imperial up from 593 
to 600. 

Ford Motor’s jump from 36,396 
car assemblies a week earlier to an | 
last week | 
came about through overtime oper- | 
ations at Lincoln-Thunderbird and | 
five Ford division plants. | 

Ford division gained from 29,655 | 
units a week earlier to an estimated | 
31,210 units last week; Thunderbird | 


from 1,384 to 1,645, and Lincoln | 
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from 620 to 710 units, Mercury, with 
its Wayne (Mich.) plant closed all 
week, was down from 3,852 to 2,607 
assemblies, and Edsel was off from 
885 to 875 units. 
+ = + 

M’S DECLINE came about 

through short work weeks at 
Buick and two of Chevrolet’s 10 
assembly plants. 

A breakdown of GM operations 
showed Chevrolet with 33,100 car 
assemblies last week, compared 
with 34,077 a week earlier; Buick 
off from 7,194 to 6,097; Oldsmobile 
down from 9,197 to 8,919; Pontiac 
off from 8,651 to 8,600, and Cadillac 
off from 3,384 to 3,360. 

Canadian manufacturers turned 
out 7,890 cars and 1,570 trucks last 
week, compared with 7,801 cars and 
1,674 trucks a week earlier, Last 
week’s output of 9,460 vehicles com- 
pared with 9,475 cars and trucks 
a week earlier and 8,373 vehicles 
during the corresponding week of 
1958. 


Chevy Truck Facilities 
To Be Increased at Flint 


FLINT.—An extensive expansion 
and modernization program for 
truck-building facilities at Chevro- 
let’s assembly plant here was an- 
nounced last week by Thomas M. 
Schooley, plant manager. 

Construction work already has 
started on two phases of the pro- 
gram which will add 79,000 square 
feet to the truck assembly area, 
Schooley said. This amounts to an 
increase of approximately 10 per- 
cent to the overall productive space 
of the car and truck assembly plant, 
he said. 

Schooley said that the building 
additions should be completed by 
mid-July. 


Minnesota Is First State 


ST. PAUL.—The Minnesota state 
department of business develop- 
ment has endorsed an auto repair 
industry code of ethics written over 
the past two years by industry rep- 
resentatives. Minnesota, according 
to the department, is the first state 
to draw up such a code. 

Organizations which have 


can be sewed, stretched, tied and 
folded. A tent for two weighs less 
than five pounds and can be 
packed in one-half cubic foot of 
space. 

A seven-foot tent for two adults | 
and two children will retail 





for 
approximately $19; a four-foot} 


| square tent for two, $13; a 20-foot| 


para-wing, $25; a sleeping bag, $10; | 
and a station wagon boot that turns 
the rear of the station wagon into 
private camping quarters, $7. 

Last year, an estimated 22 million | 
Americans—double the 1950 total—} 


| spent $385,000,000 to camp out-of- 


doors, and the number of campers 
grows at the rate of 10 percent 
each year, Ford said. The U. 8. | 
Forest Service lists 4,900 camping | 
and picnic sites in the nation, which | 
accommodate 24.5 million man-| 
days of camping each year, 


Disposable Paper Tents in Use— 


‘To Adopt Repair Code 


pledged support of the code include 
independent garage owners associa- 
tions, automobile dealers associa- 
tions, Northwest Auto Glass Deal- 
ers, the American Automobile Assn. 
in Minnesota and the Minnesota 
Implement Dealers Assn. 

Copies of the code will be mailed 
soon to individual businesses for 
their signature. Part one of the 
code pledges the signers to avoid 
practices prohibited by state law. 
A second portion includes action 
to be promoted through voluntary 
co-operation. 

Provisions of the voluntary sec- 
tion include: 

1. A pledge to include in esti- 
mates only those parts and labor 
necessary to restore the motor ve- 
hicle to its condition immediately 
prior to the loss, and to exclude 
any uninsured damage and prior 
damage in estimates of insurance 
losses. 

2. A pledge to furnish in writing 
a complete listing of all repair 
parts and repairs required, to des- 
ignate used or rebuilt parts to be 
used and to offer replaced parts 
for inspection. 

3. A pledge to refrain from giving 
unjustified trade discounts, to 
maintain adequate records and 
sound accounting practices and to 
notify the department of business 
development of any violation of the 


code. 
eo 





Two families are shown using the new paper camping equipment that will be intro- 
duced in April by Ford dealers. The equipment is designed so would-be campers can 
have a try at outdoor living fortone-third the usual investment. All equipment pictured, 
including @ paper sleeping bag, will retail for less than $75—a cost low enough to 
permit disposing of it at the érid of the season, eliminating the winter storage prob- 
lem, After the April introduction, the equipment will be marketed by Corporate Re- 


search, Inc., Ann Arbor, Mich. 
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Ia. Dealers to Hear 
NADA Authorities 


DES MOINES.—Talks by NADA 
business management experts will 
highlight the 4ist annual conven- 
tion and exhibit of the Iowa Auto- 
mobile Dealers Assn. March 23-24 
at the Fort Des Moines Hotel. 

John E. Binns, director of NADA 
Business Management Services, 
will moderate the management 
program the morning of March 24. 
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NADA Opposes Ban 
On Maker Financing 


(Continued from Page 1) 


Speakers will include Dave Reese, 
Drexel Hill (Pa.) Oldsmobile and 
Rambler dealer, and Harry Vick- 
ery, Houston Ford dealer. 

Jack Wolfram, Oldsmobile gen- 
eral manager, and Rowland F. 
Kirks, NADA legislative counsel, 
will be among the speakers at the 
afternoon session March 23. 

The annual directors meeting, for 
all IADA county directors and 
NADA area chairmen, will be held 
March 22 in the hotel, 


Quantity 


PRODUGT 
i 


eae EO) 


ION 


-_ 


3 


- 


GASTIN 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


she ee dy bY 


FOUNDRY DIVISION. 


CHATTANOOGA 


\ 


TENNESSEE 


a 


©) REEBCHARTS @ 


GARDEN GROVE. CAL HORNA 


MONTHLY 
PAYMENT CHARTS 


BY MASTER PRINTERS 
ON QUALITY STOCK 
USING SPECIAL TYPE 
FOR EASY READING. 


SEALED 
IN CLEAR—TOUGH—FLEXIBLE 


PLASTIC 


Senate Antitrust and Monopoly 
subcommittee by Thomas F. 
Abbott jr., chairman of the as- 
sociation’s National Affairs Com- 
mittee. 

A personal message was sent to| 
the committee by Hanford Crock-| 
ard, Berkeley (Calif.) Chevrolet 
dealer and chairman of NADA’s| 
Industry Relations Committee. | 
Crockard cited his long relationship | 
with General Motors and strongly 
defended the position of the cor- 
poration. 

While panel hearings were sus-| 
pended with Ford Motor and GM} 
presentations Feb. 27, it was an-| 


nounced that the record would be| 
kept open for 10 days for the filing | 


of delayed statements. NADA got 
in just under the March 9 deadline. 
On the polite side Abbott said: 
“Because of the debt the fran- 


to Senators Kefauver and O’Ma- 


able reluctance that we have felt 
| you at this time.” 
= 


O bills are not in the best public 
|interest, and should not be en- 
| ” 
| acted. 
The bill introduced by Senator 


Democrat, would forbid a car 


wholesale or retail, passenger 
cars, trucks, buses, station wag- 
ons and off-the-road earth-mov- 
ing machinery. 

The proposal, introduced jointly 
by Senator Estes Kefauver, Ten- 


Thomas Hennings, Missouri Demo- 
crat, would make it a violation of 





chised auto dealers of America owe | 
honey, it has been with consider-| 
compelled to express ourselves in| 


| opposition to both the bills before| 


THE firm side he said “the! 


| to adopt any ethical business pro- 
|cedures which they may elect so 
| long as such procedures are not in 
violation of existing law and the 
| public interest. 

“Again, as a matter of funda- 
mental philosophy, we are op- 
posed to the present two bills 
because they single out the auto- 
mobile industry and propose to 
make illegal certain business 
practices which numerous- other 
businesses are openly engaged in, 
and which would not be affected 
by the enactment of these two 
bills. In short, we consider the 
proposed legislation to be dis- 
criminatory. We fail to see justi- 
fication for the discrimination, 

“Over the past several years there 
has been grave concern about the 


automobile business among the} 


On Cars, Trucks ... 


tt 


public and the various bre icheg of 
our Government, As the bi |lwether 
of the nation’s economy it hag 
been subjected to the scrutiny of 
the executive, legislative an: judicj. 
ary branches. 

“The approximately 38,00 fran. 
chised dealers, who are in the vagt 
majority small local busin -ssmep 
have been characterized by the 
Department of Commerce ag an 
indispensible factor in the ind 
that is absolutely essential ang 
necessary for a healthy national 
economy. 

“Through our previous appear. 
ances before this committee ang 
other Congressional committees, 
you are most familiar with the 
financial plight of the automobile 
dealer over the past four or five 


years. 
> 


“e HAS been difficult for us to 
weather the storm of an un- 
favorable market, and thousands of 
franchised dealers have failed f- 
nancially or have resigned from the 
business in an effort to avoid 
| bankruptcy. 

“If we are to survive, we re- 
quire adequate financing. 

“The unwillingness on the part of 

(Continued on Page 69, Col. 1) 
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Factories Hail Sales Gains 


(Continued from Page 4) 


Metropolitan recorded a new high 


| for February, reports J. W. Watson, 


Joseph O'Mahoney, Wyoming | 


Metropolitan sales manager. 
American Motors dealers sold 894 


| Metropolitans in the month, com- 


manufacturer to finance, either at | 


pared with 644 in February last 


| year—an increase of 38.8 percent, 


| February was recorded 


nessee Democrat, and Senator | 


Watson said. The previous high for 
in 1957 
when 736 Mets were sold, he said. 


> * * 


GMC Truck 
Domestic retail deliveries of GMC 


|trucks during February were 47 


the Sherman Act and the Federal | 
Trade Commission Act for an auto} 


maker to engage in retail sales 
financing, but not in wholesale fi- 
nancing. It applies not only to 
passenger cars, but also to insur- 


ance policies sold by auto makers | 


to car buyers. 


percent above those of February, 
1958, according to R. C. Woodhouse, 
GMC general truck sales manager. 

The total of 11,829 GMC truck 
sales for the first two months of 
1959 were 40 percent above the 


| corresponding months of last year,| 
|he said, with a strong demand in| 


Quoting in his prepared statement | 4ll weight classes from the halfton 


an objective expressed earlier by | Pi 


O’Mahoney, Abbott said: 


ckup on up. 
Woodhouse said February was 


“The problem that is present|the third consecutive month in 


here ... 


leaders of Government, and those 
who are interested in the consumer, 
the individuals, to come to an 
understanding of how we in the 
U. S. are going to preserve the op- 
portunity for free enterprise.” 
* * . 
SHARE O’Mahoney’s ex- 
pressed objectives, said Abbott, 


| 


but we respectfully submit, how- | 
ever, that the bills are unnecessary | 


and are not the most desirable way 
of resolving whatever problems 
exist in this general area. 

Launching into the details of the 
NADA opposition, Abbott said 
NADA opposes the enactment of 
the two bills “for a variety of 
reasons. 

“The first reason we wish to 
advance is that existing antitrust 
laws are adequate to protect the 
public and this business from any 
abuses for which this legislation 
was desi 

“If there is, in fact, a violation 
of the antitrust laws in the area of 
automobile financing and insuring, 
there is adequate governmental 
machinery with a 60-year back- 
ground of experience, fully capable 
of initiating appropriate action to 
protect the American public from 
monopolistic practices and all evils 
that flow therefrom. 

“Because the object of this pro- 
posed legislation is, in part, di- 
rected specifically at GM-GMAC, 
until such time as the GM-GMAC 
relationship is definitely determined 
to be in violation of existing law, 
contrary to public policy, or in 
derogation of the competitive en- 
terprise system, they should not be 
legislated against. 

“Further, we consider it most 
undesirable to preclude the other 
four automobile manufacturers 
from doing precisely what GM- 
GMAC is doing. z 

oe 


a. IS OUR desire to preserve to 
all manufacturers the freedom 


is simply one of getting| Which the daily selling rate in-| 
the leaders of business and the| creased. 


* * * 


Vauxhall 


Vauxhall, with 17,912 registra-| 


tions, ranked sixth in new imported- 
car sales in the U. S. last year, ac- 
cording to Frank V. Bridge, Pontiac 
general sales manager. The top five 
imports were Volkswagen, Renault, 
English Ford, Fiat and Hillman. 


Dodge Truck 


Dodge truck sales were 45.7 per-| 





At a ‘Birthday’ Party— 


This 1924 Model T Ford occupied a 
place of honor at the “birthday” party 
marking the 35th anniversary of the Ford 
Chicago assembly plant. Shown endeavor- 
ing to get the antique car started are, 
from left, Joseph Pavelin, Chicago; W. J. 
Swallow, plant manager, and W. T. 
Sparks, Chicago. Pavelin and Sparks, who 
each have 42 years with Ford, ‘are two 
of the oldest employes at the plant in 
point of service. The plant has assembled 
more than 2,600,000 units since it was 


cent higher in the first two months 
of 1959 than in the comparable per- 
iod a year ago, according to M. C. 
Patterson, Dodge general manager. 

Patterson said 9,306 Dodge trucks 
were sold in January and February 
of this year, compared with 6,387 in 
1958. Sales figures for the months 
involved were: January 1959—4,530; 
February 1959—4,776; January 1958 
—2,876, and February 1958—3,511. 

The average daily selling rate in- 
creased from 174 in January to 199 
in February, Patterson said. 


Pa. Dealers Fight 
To Keep Tradeins 
Free of Sales Tax 


(Continued from Page 3) 


tax is quite another,” Schwartz 
added. “This method unfairly dis- 
criminates against one segment of 
consumers by depriving them of a 
tax credit to which they are right- 
fully entitled. 

“The independent dealers will 
assist thousands of car buyers in 

| protesting this inequitable taxing 
procedure,” he said, 

The measure also expands tax 
coverage to services, which would 
|mean the 3% percent levy also 
'would apply to customer labor 
| charges, washes and other services 
heretofore not covered. 
Contending that “the retail auto- 
mobile business is a high-gross vol- 
lume, low percent profit business, 
|Klugh cited an NADA Business 
Management Survey made in 1958 
showing that retail dealers made 
less than one percent profit on 
gross sales. 

“What would be fair about col- 
lecting 3% percent on gross sales 
in a business that has difficulty 
making one percent profit?” he 
asked. 

PAA has distributed newspaper 
advertising mats for use in a Cco- 
operative effort by dealers. The ad 
is captioned: “New Sales Tax Pro- 
posal Will Hit New or Used Car 
and Truck Buyers With Double 
Taxation.” 

In an appeal to Pennsylvania 
ear and truck buyers, Parkinson 
warned they face double or triple 
the State sales tax they now pay 
unless they join in the appeal. 

Parkinson cited the following e*- 
ample to show the difference im 
taxes in the purchase of the same 
car under the present and the pro- 
posed sales tax. 

Under the 3 percent levy, the 
tax on a new car selling for $3,000 
on which $2,000 is allowed on the 
ear being taken in trade, the tax 
applies only on the net difference 
of $1,000, or $30. 

Under the proposed 3% percent 
sales tax, on which no tradein ex- 
emption would be allowed, the full 
price of $3,000 would be subject to 
the levy, boosting the tax to $105. 


| 
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jov'- Big Three in Opposing Ban . . . 





NADA Defends Maker Financing 


(Continued from Page 68) 


and other financial institu- 
o provide these funds, under 
and conditions which the 
dealer businessman can 

gave rise in the first in- 
#ance to GMAC and finance organ- 
gations as we know them, It is 
jue that our GM dealers who are 
members of NADA have benefitted 
jecause of the establishment and 
he growth of GMAC. 

“We feel that the other manu- 
Jacturers should be accorded the 
me privilege of looking after the 
interests of their own distributors, 
hich most certainly is also in the 
public interest. 
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jank s 
fons 

jerms 
mall 
ifford 

















+ + 


w7E ARE of the firm conviction 
that the very existence of 
C has enabled our members 
ho are not GM dealers to obtain 
rvices of better value and quality 
om other finance companies. 
“Similarly, we are not of the 
opinion that the existence of 
GMAC has imposed any severe 
restrictions or penalties on the 
finance organizations which have 
supported this proposed legisla- 
tion, and we feel that the divorce 
of GMAC from GM would react, 
in the final analysis, to the detri- 
ment of both the automobile 
dealer and the automobile con- 
suming public. 
“If enacted, provisions of these 
ls would harm rather than help 
the consumer and the dealer. 
The consumer would be affected 


5] 


tly in the pocketbook, in that} 


would inevitably have to pay 
pre for his car because of higher 
mance charges. The dealer would 
faced with increased costs of 
¥ of his financing, with the result 
t his volume of sales and net 
ofits would necessarily decrease. 
“Currently, General Motors is 
only manufacturer in the fi- 


ce business through its affiliate | 


meral Motors Acceptance Corp. 

he Ford Motor Co. has announced 

t is giving serious consideration 
to plans to engage in financing the 
of its automobiles, If these 


9 bills should become law, Gen-| 


fal Motors would have to go out 


Western New 


of the finance business, and neither 
Ford nor any other automobile 
manufacturer could enter the busi- 
ness, 
+ * 
“TF NONE of the automobile 
manufacturers are permitted to 
engage in automobile financing, 
then the business will be left to the 
independent finance companies and 
to the banks. 
“Our association certainly is 


* 


Canadian Workers 
Demand Embargo 
‘On U.S. Small Car 


OSHAWA, Ont.—Some 500 UAW 
members. from the General Motors 
plant here have demanded a Gov- 
ernment embargo on proposed U.S. 
small cars coming into Canada, The 
action was taken in an attempt to 
| force the Big Three to produce the 
proposed small cars in Canada for 
| Canadian sale. 
| George Burt, UAW national di- 
|rector, and other union leaders 
| flayed the companies for refusing 





| to announce that they are planning | 


|to start small-car production. 


| He declared, “If the small car 


| goes over, the auto business in Can- | 
ada will be caught in a double 


squeeze between European and 
U. S. small cars.” 
| T. D. Thomas, Member of Parlia- 
ment from Oshawa, said Oshawa 
would become a ghost town 
small-car imports from Europe 
continue and are joined with those 
from the U. 8. 

Meanwhile, in Montreal, Chrysler 


of Canada President Ron W. Todg- | 


ham declared that Canadian buyers 
still prefer larger cars because 80 
percent of the nation’s purchases 
are North American type vehicles. 

He acknowledged that Chrysler 
has been developing a new econ- 
omy car, but asserted that it would 
be introduced only “after we have 
concluded that the demand and 
volume are sufficient to warrant 
our bringing this car into the 
market.” He did not say when that 
would be. 


York State 


aces Unionizing Drive 


(Continued from Page 3) 


dered an election at Hazelriggs, 
inc. (DeSoto-Plymouth), among all 
op employes, including auto re- 
rmen, body men, lubrication 
m new and used-car cleanup 
. washers, polishers, parts men 
md regular part time employes. 
hey will vote for or against 
Machinists Lodge 493. 
In Compton, Calif., service de- 
partment and maintenance em- 
oyes of Leo Rule Oldsmobile Co. 
d 16-8 for Teamsters Local 71 
a representation election con- 
ucted by the NLRB. 
> > 


hrysler Supplier Closes 
) THE factory front, Midland- 

Ross Corp., a supplier of auto- 
mobile and truck frames for Chrys- 
wer Corp., has notified its 2,400 
Workers that the plant in Detroit 
Will close at the end of the '59 
Model run this summer. 

The plant is one of 10 operated 
by the corporation throughout 
the nation. Union officials said 
the news came as no surprise. 
The closing comes despite com- 
bined efforts of the company and 
Union to get new work, including 
defense contracts, for the special- 

d heavy stamping, welding and 

| fabricating equipment at the 
lant. 

Zigmunt Mizejeski, president of 
United Auto Workers Local 401, 


Philadelphia Peak 
_PHILADELPHIA.—Im ports of 
foreign cars through the Port of 
*hiladelphia in February hit a peak 
9,239 units, according to Fred 
©. Peters, Collector of Customs. 
most of the cars were from Eng- 








said the plant supplies frames for 
Dodge trucks and Plymouth and 
Dodge cars, For the 60 model run, 
he said, Chrysler will be switching 
to a frame unitized with the car 
body, a modification of a European 
idea. 

Chrysler refused to comment on 
Mizejeski’s statement. The corpora- 
tion did say, however, that begin- 
ning with the 1960 model run “a 
portion of our frame requirements” 
would be manufactured in the De- 
troit area by Chrysler workers. 

> > * 


Ford Approves Pension 


For 20,000th Retiree 


DEARBORN.—The United Auto 
Workers and Ford Motor Co. last 
week reached a milestone through 
Charles Botos, 68, a Detroiter who 
| began workirg for Ford in 1916. 


Botos was the 20,000 Ford worker 
| to retire under the UAW-Ford pen- 
|}sion fund as the retirement plan 
| entered its 10th year of operation. 


‘VW Reports 50% 
‘Of Dealers Dualled 


NEW YORK.— Approximately 
half of Volkswagen’s 374 dealers 
in this country are dualled with 
other makes of cars, a VW spokes- 
man reported Thursday, He sought 
to correct a statement made in 
last week’s issue of AUTOMOTIVE 
News to the effect that VW dealers 





are the only exclusive dealers left. 


Volkswagen of America and its 
14 distributors are facing antitrust 
charges that they forbid dealers 
from dualling with other makes. 
Most of the dual or multiple VW 
dealers are teamed with other 
European makes, such as Porsche 
or Volvo. 


if | 


not interested in penalizing either 
the independent finance com- 
panies or the banks, or prevent- 
ing either from growing and 
prospering. We think, however, 
that they should not be nourished 
at the expense of the automobile 
buyer and the automobile dealer, 
and that is just what will happen 
if the automobile manufacturers 
are not permitted to engage in 
automobile financing. 

“In any event, it appears to us 
that independent finance companies 
and the banks are doing well, both 
as to number in existence and as 
to the profit they make, and that 
they do not need special legislation 
to create a market for them. 

“Let us examine the facts, The 
automobile dealer requires financ- 
ing in terms of (1) the retail sales 
of his automobiles to the public; 
(2) the cars he himself buys from 
his manufacturer, 
“floor-planned” vehicles; and (3) 
the capital loans which are neces- 
sary from time to time to meet his 
ordinary operational needs. 


GMAC, owned by General Motors, 
has proved its ability to provide 
| financial service to its dealers com- 
| parable to or at lower cost than 
either the independent finance 
companies or the banks—and to do 
so profitably. 
+ > > 
|“¢ UR members state that GMAC 
interest charges on wholesale 
financing are consistently lower 
| than those of either the independ- 
ent finance companies or the banks. 
Members also advise us that the 
typical GMAC interest rate is con- 
siderably lower than that of the 
|finance company, the differential 
| frequently being in the neighbor- 
hood of .5 percent. 

Bank financing is more com- 
petitive with GMAC, but bank 
funds are not as readily available 
to dealers as is financing through 
finance companies because of 
bankers’ reluctance to accept the 
greater risk of automobile whole- 

| sale financing. Assuming an in- 
| voice price to a dealer of $2,400 
| per car, the 5 percent difference 
required by finance companies 
costs the dealer $1 per month 
| more on each vehicle financed 
| than in the case of GMAC financ- 
ing. 
“In addition, GMAC provides a 
|lower charge for insurance cover- 
ing floor-planned vehicles than the 
| independent finance companies and, 
as an additional factor, provides 
insurance coverage for 180 days as 
opposed to 90-day coverage nor- 
mally made available by others. 
“We understand that by reason 
of these factors, non-General Mo- 
tors dealer members have urged 
their manufacturers for some time 
to enter the automobile finance 
business and provide financing 
services comparable to those avail- 
able to General Motors dealers. 
| “The plain fact is that the inde- 
| pendent finance companies and the 
banks do not regard wholesale 
| automotive financing as particularly 





| ferred to concentrate on the auto- 
|mobile dealer's retail contracts, 
taking wholesale financing at a 
higher rate but only where the 
dealer agrees to finance his retail 


sales with them. 
- 


“TX TERMS of retail financing, we | 
a 


re advised by our members 
that there are many finance com- 
panies and banks who finance at 
rates comparable to GMAC, and 
in some cases at a somewhat 
cheaper rate. 

“Nevertheless, the General Mo- 
tors dealer with access to GMAC 
has an important advantage over 
other dealers, in that GMAC has 
established a competitive ‘floor’ 
for his financing; for, if the 
dealer can obtain a better rate 
from an independent finance 
company or a bank, he can take 
it, but if he finds no better rate 
he can always take the very 
reasonable GMAC rate. 

“To this important factor must 
be added the point referred to 
earlier, and that is that the banks 
and the independent finance com- 
panies have not been: interested in 
wholesale automobile financing, and 
when they have had to take such 
paper they have frequently raised 
the retail rate. 

“The GM dealer can give his 


his so-called | 





“In each of these situations, | 


desirable business, and have pre-| 





wholesale business to GMAC and 
then shop around for the lowest 
available retail rate from banks 
and independent finance companies. 

“For the variety of reasons re- 
counted herein, we urge your most 


69 


careful consideration of S, 838 
(O'Mahoney bill) and 8S. 839 (Ke- 
fauver bill), and respectfully sug- 
gest that they are not in the best 
public interest, and should not be 
enacted.” 








ren, 





ONE BRAND 





COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
one brand — one inventory — of highest quality, 
top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a power take-off for all types of work and for most 


transmission applications. 


Application information 


for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 


interchangeability — it's 


Tulsa Power Take-Offs! 


Tulsa Winch 


Orvisionw OF VICKERS 


INCORPORATED * TULSA. OKLAHOMA 


SELL THE BIG, BUYING 
COLUMBUS MARKET WITH THE 


itsinacae 


ree) 0) a Ve 


LOW COMBINATION RATE 


Representatives: 

O'Mara & 

Ormsbee, Inc. 
Columbus 


Has The . 


Buying Power... 
The Dispatch and 
Journal Have 


The Selling 


Power. 


COLUMBUS 





OHIO STATE 


Dispatch - JOURNAL 


COLUMBUS, OHIO 
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Where People Outdistance Cars... . 


Looking at the Singapore Market 


(Continued from Page 8) 


these raw materials to the wharves 
for export. 

And the Chinese, who are the 
smart businessmen in Singapore, 
buy trucks for retail deliveries and 
for general cartage. The Chinese 
like trucks because they get the 
goods to small towns not serviced 
by railways and, in the main towns, 
deliver freight right to the cus- 
tomer’s doorway. 

a = + 
HUA said that an increase in 
vehicle sales would have a 


Top Rambler Deal 


Is Lipman Again 


HARTFORD, Conn, — Lipman 
Motors is the nation’s top Rambler 
seller for the fourth straight year, 
Morris Lipman, president, has been 
informed by Roy Abernethy, Amer- 
ican Motors Corp. automotive dis- 
tribution and marketing vice-presi- 
dent. 

AMC’s biggest volume deal sold 
more than 3,000 new and used cars 
during 1958. of which about 1,200 
were new Ramblers, according to 
Lipman. The firm has two outlets 
in Hartford. 

Abernethy will present AMC’s 
“Top Volume Dealer Award” to 
Lipman at a dinner Wednesday 
(March 18). 


Chatten Sells Deal, Retires 


ELKHART, Ind.—M. D. Chatten, 
Elkhart County Ford dealer for 39 
years, has retired after selling 
Chatten Motor Sales to James G. 
Van Horn, Elkhart. 


three-way affect on the economy of 
the Singapore area: 

1. It would create jobs for driv- 
ers, fitters, salesmen and clerks. 


2. Quicker transportation would 
mean quicker progress in all 
phases of the economy. 


3. Any increase would automati- 
cally reflect a greater demand for 
Malaya’s primary product—rubber. 

To these, Withell added his own 
points: 

1. Would provide better transpor- 
tation. 

2. Increase Government tax reve- 
nues. 

3. Provide additional assembly 
and service employment (Ford op- 
erates an assembly plant here). 

+ * + 


BSOLESCENCE has virtually 

no affect on the auto market 
here. In fact, Chua said, one of the 
reasons U. S.-built cars have lost 
popularity in Asia is the frequent 
change of models as compared to 
English and European makes. 

The role played by used cars 
was said by both men to be sim- 
ilar to that in America, Chua said 
about 90 percent of the new-car 
sales in Singapore involve trade- 
ins. 

Most of the advertising is in 
newspapers and by direct mail, 
with a small amount going to na- 
tional magazines. 

There is no television in Singa- 
pore and there are no commercials 

on the Government-controlled radio. 
> > + 
A= so we leave Singapore, What 
a port! Still the crossroads! 
Ships and ships! 
The Brittania, the Duke's private 


Obituaries 


Hinsdale Smith, 89; 
Built Automotor Car 


DEERFIELD, Mass. — Hinsdale 
Smith, 89, an early automotive in- 
ventor and builder of the Auto- 
motor car from 1901 to 1904, died 
March 7 in a Brattleboro (Vt.) hos- 
pital. 

Mr. Smith was awarded patents 
on a convertible auto body in 1916 
and a selective gear shift. He was 
eonsidered the first manufacturer 
to shift the engine from the rear to 
the front of a car and was credited 
with developing modern auto steer- 
ing and roll-down windows. His 
firm, Springfield Metal Body Co., 
built metal bodies for such makes 
as Chalmers, Stevens, Duryea, 
Stanley Steamer and Locomobile. 


James S. Knowlson, 75; 


Stewart-Warner Official 


CHICAGO.—James 8S. Knowlson, 
75, chairman of Stewart-Warner 
Corp., died March 6 in his office, 
apparently of a heart attack. He 
was president of the firm from 1939 
to 1954. 

Mr. Knowlson joined General 
Electric after graduation from Cor- 
nell University in 1905 and later 
helped organize Speedway Mfg. 
Co., of which he eventually became 
chairman. He came to Stewart- 
Warner in 1934 and guided the firm 
into interests other than automo- 
Gre. + 7 * 


Robert Oliver Fry 
VANCOUVER, B. C. — Robert Oliver 
Fry, 71, former owner of Stonehouse Mo- 
tors, died recently. 
* * * 


James L. Jacobs 
FORT SMITH, Ark.—James L. Jacobs, 
55, Fort Smith auto dealer, died March 2. 
* * * 


Joseph L, Kaye 
CHICAGO.—Joseph L. Kaye, 36, ex- 
ecutive vice-president of Rogers Park Mo- 
cee Sales (Ford), died Feb. 3 in an air- 
crash in New York City. His wife 
ao died in the crash. 


* * + 


James W, Miller 
CHICAGO.—James W. Miller, 43, Iowa 
distribution manager for Ford Motor Co., 
died Feb. 28 of injuries received in an 
auto accident three days earlier. 
* * * 


Robert G, Patterson 


assistant to the president of Lamson & 
Co., died Feb. 6 at his winter 


Engine Rebuilders Assn., a director of the 
Automotive Old Timers and a member of 
National Standard Parts Assn.’s marketing 
research committee. 

* * * 


Arthur J. Dorscheid 

ROCHESTER, N. Y.—Arthur J. Dor- 
scheid, an auto dealer here for 50 years, 
died March 4 while vacationing at Holly- 
wood, Fila. At the time of his death he 
operated a used-car dealership here. He 
formerly was a Dodge and Ford dealer. 

* * * 


N, 8. Gill 


Tex.—N. 8. Gill, 56, former 
died in a Dallas 


TERRELL, 
owner of Gill Auto Co., 
hospital Feb. 23. 

* * *. 


William M. Briggs 

BINGHAMTON, N. Y.— William M 
Briggs, a former auto dealer, died March 
4. He headed Briggs Motor Car Co. from 
1929 until his retirement in 1944. Formerly 
a salesman for the old Russell Auto Sales 
Co., Mr. Briggs took over the firm after 
the death of the owner. 

* * * 


Ralph D. Forshee 

DETROIT.—Raiph D. Forshee, 52, man- 
ager of Chevrolet's Willow Run truck 
assembly plant near Detroit, died of a 
heart attack while visiting Grand Canyon, 
Ariz., with his wife. Mr. Forshee joined 
Chevrolet in 1933. He was named to the 
Willow Run post after serving as genera! 
production superintendent in Flint. 


Arthur G. Schoenthal 

FREDONIA, N. Y.—Arthur G. Schoen- 
thal, 77, a retired auto dealer, died March 
4. He operated Dickson & Schoenthal Ga- 
rage with Alex K. Dickson and retained 
the dealership after purchasing Dickson's 
interest in 1928 

* o * 


Vernon W. Kelley 

BRUNSWICK, Me.-—-Vernon W. (Sam) 
Kelley, 61, who formerly operated an auto- 
mobile dealership here with a brother, is 
dead. In recent years he had been associ- 
ated with Brunswick Motors and Wright 

Buick Co. 
* * 


Matthew A, 

ELIZABETH, N. J.—Matthew A. Whyte, 
66, who retired last August as president 
of Whyte Pontiac Co., died March 4. 

* * * 


C, B, Cowan 
ATLANTA.—C. B. (Abie) Cowan, 77, a 
veteran executive of White Motor Co., 
died Feb. 26. Mr. Cowan joined White 
in 1911 and, since 1921, had been regiona] 
vice-president with headquarters in Atlanta. 
He had been semi-retired since last year. 
+. * * 


John W. Scull 
TELL CITY, Ind.—John W. Scull, Tell 
City’s first Chevrolet dealer, died March 9. 
He was 102 years old and left 97 descend- 
ants. A founder and former president of 
Citizens National Bank, Mr. Scull was 
active in business even after reaching 90. 
He was a delegate to Republican state 

conventions until he was 94. 

+ * * 


Richard W. Barkley 
DALLAS. — Richard W. Barkley, 68, 
owner of Barkley Motor Co., died of a 
heart ailment March 6. 


yacht (a young battleship), left this 
morning. It was all lit up last night 
with a dinner being given aboard 
by his royal highness. 

The lights of Singapore are 
really a necklace of pearls, The 
other harbors of the world can 
claim this, but this is IT. It is 
simply fascinating. 


Islands and more islands dot the 





waters around Singapore. What a 
panorama, This is one place all 
Americans should see and be a part 
of as much as they can take. Ships | 
and still more ships passing. 

Next to the Panama Canal and | 
the Suez, this is without a doubt the 
most important waterway in the| 
world, It is tremendous in scenery. | 

What a port to leave. | 


Marsh Heads Road Unit 


DENVER. Joseph J, Marsh, 
Marsh-Wimbush Ford, has been 


|named president of the eight-man 


Colorado Highway Commission. 





HELP WANTED 


Sales Opportunity 


Nationally known manufacturer of specialized 
custom-built Hearses and Ambulances on a 
Cadillac Commercial Chassis has several ex- 
cellent territories available for an ambitious 
and aggressive distributor. Net earning of 
$15,000 to $20,030 annually, Will require fi- 
nancial statement as a moderate investment 
will be necessary to get started. Financing 
arrangement available. Check territory you 
may be interested in. 

No. !—Washington-Oregon-Idaho-Utah 

No. 2—North Bakote- South Dakota-Nebraska 
No. 3—Kansas-Oklahoma 

No. 4—Arkansas-Louisiana 

No. 5—Northern Georgia-South Carolina 
No. 6—West Virginia 

No. 7—Mississippi-Alabama 
For details write Box 266, 
News, Detroit 7. 


—_—— 


SALESMEN to sell the book “AUTO 
COSTS” which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N, 

$1,000.00 A MONTH selling automotive 
shelving—parts bin s—counters—gasket 
and tail pipe racks—shop equipment. 
Terrific commissions. Free 32 page cata- 
log—jobber discounts, BFC Corporation, 
2846 E. Hedley, Philadelphia 37, Penn- 
sylvania. 


AUTOMOBILE 
SALES MANAGER 


Large GM dealership metropolitan Chicago 
offers exceptional opportunity to ambitious 
hard-hitting sales manager with proven back- 
ground in volume operation. Must be thor- 
oughly experienced in all phases of new car 
operation and genuinely ambitious to work 
hard ensuring proper supervision and train- 
ing of sales personnel, resulting in ultimate 
success for self and dealership. Salary above 
industry level. All transportation expenses 
pilus additional compensation and liberal 
fringe benefits to qualified man. Submit com- 
plete history and small photo. All replies 
confidential. Box 261, </o Automotive News, 
Detroit 7. 


c/o Automotive 


SALES MANAGER — Exceptional oppor- 
tunity. Must be thoroughly experienced 
in all phases of new car operation. Our 
sales will average about 65 new cars per 
month. Write or phone: Jack Townsend, 
Townsend Pontiac, 501 West 5th. Avenue, 
Gary, Indiana. Phone: BAyport 1-2391. 


MAN TO MANAGE PARTS DEPART- 
MENT of a Chevrolet Sales & Service 
set-up located in north central Indiana. 
200 car planning potential. Must have 
had previous experience in operating 
automobile retail parts department. This 
will be steady employment under favor- 
able working and living conditions. 
Please give experience and salary ex- 
pected in first letter. We would also ap- 
preciate a photo of applicant. Box 2683, 
c/o Automotive News, Detroit 7. 


PROFITABLE SIDE LINE for salesmen 
calling on dealers. 
new car prospecting program. Advise 
lines carried and area covered. Universal 
Plan, 2213 N. Meridian, Indianapolis. 


SERVICE MANAGER needed in up-to-date 
Pontiac dealership with excellent reputa- 
tion — located in southwest. Applicant 
must have outstanding references as to 
experience, ability, personality and hon- 
esty. Box 267, c/o Automotive News, 
Detroit 7. 





GENERAL MANAGER—Twenty years’ ex- 
perience. Prefer General Motors located 
in central Michigan. Will buy-in later. 
Can furnish best of references. Box 268, 
c/o Automotive News, Detroit 7. 


Red hot direct mail |* 


ae 
rans 
suy 

f, Den- 
Dee. 16 


$256,174, 
iled for 


3 Kumpf Motor Vet: 


Get Opportunity to 


DENVER.—Arthur Kun 
ver auto dealer who died 
left an estate valued at 
according to an inventory 
| probate. 


According to an agreerient by 
)executor of the estate, W, p 
Wright, Florian F. Barth ang 
|Francis L. Weiser, who have been 
with the auto firm for more than 
20 years, have 15 months to pyr. 
chase Kumpf Motor Co. 





F INSERTION REQUIRED. Ads may be signed with full 
lic {31}. par tecertion for use of « box aembor. Replies 


POSITION w ANTED 


GENERAL MANAGER 


experienced in shouldering full responsibility 
of operation, with record of outstanding 
achievement in re- “financing and rehabilita- 
tion, bringing “out-go" within “income” 
(without wrecking the organization), produc- 
ing profit by proven methods and control, 
developing increased productivity of per- 
sonnel, all departments, through leadership 
and on-the-job training. Procedures adapted 
to local needs and modified as unfoldment 
warrants. Operate to high principle insuring 
good factory relationship and minimum em- 
ployee turnover. Do not hold to systems or 
deceptive advertising. Have found no sub- 
stitute for constant vigilance and a fixed 
objective. College education, steady, reliable, 
middie aged, lean. athletic, family man. 
Compensation based on results obtained. 
Agreeable to 90 day trial period, however, 
permanence definitely desired. Prefer West 
Coast but can produce profit anywhere. 
Box 272, c/o Automotive News Detroit 7. 





BUSINESS MANAGER —SALES MAN- 
AGER—Twelve years’ experience in auto 
dealership. College graduate in Business 
Administration, accounting major. Han- 
died two of “Big Three’’ franchises. Age 
40, sober, honest, hardworking, married, 
have family. Experienced in all phases 
of selling, supervision, office procedure, 
credit managing, purchasing and financ- 
ing. Will consider any area. Complete 
resume and picture sent on request. Box 
262, c/o Automotive News, Detroit 7 


GENERAL MANAGER—20 years’ experi- 
ence as successful new and used car 
salesman—sales manager—general man- 
ager — dealer — field representative and 
factory sales executive. Presently general 
manager large “Big Three’ dealership 
in very competitive metropolitan area. 
Can obtain, train and supervise all deal- 
ership department employes and through 
them retail new and used cars profitably. 
Currently well paid for successfully per- 
forming these duties, but desire change 
with possibility of eventual buy-out. 
Please contact Box 255, c/o Automotive 
News, Detroit 7. 


SALES MANAGER—Young, aggressive 
sales manager, thoroughly experienced in 
all phases of dealer operation, Married. 
38, college graduate, with over ten years’ 
experience as sales manager with lead- | 
ing Chevrolet dealers. Can hire, train 
and build hard-hitting and productive 
sales force. Also interested in opportuni-| 
ties to invest. Desire to relocate in 
metropolitan New York area, New Jer- 
sey or New England. Will consider other | 
areas. Can furnish excellent references. 
All replies held in confidence. Box 257, 
c/o Automotive News, Detroit 7. 


NATIONAL LEASING ORGANIZATION— 
Sales manager for volume Chevrolet 
dealership for 12 years desires to join 
progressive leasing organization, I am 
young, married, college trained and will- 
ing to travel, Have highly successful 
retail automotive sales background. All 
replies in strict confidence. Box 258, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER: CADILLAC, PON- 
TIAC. Young, conscientious, hardworking 
family man wishes employment in New 
Jersey, I can furnish best of references 
from present employer and factory. I've 
worked my way up from apprentice 
mechanic through all departments in 
a dealership, My ‘‘know-how’’ comes 
from ambition. I would like to work 
for a dealer who would teach me the 











| FOR LEASE—Beautiful 


| WHOLESALE DISTRIBUTORSHIP 





top end of the business. I realize my 
pay would comply with my ability to 
learn. Box 247, c/o Automotive News, 
Detroit 7. 


FORMER DEALER ... Twenty years’ 
experience both large and smal) deals, 
making plans to travel southern states. 
Will handle single line if sufficient po- 
tential exists. Otherwise will handle sev- 
eral non-conflicting lines, Considered 
pretty fair country speaker and can 
hold enthusiastic meetings. Particularly 
suited to sales training or sales promo- 
tional ideas and materials. Consider 
direct mail best media for dealership 
advertising. Box 249, c/o Automotive 
News, Detroit 7. 





SALES FINANCE 


Junior Executive desires change; 
employed national company. Fifteen years’ 
experience Branch, Region, Home Office 
levels, Box 270, c/o Automotive News, De- 
troit 7. 


Presently 


POSITION WANTED 


FINANCE-INSURANCE 
years’ 


MANAGER. Ten 
experience all phases of automo- 
bile insurance and financing. Box 269, 
c/o Automotive News, Detroit 7 


___ DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.0O.B. Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson on Distributors, Eastland, Texas, 


AUTOMOBILE DEALERSHIP for sale due 
to iliness—excellent location in Florida. 
Franchise handling Studebaker-Willys, 
established 1940. 50% repeat business 
City doubled population in ten years 
Governmental, college and industria! out- 
lets for excellent volume of business 
Box 252, c/o Automotive News, Detroit 7 


HANDLING BUICK Metropolitan area 
dealership available in southwest area. 
Annual new car sales potential—i,00 
plus. Excellent modern facilities all is 
one location on very desirable lease. Pur- 
chase current parts and fixed assets at 
true inventory value. No used cars, re 
ceivables or lHabilities involved. All re 
plies confidential and will receive im- 
mediate acknowledgment. Box 264, c/o 
Automotive News, Detroit 7. 


DEALERSHIP AVAILABLE handiing 
Cadillac-Pontiac-GMC truck in Utah, 100 
miles from large city in high income 
area with a bright future. Need only buy 
solid assets such as parts, accessories, 
Office and shop equipment. Good lease on 
building and used car lot combined. This 
is a money maker. Need $75,000 to 
handle; one to two good years should 
repay original investment. Has 40 Cad- 
illac, 100 Pontiac and 60 truck potential. 
Owner's health poor and wishes to retire. 
Answer Box 265, c/o Automotive News, 
Detroit 7. 


showroom, service 
department, adjoining car lot. Ideal 
north side Chicago location, approxi- 
mately 45,000 ft. Ten twopost lifts, air 
conditioned offices. Write Trust, 950 Bluff 
Road, Glencoe, Illinois. Phone: VErnon 
5-3513. 


EXPANDING DEALERSHIP in growing 
community. Recently remodeled building. 
Handling three popular lines, Mercury. 
Edsel and Rambler, plus inventory. 300 
new car volume or more. Priced to sell 


Box 271, c/o Automotive News, Detroit 7 
Major 
import and territory. Activate immedi- 
ately. $50,000 urgently required. Excep- 
tional deal to serious, capable inquirer. 
J. R. Sternberg, 1369 Mineral Spring 
Road, Reading, Pennsylvania. 


DEALERSHIP WANTED 


WILL BUY FOR CASH Chevrolet or Ford 
dealership, anywhere, any size, where 
potential is sufficient. Am accustomed to 
leadership in sales at a satisfactory 
profit. If you have a sick dealership, 
wish to retire, or want to sell for any 
reason, I may be the cure, Rest assured 
any communication will be held in strict 
confidence, No real estate please. The 
time to sell is when you are doing good. 
Write me now. E,. E. Holman, 8311 San 
Benito Way, Dallas 18, Texas. 


DEALER SERVICES _ 


STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost, The book, ‘“‘AUTO COSTS,” 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your °59 edition today for 
only $10— three year subscription $18 
(including all supplements), AUTO 
— Box 224, Dept. 3Z, New York 
1,N 


BOOKKEEPING SERVIC E—Complete, 
ideal service for Michigan dealers selling 
up to 250 new units yearly. Factory sys 
tems used. Marvin Drake, Plainwell, 
Michigan. MU 2-2751. 
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TRADE IT! 
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BUY SURPLUS PROPERTY 


USED CAR LOT 













100 REWARD for information ‘Jeading to 









WORE MILITARY PERSONNEL 


2. Cars may be taken overseas without 


=> REWARD for information resulting in 







DEALER SERVICES CARS FOR SALE 





CARS FOR SALE 


AUTOMOTIVE NEWS, MARCH 16, 1959 


TRUCKS FOR SALE MISCELLANEOUS 





Military Acceptance 
You SELL 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 
IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 
We Supply 
English Manuals 


Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


KENT IMPORTS, 
INC. 


Small Car Division, 
Sales and Service 


2911 35th Avenve, 
Long Island City 6, N. Y. 
EMpire 1-1690-1-2 


itary Acceptance Corporation will help 
more auto sales to Military per- 
A , because: 

1. We finance up to 36 months, 


refinancing. 

3, We finance, or refinance, anywhere in 
the world, at low, money-saving rates 
for officers and enlisted personnel o 
pay grades E5 and above . . . on a 
simplified, non-recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 Broadway 
Antonio, Texas—Telephone CApitol 6-268! | 

uridwide Financing for Military Personnel" 

(USAA Insurance available 

to qualified officers) 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


e—Equipment—Machiner y—Tools 
“For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


DMOTIVE INVENTORY & APPRAISAL CO. 
Freeland Ave. Detroit 27, Michigan | 
Webster 3-6445 


Air Force Cadets 


No Down Payment 
36 Months to Pay 
Low Bank Rates 
le handle all branches of the service, tech. 


and officers, No dealer liability. Car 
be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


2625 Broadway 
San Antonio, Texas 


VOLKSWAGENS 


Buy From The Largest 
And Most Experienced 
VW Supplier 


We sell only the best ‘5és 
through ‘59s — All models 


BUSINESS OPPORTUNITIES 


DIRECT 


NOW FROM GOVT.—Jeeps, trucks, trac- 


tors, boats. aircraft, amphibious vehi- ; aan ame 
cles, miscellaneous. Fraction of Army available No red tape No 
and Navy costs. Send for ‘‘U. 8, Depot | waiting. Shipments to South 
Directory and Procedure’’—$1.00. Gov- 

ernment Surplus Sales, Box 8-AU, Sun-|§ and West Coast ports. Orders 
nyside 4, New York. for 1 to 100 


45 miles from Los An- 
geles, 5 miles from new Pacific missile 
range. Nothing to buy, fully equipped 
$100 a month, $2,750 for improvements 
Box 241, c/o Automotive News, Detroit 7. 


Complete American models. 
State inspection guaranteed. 


VALENTINO 
MOTORS, INC. 


“It's easy to do business in 
Baltimore" 


4709 Bel Air Road 
Baltimore 6, Md. 
HA 6-4700, Mr. Grillo 


DECAL, TRANSFERS 

RUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio 


DEALERS ONLY 


repossession of 1954 Chevrolet Bel Air 

tudor, turquoise and white. Last carrying CHEVROLET BEL AIRS 
"58 Tennessee license 27-J5-03. Driver 2 8 
Man known as Richard L. Coughian FORD 500'S, 

a/b R.L.C. Ent ’ Cali JU 6- 

5202, Siaeetstowe, "Senmecsee Ser hold BUICK SUPERS, 


|_authority 


OLDS SUPER 88'S, 
CADILLAC 62'S 


the recovery of 1956 Buick Century Rivi- 
era coupe. Motor: 17153296, Serial: 
6C2034022. Also 1954 Cadillac 60 Special 
4-dr. Motor: 546041055. Contact Worth- 
ington Dodge, LUdlow 3-3255, Hunting- 
ton Park, California. | 


FORD F-800 TRUCK, tractor. The 
color of the vehicle is metallic blue, the 
Owner is Edward Reilly, 545 Totowa | 
Avenue, Paterson, New Jersey. Seria! 


power steering, radio, heater, 


whitewal!l tires— 


tion in heated inside storage at 9 W 
Kinzie, Chicago. 


number is FSOS6H 28095. Any informa- 
tion leading to the recovery of the truck 
will be amply rewarded. Fette Ford, Inc., 
reed Rd. 


information call, write or 


HERTZ RENT-A-CAR 


9 W. Kinzie 
Chicago, Illinois 
DElaware 7-7272 


For 


at Bloomfield Ave., Clifton, 


J. Phone: PRescott 9-7000. 
CARS FOR SALE 


VOLKSWAGENS 


TOD-O-CAR, INC. 


1415 Haines St., 
Philadelphia 26, Pa. 


WaAverly 7-3500 








VOLKSWAGENS 
‘ ‘59’ ’ 





stery, 






Glass, Mileage Speedometer. 
Continuous Supply, Will Ship Anywhere 
Call, Write or Wire 


NANA TRADING CORP. 


120 Wall St., New York 5, N. Y. 
BO 9-4747 TWX NY1-4811 


Immediate Delivery 


1959 sedans, convertibles, 
Karmann Ghias, Micro Buses, 
All commercial models. 
. C., S. C., GA. Representative: 


- C. Clanton, Darlington, S. C. 
Phone: L. D. 2 





FOR QUICK RESULTS 
CLASSIFIED ADS 





—all hardtops with automatic transmission, 
padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 


These are clean low mileage cars for 
sale in small lots—available for inspec- 


wire 


Don Miller 





Equipped with: Leatherette Uphol- 
Blinker Directional Signals 
(no arrows), Double Bumpers, Elec- 
tric Windshield Wipers, Heater, De- 
froster, Sealed Beam Lights, Safety 





TRY AUTOMOTIVE NEWS 


| 











1958 FORDS — $625 
Taxicabs—Standard 


"57 PLYMOUTH TAXICABS 


‘ou $250 ‘oa 


Phone, Write or Wire Mr. Karlin 
EMKAY MOTORS 


1046 Bedford Ave., Brooklyn, N. Y. 


UL 7-0651 


CARS WANTED 










WANTED 


"57 and ‘58 Chevrolets 
210s and Biscaynes 


6 cylinder—standard shifts 


Call, write or wire 








Larry Highland 


Motors, Inc. 


2765 Genesee St. 
Buffalo 25, New York 
KEystone 7333 


WANTED: Fords, Chevrolets and Plym- 
ouths, 6 cylinder, 1955 and up. State low- 
est price per unit. Beach Auto Service, 
P. 0. Box 4052, Columbia, 
lina 

SEVEN PASSENGER CADILLAC 
sines, Ridgway-Baker, Belmont 4-6611 
2836 N. E. Sandy, Portland 12, Ore 





WE BUY 
FOREIGN CARS 


NEW OR USED. ALL MAKES, ALi MODELS, 
INCLUDING DISTRESSED MERCHANDISE. 


Box 227, </o Automotive News, Detroit 7. | 





SALE 


VAUXHALL 


PARTS 


Factory Stock 


Chassis and Body Parts, 
Accessories 


1,016 Different Items 
CASHON 


_ PARTS: Fr OR 


PONTIAC, INC. 


1200 S. Boston 
Tulsa, Oklahoma 


Phone: CHerry 2-2101 
Immediate Shipments 


LET ONE CALL 
DO IT ALL 


$100,000 Pontiac Inventory 





Brand New Oldsmobile 
PARTS FOR SALE 


25% below dealer cost. Years 1946-53, chassis, | 


body & engine. Heavy quantities of moldin s, 
shields and Hydra-Matic parts. All inquiries | 
answered promptiy. Leslie T. Haskins, Inc., 
467-468 Washington St. Wellesley, Massachu- | 
setts, “Our 30th Anniversary.” 





BRAND NEW 315 cu. in. Dodge truck en- 
gines complete from clutch to thermostat 
with 12 volt accessories, $500—less acces- 
sories, $400. Act now —only 10 
Roney Motors Co., 
LAkeview 6-6611. 





Ford and Mercury 
Parts 


, Genuine, Year 1940-53 
50% - 73% Discount. 


We specialize in new, obsolete, genuine Ford | 


and Mercury parts, Prescott ‘Salvage Com- 
pany, Prescott, Arkansas. 


SIMCA PARTS — 35% OFF Simca Parts 
Book list. All orders shipped C.O.D, day 
received. Box 132, c/o Automotive News, 
Detroit 7. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 606 
Anderson Ave., Cliffside) N, J. Phone: 
WHitney 3-6666. 


WANTED: POWER STEERING UNIT for 
1953 Buick Special—must be for Special 
only. Will pay any reasonable price. Call 
collect; Inland Buick Co., Deland, Flor- 
ida. Telephone: REdwood 4-2136. 

TRUCKS FOR SALE 

1947 GMC 2-ton, 2-speed, all white wrecker. 
Nearly new 825 x 20 10 ply mud and 
snow tires. Rotating beacon light. 25,000 
actual miles. Equipped with twin boom 
Holmes crane and carrying table. This 
unit ready for the road in every way. 
Take first $1,500. L. E.° Pickrel Motor 

Co., Tribune, Kansas, Phone: DR 6-4225. 

















South Caro- | 


limou- | 


left. | 
11245 Gratiot, Detroit. | 


| SUN GENERATOR REGULATOR TESTER 


March 20th.—11:00 A.M. 


DYER AUTO AUCTION 
641 Joliet St. 





’57 HOLMES 3-ton Wrecker. Fully equipped 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


52.35 Fed. Tox included 


TRUCK 
AUCTION 


Dyer, Indiana 
UNion 5-2361 


like new condition, Earl’s Pontiac, 
Inc., Strongsville, Ohio, THE FAMOUS 
TRUCKS WANTED 

De — — dl 

LATE MODEL TRUCKS WANTED—AIll M ° T ° M A T ! c 
makes—long wheelbase, short wheelbase, T W IDE 
dumps, tractors, and tandem trucks— s 
with or without bodies, Write or call 
Bill or Marvin Fishel, 717 South Vande- With Universal Swivel 
venter, St. Louis 10, Missouri, Phone: 
FRanklin 1-1750. Action 

WANTED: Late model tank truck _Ap- Four Clamp Hook- Up 
proximately 1200-1500 gallon capacity | DEALERS’ SPECIAL F.0.8. cae Net) 
completely equipped. Write and send/| 
photo. Sullivan's Fuel Oil Service, East | $44 85 Fed. Tax Included 
Greenbush, New York. 7 


~ SHOP EQUIPMENT FOR SALE 


Liberal Quantity Discounts 


| Used approximately one year. Com- 
| plete—'% price—no use for same. Lincoln | To Distributors 
| Way Motors, Inc., 1136 Lincoln Way 
| Bast. Massilion, Ohio Write for Illustrated Catalog 
BECOME TUNE-UP SPECIALIST quickly 
with new Electronic Testers! Check out | Factor Sales Division 


entire electrical system of all cars! 
or 
2400 Emerald Street, 


i« 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


New 
Motoraide Corporation, 
Philadelphia 25, Pa 


Write 


old! 





| ELECTRIC DISPLAY TURNTABLE for 
used car lot or showroom. Complete with es ‘ 

| electric moter. Unit in good working Leaders in the Industry 
condition—$100. Petzold Chrysler-Imper- Since 1939 

| fal, 14820 Gratiot, Detroit, Mich 





| 





Canadian Distribytors 


FIVE WHEELS, LTD. 
Toronto, Onterie 


ANTIQUE CARS FOR SALE 


REO 1917 | 











Original tires, top, etc., 8,250 miles. A-1| 
_ : ° FOR SALE—Movable used car office build- 

shape. A steal at $1,400. 3310 N. 49th,| ing, 10 foot by 20 foot frame, metal 
siding; Utility or tool building. 8 foot by 

Lincoln, Nebraska. Phone: 6-3730. 8 foot frame, asbestos siding, large neon 
used car sign and gas heater. For infor- 
mation contact: Dick Haigh, 14449 Mich- 

ir - — i art , M hone: LUzon 

MISCELLANEOUS = »orn, Michigan. Phone 

| on j 

| 

1959 PRICEMASTER Advertise in 


The 


American cars, 
—plus 
Standard Equipment for All 
subscription price—$10. 5% discount for cas 
with order. 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 


WITH THE UNIVERSAL 
“WRIST ACTION” 
Incldg. BRAKE HOOK-UP 


TowKinG 
TRAIL-KING $37.50 


Fast Pickup & 


Svetese Covers (Taller Made) 
arrying Bags 
Sarery CHAINS, set of 2, only 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


4 





Our Want Ad Section 


encyclopedia of dealer cost prices of all 
three trucks, 25 foreign cars 
optional accessories — Shows al! 
ay yn | 


All supplements free. DEALERS 


BEARING CROSS REFERENCE 
Roller and Ball Bearings 


Timken, New Dep. & ATB No. 
“TO” FORD, MERCURY, LINCOLN 
& EDSEL PART No. Increase your 
bearing sales as we have with 
this handy loose leaf cross-refer- 
ence. We have increased our 
bearing sales by a considerable 
amount. You can too. ORDER 
NOW BELOW. 


K-B SALES CO., INC. 


Dept. D-1, 924 Lith Street 
ROCK ISLAND, ILLINOIS 


The “ORIGINAL YELLOW" 


From: 
SMITH FORD SALES, INC. 


$5] 45 


‘tre S45” 


420 W. McCarty St. 
Jefferson City, Mo. 
Atin.: Robert B. Wells 
Mgr. Parts Dept. 


Delivery 
Fits 2" Ball 


WE STOCK PARTS FOR 
RED ARROW TOW BARS 


FIRM 
ADDRESS 
city __ _ STATE. 
SiG. aon C..ceetie 
2 YR. SUBSCRIPTION $6.50 [1 
BINDER $1.50 0 
CHECK ENCLOSED $ 
60.0. O 

SUPPLEMENTS FREE 


$6.95 
$2.00 & $3.50 
$2.95 


0 So. Clinton St., Chicago 6, Ill. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S.. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — @ne Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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